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These typical examples show that... 
















CATERPILLAR TRACTOR 
COMPANY assures uninter- 


rupted hydraulic machine opero- 
tion with Texaco Regal Oil (R&O), 






FALK CORPORATION maintains accu- 


racy in hobbing big gears by using Texaco 
Sultex Cutting Oil. 








POTASH COMPANY OF AMERICA 


has kept Diesel operating costs low for 20 


em years with Texaco Ursa Oil. 


HOOVER BALL & 


BEARING COMPANY gets 
better finish by grinding with a 







Texaco Soluble Oil emulsion... 
output is up, costs down. 








YOU CAN INCREASE OUTPUT, 
REDUCE YOUR UNIT COSTS- 





Whatever you make, wherever your plant is located, — neering Service for advice and practical help that 
no matter what your machinery or equipment... goes far beyond mere lubricant recommendations. 
Texaco stands ready to help you turn out more of Reach for your phone now and call the nearest 
your product at a lower unit cost. of the more than 2,000 Texaco Distributing Plants 

Use the Texaco Industrial Lubricants made for your in the 48 States, or write The Texas Company, 135 
particular needs. Call on Texaco Lubrication Engi- East 42nd Street, New York 17, N. Y. 





’ 


MPO [4 Lubricants, Fuels and 


Lubrication Engineering Service 


TUNE IN . . . TEXACO STAR THEATER starring MILTON BERLE, on television Tuesday nights. METROPOLITAN OPERA radio broadcasts Saturday afternoo™ 
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The finest materials, equipment and methods are employed 
in the manufacture of the complete line of high quality 
Grinnell malleable iron and cast iron pipe fittings. Branch 
warehouses and distributors, located from coast-to-coast, 
make local stocks as convenient as your telephone. 

The same can be said about superior quality and ready 
availability of Grinnell Steel Nipples. Top grade, new pipe 
only is used. Controlled manufacture assures accurate cham- 
fer for quick starting; precision threads for easy running-up 
and tight joints. 







GRINNELL FITTINGS — Mass-produced by 
skilled workers using modern equipment. 











GRINNELL NIPPLES — Precision machines pro- 
Both Grinnell malleable iron fittings and steel nipples duce accurate threads and proper chamfer. 


are available in cartons.* On the shelf or on the job, 
cartoned fittings and nipples offer a number of advan- 
tages, at no extra charge: 


Faster and cleaner handling 
Cleaner stocks for resale and use 
Threads protected against damage 
Simplified storage and shipping 
Contents quickly identified by labels 
Greater accuracy in filling orders 


*Grinnell Malleable fittings also come in small and large bags. 








PACKED IN CARTONS — You are assured easier 
handling, storage and identification. 














Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 


Manufacturer of: pipe fittings * welding fittings * forged steel fianges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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4 PURCHASING PREVIEWS _ 


A WASHINGTON REPORT FOR PURCHASING AGENTS 


February 2, 1953. 


NEW LIFE The new Administration has already taken some very basic 
FOR TIRED steps toward revitalizing the Government. There has been an in- 
GOVERNMENT 


tensive selection of top caliber advisers and staff. Many of the 
recruits come from industry, but in ail cases the selection is 
due to a special ability, rather than the industry affiliation of the appointee. 

There has been some political sniping that this is a business administration, 
though no sound criticism against the appointments. 

Our defense problems at this stage are primarily efficient production of muni- 
tions and materiel—also the administration of the largest and most inclusive organiza- 
tion in the country, taking in a range of activity from military musicianship to guided 
missiles. 

Selection of Sinclair Weeks as Secretary of Commerce is of special significance 
to the purchasing agent. Commerce has long been considered the focal point of inform- 
ation and service to the purchasing agent, primarily because of the statistical data 
compiled. 

Weeks is a financier and businessman. He is not as glib as former Secretary of Com- 
merce Sawyer, but is much more outspoken a3 to his ideas and objectives. 

Appointees to the Treasury vepartmen. have veen universally recognized experts 
in debt management and fiscal policy. 

Attorney General Herpert brownell has an early history of legislative activity 
for implementing law enforcement. As a mexber of the New York State Legislature, he 


introduced the bills that enabled the then racket-busting Special Prosecutor Tom 
Dewey to proceed against the racketeers. 





























Importance of the new Administration line-up to the purchas- 
ing agent is that many of the problems of buying, marketing, and 
pricing, in which the Government has been taking a regulative 
hand, will have to be resolved during the next several years— 
and the caliber of the new executive personnel promises a ra- 


RULE OF REASON 
RATHER THAN 
POLITICS 





tional solution. 


The problem of anti-trust enforcement, which has been pursued in a legalistic and 
political manner, is likely to be revised to bring it more within the rule of reason. 

An example of how diversely the anti-trust regulations have been interpreted is 
that under the Sherman Act, a business-man is confronted with some rules which require 
so-called "hard competition". This means that price competition must not be softened. 
At the same time, the businessman is supposed to comply with laws on pricing which, as 
interpreted, require so-called "soft competition". This means a prohibition of pos- 
sible injury to competitors, under the Robinson-Patman and Miller-Tydings Act as some- 
times interpreted. 

The requirements of "hard competition", which protect competition rather than 
competitors, cannot be reconciled with the requirements of "soft competition", which 
protect competitors rather than competition. 

Solutions to problems such as these, vitally affecting buyer and seller alike, 


have long been awaited, but for some time the rule of reason has been ‘abdicated for 
other considerations. 

















There has been a unanimity of opinion that the next six to 


CONFIDENCE twelve months will represent a new high in economic activity in 
IN 2-YEAR many fields. Government expenditures for security and foreign 
BUSINESS HIGHS aid wiil reach a level of from $55 to $60 billion this year. 








Employment is at peak levels, and wage levels are high— 
making possible a high level of purchase in consumer goods and services. 
The immediate outlook has engendered a degree of business and public confidence 


reminiscent of the days of the nation's early industrial growth—and long absent from 
the American scene. 














728 on the shelf...°32 in the line 











Like most installations, a pipe line is part materials and part 
labor. And the labor part has been getting bigger and bigger. 


This growing labor cost is no small consideration when buying 
piping equipment. It costs just as much to install an inferior valve 
as a good one. And it costs a lot more to service the inferior one. 
For a single item, that difference might not be significant. But 
single items don’t make a piping system. Instead, you may use and 
have to maintain hundreds, even thousands of individual valves. 


Simple arithmetic tells why today it’s more important than ever 
to buy valves that last longer and need fewer repairs. That’s why 
Crane quality makes Crane the line for the thrifty buyer...it’s why 
more Crane Valves are in use than any other make. 


Crane Co., General Offices: 836 S. Michigan Ave., Chicago 5, 
Ill. Branches and Wholesalers Serving All Industrial Areas. 


CRANE 
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While for 20 years any gain in the economy was viewed as a temporary one, which 
would be wiped out in sudden recession, there is now a degree of confidence not only 
for the year ahead, . but also for 1954. 

It would be easy to ascribe this feeling of well-being solely to the new Adminis- 
tration, and certainly the change in Government has been a vital factor in boosting 
economic morale. At the same time, the peak expenditures for national security pro- 
jected for this year are due to carry over into 1954, and it is the certainty of a high 
level of Government spending that has engendered confidence over a two-year period. 














Survey of plant and equipment expenditures by business dur- 


TRENDS IN PLANT ing this year conducted jointly by the Securities and Exchange 
AND EQUIPMENT Commission and the Department of Commerce, shows that business 
SPENDING plans to spend as much this year as last year and 1951, main- 





taining the record level through a three-year period. 

The Department of Commerce, in a separate survey, sought to get an indication of 
what the capital outlays by industry would be in 1954 and 1955. Personal interviews 
were conducted with top management of 84 large companies currently accounting for 
50% of the aggregate industrial capital outlays. 

The company officials are planning on the assumption that business activity will 
remain high, but a majority stated that changes in activity of only moderate charac- 
ter would not significantly affect capital programs. 

This survey revealed that the companies questioned had projected capital outlays 
in 1954 at 85% of the 1953 level, and outlays in 1955 at 80% of the 1952 level. 

Industries planning to increase investment in the future are the chemical, rubber, 
petroleum, electrical machinery and the electric power industries. 

The large trade companies plan to maintain or increase their 1952 levels of cap- 
ital expansion rates through 1955. 

Largest reduction in fixed investment schedules were reported by both primary 
iron and steel and primary non-ferrous companies, where the facilities have been 
greatly expanded in the defense mobilization program. 


Automotive companies and the railroads and airlines expect a decline in capital 
outlays. 




















With an expectancy of two years of prosperity, the year of 








1955 POINTED adjustment for the economy is pointed out as 1955, when the de- 
TO AS YEAR fense buildup has been achieved and the military requirements 
OF ADJUSTMENT will be on a replacement basis. 


The whole approach of pointing to a period in the future 
as a time of crisis has one great advantage, in that there is opportunity to seal off or 


minimize the problem—and if the period of grace is two years as forecast, adjustment 
can be made gradually. 


While most materials are in adequate supply, with produc- 
MATERIALS tion of steel expected to reach an annual rate of 120 million 
SUPPLY OUTLOOK ingot tons by the end of March, problems of shortage still remain. 
Nickel will continue to be in short supply. Expanded pro- 
duction this year will increase the amount available, but not 

sufficiently to allow for relaxation of controls. 

Stockpiling of nickel will continue, due to the large tonnage requirements for 
nickel in jet engine production in the event that mass production of the engines be- 
comes necessary. As long as metallic nickel is short, controls over plating and nickel 
alloys will continue. 

Another metal that will continue in short supply is titanium. Current rate of 
production of titanium sponge is about eight and a half tons a day. By March 1, 1953, 
an additional four tons of daily production will come in. Another 13 tons will be added 
to the daily production by August, 1954. By the end of 1954, there will be a total 
daily production of 51% tons. Goal is for an annual production of 22,000 tons by 1955. 
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NEW INFORMATION FOR YOUR 


Catalog Files eet 


CONCENTRIC GRINDING MACHINE 


Latest uses for “3M” adhesives, coatings and sealers New 4” concentric grinding machine described and 
in industry are shown in 8-page booklet. illustrated in Bulletin CX-52. 





ADHESIVES, COATINGS 




















Minnesota Mining and Mfg. Co. Landis Tool Company 





DIESEL ENGINE 





BUTTON HEAD SCREWS 


Advantages of Unbrako button head socket screws Full information on the TS diesel engine is carried 
are detailed in illustrated 4-page bulletin. in illustrated bulletin, Form 10027. 


Standard Pressed Steel Co. Ingersoll-Rand Company 








FANS 





CARBIDE ALLOYS 
















New developments in the field of sintered carbides Axivane Series 1000 vaneaxial fans, with adjustable 
are covered in 32-page brochure. blades, are described in Bulletin J-611. 


Allegheny Ludlum Steel Corp. Joy Manufacturing Co. 





. CARBIDE TOOLS FLAME-PLATING 





Nearly 800 carbide tools regularly carried in stock Application of powdered metal coatings to metal 
are described in 48-page catalog. parts is described in 12-page illustrated booklet. 
The Nelco Tool Co. Linde Air Products Company 


FLEXIBLE TUBING 





CHEMICALS 





Physical properties of synthetic organic chemicals Bulletin describes flexible tubing for ventilation, 
are detailed in 20-page booklet. dust and fume removal, materials handling. 


Carbide and Carbon Chemicals Co. Flexible Tubing Corp. 
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11. FLUID POWER CIRCUITS 


Basic designs in fluid power circuits are pictured 
and described in 32-page manual. 


Logansport Machine Co., Inc. 


. GAGES 


Catalog, 24 pages, covers reversible plug gages, 
reversible thread gages, lapping machines, etc. 


Size Control Co. 


. GAGES, CONTROL UNITS 


Booklet covers continuous gages and control units 
for use on wire, metal, paper, plastics, etc. 


Pratt & Whitney 


. GASKETING 


Complete information on Tygon corrosion-resistant 
gasketing appears in illustrated bulletin. 


U.S. Stoneware Co, 


. GEARS, SPEED REDUCERS 


176 pages of information on stock gears, sprockets, 
speed reducers, etc. make up Catalog No. 67. 


Charlies Bond Company 


- GROMMET V-BELTS 


“Texrope” grommet V-belt, for which longer life 
is claimed, is covered in illustrated bulletin. 


Allis-Chalmers Manufacturing Co. 


HAND PUMPS 


Industrial liquid hand pumps in sizes from seven to 
28-g.p.m. capacity are covered in bulletin. 


Biackmer Pump Co. 


. HYDRAULIC POWER UNITS 


Features of custom-built hydraulic power units are 
outlined in Bulletin No. 52-45. 


Vickers Incorporated 


INDUCTION HEATERS 


Induction heaters for forging, annealing, etc. are 
covered in 8-page bulletin. 


Magnethermic Corp. 


LAMPS, LIGHTING 


Latest developments in industrial lighting are ex- 
plained in latest “See Better-Work Better” Bulletin. 


General Electric Co. 











Check Coupon on Page 19 
to Obtain These Catalogs 








21. LUBRICANTS 


Bulletin 95 gives complete data on all standard 
industrial grades of Molykote lubricants. 


The Alpha Corp. 


. MARKING TOOLS 


Over 100 safety marking tools and devices are 
described and illustrated in 28-page catalog. 


. MATERIALS HANDLING 


Turret trucks for “horizontal” materials handling 
are shown in 8-page catalog. 


Hyster Company 


. MEEHANITE CASTINGS 


“Proof that Meehanite bridges gap between cast 
iron and steel” offered in 20-page booklet. 


Meehanite Metal Corporation 


. MOTOR SHOP EQUIPMENT 


Catalog 32 gives data on wide variety of electrical 
materials and motor shop equipment and tools. 


Brownell Distributors, Inc. 


PLASTIC PIPE 


Brochure describes plastic pipe—flexible, semi- 
rigid, high impact, and rigid p.v.c. 


Triangle Conduit and Cable Co., Inc. 


PUMPS 


Catalog 1-52 contains 96 pages of illustrated in- 
formation on many types of industrial pumps. 


The Deming Company 


QUENCHING OILS 


Booklet covers napthenic-type quenching oils offer- 
ing reduced maintenance and operating costs. 


Sun Oil Company 


RACEWAYS, FITTINGS 


Catalog describes surface metal raceways and fit- 
tings for electric light and power and telephone. 


The Wiremold Company 
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NEWS OF YOUR Suppliers 





Richard F. V. Stanton has been 
elected president of Whitney Chain 
Company, Hartford, Conn. Mr. Stan- 
ton will be active on the board and 
will also serve as the company’s chief 
executive officer of both Whitney Chain 
and the Hanson-Whitney divisions. 
W. H. Whitney continues as chairman 
of the board of Whitney Chain. Einar 
A. Hanson remains vice president of 
the Whitney Chain and the Hanson- 
Whitney divisions and will serve on 
the board. James W. Anderson, vice 
president of sales, continues in that 
position and serves as a director. 

Arthur S. Armstrong has been elect- 
ed president of the Cleveland Twist 
Drill Company, succeeding Jacob D. 





Arthur S. Armstrong 


Cox, who has been elected chairman 
of the board. Mr. Armstrong has been 
with the company 20 years. 


Raymond LeKashman has been ap- 
pointed manager of the R. M. Hollings- 
head Corperation’s automotive division, 
succeeding L. M. Olson, who recently 
resigned from the corporation. Mr. 
LeKashman has been associated with 
R. H. Macy & Company, Inc. for 13 
years, serving in various executive 
merchandising capacities. 


National Electric Products Corpora- 
tion, Pittsburgh, Pa., has announced 
the appointment of William W. Brewer 
as assistant to the manager of Race- 
ways Products. Mr. Brewer, who was 
formerly in charge of the Adequate 
Wiring Program-Modern Home Devel- 
opment of the Pennsylvania Electric 
Company system, will have his head- 
quarters in Pittsburgh. 


Lionel B. Hakes has been appointed 
vice president in charge of sales of 


the Pierce Governor Company, Inc., 


22 





Anderson, Ind. Prior to joining Pierce, 
Mr. Hakes had been associated with 
Nash Kelvinator Corporation for 10 
years. 


Appointment of N. C. Hays as west 
central district manager for the Davey 
Compressor Company, Kent, Ohio, has 
been announced by J. T. Myers, vice 
president. Mr. Hays will be in charge 
of company operations in New Mexico, 
Arizona, Utah, Colorado, Wyoming, 
Idaho, Montana, the Las Vegas, Ne- 
vada trading area and the provinces 
of Saskatchewan and Alberta, Canada. 


B. W. Goulding has been appointed 
vice president in charge of The Liquid 
Carbonic Corporation’s compressed gas 
division. Mr. Goulding, who recently 
moved from the company’s New York 
office to the home office in Chicago, 
will be completely responsible for sales, 
manufacture and distribution of the 
division’s products. 


Industrial Lubricants Company, Inc. 
has announced the appointment of 
W. C. Kennedy as general sales man- 
ager. Mr. Kennedy has had more than 
20 years’ executive experience in the 
automotive, materials handling, air- 
craft and industrial chemical and lu- 
brication industries. 


Jack J. Rowe has been appointed 
district manager of the Cleveland, Ohio 
area for De Walt Inc., a subsidiary of 
American Machine and Foundry Com- 
pany. Mr. Rowe will cover, in addition 
to the immediate Cleveland area, a 
territory extending from the Penn- 
sylvania border westward beyond San- 
dusky, Marion, Columbus and Ports- 
mouth. 


Stronghold Eastern Corporation has 
announced that William H. Patton has 
added Massachusetts to his original 
territory, which covers Rhode Island 
and part of New York State. Strong- 
hold Pacific Corporation has named 
Ray C. Wright as sales manager. 


John C. Malajan has joined the De- 
troit sales office of the Udylite Cor- 
poration as sales engineer for the 
Michigan area. Prior to joining Udylite, 
Mr. Malajan was associated with the 
Timken-Detroit Axle Company and 
Standard Oil Company of Indiana. 


| 


Globe Steel Tubes Company of Mil- 
waukee, Wis., has announced the ap- 
pointment of Industrial Equipment 
Company, 1791 Chicago Street, Orlando, 
Fla., as distributor for Globe seamless 
welding fittings and flanges. 


The Bassick Company, Bridgeport, 
Conn., has added Gerald Walter to its 
Detroit office personnel as sales engi- 
neer. Mr. Walter will work with cus- 
tomers and distributors of Bassick 
casters and handle technical details 
when casters are required for special- 
ized service and application. 


Dallas Amburn has been named as- 
sistant to H. A. Raymond, Jr., sales 
manager for industrial resins, Plaskon 
division, Libbey-Owens-Ford Glass 
Company. Mr. Amburn will direct his 
full attention to giving technical coun- 
sel to end-users of Plaskon’s line’ of 
foundry resins. 


The Holo-Krome Screw Corporation 
of Hartford, Conn. has announced the 





Richard A. Modig 


appointment of Richard A. Modig as 
general sales manager of the company 
effective January 1, 1953. 

Edward G. Brierty and Raymond E. 
Warner have been appointed sales rep- 
resentatives for the midwest sales re- 
gion of the Electronic Tube Division, 
Westinghouse Electric Corporation, El- 
mira, N. Y. The new men will work 
under the direction of R. N. Stoddard, 
midwest regional sales manager, with 
headquarters in the Merchandise Mart, 
Chicago. 


William J. F. Francis has been ap- 
pointed general sales manager, western, 
of American Potash & Chemical Cor- 
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There.is only one like this 


———— There is only one Rust-Oleum ———_— 


RUST-OLEUM. 


Specify Genuine Rust-Oleum / \ 
Accept No Substitute 
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The exclusive Rust-Oleum formula 
was developed by a Master Mariner 
during more than 20 years of com- 
bating the terrible rust-producing 
conditions of the sea. It incorporates 
a specially-processed fish oil vehicle that dries, is 
odor-free, and is formulated in many colors. It 
may be applied directly over sound rusted sur- 
faces after scraping and wirebrushing to remove 
rust scale and loose particles. See why nearly 
every type of industry in the world has relied 
upon Rust-Oleum for over a quarter century. Clip 
the coupon to your letterhead and mail today. 


RUST-OLEUM CORPORATION 


2432 Oakton Street, Evanston, Illinois 


CORREO ee 





Rust-Oleum Corporation 

2432 Oakton Street, Evanston, Illinois 
Gentlemen: | am interested in the complete Rust-Oleum story 
Please send me the facts and the name of my nearest Rust-Oleum 
Industrial Distributor. 
Nome_______ 
Aeerett... 


TS ae State 
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poration, succeeding David B. Scott, 
who retired recently. 


Link-Belt Company has announced 
the appointment of Hubert J. McCor- 
mick as sales manager of the Caldwell 
plant of Link-Belt Company, 2410 West 
18th Street, Chicago, succeeding Erwin 
A. Wendell, currently on leave. In his 


new position, Mr. McCormick super- 
vises the sale of Caldwell plant prod- 
ucts. 

Louis Allis, Jr., formerly vice presi- 


dent in charge of sales for The Louis 
Allis Company, has been elected a 
vice president of the company and 





C. G. Skidmore 


joins with his brother John W. in the 
overall active management of the com- 
pany’s operations. C. G. Skidmore, for- 
merly sales manager of the company, 
has been elected vice president in 
charge of sales and also will perform 
the function of general sales manager. 


William B. Cott has been named 
manager of air conditioning application 
engineering for the Sturtevant divis‘on, 
Westinghouse’ Electric Corporation. 
Hyde Park, Mass. Mr. Cott fills a post 


left vacant by the death of Tolbert 
Earl Smith. 


W. J. Goerisch has been appointed 
central district sales manager at Chi- 
cago for the Graybar Electric Com- 
pany. He had formerly been general 
power apparatus sales manager in the 
company’s general department in New 
York City. Succeeding him in this post 
is B. P. Van Inwegen, former man- 
ager of lamp sales. L. C. Esthus, who 
has been district sales manager at Chi- 
cago since March, 1951, returns to Des 
Moines as manager, and D. M. Hitch- 
cock, present Des Moines manager, has 
been transferred to Denver, replacing 
S. B. Hardin, who has retired. C. L. 
Powell has been appointed manager of 
Graybar’s Flint, Mich., branch, and 
T. E. Mahan has been named manager 
at Columbus, Ohio, succeeding C. E. 
Furber, deceased 


The Mac-it Parts Company, Lancas- 
ter, Pa., has announced the election of 
Henry E. Warren as president, suc- 
ceeding the late John S. Cochran. Mr. 
Warren was one of the three founders 
of the Mac-it Screws Company when 
it was formed in 1911, and he has been 
general manager since 1916 and secre- 
tary since 1933. 
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Robert D. Thomas has been pro- 
moted to the position of central divi- 
sion sales manager of The Firestone 
Tire & Rubber Company. Mr. Thomas 
has been sales manager of the Akron 
district for the past three years. In 
his new position, he will supervise the 
sales organizations of 10 districts in 
five states. 


Richard T. Patriquin has been ap- 
pointed New York sales manager for 
the Pennsylvania Flexible Metallic 
Tubing Company, Philadelphia, Pa. Mr. 
Patriquin will offer assistance on the 
flexible tubing problems of manufac- 
turers in the New York area. 


St. Paul Hydraulic Hoist, Minneap- 
olis, Minn., has announced the appoint- 
ment of Richard Stockton as district 
manager, northeast district. Mr. Stock- 
ton will serve St. Paul distributors in 
Maine, Connecticut, New Hampshire, 
Massachusetts, Rhode Island, New 
York, New Jersey, District of Colum- 


bia, Kentucky, Pennsylvania, Ohio and 
Indiana. 


William B. Kempton has been named 
sales manager of the Hardware Prod- 
ucts Department of the Wickwire 
Spencer Steel division of The Colorado 
Fuel and Iron Corporation. He succeeds 
C. P. Harlow, who has been appointed 
New England district sales manager. 
Gerald D. Fisher has been named as- 
sistant sales manager of the Hardware 
Products Department. Mr. Kempton 
and Mr. Fisher will make their head- 
quarters in the sales office of the Hard- 
ware Products Department at the cor- 
poration’s subsidiary, American Wire 
Fabrics Corporation in Mount Wolf, Pa. 


Columbia Electric Mfg. Co., Cleve- 
land, Ohio, has announced the appoint- 
ment of Homer W. Sussman as gen- 
eral sales manager. 


Warren S. Gardner, Jr. has been ap- 
pointed southern representative for 
Bay State Tap & Die Company. Mr. 
Gardner will be available for sales en- 
gineering assistance to Bay State dis- 
tributors in Virginia, North Carolina, 
South Carolina, Georgia, Alabama, 
Mississippi, Tennessee and Louisiana. 


Champion Lamp Works of Lynn, 
Mass., has announced the appointment 
of Carleton M. Holden as manager of 
its commercial engineering department. 


Charles T. Crandell has been ap- 
pointed sales manager of the Saxolin 
open mesh department of the Chase 
Bag Company. Mr. Crandell will re- 
main in the company’s general sales 
office in Chicago. 


Continental Screw Company has an- 
nounced the appointment of N. Charles 
Belasco as a sales representative in 
Southern California. 


William V. Ryan has been named 
general sales manager of the South 
Wind division of Stewart-Warner Cor- 
poration, Indianapolis, Ind. 





Vascoloy-Ramet Corporation, Wau- 
kegan, Ill. has announced several new 
sales personnel appointments. John M. 
Allen is sales manager of the eastern 
division, Burton Naden is sales man- 
ager of the central division, and Quen- 
tin H. Castricone is sales manager of 
the western region. 


Ralph N. Fitzpatrick has been named 
district manager of the Cleveland of- 
fice of Electro Metallurgical Company, 
a division of Union Carbide and Car- 
bon Corporation. 


Fred F. Richards has been named 
general sales manager of the Evis- 
Northeast Company, Albany, N. Y. The 
company has been selected by Evis 
Manufacturing Company of San Fran- 
cisco as its exclusive regional distribu- 
tor of the Evis catalytic water condi- 
tioner for seven New England states. 


Wilbur C. Stauble has been elected 
a director and a member of the ex- 
ecutive committee of Veeder-Root. 
Inc. and was also elected president and 
chief executive officer of the Holo- 
Krome Screw Corporation, to fill the 
vacancies caused by the resignations 
of United States Senator William A. 
Purtell, who was elected to office last 
November. 


Charles E. Glennon has been named 
sales engineer for the Platecoil divi- 
sion of the Kold-Hold Manufacturing 
Company. 


Union Bag and Paper Corporation 
has announced the election of S. K. 
Bradley as vice president in charge of 





R. C. Chandler 


Multiwell bag sales; R. C. Chandler as 
vice president in charge of board and 
corrugated container sales, and F. H. 
Meendsen as vice president in charge 
of sales promotion. 


J. H. Walters has been appointed 
Houston district sales manager of 
Rockwell Manufacturing Company and 
will be responsible for the coordina- 
tion of all meter and valve division 
sales in the Houston district, which 
covers sections of Texas and Louisi- 
ana. 


Clay Hendricks has been appointed 
district manager of the Chicago area 
for De Walt, Inc.. subsidiary of Ameri- 
can Machine & Foundry Company. Mr. 
Hendricks replaces Truman Jones who 
will devote his time exclusively to 
government sales of De Walt products. 


PuRCHASING 











a wis 


b-o* 0 She 


Fesruary, 1953 








Wg Feblem ? 


Black & Decker’s Drill Line 


am is a good bet to solve it! 


y | / Completeness of Line, Quality 
Construction Pay Off for Users! 


OR drills to fit your needs for top perform- 
ance on any portable drilling job -it pays to 
check Black & Decker first! That’s because Black 
& Decker gives you an unmatched choice of Drill 
models. Capacities from %4” to 1%4”—choice of 
handle arrangement for easiest operation—choice 
of speed, power and price in most capacities. And 
it’s also because Black & Decker Drills give you 
powerful B&D-built motors—full ball-bearing con- 
struction—-extra-tough gears, shafts and chuck 
spindles ——husky housings, streamlined design, per- 
fect balance. 
Whether your problem is in production, main- 
tenance or construction -whether it requires large 


or small drills—-see your nearby B&D Distributor 
first for expert help. And write today for free, de- 
tailed catalog to: THE BLack & DecKER Mra. Co., 
607 Pennsylvania Ave., Towson 4, Maryland. 





WORLD'S LARGEST, MOST COMPLETE LINE 


Please mention PURCHASING Magazine when writing to advertisers. 














« [ b If 
The Reamer Specialists 


LAVALLEE & IDE, INC 


A 
CHICOPEE, MASS. 
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FILOSOFY OF BUYING 


HE reporter of the Rochester 

P. A. Association, commenting 
on a recent meeting at which Larry 
S. Hamaker of Republic Steel Cor- 
poration discussed the metal situ- 
ation and outlook, cheerfully re- 
marks: “Mr. Hamaker proved to 
be an excellent speaker, and pre- 
sented plenty of predictions that 
were pleasing—unless you happen 
to own a steel mill.” 


URCHASING people just natur- 

ally become forecasters, it seems. 
But somewhat out of the ordin- 
ary is the forecasting hobby of Mrs. 
Cora McKibben of the Onondaga 
County purchasing staff at Syra- 
cuse, N. Y. Mrs. McKibben makes 
long range weather forecasts based 
on studies of hog milts (spleen), 
and her predictions have been so 
accurate that hundreds of Central 
New York residents eagerly await 
and follow her annual pronounce- 
ment. When the county home farm 
turned over to her a couple of hog 
milts a month or so ago, Mrs. Mc- 
Kibben found no bad news for her 
constituents, but the promise of a 
relatively mild winter, with no 
extreme cold in prospect and only 
a normal snowfall, most of which 
should come before March first. 
Like any prudent prophet, Mrs. 
McKibben hedges her prediction 
with the warning that there is noth- 
ing in her system by which sporadic 
storms can be foreseen. 


HE Purchasing Agents Associa- 

tion of South Bend reports a 
unique, original, and highly success- 
ful use for the motion picture 
“Industrial Purchasing”. Instead of 
scheduling the film for one of the 
regular business meetings, it was 
shown at the annual Christmas 
party as a feature of the entertain- 
ment provided for the members and 
their ladies. “We felt it would be 
very worthwhile in giving the wives 
of our members a better under- 


standing of their husbands’ work.” 
writes Jim Mogle. “We feel that 
we accomplished our purpose very 
well, and have had a number of 
very favorable comments from both 
the members and their wives. We 
certainly want -to express their 
thanks to PurcHasinc Magazine for 
making the film available to us” 
Thus this fine film serves to enhance 
the prestige of the P. A. with top 
management in the home as well as 
in the business organization. 


WEST Coast Navy purchasing 

office was the scene—and the 
occasion—for a home town reunion 
of two east coast men, as reported 
in the Beverly (Mass.) Times. When 
Max Rubinstein, currently on leave 
from his position as Vice President 
of Utility Metal Products Company 
in Beverly to serve as Small Busi- 
ness specialist for the Bureau of 
Supplies and Accounts, made an 
official visit to the Los Angeles 
Navy purchasing branch, he was 
ushered into the office of his fellow 
townsman, Commander J. M. Mal- 
loy, presently in charge of the pur- 
chasing operation there. 


TATE Purchase Director Fred 

Ferber of New Jersey had an 
unusual buying experience shortly 
before the recent holiday season, 
when he answered a phone call and 
heard a fellow on the other end of 
the wire ask, “Can you use four 
carloads of turkeys—for free?” 
When he asked to have the question 
repeated, to be sure he was hearing 
right, the proposal was raised to 
eleven carloads, and then again, 
to eighteen carloads, worth about 
$250,000. He hastened to conclude 
the deal, which goes into the 
records as the “best buy” of 1952, 
and the shipment rolled into Tren- 
ton and Jersey City the following 
Monday morning. The mysterious 
“vendor” in this transaction was 
the Federal Surplus Commodities 
Corporation, which had accumu- 
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in connection with its price support 
program and decided to get into the 
spirit of the holidays by distribut- 
ing them under Uncle Sam’s policy 
of cooperation with state agencies. 


[TY P. A. George Herpich of 

Worcester, Mass., promotes a 
year-end housecleaning in the 
various city departments, and al- 
though it has been an annual affair 
for the past several years, it never 
fails to turn up quite an accumula- 
tion of discarded equipment. This 
years collection, for example, in- 
cluded a 1922 fire engine, a 1925 
tractor and two ancient ambulances, 
besides four tons of old tires and 
twenty-two tons of assorted scrap 
iron and steel. The financial return 
from the old vehicles was not im- 
pressive. High bid on the fire engine 
was $61 (original cost, $2,000; re- 
placement cost $12,000) and only 
$45 and $25 respectively on the 
ambulances. 

The passing of the old fire wagon, 
a four cylinder. 29 hp. job, which 
has officially been on the retired 
list but answered one brush fire 
alarm earlier in the year, evoked 
nostalgic memories for fire Captain 
John J. Manning, who was the first 
driver assigned to the vehicle back 
30 years ago when it was the pride 
of the department. “One of the 
finest pieces of equipment I can re- 
member,” he said. “She must have 
answered four fires to every one 
answered by horse drawn equip- 
ment. Only the lively, up-and-at- 
'em young fellows were assigned to 
it back in the 20’s”. 


accept for consideration a late 
when postal service is re- 
sponsible for the delay? A bid open- 
ing at Haverhill, Mass., was sched- 
wed for 10 o’clock Monday morning. 
A proposal was received at the Post 
Office Saturday morning, registered 
and marked for special delivery. 
The City Hall was closed on Satur- 
day, so delivery was made with 
regular mail at 10:20 on Monday, 
after the deadline for bids had 
passed. City officials are inclined 
to be tolerant in view of the cir- 
cumstances, but a formal protest has 
been filed by one competitive bidder, 
asking that consideration be denied. 


om problem: Can a City P. A. 
id 
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SMALL STAMPINGS 


A COST-SAVING, VERSATILE 
APPROACH TO THEIR MANUFACTURE 


Possibly you've always thought that a 


quick look at the quantity involved decides 


how a stamping shall be made. Sometimes 
it is done that way but it isn’t the sure way 
to lowest costs. 


A more scientific approach by the 
STAMPINGS Division of the Laminated 
Shim Company in Glenbrook, Connecticut 
frowns on the term “short run stamping.” 
There is what is known as the short run 
method but there is no definite dividing 
point between short run and production 
quantities. Contour, tolerances, material, 
many other items all affect the manufac- 
turing method when costs are being care- 
fully figured. 


NO ONE METHOD IS ALWAYS CHEAPEST; 
THREE ARE NEEDED 


Machine-Cut Method: The STAMPINGS 
Division goes one step further than Short 
Run and Production Methods. The 
Machine-Cut Method, though not strictly 
a Stamping operation is a valuable addition 
to stamping procedure. Custom built 
slitters, cutters, saws and files use experi- 
ence-gained techniques to fashion the 
smaller quantities of parts. No dies are 
made; only stock punches are used. Obvi- 
ously labor cost is understandably high but 
there is no tool charge. 











PRODUCTION 








COST OF TOOL AND LABOR 








~ 100 1,000 10.000 600000 
NUMBER OF PIECES 


Short Run Method: As quantities increase 
(and depending upon the complications of 
contour, material, etc.) the economy of a 
temporary blanking die must be consid- 
ered to eliminate the labor expense of 
machine-cutting. When this point is 
reached, manufacture is by the Short Run 
Method and the blanking is supplemented 
by other bench press operations. Here 
labor cost is at a medium level but a 
modest tool charge is incurred. 
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Production Method: As quantities increase 
the Production Method using standard dies 
with high speed automatic presses becomes 
more attractive. A relatively high tool 
charge can then be amortized over a great 
number of parts. Labor charge is 
negligible. 


The Production Method as developed 
by the STAMPINGS DivisiON is offering 
unusual cost saving possibilities because of 
the new low-cost, full service Hecht-type 
die developed by the company for certain 
applications. 


It is interesting to note that sometimes a 
very small quantity of parts would require 
a standard die because of complications or 
close tolerances or tough materials in- 
volved. Thus occasionally a very small 
quantity goes into the production classifi- 
cation. 
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LOWEST COST IS ASSURED WHEN 
SUPPLIER HAS ALL THREE METHODS 


The illustrations show typical stamped 
parts along with relative costs and break- 
ing points for each of the three manufac- 
turing methods. Unless a supplier can offer 
all three, his costs cannot always be low 
For a given quantity, only one method can 
be most economical. 


ONE OR ONE MILLION 
PARTS FROM SAME SUPPLIER 


An impertant corollary to the above is 
that an experimental part in small quan- 
tities can be handled by the same supplier 
when full production quantities are needed 


Further, it 1s important that a supplier 
be fully informed, if possible, on later or 
total requirements for a given part. As the 
charts point out, such information will 
affect manufacturing method and make 
possible cost reductions. 


FURTHER INFORMATION AVAILABLE 


An illustrated 12 page brochure describing 
in greater detail the methods mentioned 
above is available on request to the 
STAMPINGS DIVISION 
Laminated Shim Company, Inc 
2402 Union Street, Glenbrook, Conn. 
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(Lilo (AMBLER shipping damage 


to military products as no other packaging method known! 





1. Assembly of parts of Amplifier Unit and all 


materials used in packaging. 





3. Each part is over-wrapped with Dimple Embossed 
KIMPAK, including 4 boxed tubes. 


In the shipment of vital defense and military supplies, the 
use of sound packaging methods is a definite requirement. 
So to meet rigid government standards, many companies 
are again—as in World War II —turning to Kimberly-Clark 
Interior Packaging — Kimpak.* This modern packaging 
material of unlimited versatility can be “tailored” to fit 
the needs of every type of product —is designed to protect 
against the most extreme shipping hazards. 

KimPaK is soft, strong, grit-free—easy to apply as wrap- 
ping paper. It cushions delicate electronic instruments 
against shock and vibration — protects finely finished sur- 


Photos courtesy Servomechanisms, Inc., 
Westbury, L. I., N. Y. Product shown 
Co-ordinate Converter Amplifier Unit. 
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2. Each part (except 4 boxed tubes) is wrapped 
in Grade A paper and tape sealed. 


1. Completed assembly is inserted in wooden box 


for overseas or domestic shipping. 


faces against scratching and pressmarking. Certain speci- 
fications absorb up to 16 times their own weight in moisture; 
others resist liquids, or insulate against temperature 
changes. KimpaK is feather-light, too, yet gives more protec- 
tion than most materials of far greater weight and density. 

Whatever your shipping problem, there is a specification 
of KIMPAK designed to do the job best. Start giving your 
military supplies custom protection with KIMPAK—it’s the 
safe, modern way to prevent shipping damage. For our 
free booklet “Military Packaging,” or further information, 


write Dept. D-23, Kimberly-Clark Corp., Neenah, Wis. 
A Product of 

* 

imberly- 


*T. Mw. REG. U. S.& FOREIGN COUNTRIES 
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ENTERING A NEW ERA 


A NEW administration has taken office in Washington. The circumstances 
and timing of the change mark it as a major turning point in our eco- 
nomic policy and course. 

The principles expounded during the campaign and, more recently, the ap- 
pointments to cabinet and other key posts in the new regime, indicate that 
this is to be a “business administration” with emphasis on efficiency within the 
government itself and encouragement for private enterprise to do the jobs for 
which it exists, within the policies of national interest. 

It is a basie tenet of the enterprise system, here reaffirmed, that the greatest 
success comes from best serving the common good, and that intelligent self 
interest, operating in a vigilant but friendly political climate, can build greater 
national strength, sounder national prosperity, and brighter opportunity than 
a system dedicated primarily to economic “security” under a government that 
assumes ever broadening functions and services with ever increasing executive 
and regulatory powers. This is the course to which we are now committed. 

Every new administration, whether in business or government, where such 
a major change in policy is involved, is under pressure to show results. We 
have a right to expect, and to demand, that the promise shall be fulfilled. But 
we should not expect this overnight. We are dealing with long range objectives 
and programs, where time is a factor and sound foundations must be laid. The 
momentum of existing governmental machinery and commitments cannot be 
discounted, and transitions must be made while the business of the nation con- 
tinues. For the time being, the direction is the important thing. Governmental 
expenditures must be curtailed, for example, before tax relief can be enjoyed. 
Meanwhile new complications, domestic or international, may arise to modify 
or delay the program. 

Further, we must be prepared to accept the discomforts as well as the bene- 
fits of readjustment and change, The repercussions when artificial props and 
stimulants are withdrawn and balance sheets are required to stand on their 
own merits, may be painful. Industrial activity, employment statistics, and 
dollar volumes have been the beneficiaries as well as the victims of govern- 
mental waste and extravagance and of fantastic tax structures. The enterprise 
system itself has been softened up by these conditions. It may be that the cur- 
rent psychological lift in business may in itself be sufficient to bridge the re- 
conversion period, but there may be a dip before the confidently expected rise. 

Let us therefore be objective—even critical—but sympathetic in our appraisal 
of government policies in the months immediately ahead. But let us reserve 
judgment until those policies have had a fair chance to prove themselves in 


practice. 


a 










This operation is typical of the laboratory-like tech- 
niques used on many precision bearings. The 
highly skilled operator is wearing special kid 
gloves to avoid contaminating the ball bearing. 


New Departure ball bearings are quickly avail- 
able at your equipment dealer or bearing 
distributor—supplied from the industry’s largest 
nation-wide network of warehouse stocks. 


NEW DEPARTURE 


BALL BEARINGS 





NEW DEPARTURE e DIVISION OF GENERAL MOTORS « BRISTOL, CONNECTICUT 
Also Makers of-the Famous New Departure Coaster Brake 


Watchmaker’ 
Masterpiece: 


The finest products of the watchmaker’s art do not reach 
the high level of precision attained by New Departure 
ball bearings. Manufacturing standards which insist on 
certain tolerances being held to millionths of an inch give 
these bearings the ability to provide the virtually friction- 
free support demanded by moving parts of machines. 


In the metal working industry, New Departure “Sealed- 
for-Life’”’ ball bearings make possible better design of 
machine tools. N-D-Seals eliminate the need of fixtures 
and lines for bearing :ubrication . . . in many instances 
requiring less housing space and fewer parts. 


Research, engineering and production at New Departure 
are focused on one major objective . . . making the best 
ball bearings for every kind of application. Keep your eyé 
on the BALL to be sure of your BEARINGS! 
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This issue’s important features 
summarized for the busy reader 


Purchasing Problem No. 1, according to 
forward-looking management that sees 
the situation as a whole, is to staff the 
purchasing department with men and 
women competent to do today’s job and 
having the capacity to step up into posi- 
tions of top 





responsibility in meeting to- 
morrow’s bigger needs. The article ¢ on page 95 outlines 
a comprehensive Personnel Policy—where to find ‘em, 
how to train ’em, where to place ‘em in th 
and bring *em up the lad 
ere they will 


e organization 
der of promotion to the point 
be most useful to the company 
This may be even more important to the 
small firm with limited personnel than to the big con- 
cern with many to choose from. 


smselves. 


It’s never the wrong time to start Improving Vendor 
Relations, but sometimes it pays to use the less obvious 
techniques for accomplishing this end. Turn to page 80 
for some suggestions in approaching this problem. You 
will also find a check list to aid in your appraisal of 
the situation and to indicate where improvement is 
most needed. 

Many purchasing departments have been 
so pressed by the immediate job of getting 


+ 


the things they need, that little attention 
has been given to modern developments 
in the Science of Negotiation which would 
have helped them do a more efficient job 
ff determining reasonable Now 
they are faced with the insistent demand to make the 
purchase dollar procure maximum value. This is par- 
icularly true in governmental where appro 
priations are being cut and economy is the new slogan. 
Turn to page 88 for a story on the Navy’s refresher 
course for procurement personnel, and an outline of 
the curriculum developed for this 





costs. 


buying, 


purpose. 


This month’s Guest Editorial (page 69) is contributed 
by Frank Stephenson of Hamilton, N.A.P.A. Vice 
President for District 5. Mr. Stephenson recognizes, 
irom his own practical experience, that the purchasing 
agent 1s a very busy man, but he bases his message on 











the premise that you have exactly the same amount of 
time as anybody else, and the real problem lies in how 
you use that time. There’s a wealth of good common 
sense in the article he has written on this theme. 


Something new has been added in this 
age of new chemicals and processes—and, 
speaking quite frankly, it frequently 
stinks. This has raised new problems in 
plant morale and product acceptance, and 
in purchasing. Fortunately, it has been 
accompanied by corresponding develop- 
ments in the new science of Odor Control to offset the 
difficulties that have arisen, and the purchasing agent 
who is cognizant of this can perform a real service for 
his company. Turn to page 77 for the story. One inter- 
esting feature is the comparatively insignificant cost of 
overcoming this new industrial hazard. 





The purchase of Lubricants for plant use can be very 
complicated—or, by the application of a few 
principles, it can be greatly simplified. 


page 72 


basic 
The article on 
outlines a step-by-step procedure for devising, 
installing, and carrying out a scientific program of 
simplification that will save time and money, and at 
the same time assures procurement of lubricants with 
suitable properties for varied plant requirements. 


Forms and Procedures are among the important tools for 
efficient operation of the purchasing department. Al- 
though the buying process falls into a generally stand- 
ard pattern, real efficiency frequently depends on the 
variations that adapt this pattern to a particular sit- 
uation. This is well illustrated in three diverse pur 
chasing systems described in this issue. Turn to pages 
83, 98, and 113 for these tested ideas. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you informed 
on current developments in governmental policy. An- 
other section is devoted to Office Equipment and Forms 
(page 175). Informative Trade Bulletins and Catalogs 
listed on page 19 are yours for the asking. 
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COMING—IN NEXT MONTH'S ISSUE 


Placing Purchasing Responsibility — Broader Horizons for Buyers 


Industrial Fasteners for Every Purpose 
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Steel-Service Team 
In there - - Pushing 


Now more than ever the help of an experienced 
steel-service organization is especially valuable. 
That’s why it may well pay to get in touch with 
the nearest Ryerson office or plant. 

Not that we can always furnish the steel you 
need—much as we would like to, and hard as 
we try. But, with controls relaxing a little and 
a few steel products coming into better supply, 
there are more opportunities for experience and 
ingenuity to take over. And experience, inge- 
nuity—and the will to help are never in short 
supply at Ryerson. 

Your nearby Ryerson plant is staffed with spe- 
cialists on carbon, alloy and stainless steels who 
are always ready to work with you. Often they 


can suggest practical alternates when the steel 
you need is not available. And back of the Ryerson 
plant nearest you stand the resources of fourteen 
other Ryerson plants, making up the nation’s 
largest steel-service organization. So when a 
kind or size is not on hand locally, we may be 
able to ship it from another plant. 

With all Ryerson plants cooperating, and with 
Ryerson specialists helping to make the most of 
available steel, we are usually able to maintain 
service in spite of the current situation. So we 
suggest that you check with us regularly for all 
your steel requirements . . . There is nothing too 
difficult when it comes to working with a Ryerson 
customer. 


Principal Products: Carbon, Alloy & Stainless Steels — Bars, Structurals, Plates, Sheets, Tubing, Machinery & Tools, Etc. 


RYERSON STEEL 
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An hour wasted is lost forever 





TOO BUSY? 


. . « « Perhaps a large part of 
the answer lies 
in the way you spend your time 


By J. F. Stephenson 


NE of the biggest complaints of 

purchasing agents in industry 
today is that they are too busy. 
They are so involved in the day- 
to-day activities of their office that 
they have no time to read the 
books and trade magazines, to do 
the study and the long range plan- 
ning, that might help them to 
understand their problems better 
and do a more effective job for their 
firm. 

A couple of years ago, when a 
great flood struck one of our busy 
Canadian cities, no one hesitated 
to take the time to pitch in filling 
sandbags, rescuing people, and the 
many other things that had to be 


done to help their fellow human 
beings. No one said they were too 
busy. The firms let their men take 
time off, and somehow their work 
didn’t get too far behind. The men 
themselves tried to make it right 
with the firm by putting in over- 
time and being a little more efficient 
when they were back on the job. 

If this situation was kept under 
control in disaster and emergency, 
why can’t we do it now in ordinary 
times? Simply because most of us 
waste nearly 25% of our working 
day in doing things that in no way 
help our firm do a better job of 
supplying its customers. This may 
sound harsh, but it ts equally true 














J. FRANK STEPHENSON is Assistant General Manager and dir- 
ector of purchasing activities for Kraft Containers, Ltd., Hamilton, 
Ontario. He is currently serving as Vice President of the National As- 
sociation of Purchasing Agents for District 5, and President of the 
Council of Canadian Purchasing Agents Associations. District 5 includes 
the Associations at Calgary, Central Ontario, Eastern Ontario, Ed- 
monton, Essex-Kent, Hamilton, Montreal, Niagara District, Toronto, 
Western Ontario, and Winnipeg. 

Mr. Stephenson is a native of London, Ont., and started his 
business career with Lawson & Jones, Ltd., of that city. In the course 
of 15 years with that company, he worked up through the ranks 
from office boy to the position of department manager. It was the 
Policy of the firm to train their men in all branches of the business, 
and Frank's experience here included selling, sales training, pur- 
chasing, buying trips to the United States, accounting, time studies, 
cost control, and production planning—a comprehensive foundation 
in management practice which has been exceedingly valuable as he 
advanced to larger responsibilities. 

After a short period in Toronto, he came to Hamilton in 1940, as 
purchasing agent and office manager for Kraft Containers, Ltd. Two 
years later he was appointed Assistant General Manager of the 
company, retaining his purchasing duties as well. As his management 
responsibilities have increased, he has never forgotten—nor permitted 


ee 


his associates to forget—that the purchasing officer is a top ranking 
member of the management team, and that alert, efficient operation 
of the purchasing department determines, in large measure, the 
profit position of the company and its competitive standing within 
its own industry group. 

He joined the Hamilton Association of Purchasing Agents in 1940. 
The very next year he was serving as its recording secretary, and 
progressively advanced through the other offices to become President 
of the Association in 1946. Beyond the activities of the local group, 
he was elected to the Canadian Council and served as its treasurer 
prior to becoming its President last year. He has also been a member 
of the N.A.P.A. National Committee on Paper. 

Brought up in a family of ten, he is proud of his own four sons 
and one daughter. As to hobbies and recreation, he reports: ‘a little 
golf, some public speaking, and a great deal of applied mechanics 
called for in repairs and improvements made necessary by my large 
family.” Along with this is an active interest in community affairs, 
where his talent for leadership, as well as his capacity as a willing 
and effective worker, have marked him as a useful and public spirited 
citizen. Among these activities, he is People’s Warden in the Church 
of England, past director of Hamilton’s Advertising & Sales Club 
and of the National Management Association, past president of 
the Hamilton Players and of Delta South Community Council. 
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of most office personnel, salesmen, 
and many types of labor. At the 
moment, however, we are chiefly 
interested in how the purchasing 
agent can rescue some of this waste 
time and make his job more valu- 
able to his company. 

You immediately will complain 
that you have a great many sales- 
men calling on you each day; you 
have to see them, and sometimes 
you have trouble getting rid of 
them. Any purchasing agent who 
admits that he can’t get rid of a 
time-wasting salesman is certainly 
not doing a proper job for his com- 
pany. There are at least three ways: 

Method No. 1 calls for direct 
action. You can throw him out 
bodily; if he’s bigger than you are, 
get some help from the boys in the 
office. 

Method No. 2 is more subtle and 
courteous. Rise from your chair, 
shake hands, and thank him for 
coming in, 

If this fails to produce the de- 
sired results, you can use Method 
No. 3. Walk to the door of your 
office, excuse yourself, and go to 
the washroom until the problem 
solves itself. 

Of course you will tell me that 
you must be nice to salesmen to 
promote good will for your com- 
pany. While I agree with this, it 
is not necessary to let him stay for 
two hours, like the one who used 
to call on me and take up the 
greater part of a morning or after- 
noon until I smartened up and tried 
out these removal processes. Up to 
now, I have not had to resort to 
Method No. 1, though on some oc- 
casions I have been sorely tempted. 

In most cases, the reason sales- 
men stay so long is that we en- 
courage them to talk about things 
that have nothing to do with their 
business or our own. Most business 
can be done concisely. I doubt that 
there are many salesmen who could 
talk for more than half an hour 
about their company or products 


. in relation to what they can do for 


you. They talk about fishing, hunt- 
ing, golf, women, or anything else, 
and you sit there and encourage 
them because it may be more in- 
teresting than the routine duties 
that are facing you after they have 
gone. 

We purchasing agents are just 
plain suckers when a salesman talks 
to us about our hobbies. He finds 
out, for example, that we are in- 
terested in stamp collecting. He 
walks into our office and tells us 
about a certain rare stamp he saw 
in a dealer’s collection. He leads 
us on to talk about ours, and we 
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sit back and say to ourselves “This 
man is a good, intelligent salesman; 
he has so much in common with 
me.” We give him far more time 
than is warranted to tell us about 
his firm’s goods, and sometimes we 
even give him an order. He walks 
out of our office and laughs to him- 
self, saying, “Well, that’s one way 
of softening up the old goat. It’s a 
good thing my uncle happened to 
mention that special stamp to me.” 
He has no interest in stamps, never 
has had, and never will again until 
he tries to sell you another order. 

This applies to nearly any hobby 
you may have. Yet we sit back, 
waste our companies’ time, and fail 
to realize that 99% of the interest 
on the salesman’s part is to get our 
order. From that viewpoint, the 
extra time may be justified on his 
part, but not on yours. Be careful 
when a salesman starts talking to 
you about something that you are 
keen on, but has nothing to do with 
business. It’s a simple matter for 
any salesman to find out from your 
friends or mutual acquaintances 
what your interests are. It takes 
only a very few minutes and a few 
pertinent questions. 

Recently, a very good salesman 
friend of mine talked to me about 
my oldest boy’s progress in school. 
(My kids are very interesting to 
me.) In return, I couldn’t very well 
fail to ask him how his boy was 
doing in school at Ann Arbor, 
Michigan. His boy was a good run- 
ner, and very nearly made the 
Olympic team. I sympathized with 
the boy for not making the Olym- 
pics, and presently—for all prac- 
tical purposes—we were in Hel- 
sinki, and stayed there for fifteen 
or twenty minutes. Between my boy 
and his boy and the Olympic games, 
we used up about forty-five min- 
utes of his company’s and my com- 
pany’s time. Neither one of us did 
anything to help our respective 
companies. 

This salesman lives only two and 
a half blocks from my home. If we 
were so intensely interested in each 
other’s families, why didn’t either 
one of us walk over to the other’s 
place and save our companies the 
wasted time? The answer is simple. 
We both wanted an excuse to bum 
away a few minutes in things more 
interesting than routine buying and 
selling. 

We sometimes complain that the 
big boss gets annoyed when he 
passes our office two or three times 
in a half hour and sees the same 
salesman sitting there talking to 
us. We believe that in our execu- 
tive position we should be immune 





from management’s criticism of how 
we spend our time. Whether we 
like it or not, management is pay- 
ing us to work the hours that are 
scheduled, and not to spend them 
in idle chatter. You and I would be 
the first people to complain if we 
saw two men in our factory deliber- 
ately shut down their machines to 
stop and chat about their last fish- 
ing trip. Yet we ourselves are doing 
the same thing when we stop our 
“production” to talk about a lot of 
things that have nothing to do with 
our business. 

Why listen for fiteen minutes to 
a harness salesman explaining the 
strength of the leather in his prod- 
uct and the special buckles that 
will not rust? Why not tell him 
promptly that our firm has no 
horses, doesn’t expect to get any, 
and if we do we will let him know? 
That’s an extreme example, but 
day after day we listen to salesmen 
who have nothing to offer that is 
even remotely practical for our 
use. If that is the case, find it out 
fast, and you can save your own 
time and theirs. 

Most of us are keenly conscious 
of salesmen waiting to see us, and 
do our best to hurry up interviews 
if several men are calling. How- 
ever, there are still a few buyers 
of the old school who persist in 
talking non-essentials while other 
selesmen are kept waiting a half 
hour or more. These men can’t sell 
anything for their company while 
they are sitting in a reception office. 
If all purchasing agents did the 
same to your company’s salesmen, 
you wouldn’t get many orders, and 
soon you would have very little to 
purchase. Let’s resolve to do unto 
salesmen what you would have 
other purchasing agents do unto 
yours, then many of these problems 
would be eliminated. 

This also applies to the purchas- 
ing agent whe will see salesmen 
only on Tuesdays and Thursdays, 
from 2 to 4 p.m. If all of us took 
the same attitude—and mind you, it 
would be nice to get our other 
work done without interruptions— 
our firms would have to hire five 
times as many salesmen and have 
them work just two half-days per 
week. The rest of the week they 
could be idle or work in the plant. 
To be a good purchasing agent, and 
be consistent in our policy we 
should keep the same hours that 
our own sales force uses in cailing 
on the trade. If your own salesmen 
call on your customers only on 
Tuesdays and Thursdays, then you 
are in a position to adopt the same 
schedule but not otherwise. 
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Most of us, if we tried sincerely, 
could pick up a great deal of time 
if we found out where we waste it. 
As a suggestion, once a month keep 
a record that covers every minute 
of one working day. You read your 
mail from 8:30 to 8:45; checked 
inventory reports from 8:45 to 9:00; 
talked to a salesman from 9:00 to 
9:20 (ten minutes of this was about 
the recent election); checked in- 
voices from 9:20 to 9:40; took time 
out for coffee from 9:40 to 10:05 
(fifteen minutes spent in discussing 
the bowling match of the night be- 
fore). And so on. This would con- 
tinue for the rest of the day. At the 
close of the day you can read your 
own report and review just where 
you went wrong, and thus be in a 
position to correct the time lost. If 
I were to say that the average per- 
son wastes an hour or more per 
day, many of you would not agree. 
Yet if you will make this test one 
day a month, and find that this is 
not true in your case, you are the 
exception and should be made pres- 
ident of your company. 

Our job is to prevent waste in 
purchasing. Why not start by pre- 
venting waste in our time in doing 
the routine tasks? You would 
doubtless consider me completely 
wrong if I tell you that many a 
routine letter is read as many as 
six times before you dispose of it, 
but let me give you an example of 
how this can happen. A letter is 
received—I read it once and set it 
aside to answer when my secretary 
is ready to take dictation. She comes 
into the office, and I read the letter 
again (2). The boss calls her away 
on another task. She comes back, 
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but I have a salesman with me and 
dictation must wait. Other salesmen 
come in—it’s too late tonight, so I 
put the letter with others on my 
desk. The next morning I read it 
again (3) and set it aside for dic- 
tation. The office boy puts more 
letters, requisitions, etc., on top of 
it. I go through the pile and find 
this letter—something has to be 
done about it. I read it again (4). 
Gosh, Ill have to answer it today! 
My secretary comes in an hour 
later to take the dictation, and 1 
read it again (5) to be sure I know 
exactly what he’s asking, and dic- 
tate the reply. Finally, my letter is 
on my desk to sign, and to be sure 
that I’ve covered all points, I read 
his letter once more (6) before 
putting it into the file. Many of you 
will smile at this recital. It couldn’t 
happen in your office, because you 
have dictating equipment. But even 
if you have modern methods that 
make these delays unnecessary, 
there are many who still will not 
do one thing at a time and finish it. 

Or, you have a difficult problem 
on your desk, one that will take 
two hours to complete. You set it 
aside until you have more time. 
Two or three days Jater, the boss 
starts to holler for this information, 
and you have to drop everything 
you are doing to devote the two 
hours needed. 

Why not pile all the papers on 
your desk—all that unfinished busi- 
ness, and those postponed problems, 
and the extra projects that you have 
hopefully planned to get at “to- 
morrow”’—in one big pile, then start 
at the top and work down, finishing 
each one as you go? Any new prob- 
lems that come in today, put at the 


bottom and keep working from the 
top down. Finish each item before 
going on with the next. If it takes 
two hours, remember that it will 
take the same time today, tomorrow, 
next week, or next month—get rid 
of it once and for all. You will be 
happily amazed at the time you can 
save just by completing one job be- 
fore you go on with another. 

Then you will find that you do 
have time to read the reports, the 
national bulletins, and the many 
other worthwhile business publica- 
tions that will help you do a 
better job for your company. When 
the boss asks you, “Can you spare 
fifteen minutes?”—you will be in a 
position to answer that you have 
plenty of time to do the things that 
are so essential for the progress and 
the profit of your company. 

Never use alibis for wasting time. 
You have so much routine work 
to do, so many salesmen to see. Put 
into practice these things I have 
suggested. If you have too much 
work, you can go to management 
and they will see to it that you get 
assistance. But there’s no use asking 
for more help when yesterday the 
boss found four of your staff spend- 
ing twenty-five minutes having cof- 
fee. Prove to yourself and to your 
management that you are using your 
time to the best advantage, and to 
the best of your ability, and you 
and your department will find that 
you are doing a better job for your 
company than ever before. You'll 
find greater satisfaction and less 
worry in the job, and you'll be well 
on the road to convincing your com- 
pany officials that purchasing is a 
very important part of any business 
success. 


Introducing: BILL HILDEBRAND 


FFECTIVE with this issue, W. G. 

(“Bill”) Hildebrand joins the 

staff of Purcwastinc Magazine, as 
Associate Editor. 

Bill has crowded a lot of good ex- 
perience into his 29 years, with em- 
phasis on the practical side. He has 
worked with tools and materials 
in the electrical contracting trade, 
and served a three-year hitch with 
the U. S. Navy as Radioman 2/c. 
For the past six years he has been 
in the business publication field. 
Along the way, he has earned ad- 
vanced credits at Columbia and 
Boston University, and is currently 
completing work for a degree in 
journalism at New York University. 

As a reporter, he has covered the 


entire New England and metropoli- 
tan New York territories. As man- 
aging editor of a successful market- 
ing news magazine, he acquired a 
solid foundation in production and 
a taste of management responsibil- 
ity along with his editorial work. 
In 1951, he was assigned to Boston 
as editor of the Yankee Food Mer- 
chant, having the distinction of be- 
coming the youngest top editor in 
the long publishing history of the 
Bill Brothers organization. 

We are happy to welcome him 
to the Purcuasine family, and to be 
the means of placing his excellent 
qualifications and experience to 
work in the service of the purchas- 
ing field. 
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Analyze — Standardize — Systematize 








Simplified Purchase of 
Lubricating Oils and Greases 


By Louis J. Murphy, M.E. New York 


p urchasing lubricating oils and 
greases in large or small quan- 
tities requires sound judgment and 
a good knowledge of lubricants. 
Random, hit-and-miss purchasing is 
sure to lead to trouble in any in- 
dustrial organization. So many 
modern machines and production 
tools are designed for a specific lu- 
bricant that purchasing agents have 
but little choice but to set up a 
comprehensive buying program, 
especially where lube purchases run 
into large sums. 


Lubricant Classifications 


Today there are about 4000 lubri- 
cant products on the market—oils, 
greases and “dry” lubricants. Well 
over 100 companies sell them. Any 
comprehensive classification system 
for all these products must be based 
either on properties of individual 
brand compounds or on _ general 
properties common to all. The latter 
classification method is preferred 
because it is simpler and more ac- 
curate. Also, it allows a scientific 
evaluation of the product. 

The Society of Automotive Engi- 
neers (SAE) simplifies purchasing 
by assigning viscosity numbers to 
motor oils, as shown in Table I. 
Manufacturers commonly base their 
recommendations for machine lu- 
brication on oil viscosity in Saybolt 
Seconds Universal (SSU), plus any 
other desired property. However 
there are cases where a_ brand 
name may be specified instead of 
physical properties. A fourth classi- 
fication for oils is based on the 
American Gear Manufacturers As- 
sociation (AGMA) numbers. There 
is still another classification for lu- 
bricants, but it applies only to 
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Table | 


SAE MOTOR OIL VISCOSITY NUMBERS 


Viscosity 
number, 


SAE 


SW 
10W 
20W 
30 
40 
50 


Typical viscosities, SSU, 
at temperatures of 


100°F 210°F 
202 48 
323 57 
538 68 
850 84 
1174 100 





greases. It is the National Lubrica- 
tion Grease Institute Standard 
which states grease consistency 
numbers without reference to qual- 
ity, Table II. 

It’s easy to see that use of all five 
classifications could lead to plenty 
of purchasing complications and 
headaches. If you’ve ever purchased 
lubricants of any kind, the first im- 
portant lesson you learned after 
wrestling with the problem a while 
was that simplification and stand- 
ardization are the only practicable 
answers. Since you, as the purchas- 
ing agent, have much to say in the 
means chosen to simplify and stand- 
ardize plant lubricant needs, you 
should know what methods have 
worked well in other plants. 

Start your simplification program 
by obtaining the cooperation of the 
engineering department. Many en- 
gineers are unaware of the fact that 
there are as many as 4000 different 


lubricants available from over 100 
different companies. However, once 
they are faced with this fact their 
first reaction is “Why didn’t you 
tell me this before? What we need 
is some kind of a simple standard 
to go by.” That’s all you need to 
start your program. 

Have the engineering department, 
or an engineer from one of the oil 
companies, survey the lubrication 
needs of every machine in the plant. 
Aim at obtaining a list of the mini- 
mum number of lubricants needed 
to do a satisfactory job. You'll be 
surprised to see how the number of 
individual products required falls off 
after such a survey. For instance, 
in one plant the survey showed that 
102 different brands of lubricants 
were kept on hand in 807 drums, 
barrels, and other containers. 

The survey showed that only 24 
brands were actually needed. These 
could do as good a job as the 102 
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All lubricants should be considered in terms of the desired end-result—i. e., 








efficient operation and proper maintenance of the. machinery or equipment. 


brands. In fact, later studies showed 
they produced better results be- 
cause fewer mistakes were made in 
lubricant choice and there was less 
substitution because purchasing was 
simpler, leading to fully stocked in- 
ventories at all times. Inventory and 
storage spaces were reduced to about 
one-quarter of the original. 


Lubricant Numbering 


After your survey has been made, 
take the list of lubricants needed 
and examine it for duplication. In 
a well-made survey you won't find 
any duplication. Each product will 
be a distinct grade and type of lu- 
bricant. the only one that is satis- 
factory for one or more jobs in the 
plant. 

Now assign a number to each lu- 
bricant. You'll need some guidance 
from the engineering department o1 
oil company in selecting your num- 
bering system if you want to do the 
best job possible. The reason for this 
is that a good numbering system 
does more than just simplify pur- 
chasing. It also makes in-plant se- 
lection and specification of lubri- 
cants easier. 

One numbering system that works 
Well in large and small plants uses 


FEBRUARY, 1953 


three or more digits for each oil 
or grease. Digits in the number are 
separated by dashes. Table III shows 
an example of how the digits are 
used for a large number of lubri- 
cants. 

Oil or grease type is listed in the 
left hand column. This list will differ 
from one plant to another. For ex- 
ample, there will be major differ- 
ences between a plant in which the 
principal lubricated machines are 
machine tools and one in which the 
chief lubrication requirement is for 
lift and fork trucks of various types. 
Let's take a representative example. 
For instance, from Table III we see 
that a typical classification might 
be that of a mineral oil with addi- 
tive, designated as: 13-1000-18. 

The first group of two digits gives 
us a general identification of the 
lubricant on two basic points—the 
type of oil and the basis of viscosity 
measurement. 

All plant lubricants fall under one 
of three major classifications: (1) 
oils whose viscosity is measured at 
100°F, (2) oils whose viscosity is 
measured at 210°F, and (3) greases 
measured by NLGI-ASTM penetra- 
tion units. The first digit indicates 
which one of these classifications 


applies to the lubricant under con- 
sideration. The second digit is an 
arbitrarily assigned code number 
indicating the general type of oil 
—in this case, “3” is the designation 
for additive-type mineral oil. Re- 
gardless of how many grades or 
brands of such oil are used in this 
plant, the first group of two digits 
in their numerical designation will 
always be the same, provided vis- 
cosity is measured at 100°F. 

The second group of digits, fol- 
lowing the first dash, states the ac- 
tual viscosity specified at the des- 
ignated measuring point, in terms 
of SSU (or, in the case of Group 3 
lubricants, the measurement in 
terms of NLGI-ASTM penetration 
units). If the same type of oil is 
needed for another purpose reauir- 
ing that its viscosity be measured at 
210°F (the other common measur- 
ing point), this would be indicated 
in the first group of digits, using 
the number 2 instead of 1. 

The last group of digits in the 
key number, 18 in this case, refers 
to brand name and company manu- 
facturing the oil. This is related to 
a numerical index of suppliers ap- 
proved by mutual consent of en- 
gineering and purchasing depart- 
ments. Alternative suppliers for a 
given grade or lubrication require- 
ment are thus designated by the 
last figures, the first two numerical 
groups being identical. 


Standardizing Lubricants 


Once your numbering system is 
developed, as detailed above, half 
the purchasing problem is solved. 
The other half of the problem in- 
volves standardization of lubricants. 
Here’s how to go about it. 

With the aid of the engineering 
department or a lubrication engineer 


Lubricant uses may range all the way from 
small electric fans to large and complicated 
production machinery. First step: analyze and 
define requirements throughout the plant. 
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from one of the oil companies, select 
three to six suitable vendors. Set 
them up in the order of desirability 
and check with each firm to see 
they can supply all your lubricant 
needs. You will have little trouble 
in finding a sufficient number of 
firms to set up a vendor list which 
is suitable from both the engineer- 
ing and purchasing standpoint. 


Lubricant Purchasing 

Now let’s see how our simplifica- 
tion and_= standardization work. 
Starting with the purchase requi- 
sition, the department or division 
needing a lubricant sends you the 
simplest requisition possible. It con- 
tains just two items; a quantity 
statement, say 100 gallons, and a 
number, say 13-1000-18. All that 
now need be done is to write a pur- 
chase order for 100 gallons of, say, 
“Goodoil.” There’s no need to check 
viscosity required, additive desired 
or brand preferred. These are all 
included in your numbering system. 
When a new oil is needed, all you 
have to do is to add another number 
to your list. 

Where certain lubricants are used 
at a known fixed rate, such as oil 
for regularly operated machines, a 
purchase requisition can be dis- 
pensed with. A monthly, semi- 
annual or annual “call-up” reminds 
you to place a purchase order for so 
many gallons or pounds of oil or 
grease. The numbering system takes 
much of the detailed load off your 
shoulders and insures that you re- 
ceive the correct product. 








Table Il 
NATIONAL LUBRICATION GREASE INSTITUTE STANDARD 


NLGI Number 


Ankh WN O 


ASTM Penetration Units 


355-385 
310-340 
265-295 
220-250 
175-205 
130-160 

85-115 








Table Ill 
EXAMPLE OF PLANT LUBRICANT NUMBERS 


Oil or grease type 


Lubricant keying number 


Viscosity measured at 100°F 


Cutting oils 
Mineral oil with additive 
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10-18-11 
13-1000-18 
15-850-20 


Viscosity measured at 210°F 


Black oil (Residuum shield) 
Extreme-pressure oil 
Compounded cylinder oil 


22-200-31 
25-380-39 
28-190-47 


ASTM Penetration Units 


Mixed-base grease 
Open-gear grease 
Block grease 
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34-220-58 
37-175-56 
39-115-59 





A sound purchasing pro- 
gram insures that the right 
lubricant is on hand at all 
times as needed, with a 
practicable minimum of 
types and grades, bought 
right and properly applied. 


To round out the advantages of 
the numbering system, some firms 
include the oil or grease number as 
part of the purchase order. Then 
you have a complete tie-in between 
purchase requisition, purchase or- 
der and receiving-department re- 
ceipt. 

So, get “out of the woods” of lu- 
bricant purchasing. Set up a com- 
prehensive numbering system and 
standardization program. You'll be 
able to get away from time-consum- 
ing confusion over brand names, 
their vendors, engineering proper- 
ties, and the multitude of classifica- 
tions. Your purchasing will be 
faster, easier and more economical. 
Plant use of lubricants will be more 
efficient. A well-planned purchasing 
program adds up to better utiliza- 
tion of suitable products that cost 
your company less. And what plant 
cannot use plenty of both these ad- 
vantages today? 
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— PURCHASING reports on 


Do We Need 
MORE PRODUCTION CAPACITY 
tor the “Mobilization Base’? 


In his latest report, Defense Mobilizer Henry H. Fowler has out- 
lined the problems involved in ‘‘completing and maintaining the 
mobilization base" in case all-out war occurs. The planning 
involved, he says, must enable the country to reach a more 
balanced and maximum military production effort than was 
done in World War Il. Combined comments of purchasing 
agents in all parts of the country on some of the aspects of 
these problems follow. 





0 In the light of present conditions, Yes | 24% 
do you believe our preparedness program 


should be based on the policy of: 











a. Main reliance on large reserve J 





stock piles of military equipment 
and supplies 


= (b) 
b. Main reliance on stand-by capac- Yes — 22 4 tras 


ity to expand military production 
rapidly, with f : stock 
pidly, with fewer reserve stocks Ne 4 6% 


@ Which of these policies should be 
followed in respect to basic materials and 


Products that are outside the field of ? 











‘ w 
strictly military production, but are es- 
‘ential to the armament program 
8 in your opinion, should govern- : F 
Mental agencies be given the authority Veo 6% 


to build additional facilities necessary to 9 
expand the “mobilization base” on items 


, = 
hot strictly of a military nature, compar- No me 84% 
tble to the defense agencies’ authority 


lo build plants for arms production 
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@ Do you believe that the authority 
of governmental agencies in this respect 
should be limited to the financing of ex- & 
panded facilities for industrial producers 


Do you believe that such an ex- 
panded “mobilization base”, if deemed 
necessary, would seriously upset the bal- 
ance of the national economy and injure 
industrial producers 


© In the event total mobilization does 
not become necessary, do you think this 
additional production capacitycanbesuc- & 
cessfully absorbed into civilian economy 





—WHAT THEY SAY 
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“Consideration should be given to expanding government- 
financed research to correlate military’s demands with industry’s 
tooling, making necessary tooling changes periodically as needed.” 
“Hold down expansion of government. Reduce taxes. Increase 
health of industry so we will have a strong reserve power if 
needed. Keep plant expansion in hands of industry for economy 
of spending. Expand only where conversion is not possible.” 


“Industry can produce more by a challenge from government than 
by interference.” 


“We are still a growing economy. Therefore, ultimately we could 
use for civilian requirements. We should keep stockpiles on all 
items which we import only.” 


“Our present great American industrial organization (large and 
small) and with their present facilities would be able to maintain 
our preparedness and domestic production without additional 
government expansion programs. Provided, however, we have a 
more efficient and better-organized government purchasing de- 
partment to avoid the extravagances and waste which we have 
experienced in the past. If given the right opportunities and less 
governmental interference, America’s industry can and will do 
the job.” 


“Increase production during any emergency by longer work 
week or by larger man-hour production to reduce need of 
over-expansion.” 
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“Keep government out of business orders for pilot models would 
involve necessary expanded facilities based on the fact that ona 
few, concerns can produce. The essential order would follow if 
total mobilization comes about.” 


“Government should not finance potential competition to present 
producers.” 


“Believe we can expand fast enough if necessary.” 


“Plants are now overexpanded and will feel the pinch as gover? 
ment spending is curtailed.” 


“Down to earth specifications; no red tape; central purchasing. 
Omit a lot of unnecessary reports and duplications under different 
designations. Settle on a few good weapons and other equipment 
and experiment on others when feasible. Over-specification 1s 
making critical items still shorter.” 


“Armed services are criminally wasteful and would rather upset 
the nation’s economy than reveal slightest flaws in their procure: 
ment policies.” 

“Perhaps when the famous words of Teddy Roosevelt, “Carry 4 
big stick, are adhered to, we will not be pushed around in 
embarrassing circumstances.” 

“No stockpiling of materials, supplies or machinery unless all. 


out war, as everything becomes outmoded. Stop stockpiling of 
food which is left to rot in caves.” 


227N0 SIREET, NEW YORK 17, WN. Y. 
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A new dimension in product suitability 





The Buyer's Part in Combatting 
Plant and Product Odors 


“Odorphobia” has an important bearing on 


employee morale and efficiency, as well 


as in product acceptance; the industrial 


aromatic specialist provides the answers. 


By A. Wyn Williams 


rogress sometimes has strange 
p and unexpected repercussions. 
In the industrial manpowe1 
g f World War 


age | 
machinery 


snort- 
II, elect: icaily 
Rosie 


* P a. w 
powered enabled 


the Riveter to take her place on the 
production line alongside her more 
brawny brother. Who would have 


thought that this today is posing 
problem for the purchasing agent? 
For Rosie and her 


sisters Nave 


stayed on in the factories afte: 


World War II, in the 


as hel 


Same mannel 


prototype of a generation 
earlier who entered the business 
office during World War I and 
stayed there, when that war ended, 
to do the clerical work previously 
done almost solely by the male 
clerk. 


With the entrance of a growing 
number of women into industry, 
more attention is having to be paid 
to one aspect of factory housekeep- 
ing—that is, to the matter of the 
atmosphere around the plant. At 
one time, various disagreeable odors 
such as those of certain cutting oils, 
solvents, quick drying 
laminating, or marking 
inks, were taken for granted as in- 
evitable discomforts of factory life. 
The male staff in a factory in time 
set up an olfactory immunity to the 
disagreeable industrial odors, and 


varnishes, 


7 . 
giues for 
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nothing was done about eliminating 
them. 

When women invaded the factory 
in ever growing numbers, manage- 
ment found that labor turnover was 
distressingly large at certain oper- 
ations for which the woman was 


Photographs by courtesy of Sindar Corporation 
The negligible cost of industrial odorants and deodorants is partly due to mass 
production methods, in contrast to cosmetic perfumes that are “made by thr 
thimbleful”. This battery of mixing vats is used in the preparation of compoun 
oils for industrial deodorants. 


physically eminently suited. For ex- 
ample, one aluminum plant found 
that women hired to do the simple 
job of ink-marking plate numbers 
stayed only a couple of days on the 
job. An automobile manufacturer 
found that women could not be kept 


4/ 








on the job of underbody coating on 
automotive vehicles. 

The large female labor turnover 
was found to be caused by the more 
sensitive olfactory organ of the fe- 
male worker. Unlike her male 
brother, she would not stay long 
enough at a job employing dis- 
agreeably smelly materials to de- 
velop (what eventually results nat- 
urally) an odor “fatigue” to both 
agreeable and disagreeable ones. 
Therefore, as a part of the factory 
personnel problem, the need has 
arisen to procure materials for in- 
dustrial plants and products that 
will not be offensive to the smell. 


Additional Reasons for Odor 
Control 


This situation has led to a new 
science, that of the industrial aro- 
matic specialist. Techniques are be- 
ing daily developed to discover new 
ways of eliminating industrial odors 
that once would be taken for granted 
as an unavoidable nuisance. Now an 
ever larger number of manufac- 
turers of cutting oils, lubricants, 
paints, floor waxes, blue prints, ink, 
etc., etc., put concealing deodorants 
in materials supplied to industrial 
plants of all kinds, but especially 
to those plants engaged in food proc- 
essing where the product could 
easily pick up a damaging odor. 
At one time, during plant mainte- 
nance operations whole areas of 
such plants would have to close 
down for a week to ten days when a 
paint renovating job was called for. 
No stoppage because of the danger 
of odors is now necessary if the 
properly treated material is being 
used. 

Of course, the presence of a large 
number of women currently in 
manufacturing plants and their ex- 
treme aversion to disagreeable odors 
is not the sole reason for the trend 
to their suppression. The movement 
has received powerful reinforce- 
ment from other sources. 

The persistent propaganda carried 
out in the advertising pages of the 
public press and in the commercials 
of radio and television that domestic 
odors—even those of cooking—are 
not desirable, has made even the 
male industrial worker conscious 
as never before of plant odors which 
they had previously overlooked. A 
measure of the growth of this “odor 
phobia” is that some labor unions 
are insisting on the use of mate- 
rials not offensive to the smell, as 
part of proper working conditions. 

There is another phase of progress 
responsible for the increasing de- 
mand for suppression of industrial 
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odors, besides the perfection of elec- 
trically powered machinery and the 
consequent invasion of the industrial 
plant by the female. This is the ar- 
rival of the Chemical Age, and 
especially the synthetic material 
phase. New odors are being created 
daily, and some of them are lala- 
paloosas, such as some in the plas- 
tics field. If nothing were done 
about correcting them, a worker 
would no sooner develop an odor 
fatigue for one offensive smell than 
he would have to start all over get- 
ting used to the new one. 

Lastly the need for materials 
without offensive odors has become 
more urgent with the increased 
emphasis on high productivity and 
on accident prevention. It is only 
within the very last few years that 
it came to be realized that the olfac- 
tory organs could greatly affect, not 
necessarily nor exclusively the body 
health tone through causing mild 
nausea, but muscular coordination 
efficiency as well. The latter is a 
vital factor in productivity and still 
more in the prevention of accidents 
with today’s high speed machinery. 

In regard to accidents, it is inter- 
esting to mention that one plant 
was baffled at footslips occurring 
with distressing regularity on a 
catwalk in a certain part of the 
plant. Eventually it was found that 
the accidents were occurring on the 
particular part of the catwalk over- 
hanging some grinding tables. The 
workers on the catwalk became 
rattled by the heat odor from the 
sulphur base cutting oils used in 
the grinding operations. When an 
oil with the odor masked was sub- 
stituted, catwalk accidents dis- 
appeared. 


Directions of Reseach 


Research and development of the 
growing field of industrial materials 
deodorization is being carried out 
by two types of business—the in- 
dustrial aromatics divisions of the 
larger chemical companies, such as 
Monsanto or du Pont, or by indus- 
trial aromatics manufacturers, such 
as Magnus, Mabee and Reynard 
Inc., Sindar Corporation, Fritche 
Brothers Inc., ete. 

Masking agents can be purchased 
either for treatment at the plant of 
the materials needing deodorization 
or they are incorporated by the 
suppliers at the point of manufac- 
ture. If the plant wants to do its 
own deodorization treatment, the 
purchasing agent can always call for 
expert free advice from the various 
manufacturers of industrial aro- 


matics, who give it as part of their 
service. 

Before mentioning some of the 
materials which can be purchased 
with the deodorizing agent incorpo- 
rated at the point of manufacture. 
we shall briefly discuss the problem 
involved and the techniques used. 
The reason why the art of elimi- 
nating industrial odors is still in its 
infancy is that, until recently, little 
was known about the phenomenon 
of smelling. But the evil of war and 
the use of noxious gases in World 
War I brought about research into 
the psychological and physiological 
relationship of the sense of smell 
and human conduct. This has brought 
out more information about this 
sense in the past thirty years than 
in the previous thirty centuries. 

From this came one discovery of 
great importance in the suppres- 
sion of industrial odors. The effect 
of an unaccustomed odor on the 
morale of a human being bears no 
relationship whatsoever to the 
toxicity of the fumes causing the 
odor. It is now known that the 
olfactory organs (which, contrary 
to popular opinion, are not located 
in the mucous membranes of the 
nose but in another area at the top 
of the nose) have their nerve cells 
directly connected with the brain. 
From this arises a factor of great 
importance in the suppression of 
industrial odors. Because of this di- 
rect connection, unbelievably small 
volumes of certain odors can be 
detected by the human brain. This 
is what brings about the “threshold” 
problem of odors, 


The Sensory Threshold 


The industrial worker’s smelling 
organs can detect infinitesimal 
quantities—many times smaller than 
could even remotely start causing 
injuries to his health. For example, 
to cite a common product, the odor 
of ethyl ether can be detected by 
the nose if it is present in the 
proportion of 0.23 parts per million 
in the surrounding air. It will not 
have the slightest deleterious effect 
on a normal person’s health if he 
inhales it for 8 hours a day, 5 days 
a week, in quantities of 400 parts 
per million—or in quantities 2,000 
times as large as he can begin to 
smell. 

And, of course, some of the most 
offensive smelling odors, with mini- 
mum odor thresholds, are not toxic 
at all, regardless of whether they 
are inhaled in any quantities. But 
such is the close, subconscious 
mental association of unpleasant 
odors with toxic effects, that in the 
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average person they cause emo- 
tional disturbances of various in- 
tensities, depending on the person. 
Such emotional disturbances are a 
direct cause of loss of perfect mus- 
cular coordination leading, at the 
minimum, to an impairment of pro- 
ductivity and, at the maximum, to 
accidents with high speed ma- 
chinery, through a loss of mental 
alertness. 

Therefore, the problem of elimi- 
nating industrial odors is generally 
one of dealing with perceptibility 
rather than with toxicity. (In any 
case, health laws for industrial 
plants forbid work in a toxic atmo- 
sphere.) Therefore, because it is a 
case of dealing with the perceptibil- 
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Thus Sindar Corporation, in its 
brochure on the techniques of tak- 
ing the offensive styrene odor from 
artificial rubber products, states 
that the quantities of the deodorants 
in concentrations of from 1/40 to 
1/10 of 1%, based on weight of the 
latex mix are effective. The added 
cost of a mattress made from foam 
rubber so treated would be only 2¢ 
at a maximum. Similarly, deodorants 
put into paints add little to the cost 
of the treated paints. The masking 
agents cost from 50¢ to $1.75 Ib. 
and are effective in proportions as 
minute as 1/10 of 1%, based on the 
weight of the solid content of the 
paint. 

The new techniques of deodoriza- 
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Portion of a distilling room for the manufacture of fine chemicals used in making 


industrial deodorants. 


ity of the odor, usually only minute 
quantities of counteracting agents 
are needed. From this it results 
that, in most cases, the added costs 
of industrial materials, treated aro- 
matically to eliminate 
odors, are negligible. 


offensive 
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tion proceed on a different basis 
from primitive attempts sometimes 
resorted to centuries ago. Old tech- 
niques obliterated bad odors with 
strong aromatics. (The practice of 
carrying nosegays by aristocratic 
ladies in Medieval times as they 


passed through the streets of cities, 
cluttered with garbage and sewage, 
was an effort to eliminate the 
stench.) Modern techniques recog- 
nize that even potentially pleasant 
aromas are offensive in high con- 
centrations to many people. Today, 
therefore, the art of odor cancella- 
tion, rather than that of superim- 
posing a stronger counter-aroma, 
is commonly practiced. 

In this the aromatic chemist at- 
tempts to counteract an offensive 
odor by blending it with a number 
of other volatile substances. There 
is, of course, no type of universal 
deodorant and each offensive one 
has to have its own particular for- 
mula application. Thus ammonia 
can be masked by acetic acid, 
which would be useless in masking 
iodoform; but the latter, in turn, 
responds to balsam of Peru in the 
proper proportions. As far as the 
chemistry of most industrial odors 
is concerned, it mostly involves the 
cancelling of organic compounds 
of sulfur and nitrogen. 


What are some of the materials 
used around the industrial plant 
which are being made inoffensive 
to the smelling organs of their users 
by the art of the aromatic chemist? 
First and foremost are lubricants 
and cutting oils. used in foundries, 
mills, machine shops, or wherever 
metals are cut or ground. A large 
number of the oil companies or 
chemical firms supplying these ma- 
terials, now incorporate deodorants 
at the point of manufacture. Their 
use is a daily boost to worker 
morale. Both the emulsified and the 
sulfur type can be so treated. 

But a warning must be given with 
regard to the emulsified type cut- 
ting oil. Purchasing one treated 
with a masking agent will not al- 
ways eliminate disagreeable odor. 
Because these types of oils use water 
for mixing, the cutting oil after a 
week-end layoff may offend because 
water bacteria will have had time to 
multiply. If, therefore, the water in 
the plant area is conducive to this 
condition arising, a germicide may 
have to be used also, even with 
deodorized emulsified type cutting 
oil. 

Then there are buffing compounds 
in which the oleic acid gives an ob- 
jectionable odor with the heat de- 
veloped in the buffing operations, 
and there are soldering fluxes 
which give off an acrid smell unless 
treated. These need no longer be 
a source of annoyance to the work- 
er’s sense of smell. Nor need sol- 
vents of all kinds. 

(Please turn to page 352) 
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Little techniques that produce big results 





How to Improve 
Vendor Relations 


By J. E. Bedford 


NCLE DALLY had a roof that 

leaked. When it rained, the 
roof couldn’t be fixed, and when it 
wasn’t raining it didn’t leak—so he 
always had a poor roof. 

Vendor relations of some firms 
are like Uncle Dally’s roof. When 
materials, parts, and equipment are 
in short supply, it is too late to do 
anything really effective about ven- 
dor relations. When everything is 
in good supply, the vendor relations 
seem to be fine. 

Purchasing agents who took pains 
to develop good vendor relations 
prior to World War II fared better 
than their less foresighted contem- 
poraries when the emergency came. 
Those who have been working to 
maintain and improve their vendor 
relations postwar are in an enviable 
position right now—their roof will 
not leak if and when the rains come. 

On the other hand, some purchas- 
ing departments have discovered 
that they are in need of better ven- 
dor relations than they presently 
enjoy. Attempts to improve that sit- 
uation to meet current needs, they 
feel, might seem too obvious. As a 
result, some of these purchasing 
people feel they cannot do anything 
about improving these relations 
until it stops raining. 

But it’s never the wrong time to 
set such a program in motion. Even 
with a seemingly impossible sup- 
plier relation problem right now, 
it is possible to make some improve- 
ment and to start working toward 
a better relationship. 

Here is a three-point program 
that will work for any firm that 
wants to improve its vendor rela- 
tions, regardless of whether supplies 
are short or whether relations have 
not been strong in the past. Simply 
stated, here are the guiding prin- 
ciples: 

1, Start with the least obvious. 
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2. Develop a long range plan. 
3. Create something exclusive. 


Avoiding the Obvious 


One reason purchasing depart- 
ments may have some difficulty in 
developing a strong vendor relations 
program in times of stress—espe- 
cially when former practice has left 
something to be desired—is the self- 
consciousness that their efforts in 
this direction are too obvious—like 
the neighborhood roughneck who 
suddenly starts pressing his suit 
and wearing a necktie to school to 
impress the new girl in his classes. 
There’s nothing strange about it 
except in relation to his past be- 
havior, and it may be discounted 
because of the obvious self-interest 
that has prompted the change. 

Yet there are ways to start de- 
veloping a good vendor relations 
program with less obvious activities. 
It’s largely a matter of attitudes. 
For instance, one start might be to 
act less arbitrarily in respect to 
allowable tolerances in inspection. 
Taking pains to make quotation 
requests clearer, more complete and 
more concise, is another way to get 
the program started. Developing a 
more reasonable approach when re- 
questing adjustments, presenting 
the case in a way that considers the 
vendor’s position too, is another spot 
for immediate action that is not too 
obvious. All of these are subtle ways 
wholly in line with good purchasing 
practice, that tend to erase the 
memory of previous shortcomings. 


In the Longer View 


Long range programs can be set 
up for further development. Plan- 
ning now will make it easier to put 
such a program into effect when the 
time comes that the action will not 
be of an obvious nature. 


Plant visits, if not already a part 
of a firm’s vendor relations policy, 
can be scheduled in advance and be 
favorably received at supplier head- 
quarters. 


Many of the local purchasing 
agents’ associations sponsor an an- 
nual “buyer-seller” dinner as a 
regular part of the year’s program. 
Participation in such activities is 
another effective and unobtrusive 
way of getting started in your own 
vendor relations program. If this 
practice is not already followed by 
your own local group, it is worth 
serious consideration. It is another 
method that can be planned while 
it is raining and put into effect when 
the sky is bright. 


Still another long range activity 
might be to send out letters to un- 
successful bidders, telling them why 
they did not receive the contract, 
as a constructive guide to more suc- 
cessful bidding in the future. This 
is particularly applicable for long 
range planning or for use by the 
firm that already has established 
good vendor relations. In principle, 
such acknowledgment and advice is 
helpful to vendors and is appreci- 
ated by them, but it requires care- 
ful handling and could work to the 
disadvantage of a purchasing de- 
partment that is in need of mate- 
rials or equipment and is striving 
to broaden its base of supplies, since 
it might serve to emphasize the 
negative aspects of a situation where 
good relationships have not been 
established. 


Finally, it is possible to gain 
favorable vendor attention and ap- 
proval through some original or ex- 
clusive gesture. As a case in point, 
one firm keeps a large bowl of 
apples in its reception room, for 
vendors’ salesmen. This is an un- 
usual way—and unusually effective 
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CHECK LIST FOR GOOD VENDOR RELATIONS 


Check each of these questions that can be answered in the 
affirmative. Multiply the number of checks by 2, and you will 
have your vendor relations score. Unchecked questions in- 
dicate where improvement can be made. Try this test again 


in three months. 


Do you let all vendor salesmen know your firm's policies on 
purchasing? 

____Do you have information you can give salesmen about your 
firm's history and growth? 

_____Do you point out the future possibilities of your company to 
the salesmen? 

___Are your estimates of the future of your company based on 
plans and reasonable forecasts rather than on pleasant puffing? 
Do you keep your supplier salesmen informed of personnel 
changes in your organization that have a bearing on their 
selling activity? 

—___ Do you let vendors know where the purchasing department 
stands in your firm’s organization structure? 


Do you give all vendors advance notice of production plans 





so they can be ready for quotations and suggestions? 
—_____Do you notify all vendors in advance of any time the plant 
will be closed—change-over or vacation time? 





Do you notify vendors of any change of hours established for 
seeing salesmen or other purchasing procedure plans that might 
affect the plans of the salesmen? 

—__——Do you seek out help and advice of all vendors who might 
supply the needed parts, material, or equipment? 

_____When vendor salesmen give you cdvice or help on some knotty 
purchasing problem, do you show your appreciation? 

—____Do you write a personal letter of appreciation to a salesmar 
who has given extra service or helped with some tough pro- 
curement problem? 

—_____Do you write your vendor's sales managers about how helpful 
a salesman has been in getting some needed information, an 
urgent quotation, special delivery on an order, or in the 
solution of some problem? 

—____Do all vendor representatives receive a courteous reception 
when they visit your purchasing department? 

—____Do you consider that time is the most valuable personal com- 
modity a salesman has and try to conserve his time? 

—___Do you see salesmen promptly at the appointed time or let 
them know the cause of the unavoidable delay? 

—___Do you see salesmen in turn even though some more aggressive 
salesman makes an effort to get in before his turn? 

—____Do you let waiting salesmen know promptly if you are too busy 
to see them? 

—___Do you give some indication of how long the salesman will 
have to wait for an interview? 

———Do you avoid the “brush-off’ attitude when dealing with 


salesmen who call? 

——— Do you provide pleasant surroundings for salesmen who are 
waiting for an interview? 

—____Are requests for quotations sent out in time to receive answers 


that are accurate and competitive? 





Are your requests for quotations clear, complete, and concise? 
—____Do you have a system of checking quotations early so a 
vendor can make adjustments in case of an error or a mis- 


understanding of the terms, conditions, or specifications? 





Do you offer to discuss requests for quotations with a vendor's 


representative who calls for more information on some detail? 


— Do you seriously consider a constructive suggestion from a 
vendor for some slight change in the specifications that will 
provide better quality, quicker delivery, or lower price? 

_____If you do make some change in the specifications at the sug- 
gestion of one vendor, do you let all other vendors know of 
the change so they can re-submit their bids? 

_____Do you send requests for quotations to all sources that might 
possibly be able to supply the needed item? 

_______Do you tell unsuccessful bidders why they did not receive the 
order so they can be more successful in their next bid? 
_____Do you notify unsuccessful as well as successful bidders when 

a contract is awarded? 

—_____Do you keep “emergency” and “rush” orders at an absolute 
minimum? 

__ Do you issue orders promptly after the suggested time for 
closing bids? 

Are your orders issued an exact duplicate of the request for 
quotation so there will be no delay or misunderstanding on the 
part of the vendor? 

____Do you provide a reasonable time for completing the order 
due to unusual circumstances in the vendor's plant? 

When inspecting shipments from vendors do you allow as wide 
a tolerance as possible? 

______Are inspection reports carefully checked before a complaint 
is registered with the vendor? 

Before seeking an adjustment on the basis of an inspection 
report do you check your specifications to be sure there was 
not an error in ordering? 

__ Do you provide an opportunity for vendors to observe the 

inspections made of their shipments made in your plant? 

Do you make constructive suggestions that will help your 

vendors as a result of inspection reports made when the mate- 

rial, parts, or equipment arrive at your plant? 

When requesting an adjustment from a vendor do you watch 

your tone of voice when talking or writing about the problem? 

Do you avoid making over-statements, under-statements, mis- 

statements, and half-truths? 





__ Are you doing everything you can to build a reputation of 
honest and fair dealing with all suppliers? 

—_____Do you avoid taking advantage of a vendor even though you 
are in a perfect legal position to do so? 

__ Do you believe your suppliers are entitled to a reasonable 
profit on what they sell? 
Do you live up to all agreements both in letter and in spirit? 
Have you visited your major supplier's plants within the past 
year? 

__.__When you make a plant visit do you do everything possible 

to build up the salesman who contacts your office in the eyes 

of his superiors? 

Has your local purchasing association had a “seller-buyer” 

get-to-gether with supplier salesmen during the past year? 

_Do you try to help vendors solve your procurement problems 

with all the assistance you can give them—research and techni- 

cal “‘know-how’’? 





Do you try to cultivate vendor relations every day regardless 
of the urgency of the situation? 
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~—of cementing vendor relations. The 
visiting salesmen talk about it to 
other salesmen, some in a joking 
manner and some in all seriousness, 
but they do talk about it. 

Here’s another, somewhat similar 
example, that is closely tied in with 
the buyer’s own business. Quite a 
few companies have a display of 
their products in the reception 
room for the information of pros- 
pective suppliers. One candy manu- 
facturer doesn’t have this display 
behind the glass doors of a show- 
case, but has samples of the candy 
in the waiting room for supplier 
salesmen. Beyond the obvious ges- 
ture of hospitality, this practice has 
served as an excellent “ice breaker”. 
The salesman has something to talk 
about when he enters the purchas- 
ing agent’s office, and his favorable 
comments about the candy—or the 
apple—start the interview off on a 
friendly and personal basis. 

Then, of course, there is the 
“Welcome” folder or booklet which 
many purchasing offices distribute to 
their business callers. The merit of 
this practice is evidenced by its 
widespread use. Again, it affords an 
opportunity for something original 


and attention getting in its make- 
up and in the type of message and 
information it conveys. 

Selecting something unusual and, 
if possible, something that is in 
keeping with your company and 
product may require a little thought, 
but it will be something that can 
be of immeasurable help in improv- 
ing vendor relations right now— 
and something exclusive for your 
firm that will make the caller re- 
member you and feel kindly towards 
you. 

It need hardly be mentioned that 
a bowl of apples or a well phrased 
statement of welcome in the recep- 
tion room can never be the complete 
answer to the vendor relation prob- 
lem. At best, it is a symbol of some- 
thing that is at once less tangible 
and far more significant. To be ef- 
fective in achieving its purpose, it 
requires that your whole procedure 
and attitude be 100% geared to 
back up this outward expression of 
hospitality. 

This three-step program will pro- 
vide the backbone and foundation 
for a well conceived and conscien- 
tiously applied plan for developing 
and maintaining good vendor rela- 





tions. To aid in establishing a com- 
prehensive policy, a check list is 
presented herewith indicating fifty 
specific points that should be con- 
sidered. Much of this comprises the 
fundamental principles of good pur- 
chasing practice: for these, the check 
list will be a salutary reminder, for 
basic principles are too frequently 
overlooked. Other items on the list 
set forth specific techniques. 

Take a few minutes to see how 
you would score on such a test. One 
of the important benefits of such a 
self-appraisal is that it will point out 
the areas in which you are falling 
short and where the greatest oppor- 
tunities for improvement exist. Fol- 
low this up with a second check two 
or three months later to see whether 
you have made a satisfactory start 
in developing a strong and well 
rounded vendor relations program. 

If Uncle Dally had been able to 
score 100% on a similar check list 
on roof repairing, he wouldn’t have 
a leaky roof. And purchasing agents 
who score well and maintain their 
standing will find that they will be 
sheltered by friendly vendors when 
the business climate gets rough. 


The Purchasing Investment Differential 


HERE’S an important distinction, 

not always recognized by all 
purchasing men, between buying 
and investing. Some _ purchasing 
agents refer to their job as “invest- 
ing in materials. supplies, and 
equipment.” Let’s take a closer look. 
It may give you a better under- 
standing of the purchasing job. 

The buying of a thing that is 
needed is not an investment; it is 
a necessity. Buying food, just for 
the purpose of keeping alive, is a 
necessity: we cannot live without 
food. Buying a pair of shoes is usu- 
ally considered a necessity among 
civilized people. 

Now let us say that your company 
has decided that it needs a piece of 
equipment. You know what is re- 
quired, and write for bids, and you 
learn that you can get one machine 
for $1,000. that will do the job, and 
another machine for $1,150. The im- 
portant question then is: Would 
your company be better off by not 
spending the extra $150, and by in- 
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stalling the machine of lower cost, 
granting that it does meet your 
specifications and immediate re- 
quirements. 

In many cases, the answer is “No”, 
especially if the equipment of higher 
price is of the highest quality ob- 
tainable or has a capacity beyond 
the immediate need. Instead of prov- 
ing to be a saving, failure to invest 
the $150 might easily result in an 
ultimate loss many times greater 
than this amount by the time the 
higher quality equipment would be 
discarded or replaced. 

The $1,000 spent would not be a 
true investment, because you know 
you must have the equipment. But 
the $150 would be an investment 
because that expenditure is not ab- 
solutely necessary; it is a matter of 
your own judgment to decide 
whether the extra $150 expenditure 
would prove to be worth while. 

For example, when you need a 
new suit of clothes and find the 
lowest price to be $40, you know 
that you must spend at least $40. 





The $40 therefore would not be an 
investment. But instead, you actu- 
ally buy a $60 suit. You then invest 
$20 in the new suit, and for that 
investment you get better material 
and workmanship, better appear- 
ance, longer wear, and greater satis- 
faction. The same is true of your 
plant equipment. 

Therefore the commonly called 
“differential”, which is the differ- 
ence between the cost of the best 
and the poorest. is the only true 
investment that is made. And it has 
been demonstrated time and again 
that such differential investments, 
based on quality, are generally 
worth while. Equipment of highest 
quality is always superior to equip- 
ment that merely “gets by” within 
the range of immediate require- 
ments and minimum specifications. 

Buyers who are real investors 
weigh both factors—what you pay 
and what you get for what you 
spend. They are seldom afraid to 
pay a higher price for equipment 
that is unquestionably better. 
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Purchasing to Keep Pace 
With Tripled Production 


By Fred M. Burt 


HE problems and methods of 

purchasing for Drayer-Hanson, 
Inc., Los Angeles, are representa- 
tive of the situation that exists for 
many manufacturing companies of 
moderate size today. The salient 
points of that situation, as it affects 
the purchasing program, may be 
summarized as follows: 

1. The company, established in 
1910, has enjoyed steady growth 
since its inception, but that growth 
has been greatly accelerated in re- 
cent years. For the fiscal year end- 
ing 1952, sales volume came close 
to $3 million, representing the pro- 
duction in a modern plant with 
about 125,000 sq. ft. of manufactur- 
ing space, and with a working force 
of about 350 people. It is anticipated 
that this sales and production may 
soon be doubled, but the “expan- 
sion” will be largely accomplished 
through added facilities within the 
same plant building and by in- 
creased productivity, in which an 
incentive plan is the major con- 
tributing factor 

2. Presently, the company’s pro- 
duction is approximately evenly 
divided between its own civilian 
products and defense orders. The 
management policy is to maintain 
this ratio as clasely as possible, as 
a prudent hedge against future pos- 
sibilities in either direction. A good 
deal of attention is being given to 
the company’s own product line, 
with a view to quick reconversion 
and expansion in the event of a 
cessation or cutback in defense de- 
mands, so that the company will 
still be able to operate at close to 
capacity, with profitable work. To 
this end, emphasis is being placed 
on the development of new indus- 
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Purchasing Agent E. Y. Petro and Buyer Margaret Wiggins. Like Mr. Petro, 


Miss Wiggins has a background of inventory control and shop experience, 
invaluable to a thorough understanding of procurement requirements. Pro- 
ductrol board covering key items is conveniently located on Mr. Petro’s 


office wall. 


trial and commercial products such 
as heat exchange equipment for the 
oil and gas industries, to extend the 
company’s established line of air 
conditioning and refrigerating 
equipment and industrial heat trans- 
fer units. 

3. Normal production includes 
both standard units produced on a 
quantity basis and variations or 


special units which must be essen- 
tially custom-built, so that the pur- 
chasing of materials and components 
cannot be done until the order is 
received with complete specifica- 
tions developed and approved by 
company and customers’ engineer- 
ing departments. A simple example 
of this is a recent order for 12 air 
conditioning units to be used on 
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General view of Purchasing Office. Shown in this photograph are (I. to r.): Ruth Oberley, who prices requisitions from 
storeroom and posts receiving tickets to purchase orders and purchase record file; Sunya Kaltenbach, who checks invoices 
matches them with purchase orders, and clears them for payment; Margaret Wiggins, Buyer and Assistant to Purchasing 
Agent; Dorothy Steele, who types purchase orders and keeps the general files. 


Pacific islands, where, due to clima- 
tic conditions, one of the require- 
ments was use of stainless steel 
throughout. Stainless steel is not 
normally used in sufficient quantities 
to warrant carrying it as a stock 
item: consequently it had to be 
procured, under some difficulties, as 
a special material. Numerous com- 
ponents and accessories, such as 
fans, coils, motors, etc., are also 
purchased, both to standard and 
special specification. 

Purchasing men will readily rec- 
ognize the procurement responsi- 
bilities entailed in such a program, 
taking the purchasing assignment 
definitely out of the class of a 
routine operation. Among the factors 
worthy of mention in this connection 
are: 

The necessity of broadening the 
base of supply to meet constantly 
increasing demands, and to develop 
reliable sources for the require- 
ments of newly developed products. 

Expeditious procurement of spe- 
cial parts and components for the 
custom-built units, where the time 
element is curtailed by waiting for 
detailed specifications, and with re- 
quirements highly variable and 
often unpredictable. 

Project purchasing, under close 
control of governmental regulations, 
for work on defense contracts out- 
side the company’s normal scope of 
operations. (Defense items recently 
produced include such diverse and 
unfamiliar products as airframe 
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components, aluminum drop tanks, 
guided missile assemblies, and 
others.) 

All of this is in addition to the 
normal responsibility of handling the 
requisitions for restricted and hard- 
to-get materials, and of maintaining 
adequate stocks to support the man- 
ufacturing program without building 
up space-taking overstocks involv- 
ing excessive inventory investment 
and hazards of obsolescence: oi 
scheduling deliveries compatible 
with suppliers’ facilities and plant 
needs; and of assuring that these 
varied requirements are bought 
“right” as to price, source, and 
quantity, utilizing the services oi 
mill deliveries and of distributors 
to best advantage according to the 
particular circumstances. 

One other responsibility is added 
by the aforementioned incentive 
plan. The need of providing a 
smooth flow of production materials 
and supplies to avoid delays and 
shut-downs is, of course, a funda- 
mental consideration in all purchas- 
ing. In any case of inept or ineffi- 
cient performance resulting in in- 
terruptions to production, the pur- 
chasing agent can expect keen 
criticism from management officials. 
But when such an_ interruption, 
through lack of supplies, takes a 
few dozen workers off of incentive 
work, the purchasing agent should 
take care not to walk down dark 
streets or turn corners without tak- 
ing a wide swing. 


The man in charge of purchasing 
at Drayer-Hanson is Ernest Y. 
Petro. Although he has held the 
position of Purchasing Agent only 
since December, 1951, he has an ex- 
cellent background of experience to 
cope with his present responsibili- 
ties. He spent 21 years with the 
Buick Motor Company in Flint, 
Mich., working up from the foundry, 
through the shop, to work in Pro- 
duction Control, Materials Control, 
Metallurgical Department, Time 
Keeping, Costing, and Non-Produc- 
tive Stores. Coming to Los Angeles 
in 1948, he spent some time in han- 
dling production control for the 
Hallett Mfg. Co., manufacturers of 
diesel engines; then, after 14 months 
in production control for Drayer- 
Hanson, he was assigned to the pur- 
chasing office in his present capacity. 


Control of Standard items 


Purchase record cards in perpetual 
inventory style are maintained for 
approximately 5,000 productive 
items, showing the complete data 
on usage, orders placed, receipts and 
disbursements. Similar records are 
maintained on the major non- 
productive items as a guide to what 
balance should be maintained be- 
tween inventory and usage, and in 
analyzing the possibilities of increas- 
ing unit orders to get into the most 
favorable price brackets. 

For about four dozen of the key 
items, these records are mounted on 
a Productrol board in Mr. Petro’s 
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office, providing an instant and 
graphic picture of the supply situa- 
tion. These items, in general, are 
those in constant useage, bought on 
quantity contracts with deliveries 
spread over periods of several 
months, calculated to maintain an 
average of stocks for 45 days’ pro- 
duction as determined by past ex- 
perience and sales forecasts. On the 
control board, the vertical columns 
indicate the current date (changed 
daily) and future calendar periods. 
The .orizontal lines (adjustable by 
means of cords and pegs) indicate 
dates of expected delivery and 
coverage. Additional pegs are in- 
serted farther along to show subse- 
quent delivery dates on items actu- 
ally ordered. Items with no corres- 
ponding horizontal lines have no 
outstanding orders. 

Typical items handled in this way 
include Fiberglas, ordered in 50,000 
foot quantities; screws (sheet metal. 
self-tapping, used to bind sheet 
metal to structural frames) pur- 
chased in 100,000 lots; motors of the 
sizes and types used in largest quan- 
tities (500 or more); galvanized and 
cold rolled steel, and angle iron, in 
various gauges and sizes, ordered in 
mill-roll quantities. 

Steel shortages or fill-ins are pro- 
cured from local warehouses. 
Drayer-Hanson maintains purchase 
connections with 15 of such con- 
cerns, most of which have repre- 
sentatives who know the types of 
steel used by the company and 
notify Mr. Petro when they have 
such stocks available. He then has 
to use his judgment to determine 
whether a supplementary purchase 
is indicated, and in what quantities 
in relation to stock on hand, anti- 
cipated requirements, and status of 
outstanding orders placed with the 
mills. 

A variety of valves, copper tub- 
ing, aluminum fin stock, and Farr 
filters are other Productrol board 
items. In the case of filters—a prime 
requirement for air conditioning 
units—analysis shows use of about 
1,000 during the past year, in four 
sizes. An order for 500 (six months’ 
supply) is placed, to obtain the best 
price. Deliveries are calculated to 
maintain a month’s stock on hand 
at all times. The manufacturer, in 
turn, maintains another month's 
supply, or is in a position to produce 
them in short order, on notice. If an 
unexpected demand for Size B filters 
arises, calling for 80 units in a given 
month, instead of the 40 per month 
normally used, they are thus avail- 
able without delay. Should an un- 
precedented situation arise, calling 
for say 200 filters per month, by the 
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AVERAGE WEEKLY BONUS 
(Combined groups) 





Week of Average Week of Average 
Contract Percent Contract Percent 

6 13 15 27 

7 13 16 19 

8 14 17 26 

9 15 18 20 

10 16 19 26 

11 17 20 27 

12 20 21 28 

13 20 22 32 

14 20 23 30 





time that Drayer-Hanson’s manu- 
facturing facilities are concentrated 
on this production, the filter manu- 
facturer will in turn have had time 
to adjust his schedules and concen- 
trate similarly, to keep filters rolling 
in. 

There is nothing particularly new 
or unusual about such close rela- 
tions and planned cooperation be- 
tween a purchasing department and 
a supplier, yet it is certain that pro- 
duction has been delayed or stymied 
in many plants under such emer- 


gency conditions, through the failure 
to use common sense in making 
these preparations for unforeseen 
contingencies. In this instance, the 
Purchasing Department has earned 
a ranking as (to use a baseball par- 
lance) a consistent performer and a 
perfect pinch hitter as well. 
Handling Special Requirements 
In the matter of quick procure- 
ment of special items for orders of 
non-standard equipment, an effec- 
tive system of speeding information 


Air Conditioning and Refrigeration Division of Drayer-Hanson plant. Group bonus 
system has been instrumental in tripling output without increasing space or per- 
sonnel, 
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Details from sales engineers’ work sheets and specifications are 
drawn off to provide Purchasing Department with advance in- 
formation on requirements without waiting for the formal bill of 
materials. 


to the purchasing department has 
been developed. When the com- 
pany’s sales engineers work out 
complete specifications to suit the 
customer’s special requirements it 
becomes a matter of record as to 
the special materials and the non- 
standard, unstocked fans, motors, 
coils, ete., that will be required. 
The order, with all of these speci- 
fications, goes to the Engineering 
Department for the making of con- 
struction drawing and the compila- 
tion of a complete bill of materials. 
Obviously, it might be a matter of 
weeks before the latter information 
gets around to the Purchasing De- 
partment. However, as soon as the 
order is formally placed, or even 
assured, the Sales Engineer takes 
off the details of parts and com- 
ponents that require special buying, 
on a comprehensive form designed 
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for the purpose, and speeds this to 
Mr. Petro for immediate attention 
and ordering. 

By this simple device of commun- 
ication, Mr. Petra is often able to 
secure delivery of these special 
items in time to supply them to the 
Production Department right along 
with the other items on the bill of 
materials that are carried in stock. 
It also enables him, at times, to help 
the sales engineers to improve pro- 
duction and delivery promises and 
working out more practicable speci- 
fications for such special equipment, 
by finding out exactly what suitable, 
non-standard components can _ be 
procured at early dates or with the 
least delay. Again, it is a matter of 
common sense and _ coordination, 
qualities which are not invariably 
used in some organizations. ,. 

Buying to supply the needs for 





the accelerating production under 
the new incentive plan put another 
and new pressure on Purchasing. 
Prior to the inception of this plan, 
conventional production schedules 
called for a fixed and relatively 
modest flow of supplies. It was a 
comfortable way of doing business, 
but the company lost money in its 
early defense orders. Then the 
group-bonus system was worked out 
and instituted, with spectacular re- 
sults. Daily production was tripled 
without requiring more space or 
added personnel, and the purchasing 
problem became far different. Pro- 
duction was vitally dependent on 
maintaining a continuous and accel- 
erated flow of materials, parts, and 
units from subcontractors, with a 
proper stock cushion that would not 
overflow storage areas to intrude on 
operating space. This required a 
careful analysis and rescheduling of 
deliveries, always with an eye to 
anticipating the unforeseen. Here is 
where Mr. Petro’s past experience 
in production control in automobile 
manufacture became invaluable. He 
felt right at home. 


Incentive Production 


Aside from its impact on purchas- 
ing, the group incentive plan de- 
serves a more detailed description. It 
has been a tremendous factor in the 
profitable operation of the company. 
It turned the initial Navy order for 
10,000 auxiliary drop tanks from a 
money-losing venture into a model 
accomplishment that largely influ- 
enced the award of a subsequent Air 
Force contract for 25,000 jettisonable 
200-gallon fuel tanks—a $4 million 
project. 

In outlining the workings of this 
almost sensationally effective group 
bonus system, it should be men- 
tioned at the outset that Drayer- 
Hanson’s president, George J. Mor- 
ton, is a member of the Western 
Division of the Young Presidents’ 
Organization, a national group of 
industrial leaders pledged to pro- 
mote conditions favorable to indivi- 
dual incentive and to preserve genu- 
ine free enterprise. To qualify for 
membership, a candidate must be- 
come president of an industrial cor- 
poration with at least 100 employees 
and an annual sales volume of $1 
million or more, before his 39th 
birthday. It follows that he was 
thoroughly conditioned to the merits 
of properly applied incentives as a 
management policy. 

For six months prior to the insti- 
tution of this plan, tank production 
ranged from 18 to 22 units per day. 
When the plan was introduced in 
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November, 1951, things began to 
pick up. By June 1, 1952, when tank 
No. 10,135 was crated, to complete 
the order exactly on schedule, aver- 
age daily production had increased 
to 65 tanks per day. 

The group bonus plan was based 
on the following sequence: 

1. Make up of a sequential opera- 
tion list. covering the full production 
cycle. 

2. Establishment of fair standards 
for the operations, by time studies 
and other features. 

3. Grouping of the operations, in 
relation to shop proximities and 
other controlling factors, which re- 
sulted in four groups, as listed be- 
low. Average number of workers in 
each group under the bonus plan is 
indicated in parentheses; in each 
ease, this number is fewer than be- 
fore. 

Group 1—‘“Saddle” group, assem- 
bly of inner section. (13) 

Group 2—Assemble the inner sec- 
tion with the two halves of the tank. 
(35) 

Group 3—Miscellaneous _ service 
operations such as drilling, burring, 
reaming, and certain minor assem- 
blies. (3) 

Group 4—Painting, crating, billing, 
and shipping. (12) 

A scientific analysis was made of 
the methods and equipment used in 
each production operation, and im- 
provements were made wherever 
possible. Then each operation was 
time studied, and “Basic Times” 
were set. To these Basic Times were 


added “Allowance Times” — Per- 
sonal, 3 to 5%; Fatigue, 1 to 3%: and 
Delay, 4 to 7%. When these were 


added to Basic Times, the total was 
“Allowed Time”. The time contrib- 
uted by an employee directly to- 
wards the production of a unit was 
designated as “Productive Time”. 
Periods utilized on supplementary 
work not directly affiliated with pro- 
duction constituted “Non-Produc- 
tive Times”. 


Formula Basis of Bonuses 


The bonus is calculated on the 
percentage of time saved due to the 
difference between Allowed and 
Productive Times, by a_ simple 
formula. 

During a five-week pilot run, all 
operations were under a two-group 
breakdown: thereafter in the four 
groups listed above. The average 
weekly bonus of the combined four 
groups from the sixth week to the 
end of the contract is tabulated 
herewith. It ranged steadily upward 
to a peak of 32% in the final weeks. 

A referee group, with two repre- 
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One of the standard Drayer-Hanson industrial units—a three-cell induced draft cooler. 


sentatives of management and two 
from the employees. arbitrated all 
misunderstandings. Terminations 
continued to conform with regula- 
tions as set forth between the com- 
pany and the United Steel Workers 
Union representing the employees. 

A good deal more detail might be 
given concerning the plan and its 
operation. However, the important 
thing is that it tripled production, 


upped the employees’ earnings, and 
returned a good profit for the com- 
pany, besides influencing the award 
of a second and much larger con- 
tract. But if the Purchasing Depart- 
ment hadn’t been geared to the pro- 
gram, and hadn’t kept the materials 
flowing in, this success story would 
have had many more sour notes, and 
it might not have resulted in this 
happy ending. 


Aerial view of the Drayer-Honson plant, occupying a 6-acre site on Medford Avenue, 


Los Angeles. 











For greater purchasing efficiency 








Navy Trains Negotiators 


By A. N. Wecksler 





COURSE OUTLINE 


1. Introduction to Cost and Price Analysis 
A. Scope and Limitations of Cost Analysis 
B. Defining the Elements of Cost 
C. Analysis of Major Cost Elements 


1. Direct Costs 


a. Use of Cost Estimates and Time Studies 
b. Use of Indices 


c. Use of Learning Curves 

d. Problems in Analysis 
2. Overhead Costs 

a. Manufacturing Overhead 

b. General and Administrative Overhead 
3. Start-up Costs 
4. Profit 


Il. Contract Pricing 


A. Pricing in Negotiation and Award of 


Contracts 
1. Fixed Price, Incentive, and Redeterminable 
Contracts 


2. Cost Type Contracts 


B. Pricing After Award of Contracts 
1. Redetermination 


2. Changes and Amendments 


C. Pricing at Termination 


Ill. Summary 





HERE has been a long recog- 

nized need among defense pur- 
chasing agencies for the training of 
their negotiators in the broader as- 
pects of pricing, with particular em- 
phasis on the analysis of price, cost, 
and profit factors. as well as the 
selection and use of appropriate 
methods of pricing defense con- 
tracts. As in the case of many other 
organizations operating under the 
pressures of immediate urgency, 
this need for formal training has 
been subordinated to the actual job 
of day-to-day procurement. The 
need has been spotlighted, however, 
by the constantly increasing neces- 
sity of achieving maximum effi- 
ciency in the expenditure of gov- 
ernment funds—continuing to pro- 
vide the requisite flow of materials, 
supplies, and equipment to support 
the defense program in full force, 
but with a greater regard, and 
greater skills, for the national in- 
terest in getting the maximum val- 
ue from departmental appropria- 
tions and commitments, consistent 
with good business practice. 

The Office of Naval Material, De- 
partment of the Navy, has faced 
this situation and is doing something 
about it. A contract was made last 
year with Harbridge House, Inc., 
to prepare a suitable curriculum 
and to teach it to designated nego- 
tiators representing the various 
purchasing agencies and offices 
throughout the service. The ap- 
proved training course outline, 
shown herewith, was prepared un- 
der the direction of Dr. J. Sterling 
Livingston. The actual training pro- 
gram got under way on December 
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Dr, J. Sterling Livingston of the Harvard Graduate School of 
Business Administration and head of Harbridge House, dis- 
cusses training course outline with H. A. Askins, Assistant 
Secretary of the Navy, and Vice Admiral C. W. Fox, Chief 


of Naval Material. 


lst. By the middle of June, some 
245 men and women of the Navy’s 
procurement personnel, will have 
had the benefit of this training, and 
this specialized know-how in nego- 
tiation will be available in every 
branch of the purchasing organiza- 
tion 

The course, as outlined, calls for 
a three-week period of intensive 
instruction and study, five days per 
week, eight hours per day. In- 
structors are furnished by the 
Harvard Graduate School of Busi- 
ness Administration, the School of 
Industrial Management, Massachu- 
setts Institute of Technology, and 


Harbridge House, highly qualified 
not only in respect to the subject 
matter but also in modern teaching 
and training techniques. 

Vice Admiral Charles W. Fox, 
Chief of Naval Material, in an- 
nouncing the course to Bureau 
Chiefs and Executive Officers con- 
cerned with Navy procurement, 
scheduled seven classes, in groups 
of 35 trainees to each class, to run 
consecutively over a period of six 
and a half months. The first class 
was in session from December 1 
through 19, 1952. The seventh and 
final class in the current program 
will meet from May 25 through 
June 12, 1953. 

By this arrangement, the course 
will be made available to a total 
of 245 procurement personnel, 
representing 18 different branches 
of the service, according to defi- 
nitely assigned and scheduled quotas 
from each branch. The largest group 
comes from the Bureau of Supplies 
and Accounts, with 15 men in each 
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of the seven classes for a total of 
105 trainees, including representa- 
tives from the field purchasing of- 
fices of the Bureau. Most of the 
trainees will come from bureaus and 
offices in the Washington area. Next 
largest quotas come from the Bureau 
of Ships and the Bureau of Aeronau- 
tics, each of which will have 30 men 
in the course. Smaller quotas are 
assigned to other divisions, ranging 
down to two men from the Marine 
Corps procurement staff and one 
representative each from the Bureau 
of Medicine and Surgery, Bureau 
of Docks, and D.O.D. (Special 
Weapons). Civilian personnel make 
up 85° of the classes; officer per- 


¢ 


sonnel, 15 





Instructors: Dr. Robert A. Brooks looks over 
notes for a discussion of cost and price 
analysis. Looking on are Dr. }j. Sterling 
Livingston and Dr. Harry Haig. 


Benefits expected to result from 
this type of refresher course are 
both immediate—in meeting the 
problems of the current large pur- 
chasing program—and of a long 
range nature, in raising the general 
level of procurement efficiency 
throughout the service. Trainees are 
brought up to date with the latest 
information on pricing methods and 
analysis, and are schooled in the 
modern techniques of applying this 
information to specific phases and 
conditions of purchase negotiation. 
The net, continuing result should be 
better buying practice, higher stand- 
ards of performance, and improved 
relationships between government 
purchasing offices and their indus- 
trial suppliers. 


Typical classroom session. Members of the first group of Navy 





procurement personnel assigned to the Negotiators School. 
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Stop that fire before it gets started! 





Selecting the Right 
Fire Extinguisher 


By Charles N. Parkes 


Photographs by courtesy of the National Board of Fire Underwriters and the Factory Insurance Association. 


HE potential danger of a small 
fire was already recognized 
early in the first century. In the year 
60 A. D. James wrote in the third 
chapter of his Epistle, “Behold, how 
great a matter a little fire kindleth.” 
The incipient fire often originates 
from a seemingly trivial cause or an 


absurd chain of events. The Balti- 
more fire of 1904 was started by a 
lighted cigar that was haphazardly 
discarded. The butt was. tossed 
through a broken skylight on the 
roof of a shirt factory. Directly be- 
low the broken window were dozens 
of celluloid shirt fronts so beloved 





Table A 
Property Loss by Fire in the U.S., 1901-1951 








Year Aggregate property loss 

From 1901 through 1910 00.0.0... eeeeeeeee $2,220,908,514. 
Re co cicecccsncedioccesnsees 2,690,898,529. 
III cis cshicerscrsncsesssesasnesse 5,106,748,327. 

UE I oa cisensaiersesssesessonsssses 2,97 1,485,938. 

POE I in iccscscccbccsiccnstsenscsences 5,130,184,000. 
aR 730,084,000. 

Table B 


Fire Strikes in Large and Small Cities Alike 





Size of City 


i E's 
fe 
PEGE OO DA vcscss:.......: 
25,000 to 49,999 oo... 
50,000 to 99,999 ooo... 


100,000 to 249,999 
250,000 to 499,999 
500,000 to 999,999 
1,000,000 or more 


Hee eee eee eee eeeeeeeeeeeeeeees 


Peete eee ee eee ee ene eeeeeeeeeee 


Pee teen eeeneneeee 


eee eeeeeeeeeeeee 


PreeeeeIererrrr ir) 


POORER ERR eee EEE EEE E EEE TEESE EEE EERE EEE EEE O® 


Number of Fires, 1951 





by the well dressed man of that 
era. The fire that started with a 
cigar butt was brought under con- 
trol after 150 acres were devas- 
tated. 

The availability of a small hand 
extinguisher and quick application 
could have nipped the 1911 Triangle 
Shirtwaist Company fire in the first 
stage. Here was a fire that is still 
remembered in New York for a 
casualty list of 145 dead in less than 
one hour. The fire started with a 
wisping curl of smoke on a pile of 
shirtwaists just five minutes before 
quitting time on the afternoon of 
March 25, 1911. In less than fifteen 
minutes the building was an inferno 
with employees leaping from the 
eighth and ninth floors to the side- 
walks below. Many operators that 
inhaled smoke and fumes were 
found dead at their benches without 
a mark of scorching or burning. The 
record of that fire still stands as a 
two-sided monument. On the cas- 
ualty side it represents the danger 
of a ‘rotten risk’: on the industrial 
side it is a memorial to inadequate 
protection. 

Today we have the advantages of 
greatly increased protection. The 
fire extinguishing industry has im- 
proved fire fighting appliances tre- 
mendously. The National Bureau of 
Fire Underwriters carry on an un- 
ceasing program of fire prevention 
from all angles. Alert school ad- 
ministrations borrow, for their pro- 
gram of fire prevention in the 
schools, a phrase from Shakespeare’s 
King Henry VI; “A little fire is 
quickly trodden out: which, suf- 
fered, rivers cannot quench.” 

On the credit side of the ledger 
we then have increased fire pro- 
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Little fires become big fires if not brought under control in the early stages. There 





are 100 factory fires reported every day in the United States. Many of them could 
have been avoided through prompt action with the proper type of extinguisher. 


tection, improved fire fighting 
equipment, and enlightened educa- 
tional programs for the prevention 
of fire. On the debit side the. entry 
for 1951 shows all records broken 
for all time to date. We have the 
largest aggregate property loss of 
more than $730,000,000 for the year. 
This loss of $2,000,000 a day exceeds 
the previous annual high fire mark 
of 1948 by $15,000,000. 


Everybody's Problem 

Table A shows the increase in fire 
losses, by ten year periods, for the 
past half-century. The basis for 
these figures is in terms of paid 
losses. Since the turn of the cen- 
tury we have had a total of paid 
losses just short of 19 billion dol- 
lars. That represents $143 for every 
person in the United States today. 

Every-day twenty-eight people 
lose their lives in fires occurring 
every minute of the day and night. 
The loss of life by fire in 1951 
reached a peak of 11,000; twice as 
many were severely burned or dis- 
figured for life. 

The size of a community has little 
bearing on the fire incidence rate. 
It may happen to you wherever you 
may be located. The National Board 
of Fire Underwriters report for 1951 
reveals a total of 418,871 building 
fires. The fires are classified, in Table 
B, according to community popula- 
tion. 
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The conclusion that fire plays no 
favorites is obvious. Factories alone 
contributed more than 100 fires 
daily to these totals. 

The National Board of Fire Un- 
derwriters has also prepared a chart 
of the principal known causes of 
fire, shown herewith as Table C. 
This tabulation covers the ten-year 
period in the U. S. from 1941 
through 1950. 

These totals are for fires reported 
from known causes only. They do 
not include any unreported fires or 
those resulting from unknown 
causes. Incendiarism is also ex- 
cluded. It is estimated that if these 
totals were included, the aggregate 
property loss for the ten year period 
would be well in excess of five bil- 
lion dollars. 

It may be reasonably assumed 
that a large proportion of these fires 
started as a small fire. For practical 
purposes fire may be defined as a 
chemical reaction in which oxygen 
is combined with one or more com- 
bustible materials at a rate that is 
rapid enough to produce heat and 
light. Oxygen makes up approxi- 
mately 20% of ordinary atmosphere. 
The percentage of oxygen in ordi- 
nary air is enough to support com- 
bustion. Fire will result at any time 
that combustible materials are 
heated to the ignition point in the 
presence of oxygen. 

Fires are grouped into three gen- 





eral classes for the purposes of 
specialized action and extinguish- 
ment. The groups are recognized 
by fire fighting and fire prevention 
agencies as well as industry. 


Classes of Fires 


CLASS A. Fire in ordinary com- 
bustible materials such as wood, 
cloth, excelsior, rubbish, etc., where 
the quenching and cooling effects 
of large percentages of water are 
of prime importance. 

CLASS B. Fires in flammable 
liquids such as oils, gasoline, paints, 
cooking fats, etc., where a blanket 
or smothering effect is essential. 

CLASS C. Fires in live electrical 
equipment such as motors, switches, 
appliances, etc., where the ex- 
tinguishing must be non-conducting. 

As pointed out previously, large 
fires are the result of a small fire. 
The right type of portable appli- 
ance intelligently used could have 
saved thousands of lives and mil- 
lions of. dollars. A fire extinguisher 
is exactly what the name describes. 
It is not supposed to supplant 
sprinkler systems or large hose 
lines. It is the medium of nipping 
a fire in the incipient stage. It is 
the boy that can make the man’s 
errand unnecessary. Each type is of 
value, but all types are not effec- 
tive on all classes of fires. 


Fit Protection to Hazard 


For this reason it is of great im- 
portance that in specifying the types 
of extinguishers for your plant that 
you consider two basic require- 
ments. The contents of your plant, 
raw materials, operating equipment 
and supplies, and the finished prod- 
uct cover the first requirement. 
Secondly, consider the type of haz- 
ard to be met and what the ex- 
tinguisher must do. 

Table D suggests the adaptability 
of types of extinguishers to the dif- 
ferent classes of fire. 

Water Extinguishers. There are 
two types of pressure extinguishers. 
The first type has a hand pump that 
generates pressure to discharge the 
water. The second utilizes a car- 
bonic gas cartridge. When the ap- 
pliance is inverted the cartridge is 
punctured, releasing the gas. The 
gas builds up a pressure which ejects 
the water. This type also is fur- 
nished with anti-freeze solutions 
where low temperatures may cause 
freezing. Calcium chloride in the 
proportion of 5 lb. per gal. is a 
common solution for this type of 
anti-freeze. The one class that this 
appliance is used is Class A. It sat- 
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urates and prevents rekindling. It is 
not used on Class B fires as it will 
spread a liquid fire It is not used on 
Class C fires because water is a 
conductor. The stream range is 35 
to 50 feet. Check that the unit is 
kept filled. The efficiency of the 
cartridge may be checked by weight 
loss. 

Soda-acid. This unit performs the 
same duty as the water extinguisher. 
Here the gas is generated by a dif- 
ferent method. About 100 pounds of 
pressure is generated when the unit 
is inverted mixing a sodium bicar- 
bonate solution with sulphuric acid 
The usual size of the unit is 2% 
gallons. The usual solution is 1% 
pounds of Soda to 2% gallons of 
tepid water mixed thoroughly. The 
sulphuric acid receptacle is a sepa- 
rate container of 4 ounces. The unit 
loses strength after a year and 
should be recharged. The stream 
range is 30 to 40 feet for about one 
minute duration. It is not used on 
Class B fires and should not be 
used on Class C fires because of the 
Sulphurie Acid. The chemicals play 
no part in the extinguishment. The 
water does the work and the gas 
propels the water. 


Foam. This apparatus is effective 
on Class A fires because of both a 
wetting and smothering action. It 
is equally effective on Class B fires 
because the blanket of carbon di- 
oxide gas is trapped in the bubbles 
and does not dissipate. It will float 
on top of spilled liquids. The bubbles 
actually adhere to a burning sur- 
face. The solution is composed of 
water, Sodium Bicarbonate, usually 
Licorice Powder, a solution of Alu- 
minum Sulphate, and a foam sta- 
bilizer. While housed in the 2% 
gallon container this solution will 
produce from 20 to 22 gallons of 
foam. Stream range is up to 40 feet 
but is more effective at moderate 
distances. It will also coat vertical 
surfaces. It does not have as much 
wetting effect as water but it will 
leave a messy residue. It is harm- 
less to the operator. As stated it is 
excellent for Class B fires with the 
exception of an alcohol fire. Never 
use this type on Class C fires be- 
cause of the conductivity of water. 

Carbon Dioxide. Here is the ideal 
apparatus for the Class C fire and 
very effective on Class B. It may be 
used on small surface fires in the A 
class. It does not affect foodstuffs, 
is colorless and odorless, and non- 
poisonous.The extinguishing agent 
leaves no residue. It is non-corro- 
sive and does no damage to equip- 
ment. There is no smoke, gas, or 
mess to clean up. The actual damage 
9? 





Table C 


Principal Known Causes of Fires 1941—1950 








Causes Property Loss Number of Claims 
Matches, Smoking $ 353,837,548. 639,534 
Exposure (off-premise 

origination 236,314,382. 199,473 
Misuse of Electricity 226,715,008. 276,566 
Stoves, Furnaces, Boilers, etc. 178,224,307. 161,894 
Petroleum and its products 176,962,055. 198,610 
Overheated or defective 

Chimneys, Flues, etc. 135,771,242. 136,118 
Spontaneous Combustion 128,922,017. 49,357 
Lightning 99,765,935. 181,081 
Miscellaneous—Cause known 

but not classified 85,566,949. 58,549 
Friction, sparks from running 

Machinery 64,844,348. 25,891 
Open Lights 55,506,796. 89,618 

parks on roofs 44 237,707. 63,692 

xplosions 43,903,776. 26,015 
Gas—Artificial and Natural 42,843,047. 38,687 
Hot Ashes and Coals—Open 

Fires 41,512,042. 74,157 
Ignition of Hot Grease, etc. 41,278,839. 88,079 
Sparks arising from Combustion 38,572,945. 27,386 
Rubbish and Litter 26,760,504. 35,403 
Fireworks, Balloons, etc. 1,705,654. 3,178 

$2,023,245,101 2,373,288 





is fire damage. There is no wetting 
action as the agent is a dry car- 
bonic snow. The fire is extinguished 
by the carbon dioxide replacing oxy- 
gen in the area. It must be operated 
at close quarters as the stream 
range is three to six feet.. Bear this 
in mind if you have large electrical 
switchboards or other large equip- 
ment. It is excellent protection for 


manufactured in sizes of gas weight 
ranging from 2% to 25 pounds. The 
unit will produce approximately 9 
cubic feet for each pound of gas or 
expand to 450 times its stored vol- 
ume. Recharge the unit after use. 
Efficient operation is possible at 
temperatures down to minus 40 de- 
grees fahrenheit Do not use on 
metallic fires such as Magnesium, 





industrial cafeterias. The unit is Zinc, Aluminum, etc. 
Table D 
Type of 
Extinguisher Class of Fire 
A B c 
Water Good No No 
Soda-Acid Good No No 
Foam Good Good No 
CO. Fair Good Good 
V-L Fair Good Good 
Dry Powder Fair Good Good 
Loaded Stream Good Good Fair 
Calcium Chloride Good No No 
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WHAT'S THE CHIEF FIRE HAZARD IN YOUR PLANT? 


Check this list as a guide to most effective fire protection 
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TYPE OF SUGGESTED TYPE OF TYPE OF SUGGESTED TYPE OF 
MATERIAL EXTINGUISHER OR AGENT MATERIAL EXTINGUISHER OR AGENT 
Water Carbon Dry Vapor.Loaded Foam Sand Water Carbon Dry Vapor.Loaded Foam Sand 

(Fire Hazard) Spray Dioxide Chem. Liquid Stream Ashes (Fire Hazard) Spray Dioxide Chem. Liquid Stream Ashes 
Acetic Acid Yes Yes Yes Yes Naphthalene Yes Yes Yes Yes 
Acetone Yes Yes Yes Neatsfoot Oil Yes Yes Yes Yes Yes 
Acetylene Yes Yes Nicotine Yes Yes Yes 
Alcohol Yes Yes Yes NO Octane Yes Yes Yes Yes 
Aluminum Dust NO Yes Oleo Oil Yes Yes Yes Yes Yes 
Aniline Yes Yes Yes Yes Olive Oil Yes Yes Yes Yes Yes 
Benzine Yes Yes Yes Yes Paint Eradicator Yes Yes Yes Yes 
Bleaching Powder Yes Paint, Liquid Yes Yes Yes Yes 
Bromine Yes Palm Oil Yes Yes Yes Yes Yes 
Bronze Dust Yes Paper Yes Also Soda Acid; Pump Tanks Yes 
Bronzing Liquid Yes Yes Yes Yes Paraffin Oil Yes Yes Yes Yes 
Butane Yes Yes Paraffin Wax Yes Yes Yes 
Camphor NO Yes Yes Peanut Oil Yes Yes Yes Yes Yes 
Camphor Oil, light Yes Yes Yes Yes Phenol Yes Yes Large quantity of Water 
Carbolic Acid Yes Yes Yes Phosphorus Deluge with water and cover with sand 
Carbon Monoxide Yes Yes Pine Oil Yes Yes Yes Yes Yes 
Castor Oil Yes Yes Yes Yes Yes Pine Resin Yes Yes Yes Yes 
Charcoal Yes Yes Pine Pitch Yes Yes Yes Yes 
Cleaning Fluid Yes Yes Yes Pine Tar Yes Yes Yes Yes 
Coal Gas Yes Yes Yes Pine Tar Oil Yes Yes Yes 
Cleaning Solvents Yes Yes Yes Propane Yes Yes 
Coal Tar Oil Yes Yes Yes Yes Quenching Oil Yes Yes Yes Yes Yes 
Coal Ter Pitch Yes Yes Yes Yes Yes Rayon, Large bulk Soda Acid; Water; Hose Streams; Pump Tanks 
Collodion Yes Yes Yes Rayon, Clothing Yes Pump Tanks; Water 
Cologne Spirits Yes Yes Yes Rosin Oil Yes Yes Yes Yes Yes 
Cooking Oil Yes Yes Yes Rubber Cement Yes Yes Yes Yes Yes 
Cotton (clothing) Yes Yes Yes Rubber, bulk Yes 
Cottonseed Oil Yes Yes Yes Yes Yes Rubber, dust Yes 
Creosote Oil Yes Yes Yes Yes Yes Salicylic Acid Yes Yes Sand 
Electrical NO Yes Yes Yes NO NO Saltpeter Water in early stages 
Enamel Paint Yes Yes Yes Yes Sheilac Yes Yes Yes Yes 
Ester Gum Yes Yes Yes Yes Silk, bulk Water Yes 
Ether Yes Yes Yes Silk, clothina Water; Pump Tanks Yes 
Fish Oil Yes Yes Yes Yes Yes Silver Nitrate Water 
Flavoring Extracts Yes Yes Yes Signal Oil Yes Yes Yes Yes Yes 
Formaldehyde Yes Yes Yes Soda, Caustic Water on surrounding material only 
Formic Acid Yes Yes Yes Yes Sodium Nitrate Water in early stage only 
Fuel Oil 1 2 3 Yes Yes Yes Yes Soy Bean Oil Yes Yes Yes Yes Yes 
FuelOil 4 5 6 Yes Yes Yes Yes Yes Sperm Oil Yes Yes Yes Yes Yes 
Fusel Oil Yes Yes Yes Spindle Oil Yes Yes Yes Yes 
Gas (all types) Yes Yes Stearic Acid Yes Yes Yes Yes 
Gasoline Yes Yes Yes Yes Straw Yes Also Water in large quantity; Soda Acid 
Glycerine Yes Yes Yes Yes Sulphur Yes Sand 
Grease Yes Yes Yes Yes Sulphuric Acid NO Yes 
Hydrogen Yes Yes Tallow Yes Yes Yes Yes 
Hydrogen Peroxide Yes Tallow Oil Yes Yes Yes Yes 
Kerosene Yes Yes Yes Yes Tannic acid Yes 
Lacquer Yes Yes Yes Tar Yes Yes Yes Yes Yes 
Lanolin Yes Yes Yes Yes Yes Tartaric Acid Yes 
Lord Oil Yes Yes Yes Yes Tung Oil Yes Yes Yes Yes 
Leather (bulk) Yes Yes Turbine Oil Yes Yes Yes Yes Yes 
Leather (upholstery) Yes Yes Turpentine Yes Yes Yes Yes 
Leather Dressing Yes Yes Yes Yes Varnish Yes Yes Yes Yes 
Linseed Oil Yes Yes Yes Yes Varnish Shellac Yes Yes Yes 
Liquid Metal Polish Yes Yes Yes Yes Vegetable Oil Yes Yes Yes 
Lubricating Oil Yes Yes Yes Yes Yes Wool (Bulk) Yes Also Hose Stream; Pump Tanks; Avoid Smoke 
Magnesium NO NO NO NO NO NO Sand Wool (Clothing) Yes Yes 
Menhaden Oil Yes Yes Yes Yes Yes Wood Yes Any type of Water Appliance; Soda Acid 
Metal Shavings Yes Yes Zinc Chlorate Yes 
Mineral Oil Yes Yes Yes Yes Yes Zine Stearate Yes Yes Yes Yes Yes 
Naphtha Yes Yes Yes Yes Zine Powder NO Sand 


The preceding list includes the more 


common fire hazards. For non-listed materials consult your fire equipment source 
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An overheated motor, or one whose wires have dried out and 
caused a fire, must be handled with special care. To preclude 
the possibility of electrical short-circuits, a non-conducting 
spray material such as carbon tetrachloride must be used. 
Extinguishers like this are precision built, and the stream can 
be directed at the specific area desired, with decisive effect. 


Vaporizing Liquid. The name of 
this appliance is usually abbrevi- 
ated to V-L. It is also known as the 
carbon tetrachloride extinguisher. 
It is excellent for Class B and C 
fires and is fair for Class A if the 
fire is of the small surface variety. 
At ordinary temperature the car- 
bon tetrachloride is a liquid which 
vaporizes and forms a heavy cloud 
of gas the instant the stream comes 
in contact with the burning surface. 
Vaporization will take place at about 
160 degrees fahrenheit. The stream 
range is 20 to 30 feet, and the 
pressure is generated by hand 
pumping. The volume of vapor pro- 
duced is in direct ratio with the 
heat of the fire. Consequently the 
volume and stream range is de- 
pendent to a large extent on the op- 
erator. The unit should be re- 
charged annually but do not con- 
fuse the agent with the commercial 
earbon tetrachloride on the mar- 
ket. The agent is usually treated 
with ether or chloroform to lower 
the freezing point to 50 degrees be- 
low zero. The customary sizes are 
1 and 1% quarts. The vapor is 
heavy and has a tendency to sink 
and consequently is not as affective 
on high equipment. There is danger 
to the operator if used in a confined 
area. 

Dry Powder. This extinguisher 
discharges a dry powder instead of 
a liquid. There are several types 
of dry powder units, the most com- 
mon containing a chemically treated 
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bicarbonate of soda that is both 
non-poisonous and non-corrosive. 
The agent will not deteriorate, will 
operate at 40 degrees below zero, 
and needs recharging only to the 
extent of powder used. It is excel- 
lent on Class B and Class C fires. 
The source of pressure is from a 
gas cartridge and the quantity of 
the extinguishing agent produced 
depends on the amount of gas gen- 
erated by the heat of the fire. The 
effect is a smothering action. The 
gas cartridge should be checked 
annually by weight. 

Leaded Stream. This unit is of 
the pressure type using a patented 
agent containing alkali, metal salts 
and several other ingredients. It is 
effective on Class A and B fires. The 
effect is not a smothering but a 
catalytic action peculiar only to 
this type of extinguisher and high- 
ly effective on liquid fires. A cata- 
lytic agent is one that starts or as- 
sists chemical action between two 
or more other substances without 
combining with either or under- 
going any permanent change. The 
unit usually contains one and three- 
quarter gallons, has a stream range 
of 40 feet, and will operate at 40 
degrees below zero. Operation is 
by expulsion of the liquid from the 
extinguisher and the puncturing of 
a cartridge containing carbon di- 
oxide gas at high pressure. 

Calcium Chloride. This extin- 
guisher is of the pressure type for 
Class A fires. Do not use on Class 





Fire extinguishers need regular check-ups and possibly recharging to 
guarantee their usefulness when fire starts. Most types need yearly 
recharging. Good practice requires systematic attention to this re- 
quirement, and the posting of instruction sheets close to the location 
of the equipment. Regular drills employing fire-fighting equipment can 
prevent the loss of valuable time when fire breaks out. 


C fires as the extinguishing agent 
is a conductor of electricity. The 
agent is an anti-freeze solution ex- 
pelled either by acid reaction or a 
carbon dioxide cartridge punctured 
by a special device. Discharge time 
is about one minute, stream range 
up to 40 feet, and the usual size 2% 
gallons. The cartridge should be 
checked monthly and if there is a 
weight loss a renewal is indicated. 
Otherwise the maintenance is sim- 
ilar to the water or soda acid unit. 
Discharge and recharge the unit 
annually. 

There are several check points 
that should be followed generally. 
Check for unprotected fire hazards 
and the type of unit that is best 
suited for coverage. Make sure that 
the capacity of the protecting units 
are in proportion to the hazard. 
The unit should be in good condi- 
tion including nozzle and _ hose. 
Where recharges are necessary a 
date tag should be attached show- 
ing that the unit has been re- 
charged or weighed during recom- 
mended period. 

Do not underestimate the damage 
potential of the small fire. The av- 
erage property damage based on 
a study of more than 4,000,000 
fires occurring over a ten year 
period is $299. A portable extin- 
guisher could have made a tre- 
mendous revision in the averages 
many times. An ounce of preven- 
tion can be worth many pounds in 
the fire loss tables. 
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The purchasing executive’s most important job 





A Personnel Policy for the 
Purchasing Department 


By Bruce D. Henderson, General Manager, Purchases and Traffic, Westinghouse Electric Corporation, Pittsburgh 





BELIEVE that the success of 

Westinghouse depends upon the 
men whom it attracts—nothing else. 
That’s true of every other company, 
also; my company has nothing that 
is not easily available to every other 
company, except the ability and skill 
of its employees, present and past. 
Westinghouse is a large company, 
but size has little to do with success. 
We have one competitor half again 
as large as we are, yet we find his 
competition in no way more difficult 
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to meet than that of many other 
companies that are much smaller. 
My company and your company 
are like a baseball team or a foot- 
ball team in one very important re- 
spect: We are all engaged in com- 
petition under a common set of 
rules, and winning against competi- 
tion in the final analysis depends en- 
tirely on the quality of the man- 
power available. That is why the 
selection and training of Purchasing 
Department personnel is the most 


Address at the Sixth District Con 
ference, National Association of 
Purchasing Agents, Cleveland, Ohio 


important task a Purchasing Agent 
has. 

Before I express strictly personal 
opinions on how to succeed in the 
job of selection and training, I think 
you are entitled to know my quali- 
fications to speak. I feel that the 
management of the Westinghouse 
Purchasing Department, of which I 
am a member, has had a unique 
opportunity and responsibility for 
the training of purchasing personnel. 

In the first place, fifty years ago 
Westinghouse started one of the very 
first training courses for college 
graduates, and more than 20,000 col- 
lege graduates have been put 
through this training program at 
company expense. We have had an 
opportunity to see these students 
develop and have seen our invest- 
ment in them pay huge dividends. 

In the second place, Westinghouse 
has grown very rapidly. The com- 
pany has doubled in size, approxi- 
mately, every ten years for the last 
fifty years. Just since the War, we 
have embarked on two separate ex- 
pansion programs. The first added 
50% to our manufacturing space and 
the second, in which we are present- 
ly engaged, is adding nearly 75% to 
our capacity. Our sales are nearly 
seven times what they were in 1940. 

This company growth has had a 
tremendous effect on the Purchasing 
Department. Since the end of the 
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War we have added eleven complete 
Purchasing units; the smallest, con- 
sisting of two people, serves a manu- 
facturing operation just being estab- 
lished; the largest has over fifty 
people and serves a manufacturing 
plant employing over 7000 people. 
In slightly over two years, as Gen- 
eral Purchasing Agent of Westing- 
house, I have appointed fifteen Pur- 
chasing Agents and thirteen As- 
sistant Purchasing Agents, in spite 
of the fact that only one has retired 
and two have quit. That indicates 
the amount of training and develop- 
ment of purchasing personnel which 
has been necessary. 


Results of Training 


Efforts to train and develop have 
met with good results. Uniformly 
throughout our company, the Pur- 
chasing Agent has achieved such 
stature as a member of the manage- 
ment team that he is equal in rank 
with the other department heads of 
the major functions in the business. 
The Managers of our Operating 
Divisions have generally classified 
their Purchasing Agents under the 
Company’s Management Develop- 
ment Program as “superior” and 
“above average” in performance and 
potential. This is true in spite of 
the fact that the median age of our 
Purchasing Agents is 43 and eleven 
out of the twenty-four are under 40. 
The high caliber of some of our 
purchasing people is attested to by 
the fact that my four predecessors 
as Assistant to the Vice President of 
Purchases left the Company to take 
jobs as these: 

1. General Manager of a large brass 
company. 

2. Director of Purchases of one of 

the world’s largest oil companies. 

. Director of Purchases of one of 

the largest synthetic fiber and 

chemical companies. 

4. Director of Purchases of one of 
the largest automotive parts man- 
ufacturing companies. 

Incidentally, only one of these four 

was over 37 when he left the com- 

pany to take his present job. To 
summarize, I think a big job of se- 
lection and training of personnel has 
been well done. Part of it I’ve ob- 


served, and part of it I helped ac- 
complish. 


eS) 


Selective Recruiting 


The only control of the caliber of 
the people in the organization is the 
control exercised in the induction 
of new personnel. It follows that 
the induction of high caliber per- 
sonnel into the organization cannot 
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be left to chance. You must look for 
and hire a substantial number of 
men of the highest caliber. Aim 
High! 

We try to see that every man 
brought into the Purchasing Depart- 
ment is potential Purchasing Agent 
material if at all possible. These are 
the characteristics we look for: 

. Sales ability in intangibles 
. Analytical ability 
Administrative talent 

. Vitality and drive 

Skill in human relations 

. Imagination 


aur wh 


These days a good man is hard to 
find. Where do you get high poten- 
tial personnel? You look for it: 


abilities, and juniors don’t 
advance as fast as they are 
capable of advancing. 
Fifth—In other companies. Their 
junior sales people have the 
rough edges smoothed off; 
yet they may be both un- 
derpaid and held back be- 
cause of traditional re- 
quirements for maturity 
before receiving responsible 
sales assignments. 
Our Purchasing Department in 
Westinghouse hires a few men of 
particular talent directly from the 
schools. It looks for the bulk of its 
high potential men in its own Com- 
pany Student Training Course, 
which is used also by all other de- 
partments in the company. Some 





The measure of a purchasing department is the qualified men 
who make up the purchasing staff. To build a good purchas- 
ing organization, capable of meeting today’s responsibilities, 
and even more for the future, personnel policy must be the 


primary consideration. 


A sound and comprehensive personnel policy includes four 


stages: 


1. Recruit high calibre men, having the potential ability to 


fill the top job. 


2. Provide them with personal coaching and the oppor- 


tunity to assume responsibility. 


3. Keep the promotion path open, on the basis of potential, 


not seniority. 


4. Fit them to the right jobs in the over-all organization 


pattern. 


Personnel development costs time and money, but pays 
high dividends in ultimate performance. 





First—Anywhere you can find it. 
Second—In Engineering Schools or 
Law Schools, because 
they’re tough and tend to 
eliminate people below a 
certain standard of ability 
and performance. 
Third—In Graduate Schools of 
Business Administration, 
because they also do a 
screening function as well 
as a training function. 
Fourth—In other departments of the 
company. Sometimes En- 
gineering or Sales Depart- 
ments put too much em- 
phasis on seniority and ac- 
cumulated experience, 
rather than on_ general 





Purchasing Department personnel 
are recruited from other depart- 
ments of the company. 


Individual Training 


After high potential men are re- 
cruited, the problem of what to do 
with them must be met. The most 
important contribution that you can 
make to a man’s development is the 
personal attention and _ coaching 
which you give him. You can no 
more develop a man by merely put- 
ting him to work and then being 
critical, then a football coach or a 
baseball coach can develop his team 
by complaining if they lose. If you 
will notice, even the top-grade pro- 
fessional athletes continue to get 
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top-grade coaching. It is equally 
important in business. 

The next thing that must be done 
is to give these junior high poten- 
tial men responsibility and a chance 
to make mistakes, Part of the secret 
of developing men is giving them a 
chance to make many decisions and 
many mistakes without putting them 
in a position where those mistakes 
will be so serious as to affect their 
career. Following through on that 
usually means that you must change 
a high potential man’s assignment 
as soon as he has mastered a job 
and therefore ceases to be extended, 
even though the change is not a pro- 
motion. 

Right along with personal coach- 
ing and the delegation of respon- 
sibility, you should develop a man 
by giving him a chance to partici- 
pate in problems and decisions which 
are not his direct responsibility. 
This is one of the important func- 
tions of committee assignments. 
Committee assignments train men in 
group relationships as well as ac- 
quaint them with phases of the com- 
pany in which they do not yet have 
direct responsibility. 


Promotion by Potential 


All these methods of development 
are important, but the master key 
to the development of men is the 
promotion policy. The man with the 
highest potential should be put on 
the job regardless of age, back- 
ground, or experience if he can do 
the minimum requirements of the 
job within a reasonable period of 
time. To do this and to do it con- 
sistently requires great administra- 
tive skill in making such promotions 
acceptable to the organization. 


It follows from this promotion 
policy that you must sacrifice im- 
mediate effectiveness, if necessary 
to accomplish the development of 
the organization. If this implies that 
the organization must be a little 
larger and have a little bit more 
reserve capacity than it would 
otherwise need, then accept the fact 
that the development of personnel 
does cost something. 

That brings up another problem. 
Really good men are not like good 
wine, waiting in the cellar to be 
uncorked. Nor can they be found 
by happy chance just at the time 
and place that you decide that you 
need a replacement. Men must be 
hired when you can find them, And 
this again emphasizes the fact that 
you must be willing to pay the 
price required to get the flexibility 
in your organization which this 
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promotion policy, this job-rotation 
policy, and this hiring policy would 
require. 


A Planned Pattern 


There’s one more consideration 
that is most important in hiring 
and development: Men should be 
selected for specific positions who 
fit the pattern of the organization 
as you want it to be eventually. 
Men succeed best in an organization 
that is made up of other people of 
generally similar tastes, race, age, 
background and temperament. But 
more important than that, most men 
tend to pick successors, assistants 
and replacements for themselves 
who are generally like they are. 


I’ve had the opportunity to look 
at several hundred job specifications 
prepared by men for their own 
position. In these job specifications 
these men have described the ex- 
perience, education and character- 
istics required for their successor. 
It is interesting to note that men 
say that their own experience is 
very nearly the minimum require- 
ment. Their own education is very 
nearly the minimum _ education. 
Their own age when they came upon 
the job is very nearly the minimum 
age. So by the kind of person you 
put into an organization, or the 
kind of person you promote, you 
determine the direction in which 
the organization will continue to 
grow. 


The things that I have recom- 
mended will all be almost im- 
possible to accomplish unless you 
are successful in breaking down as 
far as possible rank differential and 
status distinction. Your efforts to 
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OTABLE increase in the popu- 

larity of truck leasing is em- 
phasized by the recent decision of 
Reo Motors to enter this field 
through a newly organized subsid- 
iary, Reo Truck Leasing, Inc. Com- 
pany officials express the opinion 
that this type of operation is still in 
its early stages, and predict that 
their action will mark the begin- 
ning of a similar policy trend among 
other truck manufacturers. 

The new firm has an initial capi- 
tal of $1 million. Potential demand 
for the service is estimated at one 
truck per 1,000 population. The 


coach will be extremely difficult 
to execute if your organization is 
one in which the social distance 
between the various position levels 
in the organization is too great. The 
greater the differentials in status 
or rank because of position, the 
more difficult it is to get your sub- 
ordinates to talk freely with you 
and express opinions; and the more 
difficult it becomes to promote on 
ability, because the prerogatives of 
a particular position level protect 
the man who holds it from more 
able contenders on a lower level. 
The building up of rank differentials 
tends to substitute authority for 
leadership and ability, and to inter- 
fere with organization development. 
There is no magic formula for 
selecting and training Purchasing 
Department personnel, but here is 
a check list for you to review: 
1. Get the best possible people in 
the organization wherever, when- 
ever, and however you can. 


2. In all cases, promote the best 
obtainable men as fast as possible. 

3. If you can’t promote your high 
potential personnel, at least 
change their jobs. 

4. Sacrifice immediate effectiveness 
for future organization. 


5. If you can’t find just the right 
man for a job today, do without 
until it hurts before you fill the 
job with a second-rater. 

6. Break down the rank differentials 
and class distinctions within the 
organization. 

. Coach and coach and coach. 

If you are a good recruiter, a good 

coach, and a good leader, you'll 

have a good team. 


~I 


Truck Leasing 


company expects to put at least 100 
units in operation in each of eleven 
major cities, coast to coast, in the 
first year of operation. Achievement 
of that target would mean a sub- 
stantial increase in production for 
the parent company, which turned 
out 17,000 units in 1952, including 
military vehicles. 

Under this plan, trucks are not 
offered for rental, but are leased 
under contract for the life of the 
vehicle. Users of the service may 
be released from the contract only 
by purchasing the trucks at a pre- 
determined rate of depreciation. 
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Key control forms in a modern purchasing system 





Purchasing Department Forms 
used by The Reliance Electric & Engineering Company, Cleveland, Ohio 





PURCHASE REQUISITION 


THE RELIANCE ELECTRIC & ENGINEERING CO 


DESCRIPTION 


Forms presented through courtesy of 


. J. C. Davis 


Director of Purchases 














EQUISITIONS come to the pur- 

chasing department in a variety 
of ways, depending on the type of 
material required. 

For maintenance materials and 
office supplies, a conventional requi- 
sition form is used. 

The “Work Order” illustrated is 
used as a purchase requisition on 
equipment and other items of capi- 
tal expenditure. The “sponsor” noted 
on this form is the person who 
originates the requisition for a par- 
ticular equipment item; he is re- 
sponsible for working with and fol- 
lowing up the Purchasing Agent 
handling this procurement, until de- 
livery is made. 

For fabricated parts and com- 
ponents, a repeating requisition sys- 
tem is used, in conjunction with the 
perpetual stock record, to eliminate 
the necessity of a special form. As 
requirements arise, they are entered 
on the stock card, which is for- 
warded to the purchasing depart- 
ments for action, and returned to 
the using department after the order 
is issued. In connection with cast- 
ings, a file is maintained, showing 
the location of the patterns for each 
part, in pattern storage or in the 
hands of vendors. 
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The purchase order form, with 
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vendor’s acknowledgment copy at- 
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securing the return of _ these oun sani 

acknowledgments giving specific de- 

livery promises and firm prices. 
Office copies of the purchase order 

are on a wider form (10 x 8%”); 

the additional space at the left of 

i the form being used to enter stand- 

ard cost data for accounting pur- 

poses, and a ruled block at the bot- 

tom of the sheet for noting delivery REPORT OF DELIVERY PROMISE 

promises, receipt of material, and 

pertinent comment. Five of these To Production Planning Dept. 

copies are provided, identified by 

color, for the purchasing depart- P. O. No. 

ment, receiving department, inspec- 

tion, expediting, and invoice copies. Part No. & Name re | ad 
A special form is used for pur- 

chase order corrections or changes, , =< 

referring to the original order num- 

ber. Acknowledgment of change 

orders is required from vendors, as 

on the original order. Issued by ‘ came —. 
Delivery promises on production , 

parts and materials are promptly — 

reported to the Production Planning See ers 

Department, in order that procure- 

ment and production schedules may 

be coordinated. 
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The Purchase Record is kept by 
part name and number. In addition 
to the basic purchasing information, 
this record shows tools and dies 




















required for each part, and the 
standard unit cost. 





For routine follow-up, a return 
postcard form has proved effective 
in the majority of cases. 


The Receiving Department makes 
a detailed report to Purchasing on 
all deliveries received, whether 
complete or partial, 
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Work Orders __ 
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ASHTABULA DIVISION 


Work Orders 





Expense 





Misc. 





—_ 
~ 


mmitment Report of 


ORDERS CANCELLED 








Buyer 





Date 
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Ordering of many fabricated parts 
involves seeing that the necessary 
patterns or dies are furnished to the 
selected vendor. This “Pattern Move 
Order” accomplishes this, and the 
new location of patterns is entered 
on the record shown on the first 
page of this article. 
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Each buyer makes out a daily 
commitment report, listing dollar 
totals of orders placed and can- 
celled for each of the three plant 
divisions, classified by type of pur- 
chase, and number of purchase 
orders typed. From this information, 
the Director of Purchases compiles 
a weekly statement of over-all com- 
mitments. 
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Trend of Business 
As Seen In Current 
News & Statistics 





BASE LATEST 





Industrial Production Index 1935-1939 —100 234 


Steel Production ( Weekly) . 000 nettons 2.240 
Flectric Power Production (Weekly) - ml KWH $.185 
Bituminous Coal Production ( Weekly ) . OOO net tons 9.500 


& Bus Output (Weekly ).. 
( Daily 


Auto, Truck units 130.847 





Petroleum Output Average ) . 000 bbls. 6.468 

140 

130 

120 

110 

100 

= BASE LATEST 

Nov. Dec. Jan 

All Commodities ( BLS) 1947-49--100° 109.6 
Farm Products ...... aie 1947-49-- 100 99.6 
Metals & Metal P seciienta 1947-49--100 124.0 
Structural Products ....... 1947-49 100) 114.6 
Steel Billets (Pittsburgh) .........0000cccccccceeeee net ton $59.00 
Steel Scrap, heavy melting, Pitts.................. ton 13.00 
Copper, Clectrolytic .........ccccscscccssccessoeees — * 2414, 


Rubber (rib-smoked sheets) ........ . tb. .29 


Wheat. No. 2 


BASE LATEST 





Nov. | Dec. Jan. 


Dept. Stores Sales Index (Fed. Res.) . 1935-39 
Commercial Failures (Dun & Bradstreet)... no. 
Freight Carlo: adings 


LOO 39 
103 


rt a ee ek, eee cars 088.232 

FINANCE 
Stock Prices (Standard & Poor’s) ............00 1926. 100 207.5 
Bank Clearings (New York).........0.0-- . mil $ 5.041 
Federal Reserve Credit..........cc.:.csccccssseeeeeeeees mil $ 20.1606 
Currency in Circulation...... _mil $ 29.851 
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1952 
Value of Manufacturers’ Sales sin 
Seasonally Adjusted Nov (p) Dec. August September | October | Nov (p) 
(Millions of Dollars) 
a Se, ee ee err , 22,400 20,76, 22,078 23,663 24,632 23,900 
Durable goods lndustvies 2... ccc ccc ccc ccc ccc cccsvewcesccscees 10,500 9,786 10,622 11,510 11,974 11,700 
I et, eas so nad mks alee «Ge eo 5 6 1,853 1,959 2,107 2,183 
OE a ee eer ee ee Ss 1,076 1,108 1,156 1,317 PR 
Bloctricnd mnmeblimery «ccc ccc cc ccc ccc c ese rcccccecccessses 1,034 1,179 1,256 1,200 ; 
Machinery (except electrical) .. 2.2.2... ccc ccc ccc c eee enceens 1,926 1,895 1,966 2,032 | tax¢ 
Meter vehicles & equipment .... 22. c ccc ccc cece ccc ceccees 1,357 1,314 1,831 1,842 195 
Transportation equipment (exc. motor vehicles) . : aN 610 818 749 791 4 
PI IEE hk bh cc cece heen reed oerescserereees 242 379 419 410 | cha 
Lumber products (exc. furniture) .... 2... 66. eee eee eee tenes 587 612 629 679 és, 
Stone, clay and glass products ... 2... cc ccc eee c rece eccsces 418 522 545 553 at 
Professional, scientific instruments ....... 2... 6-66 eee ee ees te 222 283 245 279 aft 
Other industries, incl. ordmance .... 1... 6. - 5 cece eee eee neenee 462 551 607 689 
Nondurable goods industries ..............+.55- Seer eee eee 11,800 * 10,975 11,456 12,154 12,659 12,200 qui 
Food and kindred products ..............+455 i hast Ge Gar stan enh 2,979 2,995 3,246 3,346 86) 
Beverages Pee e ee 0.66 SHES ES OO 6H EO OHO 0 00:00 © ° wee °° e* 582 576 534 489 
TOMGOED DPRGNENS occ tec cece esececerereeceeesecerecses 288 310 324 325 re 
VOMOMO NT PVOGUCNS 2 ic ccc ccc caccwccces ae Re pie bye , 1,110 1,065 1,137 1,180 ee 
Ee ree ee re Te ee ee ee LRA ET 727 971 1,068 1,274 | cel 
Leather end products 2.0... ccc cece cence erence eseeens 208 271 275 269 er} 
Paper and alifed products .... 2 cc ccc ccc cccccccccscscesveee 601 658 699 729 ) 
eee Cees hake meee cence we cins seb ' 782 667 678 710 the 
SC A I NOD iis ec cc ccecs eres seecesees athia 1,408 1.497 1,602 1,669 ta) 
doe ee ee ee ee eee iis 1.927 2'039 2,109 2185 a) 
Et re eee eee ee a oan ee 363 ‘408 ‘482 ‘ne. Bi 
Book Value of Manufacturers’ Inventories hic 
Seasonally Adjusted 43 
(Millions of Dollars) side st 
. : 42,300 p 43,146 43,224 43,310 43,400 } F 
"EEE... <2. 0<122120s2elesslle ee 22000 | 22,675 | 23.229 | 23,292 | 23,507 | 23,800 
ie oes hese aiah anna cobdhans sare en 2,778 2,957 3,031 3,062 Ti 
Re a AE OR Ry Retell a tg ae 438 2,318 2,396 
Se ear ons ek SP aie rishi n 00's sae de¥ eae ie 2 2,301 F ; di 
ES IE AL OO EE EERE ET TCE ET 2,870 3,030 3,031 3,049 
re pha b hacen ee abbas an dae pea 5,112 5,301 5,274 5,294 
Se Oe ND isc ideas ediaedieeearaveerne® Paki 2,700 2,63 2,636 2,722 
Transportation equipment (exc. motor vehicles) ............... 2,176 2,31 2,343 2,430 
a Sie gala a hie a <a he A'S Ob: Aa be 00d O80 520 532 534 533 
Lumber products (exc. furniture) .............. ; ee ebokn 1,092 1,025 1,006 1,019 
i I I gris oo Oui ads Oren ence 680 5 4 pb 841 901 892 875 
Professional, scientific instruments ............. Site ara tate abras 718 778 764 778 
Other industries, incl. ordmance. ............... sn tiateane Mesa tae cantata 1,428 1,460 1,462 1,439 
ESE er oe ee ae eee ee ee 20,300 19,339 19,917 19,932 19,713 19,600 
SE SEER CEL ET TUTTE OTT Te 3,386 3,443 3,443 3,452 
DSN ce ecko: ae area ee 1,193 1,260 1,268 1,245 
PE IEE (A. oA bwin ee Se wks Sek e ne dK O8.08.0.4:6 00d Os Mee 1,836 1720 1,726 1,727 
PTT EEL TCL 2,814 2,783 2,833 2,818 
Re a er ey are rere a ree ee ee 1,446 1,795 1,725 1,571 
ROCOOT GE ORMNENS 6 ok ccc tec er eee een eh Soe ate Races 567 557 541 545 
Paper end allied products... 2.01. ccc c cc rccccsccccccccene 1,005 968 973 956 
a Aan 5 area Mk ba 6 4. 0 048k DOO Se 757 725 734 738 ( 
Chemicals and allied products ...... 2... 6660s eee eee ee eee eeee 3,000 3,022 3,022 3,006 f 
Pe ED OID: 6 cic cheese cesenddverestenasete 2,535 2,739 2,788 2,777 
TET eT EEL 799 884 877 a. ( 
Manufacturers’ New Orders (Unadjusted) | ) 
ee I NII oo a ccc ene tase be eh ea eers ces sees bens 22,700 20,344 22,500 25,200e 25,900e n.a. ( 
Pe errr en yes ee eee eee ee ee ee 11,000 9,889 10,400 | 12,300 12,500 n.a. é 
ee ee dna 4 6 a0 6.8 mcd enwweeie eae ae 11,800 10,455 12,100 12,800 13,400 n.a. ' 
{ 
e — estimated p — preliminary n.a. — not available r — revised 
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STRAWS IN THE TRADE WIND 


PROFITS: Corporation profits before Federal income 
taxes dropped 5.3 per cent during the third quarter of 
1952. However according to the Securities and Ex- 
change Commission and the Federal Trade Commission, 
“a decline in the provision for Federal taxes kept profits 
after taxes at $2.6 billion,” the same as in the second 
quarter. During the same period sales dropped from 
861.4 billion to $60.7 billion. Iron and steel company 
ofits during the third quarter of 1952 were 63 per 
cent above the second quarter, reflecting partial recov- 
ery from effects of last summer’s steel strike. However. 
they were still considerably below the profits before 
taxes that prevailed in 1951 and the early part of 1952. 
Biggest drop in profits was recorded by the motor ve- 
hicle and parts industry, which suffered a setback of 
13 per cent. This was largely due to the impact of the 
strike. 


TRUCKS: General Motors Corporation expects to pro- 
duce an all-time peak of 1.5 million trucks this year. 
This would top by almost 100,000 
units the best previous year, 1951, 
and exceed the 1952 output by 
300,000 units. GM also sees a rise 
in military orders for diesel trucks. 
They sold the military 200 diesels 
in 1952. Although this is not 
looked upon as a large volume it 
is believed to indicate a “trend.” 


CONSUMER GOODS: In the consumer goods 
held, a Westinghouse Electric Corporation official pre- 
dicted that demand will remain high for the next 10 
years for items such as clothes dryers, home freezers, 
dishwashers, waste disposers, automatic washers and 
air conditioners. The prediction is based on the fact 
that more than one miilion households will be estab- 
lished in 1953, compared with half that amount in 
1940. In addition, worn-out and obsolescent goods will 
have to be replaced. 


BUYING POWER: Confidence in the public’s buy- 
ing power was expressed in a recent survey conducted 
by the National Retail Dry Goods Association. Heads 
of department stores and specialty stores doing an 
annual sales volume of $1 million or more participated 
in the survey. Of those reporting, 49 per cent expect 
a sales rise of 1 to 5 per cent during the first six months 
of 1953, compared with the same period of 1952. 
Twenty-six foresee a gain of more than 5 per cent, 22 
per cent expect to do about the same as a year ago, while 
only 3 per cent expect sales to fall below 1952 levels. 


CONSTRUCTION: The migration of people from 
cities to suburbs and the lifting of regulation X by the 
government are expected to bring the construction 
industry to a new high ground of $5 billion in 1953, 
$1 billion more than the record set in 1952. This is the 
opinion of Harold R. Berlin, vice president of Johns- 
Manville C orporation, who added that money worries 
will remain acute in 1953. High building costs, tight 








mortgage money, and the slow sales of existing homes 
are expected to be key problems. 


FREIGHT CARS: Production of freight cars con- 
tinued to climb in December with deliveries amounting 
to 7,845 cars, compared with 5,929 in November, ac- 
cording to the Association of American Railroads and 
the American Railway Car Institute. This reflects a 
greater supply of steel and other materials. Total pro- 
duction for 1952 was 77,768 cars. 


MACHINE TOOLS: A recommendation that the 
government buy $300 million worth of new machine 
tools each year for about 10 years to keep its inventory 
of 550,000 tools up to date has been made by the 
Production Advisory Committee. The committee also 
suggested that the Defense Department buy $1 billion 
to $2 billion worth of additional tool and production 
facilities to plug the gaps in the nation’s defense mobili- 
zation setup. The government now owns about 20 per 
cent of the nation’s total of machine tools, valued at 


$6 billion. 


RUBBER, TIN, HEMP: President Truman has pro- 


posed to Congress that the United States continue sub- 
stantial operations in synthetic rubber, tin and hemp. 
The president called for 735,000 long tons of synthetic 
rubber, 54,600 tons of refined tin and about 34 million 
pounds of hemp during the coming year. Mr. Truman 
told Congress the government-owned rubber industry 
planned to invest about $30 millions during fiscal 1954 
for the basic purpose of attaining sufficient low-cost 
petroleum butadiene capacity to produce 860,000 tons 
annually of GR-S rubber. 


EUROPEAN STEEL: Furope’s total steel production 
surpassed all records in 1952, climbing to a new high 
of 109 million metric tons, the United Nations Eco- 
nomic Commission for Europe has reported. This is 
an increase of 10 million tons over 1951. The Soviet 

f Union and its satellites accounted 
for more than 42 per cent of the 
output. Soviet production rose 14 
per cent in 1952 and has more 
than doubled in the last five years. 
Satellite countries boosted output 
12 per cent last year. United 
Kingdom steel production rose to 
16.4 million tons, 3 per cent over 
1951 and slightly short of the 1950 record. 


MANGANESE: The United States is looking to a 
good supply of manganese for the future with the 
authorization of an Export-Import Bank loan of up to 
$67,500,000 and the signing of a Defense Materials 
Procurement Agency purchase contract for the produc- 
tion of 5,500,000 tons of high-grade manganese ore 
from new deposits in Brazil. At least 70 per cent of the 
ore produced over a period of several years will be 
offered to the United States, which used about 1,700,000 
tons of manganese in 1951. 
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(2) Develop new and better weapons 
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“No... signs of a basic change in the hostility of the Soviet Union to our way 
of life has ‘yet appeared” says Defense Mobilizer Fowler in his final report to 
the President. So, the needs of our national security must continue to be 


granted the first claim on our national resources. Here is how he outlines the 


job we face in preparing ourselves to resist possible aggression: 











ch 


(3) Assure an adequate mobilization base 


Much has been done to enlarge the Nation’s 
ability to mobilize quickly in the event of 
full war... 
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*For which certificates of necessity were issued 
prior to Sept. 30, 1952. 


. . . but most expansion goals are not due 
to be reached for two more years, and new 
studies may revise present goals upward. 
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(4) Help our allies to build a common defense 


AID ALREADY GIVEN 
4— Billions of 


ll 
—_— Economic Aid 
& Defense 
Support 
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Military 


2— Shipments 






Off-Shore 


Procurement 








*50 °S1 “52° *S8 *St “S2°* "52 


* Through Oct. ** Expenditures through Dec. 15. 


THE TASK AHEAD 


@ completing planned shipments 
of arms 


@ aiding allies in expanding their 
military production 


@ strengthening inter-allied defense 
structures 


@ promoting self-sufficiency through 
“trade -- not aid.” 








Note: Figure for off-shore procurement reflects orders placed rather than goods delivered. 

















THE PULSE OF BUSINESS 
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AVERAGE WEEKLY EARNINGS AND HOURS 
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A slightly more realistic approach to the question of what 
business faces in the immediate future has replaced the 
almost unanimous spirit of high optimism exhibited just 
before the start of the new year. There is still plenty of 
confidence, to be sure, but it is more tempered than in the 
period of happy excitement that followed the election. 


Definite signs of a tapering off in the boom have ap. 
peared. There is little, if any, expectation in responsible 
quarters that this is the prelude to recession, but it was 
clear that business will have to tighten up all around to 
stay in competitive position. “Business seems to have 
reached a point of diminishing returns’, according to the 
latest Business Survey Committee Report of the Purchasing 
Agents Association of Chicago. The relationship of poorer 
profits to better continues at the ratio of two to one in that 
area, it says, and such wasteful practices as a lot of over- 
time and training green help will have to be eliminated, 


One indicator being closely watched is the commodity 
price level, which continued its downward trend. The “all 
commodities” index of the Bureau of Labor Statistics 
dropped in the November to December period to 109.6 per 
cent of the 1947-49 average, the lowest point since Novem- 
ber, 1950. The month’s decline of 1.0 per cent was reported 
as the sharpest since April, 1949. The softness of the price 
level in spite of the rise in production and heavy materials 
demand since the end of the steel strike has left some 
observers uneasy and fearful that a severe break is due. 
The general feeling is, however, that the decline will be 
more gradual, reflecting the growing productive capacity 
of industry and the inevitable working out of the law of 
supply and demand in a more or less orderly manner. 


Employment, wages, and personal income are still 
high, and the outlook for consumer buying consequently 
continues to be bright. Seasonal changes in the employ- 
ment pattern occur in these winter months, and the ex- 
pected drop in jobs in the period may bring personal 
income down when the December figures are issued, but 
the latest annual rate of $276 billion is still a powerful 
sustaining force for business. (For the first 11 months of 
1952, personal income was at an annual rate of $267.5 
hillion, 514 per cent above the same months of 1951.) 


Consumer credit has continued to advance, even to the 
point where Federal Reserve officials voiced concern over 
the “persistent rapid growth in private indebtedness, 
notably in consumer and mortage debt.” There appeared to 
be a wide variance of opinion on just how dangerous this 
growth of credit is. In discussing the possibility of mea- 
sures being taken by the board to tighten credit, the 
Guaranty Survey, published by the Guaranty Trust Com- 
pany of New York, pointed out that one has to consider 
whether or not the amount is absolute or relative. Looked 
at in terms of an absolute-amount, Guaranty says, official 
concern is understandable. Except for seasonal variations, 
the outstanding total has risen continuously for seven 
years. It is five times as large as it was at the end of 1943, 
six and half times the depression low, and three and a half 
times the amount at the end of 1929, 
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in relative terms, however, many see the picture as not 
so bad. Population, productivity and prices have all 
jumped during the same period, and a corresponding rise 
in consumer credit was inevitable. Now the consumer is 
he has more disposable 
income. The ratio of consumer credit to disposable income 


in better shape to go into debt 


has remained fairly static in the past few years according 
toa chart compiled by the National Industrial Conference 
Board. Credit is now 9.6 per cent of total disposable in- 
come, as compared with 6 per cent in °47, slightly over 8 
per cent in “49 and about 8.5 per cent in ’51. It was 9.6% 
in 1939. 


Good, bad, or indifferent, the rise in consumer credit is 
expected to be checked by the Federal Reserve Board’s 
action in raising the rediscount rate—the interest rate at 
which member banks borrow from the Reserve System—to 
2 per cent. It was unofhcially stated that the board hopes 
to cause indirectly a contraction in banks’ loans to con- 
sumers by making it more costly for the banks to borrow. 
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THE PRICE PICTURE 
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MATERIALS AND MARKETS 


STEEL: Latest figures on the 1952 
increase in steel production capac- 
ity and the planned expansion far 
exceed some of the most expert 
predictions. Steel capacity of the 





country went up 8,959,800 tons 





7, S during last year—the largest gain 
ti (nn ale ever made in a year. Total capacity 

is now 117,547,470 net tons. An- 
nual capacity, according to the American Iron and Steel 
Institute, is rising toward an expected figure in excess of 
123,000,000 tons of ingots and steel for castings. The steel 
companies’ present programs of expansion and improve- 
nent indicate that capacity will be raised by more than 4 
million tons during 1953, more than 1 million tons in 
1954, and about 500,000 tons after 1954. The new annual 
steel capacity figure is an increase of 17 million tons since 
the start of the Korean War in June, 1950. 


As production hit another record—weekly output in mid- 
January reached an all time peak of 2,234,000 tons—some 
of the earlier predictions of an easing in demand seemed 
to be quite snowed under by the heavy call for most prod- 
ucts. Most of the experts, however, were holding to their 
views that midyear was the point to watch, being the time 
when capacity would be up another 214 million tons and 
demand for certain consumer goods, such as automobiles, 
would weaken. Meanwhile, however, it is reported that 
many mills are not accepting orders beyond a few months. 
It is believed that many steel users are eating into supplies 
at a much greater rate than they would if they were sure 
stringent controls would last beyond the second quarter. 
Most steel items continue relatively scarce, with the ex- 
ception of wire and wire products. 


NON-FERROUS METALS: Divergent price trends in 
the metals markets developed during the month. Both lead 
and zine prices dropped in the face of light demand. Lead 
went to 1414 cents a pound, New York, and zinc to 121, 
cents a pound, prime Western grade, E. St. Louis. Although 
demand is expected to remain light for both metals, there 
is some belief that the lower prices may cause buyers to 
start building inventories, strengthening the price structure. 


Price rises for aluminum—!,, cent a pound for pig and 
ingot, and 4 cents a pound for fabricated products—were 
finally granted by the Office of Defense Mobilization. 
Stronger pressure for higher copper prices is being felt 
all the time, as demand stays very high despite heavy de- 
liveries to consumers during the past few months. Some 





quarters feel that the new administration in Washington 
may look more favorably on a copper price rise than the 
previous one did... A House committee has approved a 
bill suspending the 2 cents a pound import duty on copper 
until June, 1954. The suspension order had been scheduled 
to expire on February 15 of this year, but it is generally 
expected that Congress will act before then to maintain it 
another year and a half. The action will help to keep up 
heavy imports of the metal that are in demand by domestic 
consumers in the face of shortages. 


The Office of Price Stabilization has raised the ceiling 
price of nickel by 344 cents a pound, bringing it to 60 
cents a pound in the United States (including duty), and 
97 cents a pound in Canada at current exchange rates. 


FUELS: “Refiners can look for more competition in oil 
product markets in 1953, and marketers can look for some- 
what easier supplies” is the prediction of Charles J. 
Hedlund, program director for the Petroleum Administra- 
tion for Defense. Despite an estimated increase in US. 
demand of about 5.7 per cent over 1952. he thinks that 
crude oil production and average refinery operations “need 
he no higher than they are today.” 


The big rise in recent months in imports of foreign residual 
oil, with a resulting displacement of coal in its customary 
markets along the Atlantic seaboard, foreshadows a strong 
drive in the new Congress for limitation of these imports, 
according to the National Coal Association. The impact of 
competitive fuels on coal was reflected in the production 
figures for soft coal in 1952. Production was approxi- 
mately 465.000.000 tons. a drop of 12.9 per cent from the 
935.605,000 tons brought out in 1951. 


Preliminary estimates by the Defense Solid Fuels Ad- 
ministration indicate that continued increases in the coal 
requirements of several major industries will create a 1953 
demand for soft coal about 10,000,000 tons over the 1952 
output. Electric power utilities, coke ovens, and steel mills 
will continue to grow during the year, it is said, boosting 
coal requirements. Bituminous 
coal production in 1953 may fall 
below the 1952 level, however. 
since it is expected that industrial 
consumers will draw to some extent 
upon their relatively large stocks. 
There are about 75 million tons in 
the hands of industrial consumers 
at present. 
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Warranties made in advertising are part of the contract 





Law Protects the Buyer Against 
Fraudulent Advertising Claims 


By Albert Woodruff Gray 


HE mission of the descriptions 
b gave in advertisements and 
catalogues is the sale of goods. 
Puffed by advertising pride and sell- 
ing enthusiasm, over-statements of 
fact of this character carry their 
own penalty. “Pride goeth before, 
and the bill cometh after,” once 
wrote a cynic. 

The catalogue of a wire rope 
manufacturer carried the descrip- 
tion of its product: 

“(Brand name) wire rope was de- 
veloped by this company to meet 
demands created by various uses 
which could not be satisfactorily 
filled by rope of ordinary type and 
construction. It is a wire rope un- 
equalled in strength by any other 
rope of the same size for the same 





Courts have generally recognized 
the “puffing” and exaggerated claims 
made by salesmen on behalf of their 
product as a natural expression of 
enthusiasm and desire to make a sale, 
and buyers are expected to be on 
guard in accepting such representa- 
tions at full face value. 

But the printed advertising word 
of the vendor company is regarded in 
an altogether different category, and 
when purchases are made relying on 
these representations, the advertised 
warranties are construed as being a 
part of the contract. 

You can rely on advertising (1 
because the vast majority of such 
claims are conscientiously accurate 
and truthful, with the vendor stand- 
ing foursquare behind his product and 
the promised performance, and (2 
because the law is on your side in 
the rare and exceptional cases where 
the vendor is careless in his claims. 
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purpose. It is a safe rope for haz- 
ardous work and its lasting quali- 
ties eliminate the frequent chang- 
ing of wornout rope thereby afford- 
ing a greater saving. 

“Logging with wire rope—In all 
the years of logging with wire rope 
in every section of the timber coun- 
try and under all of the various 
conditions, the (Brand name) wire 
rope has held its place as the most 
thoroughly efficient logging rope 
manufactured. It possesses in the 
greatest measure all the essentials 
for this class of service. We con- 
struct the rope to fit conditions.” 

A west coast logging company 
purchased the rope of this adver- 
tiser and found it unfit for use in 
skidding logs under the conditions 
of the company’s operations. As a 
consequence its lumber camps were 
shut down for approximately half 
the time from the continual break- 
ing of these cables, resulting in a 
loss in wages of about $15,000. 

When suit was brought by the 
rope manufacturer to recover the 
price of the cables, the purchaser 
interposed in its defense a counter- 
claim for the damages it had suf- 
fered through purchasing this 
equipment, depending on the ad- 
vertising representations of the 
seller. 

Sustaining a judgment in favor of 
the logging company for those dam- 
ages, the Supreme Court of the 
State of Washington said of the ad- 
vertising of this manufacturer of 
the quality and endurance of its 
product, 

“The affirmations contained in the 
catalogue constituted express war- 
ranties when the purchaser had 
knowledge thereof and acted there- 
on. It was immaterial whether the 
guarantee was that of the repre- 
sentations in the catalogue or those 


made by the salesman. They were 
to all intents and purposes the 
same.” 

The essential features of this in- 
cident were repeated in a recent 
Missouri case. The St. Louis Post- 
Dispatch carried an advertisement 
headed, “Sensational Factory Pur- 
chase of ‘Safety First’ Ladders,” 
followed by the text, “In designing 
our ladders the primary considera- 
tion was safety—and that’s exactly 
what you'll find in these splendid 
ladders.” 

A customer showed this advertise- 
ment to a retailer of these ladders, 
asked for the ladder, described it 
and bought it. The next day, when 
he was on the ladder, both rails 
broke as a consequence of cross 
grained wood used in the construc- 
tion and the man was seriously in- 
jured by his fall. 

The Missouri appellate court said 
of this advertisement in sustaining 
the judgment against the manufac- 
turer, 

“Assuming that the words ‘Safety 
First’ in the headline describing the 
factory purchased ladders were 
merely a trade name and ignoring 
them, the next sentence says, ‘In 
designing our ladders the prime 
consideration was safety—and that’s 
exactly what you'll find in these 
splendid ladders.’ Considering all 
the circumstances of the sale and 
particularly the quoted words, it 
could be reasonably found that the 
ladder was sold with a positive 
affirmation of safety and soundness, 
an express warranty which in- 
cluded the latent defect of cross 
grained wood.” 

No difference is made by the 
courts between the assurance of 
superlative quality emblazoning the 
advertisements in the daily papers 
and similar phrases using sales con- 
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tracts as advertising media. 

A Michigan village contracted for 
the construction of a well that 
would supply water free from the 
sand seepage occasioned by the soil 
of that locality. A pamphlet of the 
manufacturer headed, “Proposal” 
was attached to the contract. This 
heading was followed by the state- 
ment, “Water leaves the sand out— 
a velocity so low it will not carry 
any sand,” reinforced with eight 
pages of descriptions and specifica- 
tions of the completed well, casing, 
screen, gravel wall and pump. 

The contract was signed and the 
well sunk. The users of the well 
found water free of sand only after 
pumping for half an hour. Part of 
the contract price had been paid. 
When the contractor sued to recover 
the unpaid balance the village con- 
tended that the statements in this 
pamphlet were guarantees for which 
the contractor was responsible for a 
failure in fulfillment. 

“A memorandum on a written 
contract qualifying or restricting its 
operation forms a part of it,” as- 
serted the court holding this con- 
tractor liable for a failure to fulfill 
this guarantee. “An endorsement 
upon an instrument before its ex- 
ecution may be treated as an ex- 
planation in writing of the intent 
of the parties, although to have this 
effect it must have been upon the 
instrument when executed. There 
was therefore in the case at bar an 
express warranty against sand, and 
a breach was established.” 

Whether such representations of 
quality and efficiency are set out in 
a pamphlet in this manner or are 
features of the sales talk of the 
salesman is of no moment, both are 
representations or warranties to 
which the law demands that the 
dealer adhere or compensate the 
purchaser for whatever damages 
may be suffered as a consequence 
of the failure so to do. 

The salesman for a manufacturer 
of bakery equipment showed his 
prospective purchaser the manufac- 
turer’s catalogue garnished with pic- 
tures of the bread products of this 
machine with the slogan, “Better 
bread and more loaves.” The baker’s 
product from this machine, pur- 
chased through the lure of this ad- 
vertising, was loaves of bread that 
were small, flat, and hard. 

The Pennsylvania court held, as 
did the Michigan court in the well 
contract, “If the buyer is induced by 
positive statements of fact to enter 
into a written contract for the pur- 
chase of goods these statements be- 
come a part of the agreement.” 
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A New York City department 
store advertised a few years ago a 
gymnasium device that would safe- 
ly sustain 250 pounds. A customer 
weighing 170 pounds purchased the 
device, installed it and later seized 
the horizontal bar and swung his feet 
pendulum like into the air. The bar 
pulled free of its fastenings, throw- 
ing the customer to the floor with 
serious injuries. In the suit of the 
purchaser to recover for these in- 
juries the New York court held, 
in relation to these advertising and 
pamphlet statements, that they were 
sales warranties on which the pur- 
chaser was justified in relying and 
the store liable for the injuries that 
were the consequence of their 
falsity. 

In a suit by a western dealer for 
recovery of the price of machinery 
with its qualities set out by illus- 
trations showing the machine in 
operation, what it would do and 
what might be expected from its use, 
a Kansas court said of these adver- 
tisements that they were part of the 
sales contract which the dealer 
must fulfill and failing to do so, 
had failed in the performance of his 
contract and forfeited the right to a 
recovery of the price. 

A dealer in motor trucks adver- 
tised in a local newspaper: 

“Sales Trucks: If you are going 
to buy a motor truck it will pay you 
to see our complete line of rebuilt 
trucks. We have every size from 
one to six tons. All are ready to go 
to work. Our rebuilt trucks look 
good and will give you the very 
best of service. Come in and buy a 
rebuilt, guaranteed truck. Good 
terms.” 

Another newspaper advertisement 
ot this dealer was: 

“Ask The Man Who Owns One. 
Used Truck Bulletin. Are you a 
user of motor trucks? Do you know 
how and where to buy a truck 
and get the best bargain? Do you 
know that a high grade used truck, 
rebuilt and renewed, is a better buy 
and of more substantial value than 
a cheap new truck? 

“Read the following answers to 
these questions and learn what this 
company has to offer its truck own- 
ers and buyers. (1) A rebuilt truck 
is practically a new truck as far as 
wearing and operating efficiency is 
concerned. (2) A rebuilt truck car- 
ries the same warranty as a new 
truck.” 


A contractor, reading these ad- 
vertisements, signed an agreement 
for the purchase of a 5-ton used 
dump truck for $4,344. The sales 
contract provided, “All promises, 


verbal understandings or agree- 
ments of any kind pertaining to this 
purchase not specified herein are 
hereby expressly waived.” 

Ninety days later he returned 
the truck for repairs, only to receive 
a bill amounting to 25% of the cost, 
which the purchaser refused to pay. 
Later in the lawsuit for its collec- 
tion, the dealer contended that these 
advertising representations had 
been eliminated from consideration 
by the sales contract clause waiving 
all agreements not specified in the 
agreement. 

The comment of the Ohio Supreme 
Court justice on this defense and 
these advertisements has become a 
classic in relation to the misuse of 
advertising representations. 

“It is admitted the purchaser paid 
$4,344, a substantial sum, to a stand- 
ard motor car company. What was 
this purchser to get in return for his 
money? A toy truck or a transporta- 
tion truck? A 5-ton dump truck 
merely in size or style or was it to 
be a 5-ton dump truck for the usual 
and ordinary service to which dump 
trucks are put? 

“When a man buys a horse he 
hardly needs a warranty that it is 
a horse or that it is not a mule or 
camel, though they belong to the 
same general family of burden bear- 
ers. It is quite clear and conclu- 
sive that the language in the written 
order or contract of sale, ‘All prom- 
ises, verbal agreements or agree- 
ments of any kind pertaining to this 
purchase not specified herein, are 
hereby expressly waived,’ relates 
solely to any special trucks or ar- 
rangements expressly made by the 
parties outside of the general cus- 
tom or usage in such sale of goods. 
It in no wise negatives or nullifies 
the things or matters set forth by 
the dealer in its general newspaper 
ads. 

“There is entirely too much disre- 
gard of law and truth in the busi- 
ness, social and political world to- 
day. I am using this term in its 
broad sense. Constitutions, statutes, 
sound legal and ethical principles 
are becoming little more than mere 
scraps of paper, not only between 
individuals but among states and 
nations. It is time to hold men to 
their primary engagements to tell 
the truth and observe the law of 
common honesty and fair dealing. 
Such a change in my judgment 
would not be so much in the line of 
revolution as in the line of reason- 
able reform. Honest men need not 
fear it. Dishonest men should be 
kept in fear of it.” 
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Five points to check before placing an order 








Judging the Worth of a Supplier 


By David Markstein 


New Orleans plant 
of Rheem Mfg. Co. 


Policy of this wide- 
spread organization 
is to place purchas- 
ing responsibility and 
authority at the lo- 
cal level. 


F, as the old proverb states, a man 
is judged by the company he 
keeps, then surely a purchasing 
agent is judged by the worth of the 
suppliers with whom he does busi- 
ness. That’s a basic tenet of the 
buying philosophy of E. J. Kina- 
brew, Purchasing Agent for the 
sprawling New Orleans plant of 
Rheem Manufacturing Company. 

“Since,” he points out, “the prin- 
cipal function of a P.A. is to buy 
wisely and see that his purchases 
reach the place they are needed 
when they are needed, then nothing 
is so important as the choice of sup- 
pliers. Nothing. All else is detail 
only, bearing on that main func- 
tion.” 

Policy of Rheem Manufacturing 
Co. calls for local-level purchasing 
(except in a few cases) by purchas- 
ing agents at its scattered plants. 
They have authority to buy every 
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thing from raw materials through 
supplies and maintenance merchan- 
dise. The New Orleans plant turns 
out steel drums and articles for the 
military establishment. Mr. Kina- 
brew’s office handles purchasing on 
both military and commercial pro- 
duction. 

What counts in a wise choice of 
suppliers, according to Mr. Kina- 
brew’s ideas? 

These rules guide the choice of 
suppliers at the New Orleans Rheem 
plant: 

1. Seek a local firm. 

Mr. Kinabrew has more than one 
reason for this rule. Like any rule, 
it must, however, be broken on oc- 
casion. 

“Our purchasing breaks down into 
three general classifications,” he 
points out. “They are steel, tools, 
supplies. Naturally many materials 
must be bought direct from mills or 





manufacturers. In those cases, the 
buy-locally rule has to necessarily 
go by the board. Take flanges for 
drumheads as one example. There 
are only about four manufacturers 
who turn out what we require. None 
of them are local firms. On pur- 
chases of this item, our bid requests 
go direct to headquarters of the four 
sources, and that’s that. The same 
circumstances cover purchasing of 
paints we need for the drums. 
There are a limited number of man- 
ufacturers who turn out the kind we 
need, and we go straight to these 
for bids. 

“But on things where it is at all 
possible—and unless price or other 
differentials make the policy un- 
economic—we try to purchase local- 
ly. We find several advantages. 

“First is the public relations angle 
of doing business in the community 
in which you operate. That is of no 
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The value of Purchasing Department records frequently depends on efficient back-order 
records in the supplier's office and his willingness to correlate with buyer's procedures. 


small importance in our thinking. 
It is good business for Rheem Manu- 
facturing Co. to be as much as pos- 
sible a part of every community in 
which it operates. 

“But that angle isn’t all. My office 
has closer control of purchases when 
it does business locally. It can get 
quicker delivery, many times im- 
mediately. That helps us in making 
it possible, for one example, to get 
along with only a few days’ inven- 
tory of some supplies. Why tie up 
both warehouse space and money 
when there is no reason for doing 


so? 


2. Check the prospective supplier’s 


financing. 


The question, “Can he swing this 
deal?” always arises in Mr. Kina- 
brew’s mind when circumstances or 
changed plant production needs 
bring about a situation in which he 
must do business with a firm strange 
to him. 

One of these circumstances arose 
recently when Rheem found it ex- 
pedient to go to outside sources for 
a wooden hammer part to be used in 
shell casings. 

“This was an item any man 
familiar with tools could make in 
a basement workshop,” explains Mr. 
Kinabrew. “Indeed, many of our 
bidders were just about in the base- 
ment workshop classification. I have 
no prejudice against doing business 
with small operators. Quite the con- 
trary. But if our order were to so 
unbalance a small firm’s production 
or its finances—if it couldn’t swing 
delivery of its raw materials quickly 
enough and efficiently enough—then 
our production would get in a jam. 
That’s why in this case, and in most 
others when my office hasn’t all the 
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facts on a new firm, I like to make 
a full investigation before taking it 
on as one of Rheem Manufacturing’s 
suppliers.” 


3. Is he willing to work with OUR 
routines? 


This is a consideration that is 
doubly important, Mr. Kinabrew 
points out, in a plant doing work on 
Government contracts. “On any- 
thing for commercial production,” he 
says, “disputes or misunderstand- 
ings very seldom arise. But when 
they do, it is easy to work the thing 
out between my office and the sup- 
plier, in a friendly way. Things 
aren’t quite so simple for purchases 
going into Government contract 
work. The question of whether the 
supplier will desert his routines and 
work by ours thus becomes mighty 
important, because every govern- 
ment contract spells out details to 
the tiniest small procedure.” 

(Ordnance contracts are often 
drawn to meet the requirements of 
several different Acts of Congress. 
As an aid to suppliers, and to smooth 


the delivery and handling of pur- 
chases under these contracts, Mr. 
Kinabrew makes a practice of noti- 
fying suppliers of the applicable Acts 
on each purchase.) 


4. How are his backlogs? 


The question of necessary oc- 
casional back ordering of Rheem 
purchases isn’t as important here— 
to Mr. Kinabrew—as whether or not 
his office knows of the status of the 
order. 

“Sure, we’re told always,” he says. 
“Because in these days of allocations, 
we ask. The answers we get are 
not necessarily enlightening, how- 
ever, and that’s why I like to do 
business with suppliers whose word 
on these things I can trust im- 
plicitly.” 

These cases seldom involve down- 
right prevarication or knowingly 
stretching of the truth. Rather, Mr. 
Kinabrew points out, the contact 
people at some supply firms just 
don’t themselves know the score. 

“I’m not blaming a fellow per- 
sonally when he promises me that 
something I need can be handled ex- 
peditiously—and then it isn’t,” adds 
the Rheem purchasing agent. “It’s 
not necessarily his fault. But, oc- 
casions of the sort do not make for 
favorable marks on’ a_ supplier’s 
record. Reliability is important in 
choosing which of several potential 
vendors gets an order.” 


5. Will he keep Rheem appraised 
regularly of delivery status? 


Again due to abnormal produc- 
tion and economic circumstances, 
even the most reliable of suppliers 
will occasionally fall down on a 
delivery schedule. 

“We understand,” says Mr. Kina- 
brew, “but our nod goes to the 
fellow who in these cases keeps us 
appraised weekly—maybe daily—on 
how, when, and where we may look 
for delivery. That way, our plant 
production runs more smoothly. 


Demand for Scrap Continues Active 


PEAKERS at the 25th annual 
S convention of the Institute of 
Scrap Iron & Steel, last month, ex- 
pressed the opinion that demand 
for good grades of scrap will hold 
close to present levels and possibly 
show an increase through 1953. At 
the same time, they foresee a more 
selective buying pattern developing, 
shaped largely by considerations of 
quality. The problem of quality, 
rather than quantity, may become 
acute during the next few months. 


Greater reliance will probably be 
placed on “prompt” scrap—i.e., ma- 
terial produced in the course of cur- 
rent industrial production—and on 
lighter grades garnered from con- 
sumer items such as automobiles 
and appliances, since supplies of 
worn-out machinery and _ heavy 
structural items are non-recurrent 
and have been largely exhausted 
through intensive recent scrap 
drives. 
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Paper work in purchasing can be cut by 25% 





More Purchasing and 


Less Paper Work 


By R. E. Saye, Purchasing Agent, Mississippi State College, State College, Miss. 





HE business office is probably 

the most inefficient and least 
mechanized of any part of modern 
business and industry. Its costs have 
doubled and tripled, while clerical 
staffs become steadily harder to re- 
cruit and expand. The mountains 
of paper work grow from year to 
year as new government regulations 
are issued and additional details are 
required by directors, trustees, and 
stockholders. 

The business offices of practically 
all colleges and universities are 
staffed with skeleton forces barely 
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able to keep the records essential 
for operating and making the re- 
ports required by their governing 
boards. The present financial out- 
look for these institutions shows the 
need to eliminate all unnecessary 
paper work and operate their busi- 
ness offices at maximum efficiency. 
One of the first places to begin 
with the reduction of paper work 
is in the Purchasing Department. 
The use of one copy of the Pur- 
chase Order for a combination re- 
ceiving report and payment voucher 
greatly reduced the clerical and 


Operation and mainte- 
nance of a modern edu- 
cational institution like 
Mississippi State Col- 
lege, and housing and 
feeding its 3,400 stu- 
dents present a major 
purchasing responsibility 
that must be conducted 
with a minimum of cost 
and manpower, 


paper work in the business office at 
Mississippi State College. Partial 
delivery receiving reports are also 
used for payment vouchers, and it 
is not necessary to prepare a special 
voucher to pay for purchases of 
supplies and equipment. 

On many items such as gasoline, 
motor oil, fuel oil, sand, gravel, and 
welding supplies, bids are taken for 
a year’s supply to be delivered as 
requested. Since no further price 
savings are possible, one purchase 
order is written for each using de- 
partment covering the year. When 
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additional gasoline, for instance, is 
needed, the department head may 
call the bulk station agent to whom 
the order was issued and request 
delivery of the quantity required. 
The receiving clerk and the depart- 
ment head then signs a partial de- 
livery receiving report for the 
amount delivered. It is not neces- 
sary to issue a requisition and pur- 
chase order for each purchase. Hun- 
dreds of orders and many more 
copies of orders to check and file 
are eliminated. The using depart- 
ment does less work than if a sepa- 
rate order were issued for each 
delivery and the Purchasing De- 
partment does nothing except take 
bids once and write one order each 
year. 

Every effort is made to prevent 


the necessity for having to issue 


“Confirming” Purchase Orders. In 
most cases a “Confirming” Purchase 
Order is an indication of the lack 
of planning and the inefficiency of 
the Purchasing Department. The 
simple procedure for the purchase 
of meat and produce for the Mis- 
sissippi State College Cafeteria and 
Grill is an example of one case 
where paper work has been re- 
duced to a minimum. “Confirming” 
purchase orders have been elimi- 
nated, and good internal control is 
maintained to meet all state legal 
requirements. 

Quantities and prices of meat and 
produce are certified by the Food 
Service Director and by the Pur- 
chasing Agent. Receipt of the meat 
and vroduce is certified by the Re- 
ceiving Clerk. Payment is made to 
the Vendor bv the Comptrolle: 


Once-A-Year Purchase Order 


This form, and related procedure, have reduced the time required for handling 
meat and produce orders to 1/50 of the time formerly spent by the Purchasing 
Department on such purchases, with further substantial time saving in the Comp- 
troller’s Office and Food Service Department. Bids are received and orders tele- 
phoned weekly, against the once-a-year purchase agreement, The same Purchase 
Order form is used for centralized purchasing and receiving for four separate 


State agencies. 
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PURCHASE ORDER 
MISSISSIPP] STATE COLLEGE 
Stete College, Mississippi 


7 
TO "namie Packing Company Req No Lod 
1015 Second Street Terms 
Meridian, Mississippi Fos State College, Mississippi 
} ship Vie Your Truck 
= a Date July 1, 1951 
Please ship at once the materials or items specified below subject to the terms price ontained herein 
Ship PREPAID to Mail invoice in DUPLICATE to 
S a 5 7 
Food Service Department 
| P. 0, Box 173 
} State College, Mississippi pe 
Ra? a) "a = 


_— 


QUANTITY OESCeiPr 


Show this Purchase Order Number 
on all invoices and packeges 


No. | 2822 


Acct No Food Service 





subject to the following conditions: 


week, 


requirements, 


te June 30, 1952. 


. te ee 
} 

KNOWLEDGE order immediately upon 
*\P prepaid and add charges to inv 
CHANGES in th 


j ¢ it order is FO 8 shipping point 
i 8 order are rot to be made unless im writing by both partie 


DUNT period to be calculated from date invoice oF material 
| OAVSGIAE Git hic Winkle biy diate, Uhittc oak backades 
RRESPONDENCE or 
MISSISSIPPI 


— == $$$ ——— —_—__———_ __ —__________ __— 
Please furnish the Mississippi State College Food Service Department 
with meat as requested during the period July 1, 1951, to June 30, 1952, 


1. All prices of meat are to be according to bid prices sutmitted by 
you to the Purchasing Agent before 10:00 a.m, on Monday eof each 

Bids sent by mail must reach the Purchasing Agent before 

j 10;00 a.m. on Monday of each week and should be addressed as follows; 

| 


Purchasing Agent, Bid File No. 200, P, 0. Box 307, State College, 
ssiss ppie 


j 2. No definite quantity of meat is ordered on this order, 

necessary to operate the Food Service Department in feeding approxi- 

| mately 2,500 students will be ordered from all successful bidders. 
This order does not guarantee that any part of the meat will be 
purchased from you unless you are the lewest and best bidder on our 


| 3, Please show the above Purchase Order number on all inveices and 
j shipping papers for meat furnished during the period July 1, 1951, 


81D FILE No “ you® Ou 


INSTRUCTIONS 
rece:pt quing definite shipping dota 


sreceved wh 


etects pertaring to ths order must be made = th 


Only amounts 


TATION 


heve eter 





the PURCHASING DEPARTMENT BOX 307 STATE COLLEGE 
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based on all three of these certifica- 
tions and the original invoice from 
the Vendor. Internal control after 
delivery to the warehouse js 
through the daily inventory records 
maintained in the Food Service De- 
partment and control accounts in 
the Comptroller’s Office. Periodic 
checking of Purchasing, Food Serv- 
ice and Accounting records by the 
Internal Auditor assures adequate 
control over the purchase and use 
of meat and produce. 

All purchases of meat and pro- 
duce are on the basis of the lowest 
and best sealed bids received. Meat 
bids are opened at 10:00 A.M. each 
Monday merning and produce bids 
are opened ot 10:00 A.M. each Sat- 
urday morning. Once each year 
notices are mailed to interested 
vendors explaining the procedure 
and listing all items on which we 
are interested in getting bids dur- 
ing the year. Bids are opened and 
properly date stamped in the Pur- 
chasing Department. They are then 
given to the Food Service Director 
to select the items he wishes to pur- 
chase at the bid prices. 

Orders for both meat and produce 
are placed by telephone with the 
vendors submitting the lowest and 
best bids. Our location of 150 or 
more miles from our vendors makes 
it necessary to phone our orders in 
rather than depend on the mail. 


Special Form Prepared 


One purchase order is issued each 
fiscal year to each meat and produce 
vendor who has been furnishing 
part of our requirements. The pur- 
chase order authorizes the delivery 
of meat and produce as requested 
during the year at bid prices for 
the week of the order. Less than 
ten such orders are written each 
year for the purchase of meat 
and produce from all vendors. 

A special “Meat and Produce” 
form is prepared in triplicate before 
any orders are placed with vendors. 
The special form shows the name 
of the vendor, Purchase Order 
Number that has been issued to the 
vendor for the year, date, quantity. 
description, unit price and _ total 
price. The original copy of the form 
is signed by the Food Service Di- 
rector and the Purchasing Agent. 
As soon as the shipment is received, 
it is signed by the Receiving Clerk 
and forwarded with the invoice and 
Inventory Cortrol report to the 
comptroller for payment. The Comp- 
troller uses the original signed copy 
as a payment voucher to pay for 
the meat and produce. 
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compraounsa and give us the delivery date. We 
VOUCHER No do not send the vendor an acknowl- 


MISSISSIPPI STATE COLLEGE edgment copy of the purchase order 
FOOD SERVICE DEPARTMENT We have been very successful in 


dist ont Oentese having our orders acknowledged 
promptly. The follow-up on unfilled 
ro Blank Packing Company PURCHASE ORDER NO__B@,822 orders is by printed postal card on 
1015 Second Street 5 0 8 State College, Mississippi which it is necessary to fill in only 
the number of the order, date of 
the order, name of the vendor and 
his address. 
i Absolute honesty and fairness in 
vendors will save considerable time 
and letter writing. If salesmen and 
i vendors are sure they will be given 
200 Pounds = Boneless Pork Loins | -6T 18.00 fair consideration in all purchases, 
Total =| 467.40 they will not make long visits to 
your office or write except when re- 


quested to furnish quotations or in- 

a es ea aes formation. It takes time and high 

es ee ee ee ee ee ee ee ethical standards to gain the confi- 

dence and resnect of salesmen and 

— - — vendors. They must be given due 

i i i i lal eis icin ta ecstatic ane respect in all dealings and be treated 
ved as indicated that they are the lowest and best bids received as business friends. 

There is no limit to the number 

d Service Director of ways to reduce paper work in 

the Purchasing Department. Con- 

3 Agent . stant planning on ways to reduce 

Approve Approved work can easily make a 25% reduc- 





Meridian, Mississippi DATE February 4, 1952 __ 
Rettives Beoeneo DESCRIPTION price 
100 Pounds «BR & T Hams (Fresh) | .65¢ | 65.50 


300 Pounds U. 8. Good Sirloin Butts -8930 














ep whines j tion in the paper work of most 
Purchasing Departments. 





Multi-Service Form 


This form, prepared in triplicate for Purchasing, Comptroller, and Food Service Departments, 
serves as a file record of meat and produce purchases, receiving report, and payment voucher. 


Equipping the cafeteria and grill at MSC was a $100,000 one-time purchasing 
project in 1951. Providing the food to put on the tables is an every-day, three- 


he ¢ ‘or 2S > er ° ai p . 
The two carbon copies of the Meat times-a-day responsibility of the Purchasing and Food Service Departments. 


and Produce form are filed in the 
Purchasing and Food Service De- 
partments. This procedure has re- 
duced the time required to handle 
orders in the Purchasing Depart- 
ment to less than one fiftieth the 
time formerly required, made a 
substantial saving in the time re- 
quired to pay for the orders in the 
Comptrollers Office and saved a 
small amourt of time in the Food 
Service Department. 


Forms Spaced for Typewriter 


All printed forms used in the Pur- 
chasing Department are printed six 
lines to the inch to match standard 
typewriter spacing. Quotation and 
bid forms have been pre-printed on 
paper Multilith duplicates for use 
when it is necessary to send them 
to a large number of firms. The de- 
scription of the item to be pur- 
chased is typed on the pre-printed 
form and it is all duplicated at one 
time. 


| 
: 
. 


Our printed vurchase order form 
requests vendors to acknowledge 
receipt of the order immediately 
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Watch these points when putting goods in storage 








Rights and Liabilities Under 
the Law of Warehousing 


By Leo T. Parker 


UDGING by letters recently re- 

ceived by the writer, many pur- 
chasing agents, and purchasers who 
are using warehouses for storage of 
excess merchandise, are confused as 
to their legal rights and liabilities 
concerning goods in storage. It is 
my purpose in this article to impart 
the desired information for the 
benefit of all readers, and to verify 
my explanations by late and leading 
higher court decisions. 

Leading questions are: “Suppose 
that a purchaser’s stored goods are 
damaged, lost or destroyed. Will the 
court hold the warehouseman liable 
without proving that the ware- 
houseman’s negligence caused the 
loss? Is a warehouseman liable in 
damages for lost or destroyed stored 
goods, when no definite proof is 
given that his negligence caused the 
loss?” 

The writer has located a higher 
court decision which fully answers 
these important legal questions. 


What Constitutes Negligence? 


For example, in Denning Ware- 
house Company v. Widener, 172 Fed. 
Rep. (2d) 910, the testimony showed 
facts as follows: A purchaser named 
Widener stored in a_ warehouse, 
owned by the Denning Warehouse 
Company, a large quantity of broom- 
corn. One night a fire of unknown 
origin destroyed the warehouse in 
which the broomcorn was stored. 
Also, the broomcorn was totally de- 
stroyed. Widener sued the Denning 
Warehouse Company for the value of 
the destroyed broomcorn. 

The warehouse company’s counsel 
argued that it could not be liable be- 
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cause Widener failed to prove that 
the fire was caused by the negli- 
gence of the company’s employes, 
However, Widener proved these 
facts: The warehouse company (1) 
failed to have a night watchman on 
duty at the time of the fire; (2) per- 
mitted inflammable trash to collect 
in the warehouse; and (3) _ per- 
mitted smoking by employes in the 
room where the broomcorn was 
stored. Widener alleged that these 
acts were the proximate cause of the 
fire. Based upon these facts, the jury 
entered judgment in favor of Wid- 
ener and against the warehouse 


| ONLY GET PAID TO WATCH 
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4) OUTSIDE 
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evidence tending to show that any 
specific act of negligence was the 
proximate cause, but it was a per- 
missible inference from the facts as 
found.” 

Hence, in this case the higher 
court decided that by circumstantial 
evidence the jury was justified in 
surmising that the broomcorn was 
destroyed as a result of the ware- 
houseman’s negligence in failing to 
provide a night watchman; failing 
to keep the warehouse clear of trash; 
and failing to prevent employes 
smoking in the room where the 


broomcorn was stored. 














FAILURE TO PROVIDE INSIDE WATCHMAN AND FIRE 
PROTECTION IS CONSTRUED AS NEGLIGENCE 


company for the value of the broom- 
corn. 

The higher court approved the 
verdict, saying: 

“It is for the jury to determine 
whether the specific acts of negli- 
gence proximately contributed to the 
fire. Of course there was no direct 


In other words, while there was 
no direct proof in this case that the 
warehouseman’s negligence con- 
tributed to the fire, yet the jury was 
justified in deciding that circum- 
stantial evidence definitely proved 
that the broomcorn was destroyed 
through negligence of the warehouse 
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90% to 73% CAUSTIC SODA 




















In addition to the savings in Caustic Soda 
purchase, such as reported at the left, many 
manpower dollars are saved because 73% 
requires less unloading time, for fewer cars 
are needed to supply the same tonnage. 


The unloading method utilized with 73% 
combines unloading and diluting in a single 
operation. The assembled unit is compact and 
relatively inexpensive. 


Grst yeat ation Columbia-Southern’s technical staff will be 

» rs anstalte ‘ i 

the 0 ment and inst . ran glad to make recommendations regarding the 
yf equil savins cost and location of the unit and will assist 
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fect * F 108% 8 you with the unloading of the initial shipment. 
Write today for further information. You 
may realize important savings by switching 
from 50% to 73% Caustic Soda. 


COLUMBIA-SOUTHERN 
CHEMICAL CORPORATION 


SUBSIDIARY OF PITTSBURGH PLATE GLASS COMPANY 
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company’s employes, which resulted 
in the warehouseman being liable. 


Corroborative Decisions 


For comparison, see Luke v. Se- 
curity Storage & Van Company, 24 
So. (2d) 692. This court said: 

“A warehouseman, in order to 
escape responsibility for the loss of 
goods intrusted to its care, must 
show that the loss did not occur 


























According to a late higher court 
decision, failure of a warehouseman 
to furnish a regular inside night- 
watchman is negligence which en- 
titles the owner of stored goods de- 
stroyed by fire to a favorable judg- 
ment. 

For illustration, in Wills v. Culp, 
206 S. W. (2d) 285, it was shown 
that a warehouse building was about 
49 x 100 feet and was filled with 
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IF GOODS ARE MOVED WITHOUT OWNER'S CONSENT 
WAREHOUSEMAN ASSUMES FULL RESPONSIBILITY 


through its fault; but where it is 
shown that the usual precautions 
have been taken to prevent a fire 
it is not liable for the loss due to the 
fire.” 

For further comparison see Ricks 
v. Thielepape, 222 S. W. (2d) 399. 
Here it was shown a warehouse 
building burned and_ destroyed 
goods stored therein. The owner of 
the destroyed goods sued the ware- 
house company for damages and al- 
leged that the warehouse company 
was negligent for reasons, as fol- 
lows: (1) in storing the goods in a 
place which was not proper to be 
used as a warehouse; (2) in failing 
to have a night watchman in the 
building at night; and (3) in fail- 
ing to have an automatic sprinkler 
system in the building, capable of 
putting out fire that might occur. 

The jury decided that (1) the 
warehouse company’s failure to keep 
a night watchman inside the ware- 
house at night was negligence, and, 
also (2) that its failure to have an 
automatic sprinkler system in the 
building was negligence. Hence, the 
jury held the warehouse company 
liable for full value of the destroyed 
goods. The higher court approved 
the verdict, saying: 

“It was the duty of appellant 
(warehouse company) to exercise 
ordinary care to prevent fires, and, 
also, to employ means to arrest it 
and prevent damage by reason of it.” 
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merchandise (except for the aisles), 
stacked about six and one-half feet 
high. It was of brick construction. 
There were several hand operated 
fire extinguishers in the warehouse. 
The warehouse company employed 
an outside watchman, but no inside 
watchman. One night the watchman 
made his regular outside inspection 
at 11:30 p.m., and when he made the 
next regular inspection at 2 a.m. the 
warehouse building was on fire. 
The owners of destroyed stored 
goods sued the warehouse com- 
pany for value of the destroyed 
goods. The higher court held the 
warehouse company liable, saying: 

“The legitimate inference may be 
drawn that the fire smoldered for 
quite a while before it was discov- 
ered; and that a competent watch- 
man within the building would have 
discovered the fire in time, either 
to have extinguished it himself or 
to have turned in the alarm in time 
for its extinguishment by the fire 
department, and thus prevented the 
loss.” 

And for comparison, see Walso 
Warehouse Company v. Lewis, 141 
S. W. (2d) 28. Here it was shown 
that a night watchman was em- 
ployed regularly to watch and guard 
inside of a warehouse. However, one 
Saturday this regular watchman was 
discharged. The warehouse burned 
at about two o’clock that morning. 
The owners of destroyed goods sued 


the warehouseman to recover the 
value of their merchandise. 

During the trial the warehouse- 
man contended that he had used 
“ordinary” care to prevent loss of 
the stored goods because hydrants 
were at close intervals outside and 
inside the warehouse building, and 
further, the city maintained a fire 
department. 

However, in view of the fact that 
the warehouseman had failed to pro- 
vide a regular night watchman, the 
higher court held the warehouse- 
man liable for full damages and 
said that the failure to keep a 
night watchman at this particular 


time was the proximate cause of the 
fire loss. 


Fireproof Guarantee 


Modern higher courts consistently 
hold that a warehouseman who leads 
the owner of merchandise to believe 
that his warehouse is fireproof, is 
liable as an “insurer” of the safety 
of the stored goods. 

For instance in Fox v. John F. 
Ivory Storage Company, 246 N. W. 
147 it was disclosed that a ware- 
houseman indicated during conver- 
sation with a purchaser, and owner 
of merchandise, that the warehouse 
was fireproof. The purchaser stored 
merchandise in the warehouse which 
later caught fire, and the stored 
goods were burned. 

The purchaser filed suit against 
the warehouseman to recover the 
full value of the goods. The counsel 
for the warehouseman attempted to 
avoid liability on the grounds that 
the warehouse receipt contained a 
clause that there would be no 
liability for loss or damage by fire. 

Notwithstanding this argument 
the higher court held the ware- 
houseman liable. 

In this case testimony was given 
that automatic sprinklers were in 
operation in the warehouse, and 
that a regular watchman was on 
duty. However, this testimony had 
no effect to reduce the warehouse- 
man’s ordinary liability because the 
purchaser testified that he relied 
upon and believed the warehouse- 
man’s statement that the warehouse 
was fireproof. 


When Goods Are Moved 


A purchasing agent of a large 
corporation asked this question: 
“Our corporation made arrange- 
ments with a warehouse company to 
store excess merchandise in a main 
warehouse building. Without our 
knowledge the warehouse company 
stored the goods in a leased building, 
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For safe, efficient, flexible, economical and dependable power 
distribution for machines and lights in industrial plants, 
@ POWERPLUGIN Busduct is unsurpassed. 


@ Made in standard 10-foot lengths with a plugin outlet every 
foot of the way in one side, or alternately in two sides, ( POWER- 
PLUGIN makes power available where and 

when it’s needed. 

elt enables machines to be relocated and regrouped without 
disrupting production, eliminates temporary connections 
and long leads, cuts maintenance costs and affords other 
big savings by reducing power loss and voltage drop to 

a minimum. Too, it’s 100 percent salvageable. 


e Underwriters’ Laboratories’ approved, (& POWER- 
PLUGIN is available in capacities of 250 to 1000 
amps, 600 volts AC or less with Klampswitchfuz, 
Shutlbrak or Circuit Breaker plugin units for 
200 amps or less. 


elf you want greater plant efficiency 

@ POWERPLUGIN is the answer. For 
further information contact your 
nearest ( representative, listed in 
Sweets or write for bulletins. 





Features of (@ POWERPLUGIN 


€ POWERPLUGIN is made of 16-gauge steel with 
attractive gray enamel finish. It is only 7 inches 
wide, 4 inches deep for 600 amps and less and 6 
inches deep for 800 and 1000 amps, permitting 
its use in restricted areas 

Insulators are one-piece glazed porcelain with 
steel channel supports riveted into position. 

Sliding cover type plugin opemings,simplified ad- 
justable, two-screw type fasteners for plugin units 
two sliding type mounting brackets per section for 
hanging as desired, electro-silver plated contact 
surfaces at joints with two or four brass jam bolts 
with phosphor bronze cup washers in elongated 
fastening holes are other features 
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which burned, and our merchandise 
was destroyed. The warehouse com- 
pany’s counsel wrote us a letter that 
the warehouse company would not 
assume any liability because the fire 
was caused by young boys who 
broke into the building and set it 
afire for a ‘thrill’. These boys 
watched the night watchman make 
his rounds and broke into the ware- 
house building immediately after 
the watchman left that part of the 
building. What is your opinion?” 

The answer is: 
company is liable. 


Modern higher courts very con- 
sistently hold that one storing goods 
has a right to know where the 
goods shall be stored. Especially 
this is true where the warehouse- 
man does not assume any direct or 
unusual responsibility for loss or 
damage to the goods. In other words, 
the location and type of the ware- 
house building affects the risk 
which the owner of the goods nat- 
urally assumes. According to a re- 
cent higher court, if the warehouse- 
man removes goods to another loca- 
tion, without consent of the owner, 
the warehouseman assumes full re- 
sponsibility, and an insurance com- 
pany which insured the merchandise 
is automatically relieved from lia- 
bility. This is so although the ware- 
house receipt contains a protective 
clause which limits the warehouse- 
man’s liability. 

For example, in Barrett v. Freed, 
35 Atl. (2d) 180, it was shown that 
a warehouseman accepted goods for 
storage, and issued a receipt limit- 
ing his liability to $50.00 in case the 
goods were destroyed by fire. An 
insurance policy was held by the 
owner which insured the goods 
while in storage. Thereafter the 
goods were removed to another 
warehouse located on the opposite 
side of the alley. No notice was given 
to the owner of the removal of the 
goods to the last mentioned ware- 
house building, and it was at this 
location that a fire occurred which 
destroyed the goods. 


The owner of the goods sued both 
the insurance company and the 
warehouseman. The latter contended 
that he was not liable for loss by 
fire because the warehouse receipt 
issued by him expressly disclaimed 
liability for such loss. The insur- 
ance company contended it was not 
liable because the warehouseman 
had moved the goods to another lo- 
cation without its consent. In re- 
lieving the insurance company from 
liability and in holding the ware- 
houseman solely liable for the full 
loss, the higher court said: 


The warehouse 
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“The defendent (warehouseman) 
was entrusted with the goods for a 
particular purpose and to keep them 
in a particular place. He took them 
to another, and must be responsible 
for what took place there. . . The 
contract of bailment called for stor- 
age at a particular place and the 
bailee (warehouseman) breached 
his contract by removing the goods 
to another place. . . Had Appellant 
(warehouseman) complied with his 
contract and kept the goods stored 
at the designated place he would 
have been entitled to rely upon his 
$50.00 limitation.” 


Wrong Address 


For comparison, see Lunn, 178 
Atl. 563. Here it was disclosed that 
the owner of merchandise stored 
same in a warehouse under an 
agreement stating that the ware- 
houseman owned and operated a 
warehouse at 283 Madison Avenue. 
From the testimony it appears that 
the warehouseman in all of his 
literature set forth that he had a 


warehouse at this address and gave 
no intimation that he had any other 
storage. 


place for However, the 


argued that he could not be liable 
because the destruction of the goods 
by fire was not caused by his negli- 
gence, or by his moving goods to 
another room where they were de- 
stroyed. However, the higher court 
held the warehouseman liable and 
said: 

“Fire is an ordinary and frequent 
agency of destruction or injury, 
and safety, as against it, was in the 
contemplation of the parties when 
they agreed that the property should 
be stored in the specified room.” 

Hence, it is quite apparent that 
if without permission of the owner 
of stored gocds the warehouseman 
removes them to another building 
or location, the warehouseman au- 
tomatically becomes an insurer of 
the goods and he is liable for any 
and all loss or damage to the goods, 
irrespective of the cause of such 
loss or damage. 


Law Of Perishable Goods 


The same rule of law, as above 
explained, is applicable to ware- 


housemen who store _ perishable 
merchandise. 
For illustration, in Milum, 200 





ON PERISHABLES, NATURAL DETERIORATION MUST BE 
DISTINGUISHED FROM NEGLIGENT STORAGE 


merchandise was stored in another 
warehouse building which burned 
without any negligence on the part 
of the warehouseman or his em- 
ployes. In holding the warehouse- 
man liable the court said: 

“It is undoubtedly the law that 
where a bailee contracts, as in this 
case, to keep property in a particular 
place, he will be liable for his fail- 
ure to do so, nor could he escape 
liability by alleging he was not 
negligent. . .” 

And again see Mortimer v. Otto, 
206 N. Y. 89, where a warehouse- 
man moved goods into another 
room without authority or consent 
of the owner. The warehouseman 


S. W. (2d) 833, Texas, it was dis- 
closed that the owner of eggs sued 
a cold storage warehouse company 
for damage to 500 cases of eggs. The 
warehouse company had agreed to 
store the eggs for 14¢ per case the 
first month and 10¢ per case for each 
following month. A few days after 
expiration of five months, the owner 
received the eggs in damaged con- 
dition. He sued the warehouse com- 
pany for damages 

The warehouse company"defended 
the suit on the plea that damage to 
the eggs resulted from natural de- 
terioration, and especially because 
eggs had started to deteriorate when 
placed in the warehouse. 
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NEW YORK BELTING & PACKING CO. 
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I n the year 1860, Mr. J. 1. 


Case of Racine, Wisconsin, manufacturer 
of farm equipment, bought flat, narrow 
belting from New York Belting & Packing, 
as recorded by the above invoice. 

Today, 92 years later, the company 
founded by Mr. Case, a nationally-known 
organization outstanding in its field, is still 


an enthusiastic user of NYB&P products. 
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Such long-continued association is not 
unique among NYB&P customers. It stems 
not only from the excellence of NYB&P 
products, but also from the fine service 
rendered by NYB&P Distributors. These 
key men are always ready in emer- 


gencies, always helpful with practi- 


cal assistance and advice for any 
and all types of industrial operations. Vee oe 


America’s Oldest Manufacturer of Industrial Rubber Products 


1 Market Street, Passaic, New Jersey 
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Although the lower court held 
the warehouseman not liable, the 
higher court reversed the verdict 
saying that in a case of this kind a 
warehouseman cannot avoid liability 
unless he proves that the deteriora- 
tion did not result from his negli- 
gence. Also, this court held that 
where the testimony shows that per- 
ishable goods have deteriorated or 
decayed through natural conditions, 
when placed in storage, the owner 
of the goods must prove the extent 
of such natural and inherent de- 
terioration. In other words, if the 
warehouseman proves that the 
goods were partly spoiled when he 
accepted them for storage, he will 
not be liable if the owner fails to 
prove the exact extent of the spoil- 
age when he delivered them to the 
warehouseman for storage. 

For comparison, see Stokely 
Brothers, 160 Fed. (2d) 741. In this 
case the higher court held that the 
measure of damages allowable the 
owner of perishable goods spoiled 
while in storage, due to neglect of 
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and to procure from the Secretary 
of State a permit to transact such 
business. 

The testimony showed that a cold 
storage warehouse is operated in 
El Paso, Texas, under the name of 
Abdou Produce and Cold Storage 
Company. The Sunny State Dis- 
tributing Company is a corporation 
whose headquarters are outside the 
state of Texas. This latter corpora- 
tion stored certain frozen fruits, 
vegetables and produce in the ware- 
house. Later the distribution com- 
pany discovered that the produce 
had been permitted to thaw and 
some of it was spoiled and unfit for 
human consumption. The distribut- 
ing company sued the storage com- 
pany for damages. 

During the trial testimony was 
given that the distribution corpora- 
tion had not complied with the 
above state law, since it had failed 
to file its articles of incorporation, 
and had no permit from the Sec- 
retary of State. 

The higher court held that the 
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WHEN. THERE IS A DISCREPANCY IN QUANTITIES, THE 
RECEIPTS ARE ACCEPTED AS EVIDENCE OF DELIVERY 


the warehouseman, is the market 
value of the goods on the date the 
storage contract expired. 


State Law Prevails 


On the other hand, a warehouse- 
man always can avoid liability for 
negligent loss or destruction of 
stored goods if he proves that the 
owner of the stored goods is a for- 
eign corporation which failed to 
comply with the state’s laws regu- 
lating out-of-the state corporations. 

For example, in Abdou v. Sunny 
State Distributing Company, 223 
S. W. (2d) 341, it was shown that a 
Texas law requires foreign corpora- 
tions desiring to transact business 
in the state to file a certified copy 
of its articles of incorporation with 
the Secretary of State of the state, 
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distribution corporation could not 
maintain the suit or recover dam- 
ages, saying: 

“Under the Statute we think it 
clear that as a prerequisite to the 
maintenance of its suit it was in- 
cumbent upon plaintiff to show that 
it had complied with the statute.” 


Discrepancy Of Accounts 


Very frequently, it seems, there 
arises a discrepancy in the account 
of a purchaser as to quantity of 
stored goods, and the quantity sub- 
sequently delivered by the ware- 
houseman. 

Recently, for instance, a reader 
wrote as follows: “Our company is 
suing a warehouseman for a con- 
siderable sum of money on the basis 
that the warehouseman failed to 


deliver the quantity of merchandise 
specified in our non-negotiable 
warehouse receipts. The warehouse- 
man contends that by mistake he 
issued some duplicate receipts. What 
is the law on warehouse receipts?” 

Modern higher courts consistently 
hold that a warehouse receipt is a 
“contract” between the warehouse- 
man and the owner of stored goods, 
subject to certain well defined rules 
and regulations. According to a late 
and leading higher court a ware- 
houseman who issued duplicate non- 
negotiable warehouse receipts is 
liable, unless he proves conclusive- 
ly that duplicate receipts actually 
were issued by mistake. 

For example, in Small v. Slater, 
257 Pac. 625, a dispute arose over 
the quantity of apples stored in a 
warehouse. The facts are that the 
purchaser of a large quantity of 
apples hauled them to a packing 
house where they were assorted, 
graded, and packed into boxes, and 
from thence hauled to a warehouse 
for storage. As each _ truckload 
reached the warehouse, a receipt 
was issued for the number of boxes 
of apples contained in the load and 
the warehouse receipts were deliv- 
ered to the drivers. The receipts, as 
usual, stated the receiving date, the 
number of boxes of each variety 
and the grade received. 


Later the purchaser and owner 
of the apples ordered the ware- 
houseman to ship the apples to him. 
After all of the apples had been 
shipped it was discovered that ap- 
proximately 650 boxes of the apples 
called for in the receipts were miss- 
ing. The purchaser and owner sued 
the warehouseman for the value of 
650 boxes of apples. 


The warehouseman contended that 
the discrepancy was the result of a 
mistake in issuing duplicate re- 
ceipts. Nevertheless, the lower 
court held the warehouseman liable. 
The higher court said: 


“On the general question, that is 
to say, on the question whether the 
receipts not admitted to be dupli- 
cated were in fact duplicated, we are 
inclined to the view of the trial 
court. The receipts are, of course, 
outstanding and they furnish prima 
facie evidence that the number of 
boxes called for by them was ac- 
tually delivered. Nor do we find that 
the extrinsic evidence bears more 
heavily in favor to one party than 
it does the other. The oral evidence 
of the parties is in direct conflict, 
and the attempt of checking from 
independent sources throws no cer- 
tain light on the controversy.” 

In other words, this court held 
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We can learn from bankrupt Micawber 


I Y advice, Copperfield, you know. Annual 

income twenty pounds, annual expendi- 
ture nineteen-nineteen-six, result happiness. An- 
nual income twenty pounds, annual expenditure 
twenty-ought-six, result misery. The blossom is 
blighted, the leaf is withered—in short you are 
forever floored. As I am!” 

This is probably the most famous financial 
counsel in all English literature, offered a hun- 
dred years ago by Charles Dickens’ character the 
bankrupt Micawber to the hero David Copper- 
field. As advice it is just as good in 1953 as it was 
in 1849, and just as sound for a nation as for an 
individual. 

In 17 of the last 20 years, Uncle Sam has fol- 
lowed Micawber’s practice, not his advice. Our 





national balance sheet has been, figuratively, 
“annual income twenty pounds, annual expendi- 
ture twenty-ought-six’”’. Ahead of us as a nation, 
if we continue this irresponsible policy, is Micaw- 
ber’s dire predicament, “blossom blighted, leaf 
withered—forever floored’’. 

There is no sane reason why the world’s richest 
nation should continue to live the financial life 
of a profligate bankrupt. It is time now to set our 
house in order. The program called for is simple: 
(1) Eliminate waste and extravagance in govern- 
ment spending; (2) Balance the Federal budget; 
(3) Control the national debt and reduce taxes. 

By such positive action we can protect future 
happiness—and prevent misery—for ourselves, 
our children and our children’s children. 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


RAILROAD TRACK SPIKES - CONDUIT - HOT AND COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS - SHEETS - PLATES, 


Fepruary, 1953 


Please mention PURCHASING Magazine when writing to advertisers. 
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that irrespective of whether dupli- 
cate receipts are issued, the ware- 
houseman is liable on the actually 
issued receipts unless he introduces 
convincing evidence to prove that 
duplicated receipts were issued. 
This is the law on non-negotiable 
warehouse receipts. However, with 
respect to negotiable warehouse re- 
ceipts the warehouseman always is 
liable for his negligent loss or mis- 
delivery. 

For instance, in Williams v. Stor- 
age Company, 220 N. Y. S. 124, it 
was shown that one Lima stored 
valuable merchandise with a ware- 
houseman, and received a negotiable 
warehouse receipt. Immediately 
after Lima received the warehouse 
receipt he indorsed it in blank and 
delivered it to a loan company as 
security for a loan. Neither Lima 
nor the loan company noticed the 
warehouseman of the transaction. 
Several weeks later Lima called 
for the goods and represented to 
the warehouseman that he was still 
the holder of the negotiable ware- 
house receipt. Relying upon these 
representations, the warehouseman 
delivered the goods to Lima and 
failed to demand return of the re- 
ceipt. 

Later the loan company presented 
the negotiable receipt to the ware- 
houseman and demanded the goods. 
The warehouseman attempted to 
avoid liability on the contention 
that Lima had acted fraudently and 
that the loan company was negligent 
in failing to present the receipt 
within a “reasonable” time. It is 
interesting to observe that the court 
held the warehouseman liable for 
full value of the goods represented 
by the receipt, and said: 

“The right of the plaintiff (holder 
of receipt) to present the ware- 
house receipt and demand the goods 
stored was a_ continuing right, 
against which no statute of limita- 
tions ran.” 

Of course, such a situation could 
not arise where a warehouseman 
gives a non-negotiable receipt to the 
owner of stored goods. This is so 
because delivery of stored goods to 
the holder of a non-negotiable ware- 
house receipt automatically renders 
the receipt void. 

On the other hand, the holder of 
a non-negotiable warehouse receipt 
always may demand and receive 
from the warehouseman the exact 
goods represented by the receipt. 


Warehouseman Sells Business 


Considerable discussion has arisen 
from time to time over the legal 
question: “If a warehouseman sells 
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his warehouse and business and the 
purchaser of the business becomes 
insolvent, is the owner of stored 
goods deprived of his usual legal 
rights to recover for loss, damaged 
or stolen merchandise?” 

According to a late higher court 
decision, the answer is No. In other 
words, the original warehouseman 
remains responsible for negligence 
of the new owner who may cause 
loss or damage to goods stored in 
the warehouse. 

For illustration, in McGhee v. 
Roberson, 233 S. W. (2d) 344, it 
was shown one McGhee owned and 
operated a warehouse business. Mr. 
Robertson stored his valuable mer- 
chandise in the warehouse and ac- 
cepted “non-Negotiable warehouse 
receipt”. This contract - receipt 
enumerated the various items of 
merchandise deposited for storage, 
and recited the storage rate of $6.50 
per month. 

Soon afterward McGhee sold all 
his interest in the warehouse busi- 
ness. The purchaser thereafter op- 
erated the business at the same lo- 
cation, and held all goods in stor- 
age in the same manner as before, 
including those of Roberson. When 
McGhee sold the warehouse business 
he gave no notice of the sale to 
Roberson. Hence, the latter did not 
know the business management and 
control of the warehouse had 
changed hands. 


ee. 
SORRY, OLD MAN, 
BUT | SOLD THE 





storage business without giving him 
notice of such sale, and also for il- 
legal sale of his goeds without the 
new warehouseman giving him ad- 
vance notice of such sale, as re- 
quired by law. 

Since the new warehouseman 
failed to send Roberson notice of 
the intended sale of the goods, the 
higher court held McGhee person- 
ally liable and said: 

“The sale of the business without 
the knowledge or consent of the 
owner in no way lessens his obliga- 
tion to return the goods upon de- 
mand and payment of all legal 
charges. The transfer of the busi- 
ness imposed upon them (new ware- 
houseman) the statutory liability 
for safe-keeping of the stored goods 
and any failure of duty so imposed 
carries with it their liability to the 
assignor McGhee, and to the owner 
of the goods. 


Transfer of Title 


Another legal question uppermost 
in the minds of many purchasers 
who store excess merchandise, in- 
volves the validity and lawful trans- 
fer of the title to stored goods 
through warehouse receipts which 
the present holder purchased, bor- 
rowed, found, stole and the like. 
Also, whether a warehouseman is 
liable to the holder of warehouse 


Breceipts for goods stolen from the 


warehouse. 


YOU SHOULD HAVE TOLD US ABOUT IT 
SOONER, 





CHANGE OF OWNERSHIP, WITHOUT NOTICE,DOES NOT RELIEVE 


ORIGINAL MANAGEMENT OF ITS CONTRACT RESPONSIBILITY 


Roberson became delinquent in 
payment of the storage bill and sev- 
eral months later the new ware- 
houseman, because of failure of 
Roberson to pay accumulated stor- 
age charges, foreclosed the statu- 
tory warehouseman’s lien on Rober- 
son’s goods and sold them. 

Roberson sued McGhee for the 
value of his goods and based his suit 
on McGhee’s sale of the warehouse- 


The higher courts hold that the 
circumstances may be such that de- 
livery of a warehouse negotiable re- 
ceipt, without endorsement, may 
transfer title in the stored goods, if 
the true owner intended to transfer 
the legal title when the receipt was 
delivered. 

For instance, in National Union 
Bank v. Shearer, 74 Atl. 351, this 


(Please turn to page 350) 
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controlled wet strength means 


better, faster drying with 






















Fort Howard 
Towels Fit 
Any Folded 
Towel 

Cabinet 


Fort Howard’s method of treating pulp fibers for 
Controlled Wet Strength produces towels that stay 
strong and firm when wet, without sacrificing soft- 
ness or absorbency. That’s ove reason why a Fort 
Howard Towel goes farther, dries better, feels better. 
In addition, Fort Howard Towels offer Stabilized 
Absorbency, for uniform drying power regardless of 
towel age... and Fort Howard Towels are Acid Free. 
All these are reasons why Fort Howard Towels pro- 
vide superior towel performance with pina, wo 
economy. 

Fort Howard Towels are available in seventeen 
grades and folds, to fit any folded towel cabinet, with 
consistently high quality at the right price. For full 
information and samples, write Fort Howard Paper 
Company, Green Bay, Wisconsin or call your Fort 
Howard distributor salesman today! 
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For 33 Years 
Manufacturers of 
Quality Towels, 
Toilet Tissue and 
Paper Nopkins 


FORT HOWARD PAPER COMPANY, GREEN BAY, WISCONSIN 
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New Products 


Air-Powered Hydraulic 
Drill Unit 





This unit was designed by Delta 
Power Tool Div. of Rockwell Mfg. 
Co., 400 N. Lexington Ave., Pitts- 
burgh 8, Pa., for heavy-duty drill- 
ing, tapping, reaming, spot facing, 
hollow milling and similar oper- 
ations. It has a maximum stroke of 
6” and an 1800 lb thrust with 80 psi 
air pressure. It can use up to a 
5 hp motor and a 1%” drill. Length 
of stroke on the drill is controlled 
by means of a positive micrometer 
stop that is infinitely adjustable 
from 0 to 6 in. Depth can be held 
to within .0005”. Rapid approach is 
at a maximum of 5” per sec. with 
infinite adjustment in length up to 
full stroke of the unit. 


Electronic Variable 
Speed Drive 


The Arrow-Hart & Hegeman Elec- 
tric Co., 103 Hawthorne St., Hartford 
6, Conn., has available a new de- 
velopment in motor control equip- 
ment for fractional hp motors. This 
is a low cost electronic, adjustable 
speed control unit driving a series 
motor. It provides a wide, stepless 
range of speed control with good 
speed regulation under’ varying 
loads. With optional dual range fea- 
ture, speeds from 100 to 3,500 rpm 
are available. The motor can be 
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started, stopped or dynamically 
braked and can be rapidly accelera- 
ted to pre-set speeds. The series 
motor makes use of both the a-c and 
d-c current from a single thyratron 
tube. This results in much higher 
speeds at medium torque. 


Speeds Handling of 
Unpalletized Loads 





A new load-pusher attachment 
for fork trucks is available for the 
handling of bulky, unpalletized 
loads such as baled scrap, paper, or 
textiles. It will also speed the load- 
ing of highway carriers unable to 
accommodate fork trucks because of 
their floor capacities or low over- 
heads. The pusher attachment al- 
lows truck users to pick up large, 
unpalletized loads, haul them to 
discharge points and unload them 
in seconds—with no manual han- 
dling involved. The contrivance can 
also be used to unit-load highway 
carriers which fork trucks cannot 
enter. It is available on lift trucks 
in capacities from 2,000 to 6,000 Ib. 
Manufacturer is The Baker-Rau- 
lang Co., 1230 West 80th St., Cleve- 
land 2, Ohio. 





Non-Ferrous Metals 
Welding Device 





Utica Drop Forge & Tool Corp., 
of Utica, N.Y. in cooperation with 
the Koldweld Corp., announce a 
new device for the welding of non- 
ferrous metals, such as aluminum 
and copper without heat, flame or 
electrical current and without acids, 
fluxes or chemicals. In the case of 
the butt-welding of wires it is as 
simple as inserting the two wire 
ends into a small device and squeez- 
ing plier like handles. The job is 
done in this way in a matter of 
seconds and no skill is required. 
Unlike conventional welding in 
which the heat anneals the metal 
and reduces its tensile strength, 
Koldwelding work hardens the 
metal. 


Sound Deadeners 


Philip Carey Mfg. Company, Cin- 
cinnati 15, Ohio, says its new emul- 
sion permits manufacturers of light 
metal equipment to give their pro- 
ducts a heavy solid feeling with 
sound hushing ability. The qualities 
of the sound deadeners are a fluid 
consistency that makes the product 
ready for instant application with a 

(Please turn to page 128) 
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“you know its right 


BECAUSE of A. O. Smith’s matchless quality control 


You, too, can eliminate field failure due 
to weld corrosion, with A. O. Smith 
stainless electrodes .. . your “insurance 
policy” that your specified requirements 
are met exactly. 


“Tramp” steel cannot enter for manufac- 
ture because our quality control prevents 
it. No incoming coil of stainless core 
wire is ever acceptable for processing 
until exacting chemical, metallurgical 
and spectrographic analyses prove that it 
matches our specifications from end to 
end. This assures you of receiving the 
exact type and analysis of stainless to 
meet your job specification. 


For your protection here are some of our 
controls: No more than one splice is 
permitted in any incoming coil. Why? 
So that, when we clip samples from each 
end of each coil for analysis, no part of 
any coil can escape the test. Then, when 
approved coils are straightened and cut, 





Made by welders 


e « « for welders & & 





WELDING PRODUCTS 
Milwaukee 1, Wisconsin 


the wire is immediately sealed in boxes 
to prevent mixing of lots. 


As one of the largest users of stainless 
electrodes in building stainless vessels, 
A. O. Smith knows that these tests and 
precautions are necessary to assure top- 
quality production. No other electrode 
producer subjects stainless core wire to 
the exacting spectro-analysis, chemical 
and metallurgical tests as is done by 
A. O. Smith. 


When you buy A. O. Smith stainless elec- 
trodes, you receive this matchless as- 
surance of highest quality without paying 
any premium! A compelling reason for 
insisting on A. O. Smith stainless every 
time! 


We'll welcome the opportunity to demon- 
strate A. O. Smith stainless electrodes 
on your job. 


Write for free pocket-size electrode 
handbook. Address Dept. P-253. 








International Division: Milwaukee 1 
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A.O. Smith Certified 
Stainless Electrodes 
ALL-POSITION 


Electrode 
SW-151 
SW-152 
SW-153 
SW-154 
SW-157 
SW-158 


SW-159 
SW-160 
SW-161 
SW-162 
SW-166 
SW-168 
SW-169 
SW-357 
SW-359 
SW -362 


AISI Type 
502 
505 
410 
430 
347 


. 317+Cb 


318 
310 
316 
317 
308 
309 
310+Mo 
310+Cb 
347 
310 
308 


Available through A. O. Smith 
Welding Products Distributors 








Please mention PURCHASING Magazine when writing to advertisers. 


See A.O. Smith advertising 
in TIME and NEWSWEEK. 
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Backstand Belts 
save 2 hours 
per day ! 


Armour Backstand Belts save 2 full hours per 








operator per day for steel tube company 


In removing burrs and grip marks from steel 
tubing, a well-known company* found they 
saved more than just the two hours per day 
operators had been given to make set-up 
wheels. Backstand belts outlast 4 to 5 set-up 
wheels—and without dressing they remain 
flac and true. And backstand belts give a 
better finish, due to their uniform grit. 

Belts are only one of the many forms of 
Armour coated abrasives. There are more 
than 30,000 different varieties in grit size, 
backing, etc. We have sheets, discs, rolls, 
tubes —and specialties to meet your specifi- 
cations. Your industrial supply distributor 
will tell you about this complete line. Call 
him today! 


And, today — mail the coupon below for 
your free copy of our booklet, “How to Store 
Coated Abrasives.” It can help you, too! 









We recommend 
buying through 
your industrial 
distributor 








MAIL THIS COUPON TODAY! 
Armour and Company * North Benton Road = Alliance, O. 


Please send me the free booklet, ‘‘ How to Store Coated 
ARMOUR Abrasives.” 


Name 
Firm _- 
Address 


CRP. os. 
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(Continued from page 126) 
wipe-on tool or spray equipment. 
Its very high solids content speeds 
drying time. The applied film bonds 
permanently to metal and remains 
in place indefinitely. Once dry, it can 
be painted with emulsion type paint, 
Any quick-setting lacquer or ther- 
mo-setting enamel can be sprayed 
over the emulsion before it has 
dried. 


Barrel-Moving Portable 
Crane Saves Man-Hours 





An electrically operated revolving 
base portable crane, developed by 
Barret-Cravens Co., 4609 S. Western 
Blvd, Chicago, Ill., speeds move- 
ments, saves man-hours and pro- 
vides a safer method. It picks up 
its load, whether it is a case, barrel, 
or bale, or other object too heavy 
to be handled by muscle power, 
and easily moves it. If the object 
is inaccessible, the crane can reach 
over rows of piled material and 
pick it up. The crane is equipped 
with anti-friction bearings and car- 
ries its load to destination with 
minimum physical efforts. Capaci- 
ties range from 500 to 5000 lb. 


Non-Slip Handwheel 


A handwheel that represents a 
scientific departure from the con- 
ventional type of valve wheel is 
the newly patented “non-slip” 
handwheel of The Lunkenheimer 
Co., Cincinnati 14, Ohio. Made of 
malleable iron, the new handwheel 
features four finger-spaced lugs, all 
continuations of the strong spoke 
structure, projecting from the stem 
hub through an exceptionally rug- 
ged octagonal frame. This permits 
the operator to get a firm grip on 
the handwheel and apply a high 
pressure, even though his hand is 
wet or greasy Its sure grip assures 
tight closing and eliminates leakage. 
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New G-E Rapid Start lamp needs 


no starter, cuts maintenance 


IN THE NEW RAPID START lamp circult G-E has been 
able to eliminate the starter required in standard lamps to 
pre-heat the cathode. For that reason, maintenance is even 
easier, more economical than before. 


This new General Electric Rapid Start lamp was made 
possible bv two G-E developme nts: an improved triple-coil 
cathode that replaces the double coil in standard fluores- 
cent lamps, and a Rapid Start ballast. Together, they give 
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General Electric Rapid Start lamps almost instant starting 
and smooth, simple operation. 


G-E Rapid Start fluorescent lamps are rapidly becoming 
available. Many leading fluorescent lighting fixture manu- 
facturers are incorporating the new lamps and ballasts in 
their latest equipment. These two newest developments of 
G-E research are another reason why you can expect the 
best value from General Electric fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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WASHERS 
STAMPINGS 


Geared to Industry's 
Production Demands 
Since 1887... 


Over a period of 65 years, pro- 
ducing standard and special washers of 
all types for all industries, we have 
made up more than 25,000 sets of dies 
. used in the production of washers 
which are stocked in thousands of dif- 
ferent sizes. On special orders we will 
make up dies to your specifications. 
Let us quote on your requirements for 
washers and stampings . . . covering 
fabrication in any material and any 
finish . . . machined, heat-treated or 
surface ground, as may be specified. 


WROUGHT WASHER 
MANUFACTURING CO. 


The World's Largest Producer of Washers 


2113 S, BAY ST., MILWAUKEE 7, WISE 





The Lansing BAR IRON TRUCK 
is sweeping the market 


Efficient 
for heavy duty handling of bars, pipe and rod. 


The Lansing Bar Iron Truck has won tremendous 
acceptance because it operates efficiently and 
stands up under extremely heavy service. In lorge 
operations it is used to supplement power handling 
equipment and in smaller plants it solves the bar 
stock problem. Built-in hoisting eyes permit use 
with overhead handling systems and a choice of 
wheels make it suitable for any type of floor. 


ANSING CO. 


4ANCO MATERIAL HANDLING EQUIPMENT, 





ASK YOUR DISTRIBUTOR OR WRITE TODAY 
FOR FULL INFORMATION 
Home Office & Factory Lansing, Mich. 
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Air Conditioning Apparatus 


Apparatus that dries or moistens 
atmospheric air by the new “liquid 
contact method.” has been devel. 
oped by the Niagara Blower Co., 405 
Lexington Ave., New York 17, N. Y. 
Air is treated to fix relative humidity 
and temperature independently, as 
separate functions, to obtain closer 
control of results. Filtered fresh air 
enters a new type of spray chamber 
providing especially intimate con- 
tact between air and the spray 
liquid. The spray either adds mois- 
ture or removes it by absorption 
or by condensation. The condition 
of the spray liquid (its temperature 
or absorbent concentration) deter- 
mines the moisture content of the air 
leaving the chamber. The final tem- 
perature is fixed as a separate func- 
tion either within the apparatus or 
external to it. 


Dryrod Electrode Ovens 





The ovens available in two sizes, 
type 300 (350 lb capacity) and type 
$00 (900 lb capacity), hold elec- 
trodes up to 18” and 24” in length 
respectively. The use of these ovens 
eliminates damaging effects of mois- 
ture pick-up, thus assuring dry 
electrodes for better molds. The 
ovens weigh 115 and 410 lbs re- 
spectively and are constructed of all- 
welded reinforced sheet metal to 
withstand rough shop use. Thermo- 
static controls provide a 175 to 530 
degree range and tests indicate less 
than 5 degree variations through- 
out the ovens. Removable trays 
permit conversion of the ovens for 
other industrial uses. They are na- 
tionally distributed by General 
Electric Co.’s Welding Dept. 
Schenectady 5, N. Y. 


Circular Saw 


Henry Disston & Sons, Inc., Phila- 
delphia, Pa., has a new industrial 
circular saw, the Diss-Croloy. It is 
designed to cut non-ferrous metals 
or plastics. The new blade is pre- 
cision made from high carbon, high 

(Please turn to page 132) 
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You don’t risk blame for cureless 
count when your shipment has 
outperforms all other eictually tagen pitasind: 
‘ Gummed tape gives your mer- 
. standard tapes chondiae better protciah ti 
, transit, too. It seals out smoke, 
Orange Core is faster acting and stronger than you ever dreamed dust, moisture, and vermin. It 
res, possible in a standard gummed tape! adds reinforcement to your car- 
ype Thanks to an exclusive Hudson process called Supple-izing*, tons where most needed: at 
ec- the Orange Core adhesive has a phenomenal performance. A icone and seams. Because tape 
sth multitude of tiny cracks in the adhesive drink up water, so that lbs ee id pede 
pe Orange Core is ready to take hold of cartons with a bulldog grip feat sland aoc ants 
‘wi the very instant you pull it from the dispenser. There is no ex- 
iry ‘a ’ Ati P You build good will when you 
"he cessive curl to fight. s 
tlle 5g ' ™ : deliver goods protected against 
re- What’s more, every step in Orange Core’s manufacture is con- iif dé elai 
ll- trolled by one management. There are no irksome variations in gry ae aad 
to a wes ' with gummed tape! 
performance. Your shipping dollar will go further with Orange 
10- ; Remember, too, only gummed 
<5) Core. Try this superb standard tape for a month and see the tape sells as it safeguards your 
ess improvement for yourself! product, by displaying your im- 
h- * Copyright printed messages. 
iys ° 
a Send for this helpful folder—TODAY! 
la- 
! ' 
) 7) { HUDSON PULP & PAPER CORP. / s : 
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; “How to make your shipping dollars go further” t —_ : 
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gh HUDSON PULP & PAPER CORP. ; city ZONE STATE ' 
Dept. 26, 505 Park Ave., New York 22,N.Y.  ! : 
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chrome Disston steel with edge- 
WANOUNCING EW holding qualities superior even to 
a 


high-speed steel. As a result, the 
e e saw has an unusually long-cuttin 

; f g 
eT-laaclae Tying a tekaallats eee life, marked by infrequent sharpen- | 
ings and a consequent reduction jn 
operating costs. It is available jp, 
diameters of 6, 8, 10, 12, and 14 in. 





FULLY AUTOMATIC B.S.M. 
TWINE SEALING MACHINE 





@ Here’s a new, completely automatic tying Universal Grinding Machines 
machine that may fill a need in your plant 
... the Gerrard B.S.M. Twine Sealing Ma- 
chine. Just place the bundle in the tying 
area, step on the pedal, and tn three seconds, 
the twine is wrapped around the bundle, 
drawn to a pre-set tension, securely fastened 
with a metal seal, and cut. The bundle is 
firmly gripped and the tie will remain neat, 
strong and tight until the twine is cut. 
Several ties can be put around a bundle as 
quickly as it can be moved into position. 
Look around your mailing or shipping de- 
partment. There may be several spots where . 
a Gerrard B.S.M. Iwine Sealing Machine Brown & Sharpe Mfg. Co., Provi- 


can save you time and money, and do a dence 1. R. I. announce four com- 
better tying job at the same time. 








THE GERRARD B.S.M. TWINE SEALER etd <3 ioe hegre i Sin 
is completely automatic, makes a 1- — chines. NO } CERES take 20” length; oil 
cycle wrap, and secures the twine Send for folder describing No 2 take 30”; No 3 take 40” and 
with a metal seal so firmly that the . . F No 3 take 60” length. The No 1 Bre 
twine will break before the seal will The Gerrard Twine Sealing Machine. tote tes : < heel indl 
slip. Bundles are limited to a 14” wir ‘ per oon » an hes — oth 
width and a 9” height. It’s Free. with antifriction bearings and sealed on 
lubrication. It has practical wheel 
speeds of 2,500. 3,000 and 3,600 rpm. ' 
On heavy tying jobs ... be safe... save money... Hydraulic table drive provides table = 
movement with speeds infinitely Th 
. variable from 3” to 150” per minute 
use Gerrard Steel Strappin variable P ma 
PP!ng The other three models have also 








unit type wheel spindles with choice 
of either antifriction or plain bear- | we 
ing type and same table movement 





; an 
. . c Ss > . aye) Ss a ' 
@ Gerrard Round Steel Strapping, in 8 to ial No 1 model Wheel speeds are to 
' ; tp 1,600, 2,000, and 2,400 rpm. : 

18'2 gauge, was designed for safe, depend- if 
able, easy strapping of small packages, larger 
cartons and crates, heavy cases, pallets, and pr 
for reinforcement of carload lots of steel Lithium Grease Cuts Costs Al 
pipe, plates, sheets and machinery. With And Bearing Failures ar 
Gerrard's hand-operated machines, or the Shell Oil Co. 50 West 50th St., \ 
semi-automatic Model Q, you can make New York 20. N. Y., has developed a in 
firm, tight closures or secure reinforcements 





BRAKE DRUMS ire palletized for in- lithium base product grease, “Shell 


that will keep your shipments safe from ter-plant shipment. a good example Alvania,” the unique multi-purpose 





P ; 3 Th. eee ; > ; tr 
plant to destination. And Gerrard Round = sr pen = with es properties of which are attributed , 
ee ota ad note oe i shaped units. -gauge Gerrar : as : i 
Steel Strapping costs about 40% less than Round Steel Strapping holds the to the use of lithium 12-hydrox} 
any other metal reinforcement. pallet securely. stearate. The mechanical stability is 
indicated by an ASTM motorized | 
Ask us for full Information worker test in which the grease | 
Phone, write or wire for further information about the Gerrard withstood over 1,000,000 strokes 
Method of Steel Strapping or of Twine Sealing. A Gerrard engineer without loss of body. Other unique 
will gladly call, without obligation, to discuss your packaging and properties are its high water toler- 
bundling requirements. Also ask for a free copy of the Blue Book of ance, movement at low tempera- 


Packaging. 


U-S"S GERRARD STEEL STRAPPING 


GERRARD STEEL STRAPPING DIVISION, UNITED STATES STEEL CORPORATION 
4713 South Richmond Street, Chicago 32, Ill. 


UNITED STATES STEEL 


tures, no phase change as tempera- 

ture rises to the high melting point, | 
low rate of oxidization, long induc- 
tion period and excellent storage 
stability. This combination of prop- 
erties simplifies purchasing and 
storage as it replaces as many as 20 
different greases. 
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AB-| CIRCUIT BREAKERS 


Simple arithmetic proves our point. After a fault, any- 
one can safely “Reset” a Westinghouse AB-I Circuit 
Breaker in seconds. But, replacement of elements in 
other types of circuit-protective devices really eats 
into valuable production time. 

Count up replacement elements over a year... then 
multiply by the length of time each replacement took. 
This is the output you lose, the time that men and 
machines have stood idle. 

In sharp contrast, with AB-I Circuit Breakers a 
workman simply turns the breaker handle to “Reset” 
and back to “On” to restore service. He isn’t exposed 
to live parts, the trip-free breaker merely trips again 
if the fault continues. 

Other exclusive AB-I features, such as “De-ion®” 
Arc Quenching, quick-make, quick-break tripping 
and exact, tamperproof calibration further prove 
Westinghouse AB-I Circuit Breakers are a real bargain 
in protection and savings. 

See for yourself. Call your Westinghouse Dis- 
tributor or write for B-5456, Westinghouse Electric 
Corporation, P. O. Box 868, Pittsburgh 30, Pa. 

J-30090 









ean eA SEAGER 


you can 6c SURE...iF iTS 


Westi nghouse 
AB-| Greuit Breakers, 


THE COMPLETE LINE 





“Of course, circuit breakers save money.” 
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Plastic Air Filter Uses a" 
Static Electricity on 


A new plastic air filter utilizes 
the inherent characteristic of poly. Vf 
ethylene film and is said to remove & 
400% more fine dirt from forced-air 
heating and air conditioning systems 
than ordinary filters. Developed 
by Dept. 722 Special Products, 
Mechanical Goods, Plant Two, 
Goodyear Tire and Rubber (Co, 
Akron, Ohio, the revolutionary 
washable, plastic air filter traps and 
holds the finest pollen, soot and dust 
particles by static electricity. The 
filtering agent in this new product 
contains a_ life-long electrostatic 
charge. When air is forced through 
the plastic material it takes on an 


with ©. 


LEX » wiping towels... 





additional charge, which attracts 
dust particles as a magnet attracts 
metal. 


Metal Treating Unit for 
Wide Process Range 





I decided long ago to stop buying scrap rags and 
waste by the pound and switch to Kex wiping towels 
because a lot of the stuff we were getting wasn’t 
usable. It had no uniformity and the men had to pick 
and choose the right piece for every job. That isn’t 





true with Kex—every square inch is usable. 


“After the first few months of using Kex Service my 
month-end cost for wipers was down substantially! 
The men have a uniformly-sized, absorbent towel for 
every job. And we don’t run the risk of scratching or 
damaging delicate precision machinery.” 


YOU DON’T BUY A THING — just pay 
a low monthly rental. Kex towels are dis- 
tributed nationally —for complete informa- 
tion, see your Classified Telephone Directory for nearest 
Kex distributor, or write Kex National Service, 295 Fifth 
Avenue, New York 16, N.Y. 





i Rien: iat. ©" 
Te ROR 5 2a = a 





A 400 lb/hr automatic heat treat- 
ing unit features 100% forced con- 
vection heating. It operates at tem- 
peratures up to 1850 deg F., and 
has complete straight-through op- 
eration from heat through cooling 
or oil quench. The unit is sealed to 
provide absolute atmosphere con- 
trol during the entire heating and 
quench cycle, assuring bright, scale- 
free work on all types of heat treat- 
ing processes such as carburizing, 
carbontriding etc. The unit is used 
to normalize, stress relieve, harden 
carburize, carbontride, and_ braze. 
It can be supplied with a special in- 
sulated tank for martempering oF 
hot oil quenching. It is made by 
Ipsen Industries Inc., 715 S. Main 
St., Rockford, Ill. 


Electrical Tapes 











The electrical industry is getting 
to be more in need of tapes with ad- 
hesives that will not melt under 
temperatures of 300 to 400 deg F. 

The Industrial Tape Corp., New 
sec OFF. 2= Brunswick, N. J.. has just added five 
i i: Be oe new electrical tapes of this type to 
) their line. P243 White Acetate Cloth 
is for applications where a non- 

(Please turn to page 138) 





7 EX’ NATIONAL 
SERVICE 








It isn’t Kex unless it’s imprinted with the Kex name 
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ou PUNT * 


certainly proves . 


any assembly problem can be licked!” 


Mike continued, “What my company* found out making 
football shoes can help any manufacturer get better, more 
economical production. I'd say that includes your refriger- 
ators, Tom.” 

“How come?” said Tom. 

“I never thought any screw would be just right for holding 
cleats to my football shoes. That's before the RB&W man 
came to my plant, and persuaded me to let RB&W try to 
develop one for me. Now I'm using RB&W screws that are 
ductile enough to go along with the impact, yet tough enough 
not to break. It just proves we should all pay closer attention 
to our fasteners. It really pays off!” 

There’s a cost-cutting lesson for you in this Rose Bowl 
conversation, whatever your industry. So look to your fas- 
teners for an often overlooked opportunity to reduce costs, 
and strengthen your competitive position. New inventions, 
like RB&W’s sPIN-LocK Screw, may prove more efficient 
than the fasteners you’re now using.** Or you may save by 
the stepped-up production you get from using the finest fas- 
teners ... RB&W bolts, screws, nuts and rivets of uniform 
accuracy, dependability and physical properties. 

Let RB&W help you make the most efficient use of fasten- 
ers on your assembly line. Address RB&W at Port Chester. 

RB&W—The Complete Quality Line. Plants at: Port Ches- 
ter, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices: Philadelphia, Pittsburgh, 

Detroit, Chicago, Dallas, San Francisco. Sales agents: Port- 
land, Seattle. Distributors from coast to coast. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 








RB&W 


108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


3 et 





*Brooks Shoe Manufacturing Co., 
Philadelphia, Pa. 

** New SPIN-LOcK Catalog is in the © 
Product Design File. Write for F cael 
extra copies. ~ 







. 
> 
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Sash Brushes 





What do you look for in a top-quality paint brush ? 


Pittsburgh 





CROSS-SECTION of Pitts- 
burgh-developed feather-tip 
Neoceta bristle— showing 
molded-in grooves for superi- 
or paint carrying capacity 


What makes a top-quality paint brush —what do you look for 
when you buy a new brush? You name it, and you'll find it in Pitts- 
burgh Red Stripe brushes, made with Neoceta, the new feather-tipped 
wonder-bristle! 


Paint carrying ability? Neoceta’s molded-in grooves (see 
“‘clover-leaf”’ cross-section above) assure maximum carry and delivery 
rate. 


Ability to withstand water and alkalis? Neither can 
harm Neoceta, and you find more and more of both in today’s rubber- 
base paints. 


Quality? Perfected by the Pittsburgh Plate Glass Company, 
Neoceta bristles are always of uniform quality because of scientific 
controls. 


Price? Neoceta brushes cost less than other brushes of com- 
parable quality. 


Don’t just take our word for it! Try Red Stripe brushes for 
yourself. They’re available with all-Neoceta bristles or Neoceta-hogs’ 
bristle combinations (both wear at the same rate). Ask to see them 
next time you need brushes. For the address of your nearest supplier, 
write: PITTSBURGH PLATE Guass Co., Brush Div., 
Dept. M, 3221 Frederick Ave., Baltimore 29, Md. 


FREE the story of Neoceta —its development, its 
amazing characteristics. Write to the address shown 
above for your free copy of this interesting booklet. 





f ce me 
There’s a Pittsburgh brush for every home and industrial use 


Enamel & Varnish Brushes Wall & Floor Brushes 


PITTSBURGH 


ip Red Stripe BRUSHES 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 





PITTSBURGH PLATE GLASS COMPANY 


Maintenance Brushes 
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(Continued from page 136 
corrosive backing with a high heat- 
stable adhesive is necessary. It has 
great resistance to solvents and heat, 
P245 Acetate Fiber has excellent 
dielectric strength and moisture re- 
sistance. P252 Polyester “Mylar” 
Film offers maximum electric pro- 
tection with high insulation re. 
sistance. P271 Yellow  Flatback 
Paper and P281 Yellow Crepe Paper 
both withstands high temperatures, 
moisture, and solvents. 


Four-in-One Vise 
Eliminates Costly Jigs 





Brown Engineering Co., Reading, 
2, Pa., designed this versatile vise 
to reduce set-up time and eliminate 
costly jigs. It saves the time re- 
quired hunting for and adjusting 
clamps, washers, parallel _ strips, 
levels and squares ordinarily used 
in “rigging” work on drill presses, 
millers, grinders, shapers and other 
machine tools. All parts necessary 
for clamping work securely and ac- 
curately are included in this com- 
pact unit. The rear turret of the 
utility vise revolves, presenting four 
different faces for holding various 
kinds of work, including round, 
square, octagonal, rectangular, flat 
or angular-shaped pieces, vertically, 
horizontally or at an angle. 


Electronic Tool Locates 
Trouble Sources 


Known as the Elec-Detec, and de- 
veloped by Anco Instrument Divi- 
sion, American Name Plate and 
Mfg. Co., 4254 W. Arthington St. 
Chicago 24, Ill, an_ electronic 
stethoscope saves time for mainte- 
nance men. It locates friction noises 
in bearings, pistons, gears, ratchets, 
cams, clutches, etc. The instrument 
uses a metal probe which serves as 
a microphone to locate the exact 
source of tell-tale nosies. Sound im- 
pulses are transmitted through an 
amplifier to headphone. It detects 
sounds at low speed that ordinarily 
are heard only at high speeds. 
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Add this 
cost-cutting 


WG OF HOU 


to your 
carbide 
orinding... 


Save your 


» 


A SINGLE-POINT CARBIDE TOOL is rough ground on 
a CRYSTOLON wheel. A typical job where these 
fast-cutting, cool-cutting silicon carbide wheels are 
proving their worth as cost-cutters. 


diamond wheels with Norton CRYSTOLON* wheels! 


Right now, conserving your diamond 
wheels is not only desirable, i is vital. 

On many carbide grinding jobs Norton 
CRYSTOLON (silicon carbide) wheels 
will give you results equally as good as 
diamond wheels — plus big savings. In 
fact, the skillful teaming of Norton 
CRYSTOLON wheels with Norton dia- 
mond wheels assures you the true, value- 
adding “Touch of Gold” that means 
carbide tools at their very best. 


Where CRYSTOLON Wheels Save 


_In recent tests in offhand grinding of 
single-point carbide tools, silicon car- 
bide wheels cost about % as much to 
use as diamond wheels — per unit of 
carbide removed. And a 60 grit silicon 
carbide wheel gave as fine a finish as a 
100 grit diamond wheel! 

Of course, for grinding your multi- 
point carbide tools and similar jobs, 
you'll still want Norton diamond wheels 
in the desired bonds and grit sizes. But 
for many other applications, especially 
roughing, it will pay you to switch to 
CRYSTOLON wheels. We make them 
In grit sizes up to 200, resinoid bonded 
or in the new vitrified K-Bond — which 
is quality-controlled to produce half- 
grade increments of hardness, enabling 
you to “pin-point” your exact specifica- 
tions, 


See Your Norton Distributor 
for practical aid in selecting the most 


Fepruary, 1953 


economical Norton wheels — CRYSTO- 
LON abrasive or diamond abrasive — 
for your needs. If necessary, he'll call 
in your Norton Abrasive Engineer for 
expert consultation. Backed by the 
world’s largest manufacturers of abra- 
sives, these Norton team-workers are 
ready to help you add the product- 
improving, money-saving “Touch of 
Gold” to every grinding job you do. 


Get These 
Up-to-the-Minute Facts 


The December issue of Grits and 
Grinds, the Norton monthly magazine on 
grinding, contains no less than three 
articles on carbide tool grinding by well 
known Norton technicians. For valuable 
information on how to cut your grinding 
costs and improve quality, write us for 
your copy — also for these two helpful 
booklets on carbide grinding and how to 
make diamond 
wheels last longer. 
Norton COMPANY, 
Worcester 6, Mass. 
Distributors in all 
principal cities. Ex- 
port: Norton Behr- 
Manning Overseas 
Incorporated, 
Worcester 6, Mass. 


ae) 
hime 





* Trade-Mark Reg. U.S. Pat. Off. 
and Foreign Countries 








» 


A 
CARBIDE TIPS ON A FACE MILL ect keen cutting edges on 
a Norton diamond wheel — the most efficient and 
economical wheel for multipoint tool grinding. 





NORTON WHEELS FOR THE “TOUCH OF GOLD” in 
carbide grinding include diamond wheels in three bonds 

- vitrified, resinoid and metal and CRYSTOLON 
wheels in two bonds — vitrified and resinoid. 


NORTON 


ABRASIVES 


Qllaking better products 
to make other products better 





W-1467 
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SPEED your 
MAIL 


SORTING 


this low cost way! 





CORBIN Maii Handling Equipment 
saves time — reduces cost. Used in the 
majority of U. S. Post Offices and in the 
mail rooms of leading commercial firms, 
Universities, colleges, hospitals and 
other institutions. 


CORBIN’S facilities and more than 
fifty years’ experience combined, are 
your assurance of quality equipment 
at low cost. We will help you choose 
equipment to meet your requirements. 
All items are constructed of selected 
hardwoods. Joints are dovetailed and 
glued. All surfaces are smooth sanded 
and varnished or lacquered. Shipped to 
you assembled, complete with hardware, 







_ Pigeonholes 
Arranged 

| for Your 

Specific 

Needs... 








Send for 
illustrated 
Catalog... 


Corbin offers WIDE VARIETY OF 
MAIL ROOM EQUIPMENT 

® Work Tables 

* Key Cabinets 

° Work Benches 

* Sorting Tables 

* Bulletin Boards 

* Portable Tables 


Corbin Wood Products Division Dept. 1 


The American Hardware Corp., 
New Britain, Conn. 


Please send illustrated literature and prices | 
on your Corbin mail handling equipment. 


Name 





ichiniaeie i Cae 








Wireless Intercom 





A new wireless intercom is said 
to be simple to install as a 
lamp or a radio. In most cases, a 
station can be located wherever 
there is a power outlet. It is readily 
moved from place to place, provid- 
ing a flexibility impossible with 
wired intercommuncation or tele- 
phone type service. It can be used 
with two or more stations, with all 
conversations heard by all stations 
in the system. Employing the power 
lines already existing in the build- 
ing as the transmitter and utilizing 
an exclusive noise suppression cir- 
cuit in every unit, the system is 
claimed by the manufacturers, David 
Bogen Co., Inc., 29 Ninth Ave., 
New York 14, N.Y., as the most 
reliable and quiet wireless operation 
yet developed. 


as 


Insulation Tape Resists 
Fire, Mold and Rot 





An exceptionally lightweight, fine 
glass fiber insulation is announced 
by Gustin-Bacon Mfg. Co., Kansas 
City, Mo. Called Ultrafine, it will 
not rot, mold or decay and it is 
fire resistant. It has no odors, nor 
will it pick them up. It is available 
in rolls either plain or faced with 
many types of facings already ad- 
hered to the insulation. It is manu- 
factured in compressed rolls, mini- 
mum width 6” maximum 72”, and 
in thicknesses from %” to 14”. It 
can be cut with an ordinary knife 
and can be applied to all types of 
heated and cool equipment up to 
its temperature limit (+450 deg F). 


Please mention PURCHASING Magazine when writing to advertisers. 


HOT DIP 
GALVANIZING 


.. EXCELLENT FACILITIES 
for PICKLING & OILING 


Our Record: Over 50 years of 





progressive galvanizing service 
to manufacturers and fabrica- 
tors of iron and steel products 
. . . any size or shape, any size 
order from the smallest to the 
largest. Excellent facilities for 


pickling and oiling. 


“TO ECONOMIZE, 
GALVANIZE AT 
ENTERPRISE”’ 


ENTERPRISE 
GALVANIZING CO. 


| 2519 Bee Ce ae et eee daa 
PHILADELPHIA 25, PENNSYLVANIA 




















HONOR ROLLS 
MEMORIALS * AWARDS * TESTIMONIALS 
COMMEMORATIVE PLAQUES 


Every organization should keep on hand this 
big 52-page catalog, illustrating over 150 


suggestions for handsome, imperishable, 


solid bronze plaques. Sent free — ask for 
Catalog A. Write Dept. 34. 


TROPHIES and MEDALS, 


Special catalog illus- 
trotes 900 cups, tro- 
phies, medals, etc. 
suitable for presen- 
tation as prizes and 
awards in all kinds 
of contests, or for 
testimonial purposes. 
Sent free — ask for 
Catalog B. 


TOO! 





















INTERNATIONAL 










BRONZE TABLET CO.,INC 
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§ 

2 © Industry depends on O-B valves for both 

the tough and easy jobs. Cast of high-grade steam 
; bronze, this No. 16 Line solder-type valve-- 

; safe for steam up to 125 pounds--has the same 
fine quality found in all O-B valves, O-B 
valves are available for nine out of ten industrial 
- applications. Ask your local distributor 


,, about them today. 


OHIO, U.S. A. 








4370-V 
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cold forged 


meta 


For (Vv) high quality material, 
(V) precise machining, (Vv) 
fast assembly, and (Vv ) good ap- 
pearance, specify CHANDLER 
cold forged metal fasteners. 
They are manufactured from 
tested high quality alloy steel 
by the most modern machinery 
and methods. Every fastener 
must pass rigid inspection to 
make sure it meets your specifi- 
cations. This uniform high qual- 
ity makes assembly faster, and 
smoothly finished heads assure 
good appearance of the com- 
pleted assemblies. 


Specialists in Alloy Bolts... 
Grinding to close tolerances... 
Drilled heads or shanks. Dia- 
meters 1/4” 5/16” 3/8” to 3” 
in length and diameters 7/16” 
1/2” 9/16” to 5” in length. 


958-CH 


Manufacturers of Place Self Locking Bolts 


Cz; dler 2) 


1489 Chardon Road 
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Portable Variable Transformer 


Pacific Transductor Corp., 1192] 
West Pico Blvd., Los Angeles 64 
Calif., has announced a_ variable 
transformer for portable use 
factory or laboratory. 

With a primary of 117 v a-c, 
watts, the secondary is from 7 to 13 
v a-c continuously variable and 4 
amp continuous duty. It can be used 
for 6 to 12 v lamps, small motors, 
heater elements and for operation 
of a-c relays and solenoids. The unit 
weighs 3 lb. Its dimensions are 3%” 
x 4” x 31” high. Each unit is sup- 
plied with a 6’ a-c cord. The trans- 7 
former is sufficiently rugged for 7 
general use in either temporary or 
permanent installations. 


in 


Material Handling Truck 
For Cramped Spaces 


Combining the convenience of the 
hand truck with the utility of power 
and speed, this truck is for handling 
boxes, barrels, drums, bags, L.C.L. 
freight, castings, etc. Its compact 
construction, small turning radius, 
and front steering enables it to 
move through narrow aisles or clut- 
tered areas. Its light weight permits 
use on elevators and floors where 
heavy units cannot operate. Kala- 
mazoo Mfg. Co., 1827 Reed St. 
Kalamazoo, Mich., offer the truck 
in six models—hydraulic and man- 
ual lifts. It handles materials up to 
800 lb (12” load center). 


Plug-in System Warns 
of Off-Normalcies 


Panalarm Products, Inc., Chicago 
40, Ill., has developed a new type of 
plug-in annunciator incorporating 
complete interchangeability of cit- 
cuits and functions. It is unique im 
that one of these units can be used 
to signal any “off-normal” condi- 
tions throughout the plant. The unit 
is hermetically sealed, thus protected 
from adverse atmospheres or corro- 
sion. It is suitable for all Class 1, 
Division 2 locations. Used either as 

(Please turn to page 146) 
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Our 662 Year 


HINDE & DAUCH 
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METALS 


Federated Metals Division, American Smelting and Refining Company 
120 Broadway, New York 5, N.Y. - 


in Canada: Federated Metals Canada, Ltd., Toronto, Montreal 


BABBITTS 





New Basic Raw Material 
Has Many Applications 


A comp.etely new synthetic re. 
sin, Piccopale, has been developed 
by the Pennsylvania Industrial Che- 
mical Corp., of Clairton, Pa. It can 
be made available in enormous 
quantities as it is essentially a hard 
hydro-carbon produced by the poly- 
merization of unsaturates derived 
by the deep cracking of petroleum. 
The nature of Piccopale allows the 
manufacture, in volume and at low 
cost, of a material to fill the gap be- 
tween petrolatum and _ petroleum 
rubbers in the following series: pe- 
troleum solvents, oils, waxes, petro- 
latums, Piccopale, and petroleum 
based elastometers and rubbers. 


High-Pressure Industrial 
Rubber Hose 


A hose with unusual characteris- 
tics of strength, flexibility, oil and 
abrasion resistance, is also said to 
have ability to satisfactorily with- 
stand effects of both high and low 
temperatures. It is made with a 
mandrel cured, Reprene tube in 
lengths to and including 60 feet. The 
tube is reinforced with a specially 
selected textile carcass which is con- 
tinuously braided around the tube in 
multiple rubber-impregnated plies 
or with alternating plies of braided 
fabrics and braided plies of wire, or 
with multiple braids of standard or 
extra heavy wire only. The hose is 
built to withstand working pressures 
as high as 5,500 psi. It is made by 
Lee Rubber and Tire Corp., Youngs- 
town 1, Ohio. 


Face Milling Cutter Has 
Solid Carbide Blades 


Super Tool Company, 21650 Hoov- 
er Rd., Detroit 13, Mich., has 
brought out an improved solid car- 
bide inserted blade face milling cut- 
ter, called the IBH type. The cutter 
can also be used as a half side mill. 
It has only 3 parts: blade, wedge 
and screw, to be assembled with the 
steel body. The body is recessed be- 
low each wedge to facilitate quick 
and easy wedge removal. The 
threads are in the wedges and not 
in the body. In case of accident with 
this threaded design, all damage }s5 
absorbed by the blades and wedges 
and the body can be refitted to re- 
sume work quickly. All blades and 
parts are interchangeable. Cutter 1s 
available in six staandard sizes, 1m 
both right hand and left hand and 





in specials. 
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The part-winding increment motor and starter 
combination (pioneered by Wagner) provides 
an economical method of starting polyphase 
squirrel-cage motors for any application where 
reduced current draw at start is required or de- 
sirable. No auto-transformers or resistors are 
necessary. 

Voltage disturbances on the line are reduced 
because current taken from the line is not broken 
during the starting period—as is the case when 
auto-transformers or compensator-type starters 
are used. 

You benefit when you install a Wagner incre- 
ment motor and starter “package’’ because you 
get a highly efficient, most economical, motor and 
starter combination that limits inrush of motor 







ELECTRIC MOTORS + TRANSFORMERS + INDUSTRIAL 


a 






because if’s a 


agner 
Increment Motor 


and Starter 
Combination 


This fly ash control equipment, on the roof of a Detroit Auto Body Corporation, 
is powered by a 250 hp, 220 volt, 1160 rpm, totally-enclosed Wagner motor. 


current to values that are acceptable to most 
power companies for all or parts of their dis- 
tribution systems. 


** ok 


When you standardize on Wagner Motors—you 
get the advantages of a liberal warranty .. . of 
nationwide service facilities, with on-the-spot 
service, replacement motors and parts available 
from 25 Wagner-owned Service Branches and 
more than 750 Authorized Service Stations. You 
can choose from a wide variety of types and sizes 
(from 1/125 to 400 hp.) Bulletin MU-185 gives 
complete information—write for your copy. Bul- 
letin MU-128 gives full information on Wagner 
Increment Motor and Starter Combinations. 


WAGNER ELECTRIC CORPORATION 
6360 Plymouth Ave., St. Louis 14, Mo., U.S.A, 


AUTOMOTIVE BRAKE SYSTEMS —~ AIR AND HYDRAULIC 







BRANCHES IN 32 PRINCIPAL CITIES 









BRAKES 








MS3-6 
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HOW WOULD You 4 
MOVE THIS 
PILE OF PARTS? 





AMERICA’S FINEST INDUSTRIAL 
PACKAGING LABORATORY 

It is here where more efficient containers are born. 
We will be glad to study your problem and design 


a container that best meets your specific needs. 
Write for complete detail 


BOX COMPANY 
Ciletd GENERAL OFFICES: 1843 Miner St., Des Plaines, Ill. 


DISTRICT OFFICES AND FACTORIES: Cincinnati, Denville, N. J., 
Detroit, East St. Lovis, Kansas City, Louisville, Milwaukee, 
Sheboygan, Winchendon. General Box Company of Mississippi, 
Meridian, Miss. Continental Box Company, Inc. Houston, Dallas 





ENGINEERED SHIPPING CONTAINERS FOR EVERY SHIPPING NEED 


® Wirebound Crates and Boxes ¢ Generalift Pallet Boxes © Generalite Beverage Cases 


® Cleated Corrugated and Watkins-Type Boxes e All-Bound Boxes © Corrugated Boxes 
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(Continued from page 142) 
running or trouble signals, the unit 
provides both an audible and a 
visual alert that must be acknowl- 
edged by the operator when any 
“off-normal” condition develops, 
Standard stock systems provide for 
from 3 to 54 individual signals. 


Self-Ventilating Buff 
For Faster Work 


According to Hanson-Van Winkle- 
Munning Co., Matawan, N.J., this 
buff enables faster buffing and re- 
duces buff wear. It can be used for 
hand or machine operation. When 
two or more are combined to make 
up a buffing wheel, ventilating air 
enters the wheel through holes in 
the fiber-board centers of the buffs. 
As the wheel rotates, centrifugal 
force drives the air through twelve 
channels between each buff to the 
cloth portions of the buff where 
numerous ruffles distribute air over 
the buff side and channel it on 
through the wheel, cooling as it 
goes. 


Transparent Plastic Pipe 


Transparent pipes and_ fittings 
made of cellulose acetate butyrate 
are produced by Elmer E. Mills 
Corp., 2930 N. Ashland Ave., Chi- 
cago 13, Ill. Available in sizes from 
14” through 4”, the pipe offers many 
je ovr for handling oils, gases, 
water, slurries and a wide variety 
of chemicals, because it permits ob- 
servation of processes and has ex- 
tremely high resistance to corrosion 
and other forms of chemical attack. 
Sections of the pipe are quickly and 
easily joined by a solvent cement 
that produces a leak-proof, homo- 
geneous bond. No threading oF 
special tools are required, even when 
connecting to steel pipe and fittings. 
Sizes up to 2” have working pres- 
sures of 100 psi at 100 deg F. 
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prospecting | for 
specialty steels? 


Relax and get in touch with Crucible. You’ll find practically 
all of our more than 400 specialty steels readily available 
from stock in our nearest warehouse. If it’s Tool Steel you’re 
looking for, you’ll find a complete line. 


With Crucible warehouses conveniently located all over 
ca the country, there’s bound to be one within quick delivery 
distance of your plant. Call us today. 


Stocks maintained of: 
Rex High Speed Steel ... ALL grades of Tool Steel (including 
(\> \ A Die Casting and Plastic Die Steel, Drill Rod, Tool Bits and 
Ve Hollow Drill Steel) . . . Stainless Steel (Sheets, Bars, Wire, 
awe 
QO a Billets, Electrodes) ... AISI Alloy, Max-el Machinery, Onyx 
ame D Spring and Special Purpose Steels 





CRUCIBLE| first name in special purpose steels 
52 years of | Fine | steelmaking \NAREHOUSE SERVICE 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


Branch Offices and Warehouses: ATLANTA «* BALTIMORE «* BOSTON «© BUFFALO «* CHARLOTTE * CHICAGO «+ CINCINNATI! * CLEVELAND 
DENVER * DETROIT « HOUSTON * INDIANAPOLIS *« LOS ANGELES * MILWAUKEE * NEWARK * NEW HAVEN * NEW YORK © PHILADELPHIA » PITTSBURGH 
PROVIDENCE * ROCKFORD « SAN FRANCISCO + SEATTLE * SPRINGFIELD, MASS. * ST. LOUIS * ST. PAUL * SYRACUSE * TORONTO, ONT. * WASHINGTON, D.C. 
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SOLID STEEL COLLARS 


Your HALLOWELL industrial dis- 
tributor stocks these precision 
machined steel collars in sizes to fit 
shafts from ?,/’ to 3” diameter 
inclusive. The famous self-locking 
UNBRAKO Socket Set Screw—the 
screw that won't work loose— 
assures positive positioning of every 
HALLOWELL collar. Write for litera- 
ture. SPS, Jenkintown 31, Pa. 





Chu Hii Géaa  WSTARI FOR THE FUTURE 


HALLOWELL POWER TRANSMISSION DIVISION $ 


. JENKINTOWN 





PENNSYLVANIA 
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REFLECT QUALITY, 
ADD SALES APPEAL TO YOUR PRODUCT 


A Metal Arts die-embossed name plate on your new or established 

product reflects quality and adds sales appeal. Made to your 

engineer's specifications in any shape, form, design, color, with 

either vitreous or duco enamel, or if desired, we will create a Write today for 

distinctive name plate for you. pear ar: thg 
The many leading companies using Metal Arts name plates are 

your assurance that there's no finer name plate for your product. 


METAL ARTS CO,., Inc. Dept. 9 Rochester, N. Y. 

















Condensate Return Units 


Simplex and duplex condensate 
return units are available in a ca- 
pacity range suitable for handling 
condensate for heating systems with 
ratings from 800 to 10,000 EDR and 
pressures up to 50 psi. The units 
‘ombine the latest features in verti- 
cal turbine-type pump design with 
minimum space requirements, quiet 
operation, with minimum loss of 
heat units. Being close-coupled, the 
pump is quiet. It has no shaft bear- 
ings to wear and become noisy. 
Pump and motor are mounted on 
resilient synthetic rubber. Pump- 
ing unit is of bronze to avoid cor- 
rosion and insure long life. Com- 
pactness with maximum capacity 
is assured by means of a rectangu- 
lar receiver. They are made by 
Aurora Pump Co., Aurora, III 


Midget Motors With 
Multi-Purpose Gearing 





", 
cS 
a 


General Die Stamping Co., 262 
Mott St., New York 12, N. Y., an- 
nounces a new range of midget 
electric motors, comprising seven 
models semi-enclosed with brackets, 
and one which is of the open type. 
They have multi-purpose gear 
trains and are designed for a wide 
variety of speeds and applications. 
They operate on 110/120 v a-c 
50/60 cycles and at low and medi- 
um speeds have great torque. Elec- 
tric consumption is no more than 
15 watts. The gearing can be sup- 
plied with single or multiple shafts 
which permit of any one or com- 
bination of speeds from 1 rpm to 
1150 rpm. 


Silicone Coating Repels Water 


When treated with the coating 
named “Dehydratine No. 22”, de- 
veloped by A. C. Horn Co., Inc., 
Long Island 1, N. Y., pores of con- 
crete, stucco and masonry are said to 
become water repellent. The coat- 
ing contains polysiloxane resins 
generally known as silicones, which 
operate on the principle of nega- 

(Please turn to page 15%) 
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"We standardized on SACZZ Drills for 
low maintenance, local factory service,” 


—says Roy Berger, factory manager “We give portable tools long, tough use, 

CASTLE INDUSTRIES, INC. and must have parts and repair service avail- 

Paine Field, Everett, Washington able. The local SKIL Factory Branch Office 

is the answer. However,” he continues, “‘due 

‘“Weuse 25 Model 47 SKIL Drills constantly to SKIL quality, maintenance has been very 

in our sub-assembly of aircraft parts and low, performance has been the best! SKIL 

manufacturing of precision stainless steel Drills are first-rate—light-weight and com- 
and aluminum products,” says Mr. Berger. pact, ideal for aircraft production.” 


Ernest Brevik uses SKIL Drill 
Model 47 with floating drill 
guide in assembly work. He says, 
“Compact size of this SKIL Drill 
makes jobs like this possible. They 
have more power for their size 
than any drill I've used.” 








John Huber uses the SKIL Pneumatic Drill, Model 
1013, to drill rivet holes in a door assembly. 
There are now 32 models in the SKIL line of air 
tools. Unequalled for compactness, low main- 
tenance, durability. 








Charles Hupe cuts steel tubing with the SKIL 
Radial Saw, Mode! 450. He says, “We also 
speed work and insure accurate cutting by 
using this great tool to saw aluminum extrusions, 
plus wood and trim parts.” 


Skil Factory Branches in 


CALL YOUR DISTRIBUTOR FOR 
34 Principol Cities 


In Canada: Skiltools, Ltd., COMPLETE INFORMATION OR CALL YOUR 
3601 Dundas Street West, 


Toronto 9, Ontario NEAREST SKIL FACTORY BRANCH 
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Rafter-high storage of bulky boxed cereals at Kellogg Co., Battle Creek, Michigan. 


Put 7em Ue ... stop lacking 


storage Capacity and overcrowding floor space . . . start 
stacking capacity-loads and cash in on otherwise wasted 
overhead space. Stacking is just one of countless handling 
jobs you can count on Towmotor to keep on doing better. 
‘“Man-Hour Thieves” tells the complete cost-cutting story. 
Write for your copy and name of your nearest Towmotor 
Representative. Towmotor Corporation, Div. 1102, 1226 
E. 152nd St., Cleveland 10, Ohio. 





CTCL 
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FORK LIFT TRUCKS and TRACTORS 
SINCE 1919 
RECEIVING © PROCESSING © STORAGE ® DISTRIBUTION 



















(Continued from page 148) 
tive capillarity. This is a condition 
where a capillary tube, lined with a 
non-wettable material, offers a4 
strong resistance to the passage of 
water. The silicone compounds, ap- 
plied to masonry surfaces, penetrate 
more deeply than conventional sur- 
face treatments and provide a higher 
degree of water repellence for a 
longer period of time. It can be ap- 
plied by brush or spray. 


Semi-Automatic Serpentine 
Coil! Bender 





This small, semi-automatic ma- 
chine for serpentine coil bending 
was designed by Pines Engineering 
Co., of Aurora, IIl., to fit production 
line needs. It is equipped with a 
single control lever, a_ stationary 
bending form, a rotating wiping 
shoe, and a semi-circular table to 
mantain coils in a horizontal posi- 
tion during the sweep of the bend- 
ing cycle. The control is _ so 
arranged that the operator can con- 
veniently handle the positioning of 
the workpiece with speed and a 
minimum of effort. Production 
averages 450 bends per hour. It will 
handle tubing up to 1” OD, 16” gage, 
and 5’ in length. 


Shaft-Mounted Speed 
Reduction Drives 


A series of 20.1 ratio speed re- 
duction units is said to represent 
the most advanced design in shaft- 
mounted speed reducers since they 
were first introduced. The gearing 
consists of two trains of the single- 
helical type. They are precision cut 
from alloy steel forgings and are 
flame hardened. The American Pul- 
ley Co., 4200 Wissahicken Ave. 
Philadelphia 29, Pa., makes use 
in the construction of these drives 
of both ball bearings and tapered 


_roller bearings where each can be 


utilized most effectively. Longer 
bearing and gear life is made pos- 
sible by the exclusive three-wall 
housing. Gearings and bearings are 
continuously splash-lubricated. 
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“ON-THE-JOB” CUTTING OIL TESTS 
BY CITIES SERVICE ENGINEERS! 


at Timken-Detroit Axle Company 


TOOL WEAR REDUCED 25%...MANUFACTURING COSTS ALSO CUT! 


In an effort to reduce tool wear and cut manufacturing costs, 
the Wisconsin Division of Timken-Detroit Axle Company at 
Oshkosh called in Cities Service Engineers to make “on-the-job” 


tests. 


Cities Service Lubrication Engineers made an on-the-spot 
study of the Timken-Detroit operation. This “on-the-job” evalu- 
ation by skilled Cities Service Engineers, long practiced in solv- 
ing like problems, resulted ina recommendation for the use of 
a Chillo Cutting Oil that actually reduced tool wear 25% with 


proportionate savings in manufacturing costs! 


WHAT ARE YOUR PROBLEMS? Why not take advantage of 
free, “on-the-job” testing? Call for our lubrication engineers at 
the office nearest you, or write Cities Service Oil Company, 


Dept. B31, Sixty Wall Tower, New York City 5, New York. 















































REDUCE ASSEMBLY TIME 


Workmen gain time assembling with 
Pheoll screws, bolts, and nuts because 
they are accurately threaded, drive 
easily, seat rapidly, grip tighter—as- 
suring stronger assemblies, easier in- 
spection and less rejects. 





Save Casts... Increase Profits 
with these Pheoll "Fasteners 








ASK aBour 
| Machine Bolts 
| 8p Screws 
Screwst A 
| Stove Boits 


tFurnished in slotted 
and Phillips Recessed Head Types 


PHEOLL 
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Sine Chuck Simplifies 
Grinding Set-Ups 





This chuck, designed by Magna- 
Lock Inc., Dept. 1350, Big Rapids, 
Mich., permits making angular set- 
ups on surface grinders in minutes 
instead of hours. It also provides 
the advantages of magnetic chuck- 
ing. It is simple to use as there are 
no dials or gages to _ interpret. 
Standard gage blocks insure maxi- 
mum accuracy. The blocks required 
for a particular angle set-up are 
quickly determined by reference to 
the table of contents furnished with 
each Magna-Lock sine. The power- 
ful magnetic attraction of the sine 
holds work securely during the 
grinding operation, eliminating 
warpage or distortion of the work- 
piece. 


Machine Tool Light 
Resists High Vibration 





This special heavy duty machine 


tool light supplements ordinary 
plant lighting on such machines as 
punch presses. and others where 
the rugged design resists high vi- 
brations and oil vapors. Both the 
socket and bulb are encased in a 
one-piece heavy formed steel re- 
flector. The adjustable arm is extra 
large to resist vibrational movement. 
It has an oil-proof wrapping to 
prevent loosening from oil vapors 
and oil splashings. To remove the 
hazard of mechanical failure due to 
(Please turn to page 1536) 








ATLANTA, Ga., Alpine 4885 
Morrison-Drabner Stee! Co., Inc. 


BALTIMORE, Md., Peabody 7300 
Hill-Chase Steel Company of Maryland 
Asheboro, N.C.: Phone 8849 
Richmond, Va.: Phone 7-4573 

BEAUMONT, Tex., Phone 4-264] 
Standard Brass & Mfg. Co. 

CHICAGO METROPOLITAN AREA 
Korhumel Steel & Aluminum Company 
Evanston, Iil.: Ambassador 2-6700 

CINCINNATI, Ohio, Wabash 4480, 448) 
Morrison-Drabner Steel Co., Inc. i 

CLEVELAND, Ohio 
Nottingham Stee! Company 
Atlantic 1-5100 
Copper & Brass Sales, Inc. 

Endicott 1-6757 

DALLAS, Tex. 

Delta Metals, Inc. 
Hunter 7446 

Earle M. Jorgensen Co. 
Riverside 1761 

DAVENPORT, lowa, Phone 3-1895 
Nichols Wire & Aluminum Co. 

DETROIT, Mich. 

Copper & Brass Sales, Inc. 
Lorain 7-3380 

HONOLULU, T. H., Phone 5-2541 
Permanente Cement Co. 

HOUSTON, Tex. 

Standard Brass & Mfg. Co. 
Preston 1123 
Earle M. Jorgensen Co. 
Orchard 1621 
INDIANAPOLIS, Ind. 
FH. Langsenkamp Company 
Imperial 4321 
Korhumel Steel & Aluminum Company 
Franklin 5361 
KANSAS CITY, Mo., Victor 1041 
Industrial Metals, Inc. 
LOS ANGELES, Calif. 
Eureka Metals Supply Company 
Mutual 7286 
Earle M. Jorgensen Co. 
Lucas 0281 
Reliance Steel Company 
Adams 3-3193 
MILWAUKEE, Wis., Evergreen 4-6000 
Korhume!l Steel & Aluminum Corp. 
of Wisconsin 
MINNEAPOLIS, Minn., 
Korhumel Steel & Aluminum Company 
Gladstone 5943, Prior 4030 
NEW ORLEANS, La. 
Orleans Steel Products Co., Inc. 
Raymond 2116 
Standard Brass & Mfg. Co. ‘ 
Aud. 1353 
NEW YORK METROPOLITAN AREA 
A. R. Purdy Co., Inc. 
Lyndhurst: Rutherford 2-8100 
New York: Chelsea 3-4455 
Newark: Humboldt 2-5566 
OAKLAND, Calif. 
Gilmore Steel & Supply Company 
Glencourt 1-1680 
Earle M. Jorgensen Co. 
Higate 4-2030 
OMAHA, Nebr., Atlantic 1830 
Gate City Stee! Works 
ORLANDO, Fia., Phone 7124 
Robinson Bros., Inc. 
PHILADELPHIA, Penna., Delaware 6-5400 
Hill-Chase & Company, Inc. 
Allentown: Allentown 28077 
York: York 5790 
PHOENIX, Ariz., Phone 8-533) 
Arizona Hardware Co., Inc. 
PITTSBURGH, Penna., Hemlock 1-5803 
Follansbee Metal Warehouses 
PORT ARTHUR, Tex., Phone 5-9377 
Standard Brass & Mfg. Co. 
PORTLAND, Ore., Tuxedo 5201 
Eagle Metals Inc. of Oregon 
SAN FRANCISCO, Calif., Klondike 2-0511 
Gilmore Steel & Supply Company 
SEATTLE, Wash., Lander 9974 
Eagle Metals Company 
SHREVEPORT, La., Phone 2-9483 
Standard Brass & Mfg. Co. 
SPOKANE, Wash., Madison 2419 
Eagle Metals Company | 
ST. LOUIS, Mo., Lucas 0051-2-3 
Industrial Metals, Inc. 
SYRACUSE, N. Y., Enterprise 6400 
A. R. Purdy Co., Inc. 
WICHITA, Kans., Phone 7-1208, 7-1209 
General Metals Incorporated 
WORCESTER, Mass., Worcester 7-4521 
Merrill Aluminum Corporation 
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You file his name under Service 


Goop reason for keeping in close touch 
with your Kaiser Aluminum Distribu- 
tor is the extra service he makes avail- 
able to you. 


He gives your order personal atten- 
tion, whether the market is soft or tight. 
the job large or small. He learns your 
problems, suggests solutions based on 
his specialized knowledge and experi- 
ence handling countless problems like 
yours. 


He investigates new methods to help 
you get more from available supplies. 








For experimental work, and for emer- 
gencies, he helps you obtain supplies. 
Often he assists you in securing sub- 
contracts by keeping you posted on 
continually changing government 
requirements. 


Even now, he may be able to supply 
all the aluminum you need. For Kaiser 
Aluminum will soon have increased 
its production of primary aluminum 


137%. 


See your Kaiser Aluminum Distrib- 
utor soon. 


aiser Aluminum 


Setting the pace... in growth, quality and service 


PRODUCERS OF: Sheet + Coil + Plate = 


Screw Machine Stock * Forging Stock * 


Fepruary, 1953 


* Ingot «+ Billet + Foil © Electrical Conductor 
Residential Siding * Corrugated Farm and Industrial Roofing * Shade Screening * Rod, Wire & Bar 
Rivet Wire « 
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Roll-Formed Shapes «* Extrusions 


HERE'S HOW 
YOUR DISTRIBUTOR 
HELPS YOU: 


4 ae : 
P - 


MORE VERSATILE INVENTORY — Large 
stocks maintained by your ware- 
house distributor give you the op- 
portunity to select from a complete 
range of alloys and form. 


LOWER COSTS—Specialization of 
warehouse plant and handling equip- 
ment permits deliveries at lower cost 
at machine side, cuts stock keeping 
and accounting costs. 





LOWER RAW MATERIAL INVESTMENT — 
Slit, sheared, or sawed stocks to fit 
every production demand can be de- 
livered to you daily. Eliminates ex- 
pense of idle or obsolete inventory. 





- 


SMALLER SPACE REQUIREMENTS — 
Small lot purchases mean less space 
is needed to house raw materials. 
Result: you can devote more space 
to profitable production. 


cat 
+t 
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3 to 6 hp. 6 to 9 hp. 


7 to 1412 np. 


WISCONSIN tix Croted: ENGINES 


15 to 36 hp. 


Based on data contained in a “Facts for Industry” report released on Sept. 5, 1952 by the 
U. S. Bureau of the Census, an aggregate average of 50.61% of all carburetor type 
internal combustion engines produced during 1950-'51 within an 11 to 175 cu. in. displ. 
range (approx. 3 to 40 hp.) were WISCONSIN HEAVY-DUTY AIR-COOLED ENGINES 
(exclusive of aircraft, automotive, outboard marine and ‘“‘captive’’ engines built by various 
manufacturers for use on their own equipment). 


Here is positive proof of top preference for Wisconsin Engines both by original equipment 
manufacturers and users of power-operated equipment. Proof of constantly growing 
recognition of the special adaptability of these fine engines to fit both the machine and 
the job. Proof of heavy-duty dependability and trouble-free air-cooling under weather 
and climatic extremes. 


Wisconsin general-purpose Air-Cooled Engines have been pre-judged and pre-selected by more power- 
wise purchasers than ALL other makes of engines combined, within a 3 to 40 hp. power range. Perhaps 
it’s your turn to specify *‘Wisconsin’’. Descriptive literature and engineering data on request. 


> WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
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there’s a db 


in gears 


“Decibel (db) tolerances in gears can be 
important—and if your gear needs call for 
minimum db tolerances—for silent operation— 
you'll be interested in the unique ‘extra service” 
offered by The Cincinnati Gear Company: scien- r 


SPUR 
tific sound inspection. Each gear you order can be WORM 
individually sound-checked with modern electronic INTERNAL 
testing equipment for the most exacting noise limits, SPIRAL BEVEL 
under a specified load and RPM. No guesswork—the HELICAL 
exact decibel noise ratio is registered on the dial HERRINGBONE 
pictured—your assurance of truly silent gear opera- *CONIFLEX BEVEL 
tion. Inquire today for complete details. 


h baal SPLINE SHAFT 





Gooo Gtass Omy > fy 








THE CINCINNATI GEAR COMPANY 
“Gears ...Good Gears Only” 
Wooster Pike and Mariemont Ave. e Cincinnati 27, Ohio 





*Reg. U. S. Pat. Off 
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(Continued from page 154) 
possible blows from the work being 
placed on the machine, the switch 
is made an integral part of the 
mounting box. Manufacturers: Vim- 


co Mfg. Co., 109 Brayton St., Buffalo, 
N.Y. 


Tools Measure 
Torque-in Motion 


Tools, made by Garvin Brothers, 
Inc., P. O. Box 536, South Bend, 
Ind., increases torque range han- 
dled from 0 to 2760 inch-lbs (0-230 
ft-lbs). Through the power-torque 
principle all these tools measure 
torque in motion. This is more ac- 
curate than measuring static torque 
after a part has been driven. Also 
by measuring torque in motion it is 
convenient:to torque test pre-loaded 
assemblies (as in transmissions, 
steerage gears and differentials) on 
the moving production line. Because 
the torque range of the larger mod- 
els exceeds the strength of an op- 
erator, they need to be mounted. 
They control torque at high speed 
accurately—within 2% of prescribed 
torque limits, 


Corrosion-Proof 
Surfacing Material 


A trowelled-on surfacing mate- 
rial, product of Ceilcote Co., 4832 
Ridge Rd., Cleveland 9, Ohio, is de- 
scribed as a substitute for acid- 
proof brick. It is a combination of 
synthetic liquid resin, inert fillers 
and pigments. It cures into a hard 
dense stone like corrosion-proof 
surface and withstands trucking, 
foot traffic and abrasion with a 
rated load carrying strength about 
four times that of dense concrete. 
Its greatest usefulness is in its appli- 
cation to walls and floors, subject to 
corrosive liquids or atmospheres, 
such as those found in food process- 
ing, metal finishing, petro chemical 
industries, etc. It is usually applied 
in 18” thick single layer. 


Overload Relay With 
Sealed Time Element 


Heinemann Electric Co., 322 Plum 
St., Trenton 2, N. J., has a new type 
of overload relay that combines ex- 
tremely high speed operation under 
dangerous conditions with time de- 
lay for starting inrush. It can be fur- 
nished with time delay curves to 
match the characteristics of the pro- 
tected equipment. Since it provides 
a definite high speed response point 

(Please turn to page 158) 
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The rugged 7-inch diameter shafts of this Clearfield *2 Maxi- 
muller are made faster and with better surface finish now that 
free-cutting Carilloy FC steel is used. Each shaft supports and 
guides a 7',-ton muller and must withstand huge jarring, bending, 
and twisting loads. 


Although easy to machine, Carilloy FC steel provides the 
strength and hardness required in heavy-duty parts. It is 
quenched and tempered to desired hardness at the mill and re- 
quires no additional heat treatment after machining. 





USS Carilloy 
Steels 


UNITED STATES STEEL CORPORATION, PITTSBURGH 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 

UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





Heavy-duty parts made faster at lower cost 


“cutting, °MRILLOY FC STEEL 


High hardness and strength 
plug easy machining 


@ You can save money by using U-S’S CarIL- 
Loy FC steel in gears, axles, shafts, and other 
heavy-duty parts that require tensile strength 
between 125,000 and 175,000 psi. This pre- 
hardened, free-cutting steel is easier to machine 
than comparable alloy steels, and it requires no 
heat treating after machining. 

Tools last much longer, and parts can be 
machined faster with CARILLOY FC, because it 
cuts cleaner and easier than through-hardening 
alloy steels of equal hardness. 

CARILLOY FC steel is quenched and tempered 
to the exact hardness you need. Since it requires 
no additional heat treatment after machining, 
you eliminate rejects caused by distortion and 
scaling. 

CARILLOY FC steel is available annealed, or 
quenched and tempered to any hardness from 
255 to 375 Brinell, in all standard bar sizes. And 
a complete range of hot-rolled bar and semi- 
finished sizes can be furnished for jobs that 
require forging. 


Send for more information 


You can now get complete information about 
CARILLOY FC steels in a new booklet, ““CARIL- 
Loy FC Steel, Free-cutting and Pre-hardened.” 
For a free copy, send us the coupon below. 


City & State 


~-——— GET COMPLETE INFORMATION, ___ ___ 
| United States Steel 
| Room 2809-R 525 William Penn Place 
| Pittsburgh 30, Pa. 
| Please send me a copy of your new booklet, | 
| “CaRILLOY FC Steel, Free-cutting and Pre- 
r hardened,” which contains complete technical | 
information on CaRILLoy FC steels. | 
| Name Title | 
| MING i, 0c bass suaus ahs ee eee 
’ 
7 Address 
| 
| 
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me Special 7 


® Special fasteners are our specialty. Use our experience 
to solve your problems with Circle ® bolts designed and 
made to your particular requirements. You can im- 
prove your product design and performance 

_while cutting assembly time and costs. 


® Look to Buffalo Bolt for the direct 
answer to your fastener problems. Start 
right by writing for details today. Your 
inquiry will receive special attention, 
too. Ask for standard fastener 

Catalog No. 51 when you write. 


BURFALO 


BOL COMMA? 


Division Of Buffalo Eclipse Corporatiod 2 2a 
_ North Tonawanda, N. Y. , 


ei | _ Sales Offices in Principal Cites 
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(Continued from page 156) 


at eight times rating it, however, 
fulfills an urgent need for protect- 
ing hermetically sealed motors, elec- 
tronic circuits and control systems, 
These applications require fast pro- 
tection at relatively low overload 
values. The relays are isnulated for 
440 v service with coil ratings from 
7 to 100 amp. 


Positioning Lift 





Hamilton Tool Co., Hamilton, 
Ohio, has a materials handling de- 
vice, called “Portelvator,” which 
takes care of the problem of “posi- 
tioning” of tools, materials, etc., for 
machine set-up. machine feeding, 
or finish. In the photo it is handling 
paper rolls for application of pro- 
tective wrapping paper to the rolls’ 
circumference but the device can 
be applied to other many parallel 
operations. The table area of the 
lifting device measures 60” x 72”, 
the lift is 21%” (from 5%” to 
26” above floor level), and the load 
capacity is 6,000 lb. It is push button 
operated, enclosed on all sides and 
features a tilt top with a 3” move- 
ment. 


Speeds Paint Application 


A portable hot plastic spray unit 
designed by a master mechanic at 
the Long Beach Naval Shipyard 
greatly facilitates application of hot 
plastic ship-bottom paint. The unit 
consists of a 250-gal. steam-jacketed 
mixing kettle, air operated pro- 
peller-type agitator, and heavy duty 
double action air operated pump. 
In actual test with the unit, four 
men painted 40% of a destroyer 
hull in less time than it took nine 
men using the older spray method 
to cover the same area of another 
hull. Further details are available 
from Navy Technical News, Office 
of Information, Navy Department, 
Washington 25, D. C. 
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Easy local call... 





Walter C. Klawitter is typical of the 
friendly and efficient personnel in Stand 
ard Oil service-supply centers throughout 
the Midwest. 
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EW engraved 


INSPECTION STAMPS 


of VINYLITE 4s , — 


Better than rubber 
* ways 






- 


OFS VINYLITE 
I$ ACID-PROOF 


Acid etching inks, used for permanent stamping on metal and all! non-porous , 
surfaces will eat away at rubber. Vinylite resists this action — gives longer 
life by far! 

























ENGRAVED VINYLITE STAMPING 
GIVES RAZOR-SHARP IMPRESSIONS EVERY TIME 


Heavy base inks will clog shallow rubber stamp faces rapidly. Our deep- 
molded engraved VINYLITE stamp faces have more than three times the 
depth of ordinary rubber stamps. Markings always remain super sharp... . 
an important advantage since this mark is a permanent record of your 
inspector’s approval. 


sR VINYLITE 


HAS CUSHION-LIKE RESILIENCE 


Our VINYLITE molding process includes a timed curing that imparts to this 
versatile plastic all the elasticity of rubber. Resilient VINYLITE resists abrasive 
action, conforms to irregular surfaces . . . and lasts much longer! 


We recommend the following 


Tee for standard inspection procedures: 
VINYLITE 







iS ADAPTABLE 


THE SELF-INKING MIDGET 
TO ANY 
MARKING 
DEVICE! 


THE DURO-POCKET STAMP 


THE PIN 
& PEG 











HOW ABOUT _ 





i cenek: fant Mee @ KRENGEL MANUFACTURING CO., INC. ¢ 
duplicated, affixed perma- t 227 Fulton St., New York, N. Y. Tel.: CO. 7-5714 ry 
nently to the Prewss oere v9 £ Please send the following: ’ 
a eee ' a FREE Vinylite Sample Please have salesman call ry 
design one). & Price List for appointment ' 
NAME ecselileiacasiceaseipcscn re acogeastes y 
For FREE roe Ee t 
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Signalling Switch 


More safety on the road is prom- 
ised by a new signalling switch that 
warns of drop in air pressure on 
vehicles equipped with air brakes, 
The switch sounds a buzzer or other 
signal when air pressure falls below 
the safety level. This will demand 
the driver’s attention if the air 
pressure drops dangerously, usually 
below about 60 pounds. The pres- 
sure switch is production by the 
Rochester Manutacturing Company, 


Rochester 10, N. Y. 


Quick Drying Stencil Ink 


Stenciling can be immensely 
speeded up, claims Reynolds Indus- 
tries, Inc., 4500 Euclid Ave., Cleve- 
land 3, Ohio. Quick drying stencil 
ink is the answer. The company 
puts it up in aerosol containers and 
it can be applied with a spray, en- 
abling four times as many stencils 
to be made per man hour compared 
with the time consuming brush-on 
method of stenciling. From 100 to 
300 three-line stencils are obtained 
from one 12 ounce can. 


Silver Applicator 


All types of electrical connections 
or joints, including aluminum, can 
now be made with Rapid High 
Speed Silver, a processed silver ap- 
plicator developed by Rapid Elec- 
troplating Process, Inc., 1414 S. 
Wabash Ave., Chicago 5, Ill. It 
ensures the highest known electrical 
and thermal conductivity. It is self 
renewing and coats 35 square feet 
per 16 fluid ounce jar. It can be 
applied on assembled or unassem- 
bled equipment. 


Stainless Steel 
Industrial Meter 


A new 2 BC rotocycle industrial 
meter has been developed by Rock- 
well Mfg. Co., 400 N. Lexington 
Ave., Pittsburgh 8, Pa., to handle 
corrosive liquids common to the 
cellulose, chemical, food, oils and 
fats, rubber, pharmaceutical and in- 
dustrial processing field. The meter 
features a maximum capacity of 100 
gpm at a working pressure of 125 
psi. All materials in contact with 
corrosive liquids are of stainless 
steel, insuring satisfactory opera- 
tion. Remote registration provides 


(Please turn to page 164) 
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UTICA TOOLS® are available with 
these special handles designed to 
increase comfort and efficiency. 


Additional cost is modest. 








oO SPRINGS FOR 
REPETITIVE OPERATIONS 


Spring in handle opens 
jaws when pressure is 
relaxed. Spring can be 
provided separately or in 
combination with “Cush- 
ion Grip” dipped plastic 


b4 handles. 
he Speeds the work by reducing hand fa- 
t tigue on frequently repeated operations. 


RE a at as 


iC) “CUSHION GRIP" PLASTIC 3) KNURLED PLASTIC 

“Cushion Grip" dipped soft plastic Red plastic handles with deep knur- 
ASK YOUR INDUSTRIAL handles give extra comfort. Particu- ling for a positive but comfortable 
DISTRIBUTOR ABOUT UTICA larly effective for women operators grip. Non-burning and non-explo- 
PLIERS WITH SPECIAL HANDLES on production lines. Standard colors sive they will stand up under ex- 

are red, blue and black. treme temperature changes. Easily 
AND HANDLE SPRINGS applied — ‘just hammer them on." 
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; t pays to use quality tools | A 3 ppkudln in USA 4 ty 
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DROP FORGE AND TOOL 


CORPORATION 


in Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 
UTICA 4, NEW YORK WALLS-IRONS, LTD., WINNIPEG 
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A. B. Clow, Executive Director 


LENERLE LABORATORIES DIV. 


American Cyanamid Company says: 


Speed plus savings 
makes sense with Lederle- 
that’s why we ship 


(ING WOES 





LEDERLE REALLY ANSWERED 
OUR 5.0.5. FOR THEIR NEW 
“WONDER DRUG,” IF IT’S AN 
AUREOMYCIN. EMERGENCY WE'RE 
<= THEIR BOYS! 





LEDERLE HAS FOUND 

OUT THAT AIR FREIGHT 
IS AS FAST AS AIR EXPRESS 
AND UMPTEEN 




















: } 
, i“ WONDER SO MANY BIG y= \ 4 RIGHT. SPEED PLUS 


FIRMS USE THE TIGERS SAVINGS MAKES 


REGULARLY. $ | SENSE WITH LEDERLE 


< Sr wm —AND EVERY 
WS Tlfy MOV ; SHIPPER. 


















tN 4 
oR 
MAIN ROUTE ———m -. 

CONNECTING ROUTE «ss0+0 wl 


\ er 


Write for “THE AIR FREIGHT WAY TO 
LOWER COSTS AND BETTER SERVICE” 








ANOTHER BUSINESS BUiLT ON ‘ean DO’ 


OFFICES IN PRINCIPAL CITIES + GENERAL OFFICES: LOCKHEED AIR TERMINAL, BURBANK 8, CALIFORNIA + CABLE: FLYTIGER 
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(Continued from page 160) 
for transferring the reading of the 
meter register by electrical impulses 
to a central control room. Meter 
weighs 120 lbs without accessories, 


Valves Provide Accurate 
Flow Control 





Crane Company of 836 S. Michi- 
gan Ave., Chicago 5, IIl., says these 
valves operate on a unique prin- 
ciple. The disc, instead of being of 
conventional shape, is a ball. This 
ball rides in a cage which is at- 
tached to the stem by a tee-head 
slotted construction. The design 
provides unusually accurate flow 
control with a minimum of wire- 
drawing; straight-through flow with 
much lower pressure drop than 
through a globe valve; absolutely 
tight shut-off; very easy operation; 
and complete freedom from vibra- 
tion or chattering, regardless of 
position of the ball disc. Valves are 
available in venturi patterns, with 
flanged ends, in carbon steel and 
Crane 18-8 Mo alloy steel, in a 
wide range of sizes. 


Putty-Like Insulating Compound 
Applies Like Tape 


“Scotchfil” is an electrical insula- 
tion putty, %” thick, which fuses 
into a void-free mass after applica- 
tion. It not only insulates, but pads 
sharp edges as on bus bars, build up 
cable splices, and fill voids around 
irregular shaped connectors quickly 
and conveniently, prior to taping. 
Since it comes in roll form, only as 
much, as is wanted for the job, need 
be used. As the material is used, the 
liner is stripped off and the insulat- 
ing putty is molded into place with 
the fingers. It has a_ dielectric 
strength of 350 v per mil and the 
insulation resistance of 100,000 me- 
gohms. It is a product of Minnesota 





Mining & Mfg. Co., St. Paul, Minn. 
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containers to fit the picture... 


a specialty at SCAIF E 





If containers are a component part of the equipment you’re 
building or using, you'll find Scaife engineering skill and 
ingenuity can provide the answers to a lot of design problems. 


Take one Scaife customer as an example . . . Railroad car 
builders have called on Scaife to build Air Pressure Water 
Tanks that store the water used in galleys and washrooms of 
dining and sleeping cars. They know that Scaife is well-fitted, 
by acentury and one-half of broad experience in the pressure 
vessel field, to develop exactly the right tanks for this kind of 
specialized service. 


Why don’t you join the increasing number of up-to-date 
builders who count on Scaife Company for help when repeat 
specifications call for containers with strength, lightness, 
durability and dependability. 





120-gallon alloy water tanks for use 
on railroad passenger cars. 


(§ ™ SCAIFE COMPANY 





Or PRESSURE VESSELS 


AND DRAWN SHAPES 
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IN EMERSON-ELECTRIC’S 
.., CATALOG FOR ’53! 











Here’s the catalog you’ve been 
waiting for... Emerson-Electric’s 
1953 catalog showing the most com- 
plete line of fans in America! You'll 
find new types... with new features 
that will make these fans preferred in 
offices, stores, institutions, hospitals, 
hotels and factories. Be sure to get 
your free copy. Just write for Catalog 
No. T113. 
THE EMERSON ELECTRIC MFG. CO. 
St. Louis 21, Mo. 


AIR CIRCULATORS — Move a huge volume of air quietly and 
efficiently. Your choice of two sizes, 24” or 30” blades. 
Two-speed motor, 5-Year Guarantee. 





















BELT-DRIVE EXHAUST FANS 
Long-life, slow-speed 
models in 24-, 30-, 42- 
and 48-inch sizes, 
exhausting up to 

19, 350 C.F.M. 








DIRECT-DRIVE EXHAUST FANS 
Five top-quality 

models, blade sizes 

12 to 30 inches. 
Fully-enclosed motors, 
quiet overlapping blades 


La 
EMERSON <> ELECTRIC 


FANS+>MOTORS ——* APPLIANCES 
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Also Noted... 


A liquid belt lubricant that can be 
sprayed has been put on the market 
by Alexander Brothers Belting Co,, 
of Philadelphia, Pa. Packaged in 
pressure cans, the lubricant is re- 
leased in a fine mist by simply 
pressing the nozzle with the finger. 
The product is claimed to revitalize 
all leather, rubber, or fabric trans- 
mission belts. 


It will now be easier to line drums, 
claims Mehl Mfg. Co., a division of 
the Sydney-Thomas Corporation, 
Cincinnati, Ohio. This is because of 
the circular disc which forms the 
bottom of the company’s poly- 
ethylene drum liner. The new liner 
eliminates the use of mandrels, nec- 
essary with flat liners. The liners 
range in gage from .0015 to .006. 


Lightweight and tear-resistant tar- 
paulins for trucks and boats are 
foreseen by the U. S. Rubber Com- 
pany, Rockefeller Center, New 
York 20, N. Y., as the result of its 
new Fiberthin fabric. It is a new 
base fabric used in the production 
of waterproof fabrics. It is woven of 
flat, ribbon like, continuous multi- 
filament yarn such as nylon, orlon 
and rayon. 


If you want to lift 500 and 1000 
pound loads at the rate of 11 feet 
per minute, you must get a Langley 
Hydra-Powrlift. It is the only self- 
contained battery-hydraulic machine 
in the materials handling field ca- 
pable of doing this. This is what the 
makers, Langley Manufacturing 
Company, 955 Cambridge Street, 
Cambridge, Mass., claim. The ma- 
chine is 81 inches high and 32 
inches wide and has a six-volt elec- 
tric hydraulic drive. 


How can you trim carton closure 
cost? Staples driven by an actuated 
anvil assures closure without dam- 
age to contents of carton. Perfect 
balance permits staple placement 
along carton edge. It staples filled 
corrugated or fiberboard cartons 
from the outside. Staplex, Inc., 308 
North Park Avenue, Herrin, IIL, 
manufactures them. 


Nylon is not only useful for mak- 
ing durable beautiful hose for mt 
lady. It is also useful for making 
durable, if not beautiful, industrial 
equipment. So the Hanson-Van 
Winkle-Munning Co., Matawan, 

(Please turn to page 170) 
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for the 3'4 Year 


The AFBDA 


‘BEARING MAINTENANCE \@ 
Report 4 a 


Aa 


ae” & 


-Published/ asf BRUuiCRORLIEG 


interest in Bearing 


and Maintenance 


The reception of “The AFBDA BEARING 
MAINTENANCE Report” over the past two years 
by engineers, maintenance men, as well as 
management, has been most gratifying to the 


Members of AFBDA. 





In this third year of publication, we promise outstandin 
® y I 
articles on unusual, as well as commonplace 
& bearing maintenance problems—and their solution. 
ae } 
We believe this publication to be a definite and 
practical aid to improving bearing maintenance 
e practices. Ask to receive your copy 


© regularly . . . write today. 
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(Continued from page 166) 
N. J. is using a new specially. 
treated nylon fabric to make anode 
bags and diaphragms. They will 
have much longer life than those 
made from cotton duck. 


Continental Can Company, Inc., 
100 East 42nd Street, New York 
17, N. Y. has come up with an 
imaginative idea for encouraging 
industrial safety habits. They are 
making paper hot drink cups, called 
Safety Slogan cups, on which are 
printed in bright red and green 
colors pictures of “Life Guard 
Oscar” giving wise words of advice 
to workers, such as “Clean Aisles 
are Safer,” etc. 


Superior Tube Company, Norris- 
town, Pa, h.as increased the size 
range of its seamless light-wall tubing 
from 11% inches OD maximum to 
2-1/16 inches maximum. This will 
increase the number of applications 
of light-wall tubing, particularly 
where pressures exceed the limits 
for welded tubing. The tubing is 
furnished in three stainless analyses 

-AISI types 304, 321 and 347 and 
in Monel metal. 


Resistoflex Corporation, Belle- 
ville, N. J., announces the molding 
of large polyethylene sheets. The 
sheets are made in sizes 36 inches 
by 36 inches and from 1/16 inches 
to 1 inch thick. Two types are 
available: (1) straight polyethyl- 
ene; (2) polyethylene ‘“Fiberglas” 
fabric reinforced laminates. The re- 
inforced material permits fabrica- 
tion of relatively thin wall self-sup- 
porting structures. The manufac- 
turer claims joints can be made by 
heat forming and sealing. 


Clemson Bros., Inc., Middletown, 
N. Y. announces a new schedule of 
hack saw blades. They meet new 
industrial standards recently adopt- 
ed by the Hack Saw Manufacturers 
Association of America, Inc. The 
new standards reduce overall blade 
inventory requirements, both for 
users and dealers, since blade du- 
plication is virtually eliminated. 


The Lubricants Division of the 
Lockrey Co., Southampton, N. % 
claims that lubricating enamels may 
now be brushed or sprayed on any 
surface. This is as a result of new 
types of “Liqui-Moly” molybdenum- 
base lubricating enamels now being 
offered on an experimental basis by 
the company. The new _ lubricant- 
coating puts a lustrous hard greasy- 
feeling, but clean, coating on any 
surface. 


Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 


FEBRUARY 


| 
















ice Equipment 
and Supplies section of 
PURCHASING Magazine 


S- FEBRUARY, 1953 
Ze 


Se 


to 
ill 
ns 
ly 
ts 


es 
id 





vy ice of Benjamin E. Fair- 
C an of the Board, 
_ Steel, Pitts- 


2 
, 


PURCHASING MAGAZINE—A CONOVER-MAST PUBLICATION 


2U5 cA QT 42Z2Nl >TREE 





at the right is for analyzing the different kinds of writing jobs, 
and the form at the left is used for tabulating the pencil 
recommendations set forth on the Selector. 





Balanced Pencil Buying 








Increase Office Efficiency and Save 
By Buying Right Pencils 


A custom-tailored pencil service 
tor buyers of pencils, now offered 
by the American Pencil Company 
is reported to be getting enthusiastic 
response from users who report im- 
provement in the efficiency of office 
pencil work plus buying economies. 

Heart of the new service is the 
slide-rule Venus Pencil Selector 
which indicates proper pencil grades 
(or degrees of lead) for every vari- 
ety of office writing requirement and 
paper service. Together with a sur- 
vey form on which the writing jobs 
in a company or department are 
concerned, the Selector helps the 
buyer outline a balanced pencil buy- 
ing plan for each department. 

[dea for the service grew out of a 
study of business and industrial 
pencil uses. It was found that a 
large percentage of pencil purchases 
for offices were made without regard 
to the writing jobs for which they 
were bought. Apparently, says Car] 
Preising, vice president in charge 
of sales of the American Pencil 
Company, “pencils are in the after- 
thought category with a lot of pur- 
chasing agents. They order a single 


it will be satistactory as an 
pose pencil,” 

rhis is not smart business, he 
says, and points to the study as 
proot that selecting the right pencil 
for the right job means increased 
efficiency, and better economy in 
the office. In the first place, the 
pencil is the universal writing tool. 
Practically every person uses a 
pencil daily for a number of writ- 
ing tasks. The pencil is a very im- 
portant item of business equipment, 
yet many offices go along trying to 
get by with one grade of pencil for 
scores of different and specialized 
writing jobs. The survey showed 
that an alert purchasing agent can 
make a measurable difference in the 
quality and efficiency of pencil work. 

In the average office (216 differ- 
ent offices were studied) the light- 
ing conditions, paper surfaces, and 
the writing requirements especially 
were so varied that no single grade 
of pencil was right for all jobs. In 
other words, there really is “no 
such animal” as an all-purpose pen- 
cil. Bookkeeping, for example, re- 
quires a pencil much different from 


all-pur 





and editing work. Actual tests 
showed that when jobs were done 
with properly selected grades of 
pencils, they were done more 
quickly, with less fatigue, less eye- 
strain and tension. 

In terms of an entire office staff, 
over a long period of time, this can 
have a tremendous effect on the 
work quality level and the pencil 
budget. 


How the Service Works 


On the basis of all data gathered, 
American Pencil technicians nar- 
rowed the problem of selection 
down to two key factors: First, the 
basic writing requirement or job 
to be done; second, the paper that’s 
being used—its weight, surface and 
color. 

When the primary writing re- 
quirement on a job is, say, Speed, 
the sliding scale of the Pencil Selec- 
tor is moved until a color-keyed 
panel matches up with the Speed 
category. This gives the proper de- 
gree of pencil for the primary re- 
quirement and also gives the right 
specifications for all secondary re- 
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For ort capimeering, drafting 


@ Amercen reset Company 





Venes Drawing and Tracing 
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For smoother writing performance, ask your 
commercial stationer for Venus Velvet. Homogenized fine craftsmanship 
lead insures uniformity throughout, with no hard in pencils 


Spots, no soft spots. For long-run economy and finer & 
performance. fill up on the Super Velvet, the premium VE N U Tou 
pencil made with premium materials. Whichever you — —— 


trademark of 


> a 
f 


choose a — * = 
ose, you've got guaranteed value. ( h 
nothing writes like a ¥ ¢ 
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American Pencil Company, Hoboken, N. J. 





INTRODUCE NEW PAST- 
REFERENCE FILE 





The accompanying — illustration 
shows the Reveldex, a new func- 
tional file designed for split-second 
reference operations, announced by 
liebold, Inc., Canton, Ohio. Among 
the benefits cited is maximum ca- 
pacity for minimum space. Forms 
are filed on horizontal rotors. From 
one to five rotors may be used pro- 
viding housing for up to 8,100 ref- 
erence records. The rotors bring the 
record to the clerk with a minimum 
of effort. Signals may be placed on 
records noting unusual conditions ; 


they are fully exposed and can be 

spotted quickly, Both sides of the 

record can be tully exposed for easy 

reading without removing the card 

from the file. The units are portable. 
yr 


BANK CARD REMOVER 
SIMPLIFIES CARD REMOVAL 


Device named the Card Bank Re- 
mover, for the easy removal of cards 
from a file, and keeping them in 
order, is announced by the Vue-Fax 
Corp., 90 Gold St., New York, 
N. Y. The new device is said to 
provide a practical as well as posi- 
tive method of removing an entire 
bank or banks of cards from the file 
without disturbing their sequence or 
the possibility of intermingling. The 
Card Bank Remover has three mov- 
able parts all of which can be oper- 
ated simultaneously with one hand, 
marking the simplicity of use. 

. 9:2 


MIMEO-DUPLICATOR PRINTS UP 
TO 5000 SHEETS AN HOUR 


Mimeo-duplicator named the 
Fleetwing, being introduced by the 





Balanced Pencil Buying 


(Continued from page 176) 
quirements on the same job. The 
selector also automatically considers 
the second factor of paper surface 
in use, 

To make the data on the selector 
directly applicable to the particular 
purchasing agent’s office, a Survey 
and Specification form is provided. 
The purchasing agent can fill out 
this form himself or have it done by 


Accuracy 


IMARY 
Speed of figure 


|WRITING 
REQUIREME 


- 
% 


WRITING 


REQUIREMENT 


PRIMARY 


REQUIREMENT 


WHITE 
COMBINED 


his commercial stationer. On this 
form are listed all the writing jobs 
in the office with primary and sec- 
ondary requirements. For example: 
Job description—Taking dictation ; 
Writing requirements—(primary ) 
Ease, (secondary) Mileage; Paper 
classification—Smooth. 

With this key information, it is a 
matter of a couple of minutes to de- 
termine with the selector the proper 


Ease for Fineness | Sharp contrast| Maximum 


neatness 


long writing | Delicate work | Get attention 


Speed 

Accuracy of figure 
Ease for long writing 
Fineness Delicate work 


Maximum neatness _ een 
4 Record for permanent filing _ 
4] 3 i 2; Long writing mileage 


3 | 3 | 223] Multiple carbon copies 
Colored paper use one grade softer 





Marr Duplicator Co., Inc., 53 Park 
Place, New York, features a spe- 
cially designed portable drive unit. 
The machine will print up to 5000 
sheets an hour, and runs a wide 
variety of stocks from 3x5” to 9x16" 
sheets. The drive is two speed. Ad- 





The Fleetwing is available with or without 
motor drive. 


ditional features include an auto- 
matic, positive, single sheet con- 
tinuous load-feed, accurate register, 
an inking system that is said to keep 
both the job and the operator clean, 
and the automatic counter counts 
only printed sheets. The machine is 
also available without the electric 
drive for manual operation. 


pencil grade for the job. There aré 
additional columns on the Survey 
form for entering individual and 
office consumption figures so that 
over a period the resulting econo- 
mies in pencil use may be checked. 

Many purchasing agents report 
that the service has effected savings 
for them from the very beginning. 
“By getting several different de- 
grees of pencils suited to our special 
needs,” one P. A. put it, “I’ve cut 
down on waste, our work looks bet- 
ter... and I haven’t had to increase 
my orders by a single unit!” 


| Record for 
permanent 


Long writing | Multiple 
mileage carbon copies 





The Pencil Selector makes it possible to quickly determine the proper grade of pencil for a given type of work. 


178 


PURCHASING 











G 











¥ 
CHOOSE the right point We , 
for the way YOU write 


TO SELECT OR REPLACE 
... HERE’S ALL YOU DO 


teeeeee ASK FOR 


MODEL 4430 


Genuine Onyx base. 





MODEL 484 

Heavy glass base. 
Choice of black, clear, 
green, gray, or maroon, 


| MODEL 4810 


Maroon, green, or 


| walnut Permalite base. 


Estabrook 








| 


MODEL 4410 
Maroon, green, or 
walnut Permalite base. 





MODEL 4820 
Black Carrara base. 
















MODEL 4420 
Black Carrara base. 


A DEMONSTRATION OF THE “444” PRINCIPLE ++++*¢e 





con or 


Genuine Onyx base. 


America’s Pen Name 
Since 1858 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontario 
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IN EVERY OFFICE AND 
FACTORY OPERATION 


SAVE TIME AND MONEY 


WITH 


EZYINDEX TABS 


With EZYINDEX you can make your 
own index systems quickly, easily. 
Color coded EZYINDEX Tabs, made 
of heavy, non-flammable acetate; title 
area can be used over and over again. 


The special, rolled acetate bead makes 
EZYINDEX Tabs rigid and lastingly 
durable. Subject titles slide in place 
smoothly 





With EZYINDEX Tabs, custom de- 
signed by you for every special need, 
you will save valuable time and money 

do away with the irritations and time 
lost in hunting for a hard-to-find letter, 
report, blueprint, plan, estimate, and 
any other office or factory written 
material. 


Keep everything at your fingertips 
with EZYINDEX Tabs. 


e 
Sold by stationers all over the country. 
Ask for EZYINDEX Tabs, the only 
tab with the money back guarantee of 
perfect quality...or Write for a 
sample EZYINDEX Tab and the 
name of your local EZYINDEX dealer. 


EZYINDE / 


AA 


PRODUCTS CO 


153-13 NORTHERN BLVD 


4 


FLUSHING 54, NEW YORK 


Div. OF A 

















Macey Collator Gathers 
24,000 Sheets Per Hour 


The Macey Collator, recently in- 
troduced by Harris-Seybold Com- 
pany, 4510 East 71st Street, Cleve- 
land 5, Ohio, gathers sheets in se- 
quence at speeds of more than 24,- 
000 sheets per hour, five to eight 
times faster than the quickest girl. 
The new collator is being used for 
collating price lists, dealer aids, sales 
books, advertising pieces, business 
forms, catalogs, direct mail litera- 
ture and other purposes. 





The standard machine is equipped 
with eight sheet-feeding stations, 
which handle a maximum sheet size 
of 942 x 12 inches and a minimum of 
4 x 6 inches. Suction is used to pick 
up each sheet, to avoid gathering 
“doubles.” An automatic detector 
checks each completed set of papers, 
stopping the machine if there is an 
extra sheet or if one is missing. In- 
dicator lights show whether too 
many or too few sheets caused the 
detector to trip the machine. 


ae 


Bert M. Morris Dies 


Bert M. Morris, president of the 
Bert M. Morris Company, desk 
equipment manufacturers of Los 
Angeles, Calif., died recently at his 
home. He was 72. Surviving are his 
widow, Alice M. Morris, two daugh- 
ters and a son. 
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Diebold Develops V-Dex 
Material Control System 


V-Dex, a new piece of equipment 
combining the capacity and gadget- 
less operation of Diebold V-Line 
Posting Trays with the triple visi- 
bility of Diebold Tra-Dex vertical- 
visible systems, has been developed 
for The Firestone Tire & Rubber 
Company, Akron, Ohio, through 
the joint efforts of Firestone and 
Diebold, Inc., Canton, Ohio. 

The complete procedure followed 
in Firestone’s material control sys- 
tem is explained in a new folder 
which may be obtained free of 
charge from Diebold, Inc., Canton 
2, Ohio. 











BLUTEX 
PERMANENT | 
TRANSPARENCY |” 





BLUTEX 
UNUSUAL 
STABILITY 


eS as a 


BLUTEX 
UNIFORM 
TEXTURE 





BLUTEX 
EASY ON 
THE EYES 





BLUTEX 
100% WHITE 
RAG STRENGTH 
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What Purchasing Executives say 
about the methods described in this new book 


“These purchasing systems enable us 
to foresee and forestall emergencies 
long before they become critical.”’ 










“We purchase regularly 
about 75,000 items. 








7 Three girls maintain the 

, Kardex history records on all 
; these items.”’ 

* 

4 


“Demand for one 
product increased 
by 40 times 
within 2 months 
... but we were 
able to function 
without additional 
personnel or 


, 


° , 
overtime. 





"... clerical production 


has been stepped way up.” 





Me © Ma aed ole ee ¥ 


Here, in a clearly illustrated 20 page booklet, are 


Management Controls Library, Room 1704 
315 Fourth Avenue, New York 10 


described truly modern purchasing methods — 


methods which get time-eating routine work done 


. . : . , Yes, I would like a copy of “Purchasing Procedures,” X 1202. 
Jast, and so give the purchasing executive the time 








4 he needs for far-sighted, coordinated planning. — 7 

‘ Here are many tested ways to reach this objective. _ 

Use the coupon; send today for your free copy. — 

: , ' , : city ZONE___ STATE 
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portrait 
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sharp >< 
purchasing agent | 








Mr. No. 1 in the eyes of his firm % 
and fellow employees because he’s 
>ke “APSCO SHARP.” It's easy to # 
keep everybody happy by providing iy 
APSCO Sharpeners in handy & 





places. They increase “efficiency ° 
time” and insure faster, neater work. ie 
* 
The Dandy model shown above a 
? features the patented “pencil Pe 
es saver” automatic feed and the - can 
Ae convenient pull-out drawer for easier == 
re shavings disposal. Like all APSCO is 
oe Sharpeners, it contains the oe 
a positive point stop which guarantees pe 
a perfect point everytime. ‘, 





RS Ss us . 
we I ae : apy —o 423 
ae of ee are te ih 


There’s an APSCO Sharpener for every © 
pencil sharpening need. Look for the APSCO 
Trade Mark, it’s your assurance of quality. 


AUTOMATIC PENCIL SHARPENER CO; 


336 No. Foothill Road, Beverly Hills; CHtiRe 










ree, yee. 
ork es * ae F % pe — ‘ 
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New Office-Riter Designed 
For Small Businesses 


Remington Rand has announced 
the development of its new Office- 
riter, designed to meet the needs 
of the small business and _profes- 
sional office. The new machine has 
a full size standard 42 key, 84 char- 
acter keyboard, and a full 11-inch 
carriage with a 103,10 inch writing 
line. Full information on Office. 
riter may be obtained from Reming- 
ton Rand Inc., 315 Fourth Avenue. 
New York 10, N. Y. Ask for booklet 
WT611. 
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New Dispenser For Use 
of Double-Coated Tape 


ee 





A new dispenser for easier use 
of double-coated tape in offices has 
been announced by Minnesota Min- 
ing and Manufacturing Company, 
900 Fauquier Street, St. Paul 6, 
Minn. The new dispenser, trade- 
marked “Scotch” brand _ double- 
coated tape dispenser Model M-7l, 
features a roller which automatic- 
ally strips off the tape’s protective 
liner as it is pulled from the roll. 
It handles either the No. 666 trans- 
parent cellophane or No. 400 paper 
backed double-coated tape. Dual 
tape-holding drums permit the dis- 
penser to handle two kinds of tape 
simultaneously, and tape from each 
roll can be dispensed separately. 


. = F 


Autographic in New Plant 


Autographic Register Company of 
Hoboken, N. J., has begun opera- 
tions at its new factory in South 
Hackensack, N. J. With a manufac- 
turing area of 136,000 square feet, 
the plant is one of the largest in 
the United States devoted exclu- 
sively to the production of continu- 
ous business forms. 
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New Royal Appointments 


Three managerial appointments 
have been announced in the south- 
ern sales division of Royal Type- 
writer Company. Inc. Alvin Wing- 
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Geld, Jr., formerly district manager 
Raleigh, N. C., has been named 
to head Royal’s operations at Char- 
lotte, N. C. Succeeding Mr. Wing- 
feld at Raleigh is H. N. Swift. 
formerly district manager at Mont- 
gmery, Ala. S. N. Ethridge, for- 
merly typewriter salesman at At- 
lanta, Ga., replaces Mr. Swift at 
Montgomery. 
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Hughes Named By Eversharp 


Alfred J. Hughes, Jr. has been ap- 
jointed regional manager of the 
Southwestern sa'es region for Ever- 
sharp, Inc., Writing Instrument Di- 
vision. Mr. Hughes, who will be in 
tharge of sales of Eversharp pens 
ind pencils in a nine state area, will 
nake his headquarters in Dallas. 
Texas. 
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Diebold Appoints Anderson 


H. M. Anderson has been ap- 
pointed sales manager of the Flo- 
film division of Diebold, Inc., Can- 
ton, Ohio. Mr. Anderson, who will 
be in charge of all sales of the com- 
pany’s line of microfilming equip- 
ment, will be located at the Diebold 
bold general office in Canton 
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Drawing Table of Steel 
Construction 








New four-post drawing table con- 
structed of steel is announced by 
the Stacor Equipment Co., 768 New 
York Ave., Brooklyn, N. Y. The 
table is available in two heights and 
‘our board sizes. The steel base in- 
cludes a footrest, and roomy drawer, 
and the square tubular legs are 
‘ooted with rubber. The soft wood 





tops can be tilted to comfortable 
Working angle by means of back 
adjusting devices. 
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.* Cramming 
copy sheets into 
files is hard on 

' nail polish...and 

hard on paper. Using a Gilbert 

onionskin paper for copy sheets 





would certainly help this young 
lady. Gilbert onionskin papers 
are light in weight . . . taking up 
less room in the files. They are 
stronger, too, with a new cotton 
fibre content that really stands 
up under rough handling. 
Postage-saving advertising 


Lifetime Onionskin . . . 100% new cotton fibre 
White Cloud Onionskin . . . 75% new cotton fibre 


Gilbert Onionskin . . . 25% new cotton fibre 


Gilbert— America’s most complete line of 


quality business papers 





circulars and air mail stationery 

. Strong, easy-to-read copy 
sheets of office and order forms 
are other uses for which Gilbert 
onionskin papers are ideal. 

Ask your printer, lithogra- 
pher, or engraver for samples. 
There is a wide variety of sizes, 
colors, and finishes, including 
the handsome cockle finish, as 
well as three grades from which 
to select. Attractively boxed 
Gilbert onionskin papers are 
also available in the standard 
Office sizes. 


GILBERT 


PAPER COMPANY 


3 ij 


wa, wisconsin 


meRas 
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MONEY RECEIPTS 


» eM 


Duplicating or Thphicating 








STANDARD SIZE RECEIPTS 
LITHOGRAPHED ON GOOD BOND PAPER 


DUPLICATES THUMB-CUT 


Ask your stationer for Boorum & Pease 
Standard Money Receipts 
@ No. 5154 Duplicating 
© No. 5156 Triplicating 


Please mention PURCHASING Magazine when writing to advertisers. 


ORIGINAL — WHITE © DUPLICATES — BUFF 
BLACK LEATHERETTE SIDES © RED CLOTH BACK 


BROOKLYN 1, N. Y. 


FOR EVERY RECORD - A WAY TO KEEP IT 















A. B. Dick Introduces Ney 
Line of Duplicators 


A. B. Dick Company, 5700 Weg 
Touhy Avenue, Chicago 31, II]. has 
just introduced its complete line g 
spirit process duplicators, designe 
to suit the needs of industry fy 
factory paper work, bulletin 
notices and other short run require. 
ments. 





The new Model 
spirit duplicator is an 
feed, hand operated model for low 
cost production needs. 


220 A. B. Dick 
automatic 


, ¢ # 


“Contoura” Photo-Copier 
Described in New Folder 


A new folder describing the “Con- 
toura” portable photo-copier and its 
uses has been released by F. G 
Ludwig Associates, Deep River, 
Conn. The unit will copy matter on) 
any type of paper, any color, wheth-| 
er the material is written, printed, 
typed or pictured. No darkroom not 
experience is needed to _ operate 
“Contoura.” 

A free copy of the folder is avail- 
able from E. J. Lush, Inc. 20) 
Orange Street, New Haven, Conn. | 
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Neutralizes Offset Smears 


A new fluid for offset plates, 
which will neutralize all fingerprints.| 
ink smudges and smears so they 40 
not reproduce, has been developed 
by the American Stencil Manufac- 
turing Company, 2714 Walnut 
Street, Denver 5, Colo., for exclu- 
sive use with its Sure-Rite Direct 
Image Plates. 

The new product, Sure-Rite 
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Low Cost Transfer Files 
Build Own Steel Shelving 








Bankers Box Company, 720 South 
Dearborn Street, Chicago 5, IIl., has 
answered the need for low cost 
transfer files that will stack one on 
top of the other without shelving, 
with the development of a new cor- 
rugated fibre-board drawer file that 
“builds its own 
units are stacked.” 

Staxonsteel transfer files are en- 
gineered so that the factory-applied 
steel side-plates and_ horizontal 
stackers carry the load at all] four 
points of weight and strain so the 
drawers will not bulge or stick 
when loaded. The product is shipped 


steel shelving as 


fat and assembles quickly and 
easily. Present units are designed to 
fit contents of regular letter size 
fles and additional sizes for all 
fice record forms will gradually 


be added to the line. 


5 A y 


Photorapid Duplicator 
Makes Prints in 2 Minutes 


Photorapid, Inc., 550 Fifth Ave- 
nue, New York City, is the importer 
and American distributor of the 
fully automatic 1953 model Photo- 
rapid duplicator. which is made in 
Switzerland. 





The equipment, which is used to 
make duplicate copies of important 
Papers and records in offices, com- 
pletes its process in two minutes 
Without darkroom, fixing, washing 
and drying. The full 
Photorapid exposing 
‘apid developing box, 
‘tapid negative paper, 
‘pid positive paper 
%pyrapid developer. 


set includes 
box, Photo- 
Agfa-Copy- 
Agfa-Copy- 
and Agfa- 
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Prominent Users of Strathmore Letterhead Papers: No. 103 of a Series 


“Roughnecks” they call them 
in the oil business vernacular, 
these men who work on the 
rig floors to keep the liquid 
power flowing to our modern 
world... here they are at work 
on one of the Phillips’ wells. 





PHILLIPS PETROLEUM COMPANY 


BARTLESVILAR, O8LAMOMS 


Let QUALITY 


strengthen your reputation 





Even in an industry that has always been a pioneering one, the 
story of Phillips Petroleum Company is an inspiring revelation 
of what men of vision can do. Started in Bartlesville, Indian 
Territory in 1903, it has grown to be a leader in many branches 
of industry. Today, with the help of its extensive research pro- 
gram, Phillips is an outstanding producer and marketer not 
only of the products of its oil fields...from crude oil to jet fuels 
... but of such others as natural gas and synthetic rubber. 


Companies like Phillips, that understand that half-way meas- 
ures are not enough, search into every phase of their business 
to bring forth its great potentialities. It is for this reason that 
they select a Strathmore letterhead paper to exemplify their 
quality and reputation in all their correspondence. 

Give new strength to your letterhead with Strathmore quality. 
Let your supplier prove your present letterhead design on one 
of the Strathmore Letterhead Papers. Then compare the differ- 
ence of the quality representation. The difference will be a 
revelation to you...and you, too, will put Strathmore to work 
to say “Quality” for you. 


Strathmore Letterhead Papers: Strathmore Parchment, Strathmore Script, Thistlemark 
Bond, Alexandra Brilliant, Bay Path Bond. Writing, Strathmore Bond. 


Envelopes to match converted by the Old Colony Envelope Company, Westfield, Mass. 
’ al T ’ 
OF FINE 


STRATA MORE ::: 


Strathmore Paper Company, West Springfield, Massachusetts 


Strathmore 
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Is this a winning combination 
for your office, too? 


if you could combine two or three separate forms-writing 
jobs into one—would you consider it a winning combination 
for your office? As designers and producers of business 
forms, we have assisted concerns of all types in making such 


improvements. 


A periodic review of paper work often uncovers instances 
where two or three different forms, written by several people 
at different times, can be combined into one form written 
once by one person. Often savings are substantial enough 


to constitute a major economy. 


To explore the possibilities of securing such savings through 
simplification of paper work in your own organization, fill 
out the coupon below. We will then select a folder of sample 
continuous forms from our Forms Library that will suggest 
a number of ideas to you. No obligation, of course. 


BUSINESS FORMS 


AUTOGRAPHIC REGISTER COMPANY 
219 7th Street, Hoboken, New Jersey 


=> 


Founded 1883 





AUTOGRAPHIC REGISTER COMPANY 
: 219 
oboken, New Jersey 


We would like to receive a folder of sample continuous 


forms for 
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New Cooler Cub Saves Space 


A new Cooler Cub, designed 
save floor space and set a new sty] 
pace in offices, has been announce 
by Remcor Products Company 4jj 
vision of Refrigeration Maintenanod 
Corporation, 321 East Grand Ave 
nue, Chicago 11, Ill. It measures ] 
than three feet in height, takes y 
only two-thirds the space of othe 
water coolers, yet retains the san: 
size water capacity. 
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Lawrence Metal Develops 
Modern Design Sand Urns 


Sand urns in a new series 
striking modern designs have been 
developed by Lawrence Metal Prod- 
ucts Company, 79 Walker Street, 
New York City, and are rapidly 








winning favor for the lobbies, cor- 


ridors and public rooms of outstand- | 
ing industrial buildings. Bands of | 


brass or bronze in varying widths 
are placed over the cylindrical alu- 
minum shell and anodized aluminum 
bands of gold, bronze, cocoa, red, or 
blue are also used to add contrast. 

All urns feature removable sand 
trays or a refuse slide and bucket 
combination in which a_ lighted 
cigarette or cigar butt is quenched 
by water. 
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New Steelmaster Portable 
Filer System Introduced 


The Streamliner Rollerway series, 
a new portable filer system, has been 
added to the Steelmaster line manu- 
factured by the Art Steel Company, 
Inc., 170 West 233 Street, New York 
City. The basic unit is made of best 
grade furniture steel, electrically 
welded, expertly assembled and 
equipped with quiet easy gliding 
slide top and easy glide casters for 
mobility. 

A wide variety of combinations of 
letter and card drawers, working 
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Pace shelves, storage compartments and 
safety vaults may be added to the 
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America’s Top Secretaries 
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“My boss and | both appreciate 
the time saved since we started 
using Micrometric” 





Ops 
rns The units are offered in Futura 
ries off Grey or Steelmaster standard green 
e been} and are available from Art Steel 
| Proj-} Sales Corporation, New York 63 


says 
LaVerne C. Campbell, 
Executive Secretary 
to Mr. Bonbright, 


Stree} N. Y : Vice President 
rapidly +2 « in Charge of Finance, 
and Treasurer of 
Neg-A-Lith Cuts Costs f Capitol Records,Inc., 
of Duplicating By 30°, f Hollywood, California 


Film costs in lithograph and offic 
duplicating machine platemaking 
can be cut over 30 percent by use 
of a new orthochromatic emulsion 
produced by the Michael Lith Com- 
pany. 145 West 45th Street, New 
York City. 

‘ease turn to page 191 


/é 














3, COr- | 
| 

stand- | 
ids of = — _— 
widths Top secretaries like Mrs. Campbell 
1 al i are busy women! They appreciate the 

alu- way Webster's Micrometric exclusive 
ninum numbered scale edge saves time and 
‘ed, or trouble on every typing job. The 


ccale Iga chows how y ty 9 

ntrast. scale edge shows how many typins 
q lines remain on any page -—— prevents 
; San "running-over" and takes the guess— 


yucket k out of letter placement. 


WOrkK 


ighted LYPING, MAILING Work ou 


nched 


c+ 


increases because 
ou age Ba "sets it-right the fir 
ind FILING 3.2"; time." Secretaries like the way t 
; uncoated scale edge keeps smudge o 
their fingers. Impressions are al 


le Vue ways clean and legible. 


d i In leading secretarial schools and 
series, : S 4 5 5 ¢ K important offices, you'll find 
Webster's Micrometric at work. Long- 
; been lasting Micrometric costs no more 
nanu- than any good carbon -—— and it does 


pany, | | H | N p A p E R S more! There's a weight for every 


office use. 


p 
Micrometri 
e 


Q ec 


YO} 














York 
— i Fidelity Onion Skin See Webster's complete line of duplicating and spirit supplies 
‘ically 3 : at your stationers. 
and Clearcopy Onion Skin 
liding : , 
wry Superior Manifold F S FE B ST F R C p N Y 
a of | Esleeck Manufacturing Co. ‘. 2 
rking 


Turners Falls, Mass. 7 Amherst Street, Cambridge 42, Mass. 





SING Fepruary, 1953 Please mention PURCHASING Magazine when writing to advertisers. 189 





cen | 








oe 7 





Pih Qu feute Gotu (oro 





a Got Se et Se 








| 


| 





| 


{ 


























i} 


THTHTT +++ 
2 
z 
=e 
2 
ls 
3 
= 
a 
i 





Ht ttt 


11] 
a 
I) | 
ly 
i 
i 
1 | 
| 





| 











‘messeeeneal 
H+4++++44+44) | 


INVOICE SET 






SHIPPING 
PAPERS 














Is this a winning combination 
for your office, too? 


If you could combine two or three separate forms-writing 
jobs into one—would you consider it a winning combination 
for your office? As designers and producers of business 
forms, we have assisted concerns of all types in making such 


improvements. 


A periodic review of paper work often uncovers instances 
where two or three different forms, written by several people 
at different times, can be combined into one form written 
once by one person. Often savings are substantial enough 
to constitute a major economy. 


To explore the possibilities of securing such savings through 
simplification of paper work in your own organization, fill 
out the coupon below. We will then select a folder of sample 
continuous forms from our Forms Library that will suggest 
a number of ideas to you. No obligation, of course. 


BUSINESS FORMS 


AUTOGRAPHIC REGISTER COMPANY 
219 7th Street, Hoboken, New Jersey 


AUTOGRAPHIC REGISTER COMPANY 
. 219 
oboken, New Jersey 


We would like to receive a folder of sample continuous l 
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New Cooler Cub Saves Space 


A new Cooler Cub, designed 4 
save floor space and set a new style 
pace in offices, has been announced 
by Remcor Products Company 4. 
vision of Refrigeration Maintenangee 
Corporation, 321 East Grand Aye. 
nue, Chicago 11, III. It measures less 
than three feet in height, takes up 
only two-thirds the space of other 
water coolers, yet retains the same 
size water capacity. 
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Lawrence Metal Develops 
Modern Design Sand Urns 


Sand urns in a new series of 
striking modern designs have been 
developed by Lawrence Metal Prod- 
ucts Company, 79 Walker Street, 
New York City, and are rapidly 





winning favor for the lobbies, cor- | 
ridors and public rooms of outstand- | 
ing industrial buildings. Bands of 
brass or bronze in varying widths 
are placed over the cylindrical alu- 
minum shell and anodized aluminum 
bands of gold, bronze, cocoa, red, or 
blue are also used to add contrast. | 

All urns feature removable sand 
trays or a refuse slide and bucket | 
combination in which a_ lighted 
cigarette or cigar butt is quenched 
by water. 
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New Steelmaster Portable 
Filer System Introduced 


The Streamliner Rollerway series, 
a new portable filer system, has been 
added to the Steelmaster line manu- 
factured by the Art Steel Company, 
Inc., 170 West 233 Street, New York 
City. The basic unit is made of best 
grade furniture steel, electrically 
welded, expertly assembled and 
equipped with quiet easy gliding 
slide top and easy glide casters for 
mobility. 

A wide variety of combinations of 
letter and card drawers, working 
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Great NAMES IN INDUSTRY... 
cHoose Great DESK TOP EQUIPMENT 


BERT M. MORRIS CO. is foremost in the 
field of matched Desk Top Equipment. 


The complete setting shown— 
pen set, memo pad, letter tray, 
ash tray, and phone rest, retail 
for less than you would expect 
to pay for one fountain pen set. 


THERE IS NO SUBSTI- 
TUTE FOR QUALITY. 


All Morris writing sets 
are equipped with iridium 
tipped points and each 
point is tested and 
SS FOR approved at factory for 
writeability. 


Writability’ 


— 


stus 


BROAD 


MEDIUM 


FINE 


! 


EXTRA FINE Morris Fountain Pen Set with 


Northrop Aviation, Inc., insignia 


Available in — Grey — Bronze — 
Walnut — Mahogany and Green 


MORRIS FOUNTAIN PEN SET—A desk 
fountain pen with beauty of design and 
real writing utility. Concealed “‘push but- 
ton” filler and thread-in point section. 
For long life and smooth writing all sets 
are supplied with iridium-tipped points. 
A real time and money saver in any office. 


Desk Top Package Deals 
#100 and #200 
Inquire about the surprisingly low cost 
of matching your desk with these items. 














LETTER 
point suspension allows 
access from entire front 
and both sides. Tiers 
quickly added. legal or 
letter size. 


TRAY—strong two 





BOOK ENDS — at last — 
inexpensive book ends to 
match modern office fur- 
niture, 


> 


MEMO PADS-—available in 
two types. With jewelers 
bronze bar that drops as 
paper is used, or standard 
box style. 





MORRISET —The constant 
flowing, finest all-round 
writing implement. Holds a 
full 2% ounces of ink. Choice 


of 5 quickly replaceable 


thread in” points-extra fine, 
fine, medium. broad, stub 





ASH TRAY—A real He-Man 
ash tray. Glass lined, per- 
fect for any desk or con- 
ference table. 


BERT M. JYiORRIS CO. 





Dept. 2-P 8651 West Third Street — Los Angeles 48, California 
In Canada: McFarlane Son & Hodgson, Ltd., Montreal, Que. 


Time-Saving 
oR Utility Eraser 


= ZOOMS TO NEW 
POPULARITY HIGH! 


Here’s the most convenient, most economical eraser in 
decades! Cylindrical stick eraser enclosed in attractive 
transparent plastic holder, is usable down to the last 
fraction of an inch! Holder cap umscrews so eraser can 
be moved outward. Won't roll off desks. 


HANDY, POCKET-CLIP STYLE FOR GENERAL 
USE, BRUSH-WHISK STYLE FOR TYPISTS 
(not illustrated) 





Red rubber for erasing pencil writing and carbon copies, 
Gray rubber for erasing ink writing and typewriting. Refills, 


ORDER A TRIAL DOZEN TODAY 
| | FROM YOUR DEALER! 








WELDON ROBERTS | 
RUBBER CO, © 


6th Ave. & No. 13th q 
St., Newark 7, N. J. 


World's Foremost Eraser Specialists 











IF YOU ARE NOT NOW RECEIVING A 
PERSONAL COPY OF PURCHASING 
EACH MONTH 


You are missing in every issue of PURCHASING seven 
services that would cost hundreds of dollars if bought 
separately— 

1. Washington Report for Purchasing Agents 


2. Poll of Purchasing Opinion on Current Purchasing 
problems 


3. Price, Production, Inventory Statistical Analysis 
that help you foretell price changes 
- Inventory (illustrated) of new products 


5. Forms that lubricate purchasing department oper- 
ation 


6. Free catalog service 

7. Purchasing Legal Service—interpretation of latest 
legal decisions affecting purchasing 

Fortune favors the man well-informed in his own profession. 

You can get the full benefit from the wealth of valuable 

information in PURCHASING by receiving it personally 

each month. Just fill in, clip, and mail this coupon. 

PURCHASING, 205 E. 42nd St. 

New York 17, N. Y. 

So that I will receive PURCHASING without delay each 

month, and in order that | may keep and clip it, send it 


to me personally as noted below—$4 for one year in U. S., 
U. S. Possessions and Canada; elsewhere $10 a year. 


Company 


Address 
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(Continued from page 189) 

The new product, called Neg-A- 
Lith, has been tested and tried for 
the past year. It can be used on off- 
set work up to 133 line screen and 
can be exposed and developed like 
any other lithographic negative ma- 
terial. 

, Tt #F 


Victor Announces New 
Scrap Book 


! 





The illustration shows new scrap- 
book, known as the Idea, announced 
by the Victor Safe & Equipment 
Co., Inc., North Tonawanda, N. Y. 
The book has a tough Fabricoid 
moisture resistant binding, and the 
buff paper filler is made of a strong, 
long fibered sheet which will take 
ink inscriptions without blurring. 
The book is available in varied 
sizes to handle material from small 
photos to full newspaper pages. 


ce. = 


Folding Chairs Save Space 
In Small Office 


Space in a small office in a Michi- 
gan firm is conserved by clever use 
of folding chairs made by American 
Seating Company, Grand Rapids, 
Mich. Besides saving space of regu- 
lar office operations, the chairs can 
double for seating in conference 
rooms, lunchrooms and_ waiting 
rooms. 





The chairs are attractive, com- 
fortable, durable and inexpensive. 
They are finished in modern beige 
baked enamel. Seats are plywood, 
metal or padded imitation leather. 
Special storage trucks are available 
for easy moving or storing of chairs 
in quantity. 





e TYPEWRITER RIBBONS 


CARBON PAPERS 


1. Uniform—ribbon after ribbon 

2. Reservoir Inking for long life 

3. Fine-Weave Fabrics for sharp, 
clear typing 

4. Colorfast for permanent writing 


Columbia ribbons are made in an 
almost unlimited combination of fab- 
rics, inks, writing strengths and colors 
for all business machines. 









1. Clean—clean copies, clean hands 
2. Deep carbonizing for sharp, 
uniform copies 


3. Stabilized tissue for durability, 
easier handling, no curl 

4. Neat, easy erasing 

There’s a Columbia carbon paper 

in balanced paper weight, ink for- // 

mula and color for every copying “~~ 

requirement. 


Work Miracles With Your Typing! Your Columbia Stationer can 
demonstrate the many quality and economy features of — 


COLUMBIA RIBBONS AND CARBONS 


SILK GAUZE » MARATHON + COMMANDER + CLASSIC + TITAN + RAINBOW «+ PINNACLE 


Cotumsta Rippon & CARBON Mpa. Co., INc., GLEN Cove, N. Y. 


Purchasing Agents—Spread your companies’ office supply 
dollar further and have the best in writing quality with 
Columbia typewriter ribbons and carbon papers. 


A factory trained Columbia ribbon and carbon specialist 
will make a survey of your office writing requirements with- 
out cost or obligation to you. His report will show you how 
you can get more value for the money you spend for ribbons 


and carbons. Mail coupon attached to your letterhead for 
this free service. 
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Columbia Ribbon & Carbon Mfg. Co., Inc. 

| 702 Herb Hill Road, Glen Cove, L. I., N. Y. 

| I would like to have a study made of our ribbon and carbon 

| requirements, which you agree will not obligate me in any 

! way. I suggest the following date ...........ccccccccecces 
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AMONG THE Associations 





Two Receive 25-Year Awards 
From Washington Association 


Two members of the Purchasing 
Agents Association of Washington 
were presented with 25-year active 
membership bronze plaque awards 
at the group’s December meeting 
held in the Olympic Hotel, Seattle. 
Those honored were George S. 
Drury, Purchasing Agent, Northwest 
Lead Company, and William L. 
Guiler, Purchasing Agent, Ballou & 
Wright. 

The meeting program included the 
showing of a colored movie, “Seattle, 
U. S. A.,” through the courtesy of 
Standard Oil Company of California, 
and a discussion by M. C. Staley, 


national director, and Allan Fox, 
education chairman, on late releases 
from N. A. P. A. 

H. W. Christensen, president of 
the National Association of Purchas- 
ing Agents, was the principal speak- 
er at the fifth annual manufacturers’ 
and distributors’ night banquet of 
the Inland Empire Group, Washing- 
ton association, held in Spokane. 
Mr. Christensen spoke on “What Are 
We Anyway?” The Washington As- 
sociation has launched its second 
conference technique and forum 
discussion training class. The 12- 
session course got underway Jan- 
uary 13 and will run until March 31, 
with classes being held in the YMCA 
Board Room, Seattle. 
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Stanley M. Goodman Honored 
At Testimonial In Syracuse 


Stanley M. Goodman, charter 
member and first secretary of the 
Purchasing Agents Association of 
Syracuse and Central New York, 
was honored at a testimonial dinner 
January 12 in the Onondaga Hotel, 
Syracuse. 

The dinner was sponsored jointly 
by the association, the Amigos, Uni- 
ted Commercial Travelers and the 
Steel Club. 

Mr. Goodman was cited for his 
untiring efforts, hard work and per- 
sonal devotion to the Purchasing 
and the other 


Agents Association 
organizations. 





Head table guests at the November meeting of the Washington Association were, left to right: E. C. Wunderlich treasurer, Inland Empire 
Group; M. C. Michener, first vice president, Purchasing Agents’ Association of Washington; John S. Burrows, secretary, Inland Empire Group; 
M. C. Staley, national director, Washington Association; H. W. Christensen, president, N.A.P.A.; Emerson C. Harvey, chairman Inland Empire 
Group; |. S. Fetterman, toast master, Inland Empire Group; Arthur Erickson, president, Washington association; Walter Toly, trustee, Spokane 
Chamber of Commerce; Arthur Braden, trustee, Inland Empire Group; Carl Canwell, Commissioner of Public Safety, Spokane, and Elroy Schultz, 


vice president, Inland Empire Group. 
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STOP DOWNTIME... 
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el, It costs real money when a truck goes out 
‘ly of service because of battery failure. 

1i- There are two sure ways to keep materials 
he moving, men and machines working: 


1. Power your trucks with Gould Industrial 
Batteries; 2. Maintain all your batteries, 
regardless of make, with the Gould 
Plus-Performance Plan. This free system of 
preventive maintenance is making money 
for hundreds of industrial firms by helping 
them keep their batteries new, longer. 


The Gould “Thirty"— 
ris America's Finest 
Industric! Truck Battery 
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It will poy to learn 
more about Gould In- 
dustrial Truck Batteries 
and the Gould Plus- 
Performance Plan. 
Write Gould Battery 
Information Headquar- 
ters for full information. 


GOULD 


lad ustria! Barferves 


GOULD-NATIONAL BATTERIES, Inc., TRENTON 7, N. J. 








pire 
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ultz, 
Always Use Gould-National Automobile and Truck Batteries 


ING Fepruary, 1953 Please mention PURCHASING Magazine when writing to advertisers. 193 














George A. Renard Addresses 
Chicago Association 


George A. Renard, executive se- 
cretary-treasurer of the National 
Association of Purchasing Agents, 
gave his always popular and keenly 
interesting analysis of current econ- 
omic trends, under the familiar title 
“From one P. A. To Another,” at 
the January 8 meeting of the Pur- 
chasing Agents Association of Chi- 
cago in the Hotel Sherman. 

All past presidents and past secre- 
taries of the Chicago association 
were honored guests at the meeting, 
which was combined with the Wo- 
men’s Division, P.A.A.C., and their 
assistants, who were invited to 
attend. 

Several members were presented 
with the association’s 25-year Silver 
Membership Plaque for 25 years’ 
continuous membership in the as- 
sociation. 
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George Brockway Addresses 
New England Association 


George P. Brockway, American 
Optical Company, former president 
of the National Association of Pur- 
chasing Agents, addressed the Jan- 
uary 12 meeting of the New England 
Purchasing Agents Association in 
the Hotel Vendome, Boston, Mass. 
Mr. Brockway spoke on “What is 
Purchasing and How does Manage- 
ment View It?” He is a former presi- 
dent of the New England Associa- 
tion and has served as a consultant 
for the U. S. Air Force. 

At the afternoon meeting mem- 
bers viewed a film, “Flight To the 
Future,” shown by the Bakelite 
Company. 
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Howe, Diehl Address January 
Meeting of St. Louis Ass’n 


Harold K. Howe, manager of the 
Washington office of the LaSalle 
Steel Company, and Roland L. Diehl 
of the Mississippi Glass Company, 
were the featured speakers at the 
January 7 meeting of the Purchas- 
ing Agents’ Association of St. Louis 
in the Hotel Sheraton. 

Mr. Howe discussed “The Outlook 
Under The Eisenhower Administra- 
tion,” and Mr. Diehl’s talk was titled 
“Know Your Members’ Commodi- 
ties.” 

John W. Reynolds, Director of 
Purchasing of Stores for the St. 
Louis Public Service Company, has 
retired after 22 years’ service with 
the company. Mr. Reynolds has been 
recommended as an honorary mem- 
ber of the St. Louis association. 
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The St. Louis Products Display, 
sponsored by the association, is 
scheduled for February 5 and 6 at 
the Hotel Jefferson. George S. 
Forbes is general chairman of the 
products display committee and 
Frank J. Jost is vice chairman. J. M. 
Tyler is secretary, Charles D. Hoff- 
mann, treasurer. Other committee 
members are B. O. Belknap, Ear! B. 
Boub, F. J. Connell, L. C. Gragg. 
W. J. Matthews and Arnold G. 
Vedder. 


Dr. Luedicke Principal Speaker 
At New Orleans Ass’n Meeting 
Dr. Heinz E. Luedicke, executive 


editor of the New York Journal of 
Commerce, was the guest speaker 





Dr. Luedicke, right, is greeted by N.J. Gubler, 
president of the New Orleans association. 


at the December 15 meeting of the 
Purchasing Agents Association of 
New Orleans, held in the St. Charles 
Hotel. 

Dr. Luedicke, who is also a con- 
sultant to the National Association 
of Purchasing Agents, said that he 
believes that business in 1953 will 
be “very strong” in the first quarter, 
“a bit less favorable” in the second 
and third quarters, but “strong 
again” in the last three months. 

More than 100 members attended 
the meeting, which was combined 
with the annual Christmas party. 
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Webber Hawaii Ass’n Guest 


Lee Webber, purchasing agent for 
the Fibreboard Products Corpora- 
tion, and past president of the 
Northern California Purchasing 
Agents Association was the princi- 
pal speaker at a recent meeting of 
the Purchasing Agents Association 
of Hawaii. Mr. Webber was visiting 
the islands on a vacation. 





Annual Dinner Dance Held 
By Buffalo Association 


The annual dinner dance of the 
Purchasing Agents Association of 
Buffalo was held January 24 in the 
Buffalo Trap & Field Club. 

The program got underway with 
cocktails at 6:30 p.m., followed by 
dinner at 7:30 p.m. and dancing from 
9 p.m. to 2 a.m. Corsages were pre- 
sented to the ladies attending. 

Leon J. Trum was chairman of 
the affair and Nick Higner was co- 
chairman. 

The first of two commodity dis- 
cussions entitled “Commodities For 
1953—Supply and Prices . . . Any- 
one’s Guess!” was sponsored by the 
association January 14 in the Hotel 
Sheraton. 

New members include George W. 
Brittin, The Upson Company: 
Charles W. Parezo, Westinghouse 
Electric Corporation, and Charles J. 
Parmor, Cease Commissary Service, 
Inc. 
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North Centra! Ohio Association 
Held Ghristmas Party 
December 19 


The annual Christmas dance of 
the Purchasing Agents Association 
of North Central Ohio was held De- 
cember 19 at the Westbrook Coun- 
try Club, Mansfield, Ohio. The party 
got underway with a cocktail hour 
and dinner was served at 7:30 p.m. 
A choral group from Mansfieid High 
School sang Christmas carols and at 
the end of the dinner each lady was 
presented with several gifts from the 
association. Dancing continued for 
several hours after dinner. 
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C. L. Pope, of Eastman Kodak, 
Addresses TenneVa Association 


C. L. Pope, chief lubrication en- 
gineer at Eastman Kodak, Rochester, 
N. Y., was the guest speaker at the 
December dinner meeting of the 
TenneVa Association of Purchasing 
Agents held in the Ridgefield Coun- 
try Club, Kingsport, Tenn. 

Mr. Pope discussed “The Purchas- 
ing of Industrial Lubricants,” using 
slides to demonstrate some phases of 
his discussion. 

During the afternoon preceding 
the meeting members of the associa- 
tion toured the plant of the Kings- 
port Press. 

Winston Jackson of the Tennessee 
Eastman Corporation has been ap- 
pointed representative of the as- 
sociation on the District Committee 
on Standardization. 
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MRS. M. G. RIDDLE 


Director of Traffic 


PLAMPIN LITHO CO., Inc. 








Says... 


“No other service 
handles my multiple point deliveries 
as well as Railway Express... 













“Our customers often need delivery of promotion material to hundreds of 
different points throughout the country at the same time! It’s a tall order, 
but no trick at all for Railway Express. 

“The counter cards and displays reach the stores and shops on time . . . 
and in good condition. The fact is. I've never had to make a claim for 


either loss or damage: 


“No other service handles my shipping problems as well. I’ve checked and 
compared, And when | consider pickup, receipts, valuation coverage, and 


worry-free service. | find it always pays to specify Railway Express!” 


Whatever your shipping problem, check and compare cost for cost and 


service for service. You'll find it always pays to... 


Qh! LWa 
| EXPRESS 
use the complete shipping service... Nl GE NCS 


No size or weight limit e Pickup and delivery, within prescribed vehicle limits, 
in all cities and principal towns @ Liberal valuation allowance @ Receipt at 
both ends @ Ship collect, prepaid, paid-in-part e Ship by air for extra speed 
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* MULTIWALL BAGS 


Paper bags for food prod- 
ucts, rock products, ferti- 
lizer, chemicals, etc. 
Valve or open-movuth 
type with pasted or 
sewed bottoms. 


POLYTEX LINERS 


Made from polyethylene. 
Ideal inner protection for 
powdered milk, anhy- 
drous and hygroscopic 
products. Odorless, mois- 
ture-proof, bacteria and 
mold resistant. 


‘or industt 
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CHASE TWINES 


Good-quality, uniform, 
and dependable twines. 
Chase Hi-Speed Sewing 
+ Machine Thread, Dixie 
\ Cotton Sail Twine and 
Hindoo Jute Twine. 


REDI-RAPT TUBING 


Chase two-way stretch 
burlap spiral tubing easily 
wraps any product that is 
hard to wrap. Bias sewn 
tubing is uniform in width, 
circumference and stretch. 


Please mention PURCHASING Magazine when writing to advertisers. 
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GENERAL SALES OFFICES: 309 W. JACKSON BLVD., CHICAGO 4, ILL. 
30 BRANCHES AND SALES OFFICES STRATEGICALLY LOCATED 
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WATERPROOF DRUMHEADS 


Made of durable, waterproof 
Chase burlap Protex, (burlap 
laminated with asphalt to 
heavy crinkled paper). Keeps 
drum and heads completely 
dry. No leakage because there 
are NO SEAMS. Draw cord 
permits cover to be removed 
and reused. 


| of these products 


POLYTEX TURKEY BAG 


This fine polyethylene pack- 
aging material fits your tur- 
keys like a glove! Choice of 
lengths and widths and 
beautifully printed. Non- 
toxic and airtight! For poul- 
try or meats. Write us today. 


SLIP-ON BARREL COVERS 
They're RIGHT on the barrel 
head! Made of tough Neo- 
prene-treated crinkled kraft. 
Slip on all sizes of barrels 
and drums— easily and quick- 
ly. Elastic skirt keeps out dirt! 
Choice of printed or plain. 


Tur 


CHASE CRINKLED LINERS 


For bags, barrels, boxes, and 
drums. Available in 2 types: 
1. crinkled for one-way 
stretch, 2. crinkled and pleat- 
ed for stretch in all directions. 
Waxed or unwaxed. We will 
send you samples. Write 
today. ° 





Education Forum Follows 
Denver Association Meeting 


An educational forum on purchas- 
ing procedures followed the January 
15 meeting of the Purchasing Agents 
Association of Denver. Gabe Gabriel 
of the Denver & Rio Grande West- 
ern Railroad told how his company 
does things. 
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Toledo Purchasing Agents Have 
Fun At Annual Christmas Party 


The annual Christmas party of the 
Toledo Purchasing Agents Associa- 
tion was held December 18 at the 
Toledo Yacht Club. Cocktails were 
served from 6:30 to 7:30 p.m., fol- 
lowed by dinner and dancing until 
midnight. Valuable gifts were given 
to all members’ wives attending. 
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Dayton Association Hears 
Several Important Speakers 


E. H. Weaver, Manager of Pur- 
chases, Union Oil Company of Cal- 
ifornia at Los Angeles, and chairman 
of the N. A. P. A. Committee on 
Standardization, was the principal 
speaker at the December meeting 
of the Purchasing Agents Associa- 
tion of Dayton, Ohio. 

Mr. Weaver’s subject was “Stand- 
ardization—A means of Cost Re- 
duction and Wage Saving in Indus- 
try.” He pointed out that there are 
three areas of standardization in 
industry. These are in-plan< stand- 
ards, industry wide standards and 
in-product standards. 

Other speakers on the program 
included James A. Graham, Pur- 
chasing Agent and secretary of the 


Dayton Steel Foundry Company, and 


R. F. Isenhart, Manager of Stores 
and Purchasing Division, Dayton 
Power & Light Company. 

The Dayton association held its 
annual joint meeting with the Cin- 
cinnati and Springfield groups Jan- 
uary 14 at the Springfield Country 
Club. 

Dayton’s annual Ladies Party- 
Dinner Dance was held January 31 
at the Miami Valley Golf Club, with 
a large group attending. 
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Wichita Association Sees 
Films On Purchasing Procedures 


A film on industrial purchasing 
procedures was shown at the Christ- 
mas buffet dinner of the Wichita 
Purchasing Agents Association. Ray 
Neel of the Star Machinery Com- 
pany gave a short history of that 
company. 
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SCREW MACHINE STOCK— All free- 


cutting alloys plus the higher-strength 
alloys—24S, 61S and 75S. 


ry WELDING AND SOLDERING SUPPLIES 
—Welding and brazing wire, welding 
and brazing flux, solder flux, solder. 


They ha Ve snese 12 basic ad- "ee = 


vantages and scores of others 
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EXTRUDED SHAPES — Miscellaneous 
¢ Lightweight @ Nontoxic extruded shapes suchas angles, channels, 
@ High Resistance to Corrosion ® Strength in Alloys half rounds, quarter rounds, thresholds, 
* High Electrical Conductivity © Nonsparking i truck corners, structural members, etc. 
@ High Conductivity for Heat ® Nonmagnetic a PRR, CEES Sad PSR eng SEN 
¢ HighReflectivity for Lightand © Appearance = 

Radiant Heat @ High Scrap and , 
¢ Workability Re-Use Value F eis a atc ae pea 


Ith EMCI coos ine scot «—|-~—=«CARCOA ALSO MAKES PRODUCTS — 


64 years’ experience in fabricating, bs | TO CUSTOMER SPECIFICATION 


assembling and finishing aluminum 


The world’s greatest aluminum research and 
testing facilities are available to help you de- 





termine the suitability of aluminum for your 


products. And to train your personnel, CASTINGS FORGINGS 
Alcoa offers technical literature and how-to- sand, plaster, permanent drop, hammer and press 
do-it movies. mold and die forgings 


TREY ALE veisarse trom your 


local ALCOA sales office, distributor 





EXTRUDED SHAPES IMPACT EXTRUSIONS 
or jobber 7, 
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For all possible co-operation in filling your 


orders, call your local Alcoa sales office, dis- SCREW MACHINE 


tributor or jobber. You'll find them listed under SPECIALTIES 





| “Aluminum” in your classified phone book. 


ALUMINUM COMPANY OF AMERICA 
1809-B Alcoa Bldg. ° Pittsburgh 19, Pa. 


Aicoa | 
Alumin 


ALUMINUM COMPANY OF AMERICA 


special fasteners and screw machine parts 
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“Brother, you can’t go wrong 
on these tools,” 


‘“AAsk any mechanic who is a me- 
chanic about Bonney tools. You'll get the 
straight dope on why they’re tops. 


Believe me, you get the best tools at 
standard prices. I know—I sure check 
price. 


My tool kit is full of Bonney knuckle- 
savers. They have a ‘feel’ that makes you 
sure of first class work. That means more 


: , % The new Bonney 
dough in the pay envelope. 


economy-priced line 


Another thing! If you're shortoncash, Remember. Your local Bonney 
take a look at a BON-E-CON* tool. They jobber, as well as Bonney, stands 


carry the standard Bonney guarantee.’ behind the tools you buy. He has 
Bonney tools priced to fit your 
needs as well as your budget. 


This is the way the men who buy their own tools 
’ 
feel about them. More and more production- 


minded purchasing agents recognize the value 


of this attitude on the part of mechanics. 


BONNEY FORGE & TOOL WORKS « ALLENTOWN e PENNSYLVANIA 














E. C. Wolf Elected President 
of Tulsa P. A. Association 


E. C. Wolf of the Sunray Oil Cor. 
poration has been elected president 
of The Purchasing Agents Associa- 
tion of Tulsa. He succeeds H. M 
Logan of the Rockwell Manufactur- 
ing Company, retiring president, 
who found it necessary to resign his 
membership in the association be- 
cause of a change in his duties with 
his company. 

Other newly-elected officers in- 
clude Russell R. Burris, Sun Oi] 
Company, first vice president: 
Charles D. Wells, Service Pipe Line 
Company, second vice president: 
L. E. Patten, Carter Oil Company, 
secretary-treasurer; J. S. Hawley, 
Stanolind Oil & Gas Company, na- 
tional director, and O. J. Nelson, 
Pure Oil Company, alternate nation- 
al director. The new slate was in- 
stalled at a meeting January 13. 

C. H. McBroom of the W. L. Wal- 
ker Company, Tulsa, has been elec- 
ted to membership and several new 
applications for membership have 
been received by the association. 

The annual President’s-Ladies 
Night dinner dance was held re- 
cently at the Tulsa Club. E. C. Wolf 
was program director, assisted by 
R. D. Baker, J. Roy Dickson and 
Ward Farrell. 
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Rhode Island Ass’n Launches 
Public Speaking Course 


The Rhode Island Purchasing 
Agents’ Association has arranged for 
a public speaking course to be given 
for its members at the Brown Uni- 
versity Faculty Club, Providence. 
The 10-session course began Jan- 
uary 13 and will continue until April 
7. The course is also open to per- 
sonnel of member companies. Frank 
P. Drummond, son of past president 
Pearce Drummond, is the instructor. 
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530 Attend Christmas Dinner 
Of British Columbia Association 


More than 530 members. their 
wives and guests attended the an- 
nual Christmas dinner-dance of the 
Purchasing Agents Association of 
British Columbia, held December 1 
in the Commodore Cabaret. Van- 
couver. 

Two honorary life members of the 
association were introduced. They 
were Ed Jardine of W. H. Malkin 
and Company, and Ernie Berteau, 
retired from the White Pass and 
Yukon Railway. 
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any Purchasing Agent can have his 








own nationwide staff of expediters on hand— 


day or night—by calling... 





EMERY 





AIR PROCUREMENT SERVICE 


Today’s manufacturing methods 

put the Purchasing Agent on the 
spot. He must maintain a steady inflow of 
parts and assemblies to meet the output of 
high-speed production lines. Yet he must also 
maintain an absolute minimum inventory to 
keep high warehousing costs down. 

To get out of this spot he must match pro- 
duction-line techniques with a conveyor-belt 
transportation system. He needs a transporta- 
tion service that will provide him with: 


DEPENDABILITY -—so he knows exactly when his 
shipment will arrive. 


CONTROL — so he knows that every step in the 
door-to-door movement of his shipment will be 
under constant check. 


FLEXIBILITY — so he knows every means of rout- 
ing will be used, air or surface. 


SPEED—so he knows deliveries will be made in 
the fastest possible way. 

By combining “The World’s Fastest Transpor- 
tation System” with a unique and exclusive PER- 
SONAL EXPEDITING SERVICE, Emery provides 


you, the Purchasing Agent — in fact, all American 
industry — with a procurement service that is the 
answer to your specific need for dependability, 
control, flexibility and speed in moving shipments. 

This special Emery service, which provides you 
with hundreds of expediters across the nation at 
a cost you could not possibly duplicate, has been 
given the acid test where it counts—in the Air 
Procurement Field—and proven its worth by 
enabling Purchasing Agents to: 


@ Maintain tighter inventory control. 
@ Cut costly stock-piling. 


@ Reduce production delays. 


EMERY AIR PROCUREMENT SERVICE IS EASY 
TO USE. Alert your supplier that Emery Air Pro- 
curement Service will pick up your shipment...or 
just specify “Emery Air Procurement Service” on 
your original Purchase Order... then call your 
local Emery Office, give us the facts, and Emery 
does the rest. 

So call Emery...and you'll see why more and 
more Purchasing Agents in America’s leading cor- 
porations find it profitable to use “The World’s 
Fastest Transportation Service” when shipments 
must be delivered on time. 


FREIGHT CORPORATION 


Offices or Agents in all major cities and towns in the United States 














Adectri¢al Insulation Parts Are 


PUNCHING) HOLES IN THE ARGUMENT 
FOR HIGH-COST, OLD-FASHIONED PARTS 


Pay so little, get better parts, and cut wasteful steps out of assembly 
operations with Inmanco fabricated electrical insulation parts. 


Production line fabrication, landslide output rates, and the latest equip- 
ment are why you pay so little for Inmanco parts. 


Greater accuracy, with fewer rejects due to fabrication on specially 
developed equipment, are the reasons Inmanco insulation parts are better. 
The brains behind this equipment are engineering parts completely fabri- 
cated to the exact dimensions and shapes from materials with the specific 
properties you need. You waste no time on costly, final hand operations or 
in struggling to slip hard-to-fit parts into place. 


Precision punching, shearing, sawing, slitting, creasing, forming, cuffing, 
or rotary-cut molding techniques are used to produce Inmanco parts. 
Insulating materials that can be fabricated include papers, plastic films, 
varnished fabrics, wood, reinforced or laminated plastics, fibre, and various 
combinations. Use Inmanco parts to insulate motors, coils, instruments, con- 
trols, transformers,T'V sets, and all types of electrical or electronic apparatus. 


Inmanco parts are being fabricated in ways never thought possible, on 
one machine instead of two, at faster rates, and in designs that defy descrip- 
tion. They can be accurately made to your specifications. IMC engineers 
will provide design assistance. Send your blueprints or an outline of your 
requirements to your nearest IMC office or distributor . . . and ask for 
Product Bulletin No. 499. 


INSULATIO 


*CHICAGO 6 
565 W. Washington Bivd. 
Phone CEntre!l 6-7320 


MANUFACTURERS =) 
CORPORATION 





"sc; pos “oe 


*CLEVELAND 14 
1231 Superior Ave., N. E. 
Phone SUperior 1-2310 


DAYTON 2 
120 W. Second St. 
Phone Michigan 1391 


MILWAUKEE 2 
312 E, Wisconsin Ave. 
Phone DAly 8-5359 


PITTSBURGH 22 DETROIT 2 


*MINNEAPOLIS 3 PEORIA 
535 Smithfield Street Horry R. Brethen H. A. Holden, Inc. W. C. Johnson 
Phone GRent 1-7100 15 Lawrence Ave. 1208 Harmon Place 101 Heinz Court 
Phone TOwnsend8-2577 Phone Geneva 5353 Phone 2-7786 


“Local Stocks Available 


Also distributed in other cities by Earl B. Beach Company; Diamond State 
Fibre Company of Canada, Limited; Insulation and Wires Incorporated; and 
Robert McKeown Company. 


206 











Please mention PURCHASING Magazine when writing to advertisers. 





H. K. Howe Guest Speaker at 
St. Louis Association Meeting 


Mr. Harold K. Howe was guest 
speaker at the St. Louis Purchasing 
Agents’ Association meeting, held 
January 7th, at the Sheraton Hotel. 
Mr. Howe is editor of the “Wash- 
ington Letter” giving reports from 
the capital for La Salle Steel Com- 
pany. Mr. Howes’ address on “What 
To Expect Under The Eisenhower 
Administration” was both interest- 
ing and timely. He emphasized the 
importance of the role business must 
play, and advocated returning con- 
trols to the states and to business. 

John W. Reynolds of the St. Louis 
Public Service Company and Mr. 
E. I. Adams of the Otis Elevator 
Company were recently retired from 
their respective companies. Both of 
these “old timers” are well known 
for their hard, outstanding and faith- 
ful work in the St. Louis Association 
and it was with great pleasure that 
these men were made honorary 
members of the Association. 
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Milwaukee Association Views 
Motion Picture On Paper Industry 


A 45-minute movie on the Paper 
Industry was shown at the Decem- 
ber meeting of the Milwaukee As- 
sociation of Purchasing Agents held 
at the Milwaukee Elks Club. 

After dinner, Dr. H. E. Luedicke, 
executive editor of the New York 
Journal of Commerce, spoke on “The 
Business Outlook After Election.” 
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Quail Addresses Tri-State 
Association On Controls 


W. B. Quail of the Armco Steel 
Corporation spoke on “Outlook For 
Government Control” at the January 
21 meeting of the Southern Group, 
Tri-State Purchasing Agents As- 
sociation, in the Woodland Club, 
Huntington, W. Va. Mr. Quail was 
Director of Iron & Steel Division, 
N.A.P.A. for 15 months in Wash- 


ington. 
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Cleveland Association Hears 
C. M. White, Republic President 


Charles M. White, president of Re- 
public Steel Corporation, was the 
featured speaker at the Executives’ 
Night of the Purchasing Agents As- 
sociation of Cleveland, January 15 
in the Hotel Cleveland. 


(Please turn to page 210) 
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4 
A Like the hall mark on fine silverware, this triangle mark now 


impressed on all P-K Self-tapping Screws signifies the maker’s pride of craftsmanship. 


This “signature” will serve for your protection against substitution. 


4 
| ¢ 
Now, the P-K triangle mark will certify every screw that 
| ° . , * . 
bears it as a genuine Parker-Kalon product, made by the originators of Self-tapping Screws. 
| Now, you can be sure, when you see this mark, that you are using the only Self-tapping 


Screws made with the accumulated “know-how” of 40 years of enterprising leadership. 
| 


Now, identification goes beyond boxes or other 
containers and labels. The screw identifies itself, and when you see the P-K triangle mark 
you know it is the guaranteed screw, backed by the “Guarantee of Highest Quality” printed 


on every box. Look for the P-K triangle on the screws you buy and use. It’s your one sure 





way to guard against job-slowing, parts-wasting screw failure... the way to make planned 


assembly savings pay off. Parker-Kalon Corporation, 200 Varick St., New York 14. 
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tackle blocks 






GET THIS EXTRA STRENGTH 
AT NO EXTRA COST! 

































Usual Upson-Walton's 
Safe Working Safe Working 
Load Load 





3” Single. . 200 Ibs. 265 Ibs. 
3” Double . 300 Ibs. 400 Ibs. 
3” Triple. . 400 lbs. 540 Ibs. 
4” Single. . 400 Ibs. 510 Ibs. 
4” Double . 550 Ibs. 730 Ibs. 
4" Triple . . 700 Ibs. 925 Ibs. 
5” Single. . 500 Ibs. 675 Ibs. 
5” Double . 750 lbs. 1000 Ibs. 
5" Triple . .1000 Ibs. 1325 Ibs. 
6” Single. .1000 Ibs. 1320 Ibs. 
6” Double .1500 Ibs. 1900 Ibs. 
6" Triple . .2000 Ibs. 2640 Ibs. 
7” Single. .1500 Ibs. 1700 Ibs. 
7” Double .2000 Ibs. 2575 lbs. 
7’ Triple . .2500 Ibs. 3000 Ibs. 
8” Single. .1700 Ibs. 2200 Ibs. 
8” Double .2450 Ibs. 2850 Ibs. 
8” Triple . .3200 lbs. 3500 Ibs. 
10” Single. .2600 Ibs. 2750 Ibs. 
10” Double .3400 Ibs. 3650 Ibs. 
10” Triple . .4200 Ibs. 4900 Ibs. 
12” Single. .3000 Ibs. 3000 Ibs. 
12” Double .3750 Ibs. 4600 Ibs. 
12” Triple . .4500 Ibs. 5400 Ibs. 








Upson-Walton wood blocks not only have 
extra strength but also outstanding eye 
appeal... with clear-lacquered hardwood 
shells and contrasting green 
enameled steel parts. See 
your distributor for efficient 
service from stock. Write for 
free catalog. 





THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE -« CLEVELAND 11, OHIO 


New York . Chicago * Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG EXPERIENCE—ESTABLISHED 1871 
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(Continued from page 206) 


The meeting was preceded by an 
open forum discussion on “Types of 
Purchasing Department Reports to 
Management.” Panel members were 
J. Vincent Collins, Freeway Washer 
Company; Harry Henry, Dobeckmun 
Company, and Ivan Holland. Ford 
Motor Company. 
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Wisconsin NIGP Members Visit 
City of Milwaukee Departments 


Members of the Wisconsin Chap- 
ter of the National Institute of Govy- 
ernmental Purchasing visited several 
departments of the City of Milwau- 
kee during the December meeting 
in City Hall. 

The members were taken on a 
tour of the city’s printing and du- 
plicating department, which does 
work for all city departments. The 
members also visited the city’s ga- 
rage and tire shop, which has estab- 
lished card systems on every size 
and kind of tire required for the 
large number of trucks and pas- 
senger cars operated by the city. 

Mayor Frank Zeidler and Norman 
Gill, executive director of the Citi- 
zens’ Governmental Research Bu- 
reau of Milwaukee, addressed the 
meeting. 

W. A. Roberts, president of Allis- 
Chalmers Mfg. Company, was the 
featured speaker at the January 13 
meeting of the Association in the 
Elks Club. The title of his talk was 
“Off The Cuff.” A movie on the 
making and use of malleable iron 
was shown. 
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Montreal Association Meets 


The Purchasing Agents Associa- 
tion of Montreal met January 20 in 
Sheraton Hall, Mount Royal Hotel. 
The principal speaker was Kenneth 
P. Greenaway, executive secretary 
to the president and in charge of 
public relations of Zeller’s Limited, 
a specialty department store. Mr. 
Greenaway’s talk was entitled 
“Home Work.” 
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Leo Norton Succeeds H. H. Martin 
As Treasurer Of Buffalo Group 


Leo Norton of Globe Woven Belt- 
ing Company has been named to 
fill the unexpired term of Harry H. 
Martin, treasurer of the Buffalo Pur- 
chasing Agents Association. Mr. 
Martin resigned the post due to his 
transfer to another executive p0s!- 
tion with Sylvania Electric Products, 
Inc. 


PuRCHASING 














the 


the 
ron 


tel. 
eth 
ary 
of 
ted. 
Mr. 
tled 


rtin 
up 

elt- 
| to 
_ H. 


ur- 
his 


osi- 
icts, 


SING 


GAIT 
DEL 


Ni 6M). 


create a.style trend. in smaturt Sachaging / 


Products displayed in Gair Foil Cartons are irre- 
sistible...a definite stimulation for increasing sales. 
These brilliant, fascinating foil cartons are doubling 
and even tripling sales of various products in self- 
service super markets, syndicate stores, department 
stores and other important retail outlets. 















Yes...Gair Foil Cartons are rapidly gaining a 
style leadership in the Folding Carton Industry. 


Write for Brochure on Gair Cartons 


% GAIR 


ROBERT GAIR COMPANY, INC. + 155 EAST 44TH STREET*© NEW YORK e TORONTO 





PAPERBOARD 
FOLDING CARTONS 
SHIPPING CONTAINERS 
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EST. 1882 [ANGLE-PROOF 
LOCK WASHERS 


You can depend on Hobbs spring lock washers to meet all 
job requirements and government specifications. High in 
quality—low in cost, these fasteners are available in high 
carbon steel, stainless steels, silicon and phosphor bronze, 
and all types of platings. Their “tangle-proof” construc- 
tion speeds production. Warehouses throughout the U. S. 
assure prompt delivery of your regular and emergency 


needs. 


HOBBS MANUFACTURING CO., Fastener Division 
10 Salisbury St., Worcester 5, Mass. 


HA OBBs HOBLOK & LOXIT Cotter Pins 









| 


HOBLOK (Hammer-Lock Type) 


cotter pins lock securely when head 
is hit with hammer. No bending 
of prongs required. Saves time and 
reduces costs! 


te 
ee ee ee ee ee the 


LO XT extended-Prong) 


cotter pins meet all government 
specifications. Both types of Hobbs 
cotter pins are available in steel, 
brass, stainless steel, and monel. 


Write for Hobbs lock 
washer and cotter pin 
price lists today! 
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Florida Association’s Annual 
Convention Held Jan. 16-17 
The annual meeting of the 
Florida Purchasing Agents Asso- 
ciation was held January 16 and 
17 at the George Washington Hotel, 
Jacksonville, Fla: 

R. N. Garden, president opened 
the convention. Speakers on the 
first morning program were R. E. 
Wilkinson of Jacksonville; Charles 
Tinsley of Trenton, N. J., and B. H. 
Robson of Jacksonville. 

Afternoon speakers were Hal E. 
Alexander of Jacksonville; Harlan 
E. Cross of Birmingham, and W. S. 
Flinn of Chattanooga. 

Dr. J. Frank Goodwin, marketing 
professor at the University of 
Florida, was the principal speaker at 
the annual banquet January 16. 

Addresses were given January 17 
by Jack Reaves, chairman of the 
association’s education committee, 
and Frank C. Fish and J. G. Christo- 
pher of Jacksonville. 
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Lancaster Group Hears Talk 
On Teamwork In Industry 

M. S. Charlton, Assistant Pur- 
chasing Agent of the Atlantic Re- 
fining Company, was the featured 
speaker at the January 20 meeting 
of the Purchasing Agents’ Club of 
the Manufacturers’ Association, held 
at the Arcadia, Lancaster, Pa. Mr. 
Charlton spoke on “The Purchasing 
Agent’s Place on the Team of In- 
dustry.” 

¢ =F 
Sixth District To Hold Annual 
Spring Meeting In Cincinnati 

The Annual Spring Council meet- 
ing of the Sixth District of the 
National Association of Purchas- 
ing Agents will be held March 14 
in Cincinnati, Ohio. A get-together 
dinner will be held the night before 
the meeting for the national di- 
rectors and alternates. 

William R. Lantz, Akron, is the 
only candidate at this time for the 
vice presidency. Earl Jung, Cincin- 
nati, will be in charge of arrange- 
ments. 
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Toledo Site Of Sixth District 
Conference October 10-11 


The Seventh Annual Purchasing 
Conference of the Sixth District, 
N.A.P.A., will be held October 10- 
11 at the Secor Hotel, Toledo, Ohio. 
A service show will be held in con- 
junction with the conference, Edu- 
cation will be stressed during the 
program. Matt King, Toledo, will be 
chairman of the event. 
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O-RINGS 


Made of rubber. Self-sealing for 
single or double action. Excellent 
for pressures under 1500 psi. Ap- 
olied with leather back-up rings, 
can be used with pressures over 
500 ps: when engineered correctly. 
stalled in groove in rod gland or 
riston head; also used as a static 
seal, 


INTERNATIONAL 
Packings 
Specialists, 


offering leather 
and synthetic 
rubber for 
your needs 


There’s one right packing for each 
application . . . and only one, Be- 
cause, in the packings business, there 
is no such thing as “just as good.” 
It’s a precision business where knowl- 
edge and experience count. 

That’s why you can be sure when 
you bring your packings specs to 
GaK-INTERNATIONAL, the pack- 
ings specialists. One entire plant and 
personnel are devoted solely to the 
design, engineering and manufacture 
of leather and/or synthetic rubber 
packings. 


All standard packings types ox 
leather or synthetic rubber can be or- 
dered to JIC Standards for Original! 
Equipment or Replacement. For spe- 
cial jobs send details. You'll get 
prompt service. 


NEW O-RING 
BOOKLET FREE 


Up-to-date tables covering 
basic rubbers and approved 
compounds, dimensional 
data and installation detail. 
A right-hand reference man- 
ual for design engineers. 
Write for it now — it's free. 


gm INTERNATIONAL 


ra tiels hi 


GRATON & KNIGHT COMPANY 
Established 1851 


Worcester 4, Massachusetts 


INTERNATIONAL PACKINGS CORPORATION 
Graton & Knight Company Affiliate 


Bristol, New Hampshire 






































Your own design parts—cold 
headed or single or double 
extruded, accurate as to dimen- 
sional detail, heat treated as 
required. Send blue prints and 
specifications to our factory. 


CLEVELAND 7% 4 FASTENERS 











Materials Handling Show 
To be Held May 18-22 


The fifth National Materials Han- 
dling Exposition, to be held in 
Philadelphia, Pa., from May 18 to 
May 22, is expected to attract 25,000 
visitors from 40 countries, according 
to Clapp & Poliak, Inc., the exposi- 
tion management. Two hundred and 
fifty-five companies will display 
materials handling equipment. Many 
will operate their machines to dem- 
onstrate use under simulated fae- 
tory conditions. 


Conference to Discuss 
Basic Materials 


A three-day conference to discuss 
the vast range of basic materials 
available to manufacturers will be 
held at the Hotel Roosevelt, New 
York City, June 16-18. The confer- 
ence will supplement the first ex- 
position of basic materials for in- 
dustry which will overlap the con- 
ference and be held at the Grand 
Central Palace, New York City, 
June 15-19. 

The combined events will provide 
the first clearing house of informa- 
tion ever attempted for the entire 
field of materials for hard goods 
manufacturing. Heads of more than 
20 leading companies have formed 
a board of sponsors for the show 
and conference. Don G. Mitchell, 
president of Sylvania Electric Prod- 
ucts, is chairman of this board. The 
general chairman of the first con- 
ference will be Theodore C. Du- 
Mond, editor, Materials & Methods. 
Full information and_ registration 
cards may be obtained from Clapp & 
Poliak, Inc., 341 Madison Ave., New 
York 17, N. Y. 


Navy Ordnance Laboratory Gets 
High Vacuum Melting Furnace 


A new high vacuum melting fur- 
nace affording larger charges of 
purer alloys than previously p0s- 
sible has been installed at the Naval 
Ordnance Laboratory. The furnace 
will take charges of about 30 and 
100 pounds and can take a charge 
of 200 pounds of ferrous materials, 
melting them in a vacuum of about 
1,001 mm of Hg. With power sup- 
plied by a 50-kilowatt, 3,000 cycle 
motor generator the metal is hea 
by a high-frequency coil. 





TI 


OV 


CX 


Of 


fre 


hi 


Ca 
fo 








































an- 
:| The way 
} to 
000 
ling 
a r mn rn motor 
and 
olay 
any 
-m- * | £ 
“| 1S . 
The modern, pre-lubricated Life-Line consigned faulty lubrication to the motor 
cuss museum almost ten years ago. 
— Think what it means. No more incorrectly greased motors. No failures from 
e ° ° . . . ° 
lows overlubrication, from under lubrication... from use of incorrect or dirty grease. 
fer- Correct lubrication is sealed in... in advance. 
ex- Result? Longer motor life. Over a half million pre-/ubricated Life-Line motors 
in- . ; ° ° ° 
bs operating in every conceivable type of application have proved that outages 
‘on- ee be . 1 oe 
oni from incorrect lubrication have been eliminated completely. 
‘ity, Take the case of an eastern manufacturer, for example. Motors were installed 
- high on a press—out of reach of a maintenance man. Consequently, motor 
vide Be ne ; _ ae S ° 
cone lubrication was forgotten. Bearings failed—windings burned. Then pre-lubri- 
tire cated Life-Lines were installed. Failures disappeared. Today, motors are still 
ods forgotten—but safely. 
f nN . . + 
_~ Remember, the way to lubricate a modern motor is don’t. And, to spot a truly 
‘ pre-lubricated motor, look for a motor that has vo grease fittings. You'll know 
hell, then it needs no greasing attention. You'll find your answer in Life-Lines. 
= Ask your nearby Westinghouse representative for a copy of “Facts on Pre- 
e he tie koi ‘=< ; 
bony lubricated Bearings”, B-4378, and for all the reasons why Life-Lines offer you 
Du- more service on the job... less servicing. Or write Westinghouse Electric 
ods. Corporation, P. O. Box 868, Pittsburgh 30, Pennsylvania. J-21682-A 
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YOUR 
PRODUCT’S 
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BEST 
FRIEND + 
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» 4 Perkins custom-made 


Gears provide maximum 


efficiency in power 


transmission! 


WHATEVER your custom gear 
requirements may be, here in our 
modern plant we have all conceiv- 
able facilities for providing practi- 
cally every type of gear from any 
material in any size and in any 
quantity to your specifications at 
competitive prices. 

Experienced engineers with a 
nation-wide reputation for ability in 
gear design and transmission prob- 
lems are at the disposal of Perkins 
customers. For suggestions, ideas 
and cost estimates write us today. 


PERKINS MAKES: 
Helical Gears 
Bevel Gears 
Ratchets 

Worm Gears 
Spiral Gears 


Spur Gears with 
shaved or ground teeth 


Ground Thread Worms 








NOTE 1: A new product is the Perkins 
Precision Spring Coiler. This coiler 
(patent applied for) turns out preci- 
sion springs—any type, shape, size from 
wire sizes .005 to .125. Complete data 
and prices upon request. 


2: Another new product—the Perkins 
“‘Bendit 15’’—a patented metal form- 
ing machine which bends and shapes 
sheets, rods; strips tubing into innu- 
merable complex as well as simple 
forms that would be difficult or even 
impossible to make by other means. 
Eliminates need for expensive tools or 
specialized skills. Height 47”, net 
weight 200 lbs. Write us today for 
descriptive catalog, prices, etc. 


PERKINS MACHINE 
& GEAR COMPANY 


WEST SPRINGFIELD, MASSACHUSETTS 





Report Emphasizes Effects 
Of Fluctuating Dollar Value 


Measurement of the degree to 
which financial accounts have been 
distorted as a result of changing 
price levels is one of the most ur. 
gent tasks confronting top manage. 
ment, according to the Council for 
Technological Advancement in a 
report titled “Effect Upon Indivi- 
dual Companies of the Changing 
Value of the Dollar.” 

According to the Council, an af- 
filiate organization of Machinery and 
Allied Products Institute, many com- 
pany officers today mistakenly be- 
lieve their company’s financial re- 
sults for the year just closed and 
for preceding years have been better 
than they actually were. Some com- 
panies, in fact, have retrogressed 
financially without this fact being 
specifically noted by their officers 
and _ stockholders. . 

Distortions in financial accounts 
develop as changes in the purchasing 
power of the dollar create differen- 
tials between past cost and current 
cost. In some companies, the Coun- 
cil reports, replacement and expan- 
sion of inventory and fixed assets 
occurred postwar to such extent 
that accounting on a historical cost 
basis sufficiently approximates cur- 
rent or replacement cost so as to 
minimize the disparity between cost 
and economic values. In other com- 
panies, fixed assets typically are a 
relatively small proportion of total 
assets; consequently, provisions for 
wear and obsolescence and replace- 
ment are thought of as relatively in- 
significant. In general, the problem 
is greatest in those companies which 
have large inventories in a long 
cycle of production, and an invest- 
ment in fixed assets which is high 
in proportion to income. 

Distortions in financial accounts 
based on historical cost will not end 
with the halt in inflation it is hoped 
lies ahead, but will continue to be 
felt for years to come, states the 
Council, and will be reflected in 
overstatement of profits, understate- 
ment of costs, and inadequate pro- 
visions for wear and obsolescence. 
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Heavy Oil Imports Forecast 
Coal Industry Drive For Limits 


A strong drive in Congress for 
limitations on foreign residual oil 
imports is forecast by the sharp pro- 
test lodged by the coal industry 
over the recent rise in oil imports 
and the resulting displacement of 


(Please turn to page 222) 
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Whatever your fuel picture, 
there’s a B&O coal to fit it! 


® In the Baltimore & Ohio area lies a Whatever your “burning need,” Indus- 
treasure-land of Bituminous—an almost trial or Domestic, there’s a B&O coal to 
inexhaustible source of low-cost heat and meet it—and we are ready to help you find 
energy. Here are found Bituminous coals the best for your purpose. Just ask our man! 


of all varieties—for power, for coking, for 


steam, for space heating. én) ‘f a $ 


B&O coals are excellent for generating \ 
steam in utility and industrial power plants, micmcan io ‘ 
for steel mills, malleable iron plants, gas B sesanenca 
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plants, lime and brick kilns, cement and es ciate 
glass plants, and potteries. bu sovs 
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Constantly doing things —better! 
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INDOORS and OUTDOORS 
YOUR 
BEST PROTECTION 
FOR 
FLAMMABLE LIQUID, 
GAS AND ELECTRICAL 
FIRES 


ANSUL oo" 


FIRE EXTINGUISHING 
EQUIPMENT 
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Flammable Liquid Fires 


Gas Fires 


Electrical Fires 


Ansul Dry Chemical Fire Extinguishing 
Equipment has world-wide recognition as 
é preferred protection for flammable liquid, 
WHEELED PORTABLES gas and electrical hazards. Yet a surprising 

e number of Ansul Extinguishers are used to 


HAND PORTABLES 


STATIONARY protect textile mills and paper mills against 
EXTINGUISHERS serious loss from surface fires such as occur 
AND 


in textile lint and combustible paper dust. 
PIPED SYSTEMS a ° ‘ . 
re The textile and paper making industries rely 


TRUCK MOUNTS, on Ansul Extinguishers for quick control of 
TRAILERS AND dangerous flash fires in class “A” (ordinary 


SELF-PROPELLED combustible) materials. Any remaining em- 
UNITS bers are quenched with small quantities of 
* 


water, thereby keeping water damage at a 
minimum. 

Surface fires in textile lint and combustible 
dusts spread rapidly. They need quick con- 
trol. If you have serious lint or dust hazards, 
talk with your Ansul representative. He may 


have suggestions to reduce fire damage and 
lost production time. 





Send for File No. 941. You will receive 
a variety of helpful printed matter. 
Included is our latest catalog which 
describes Ansul Extinguishers of all 
sizes — from the small Ansul Model 4 
to Ansul Piped systems and Ansul 
2000 Ib. Stationary Units. 














ANSUL 


Cemical | Company 


FIRE EQUIPMENT DIVISION * MARINETTE, WISCONSIN 
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coal in its customary markets along 
the Atlantic seaboard. 

Pointing out that imports of for. 
eign residual oil in the last quarter 
of 1952 averaged 15 percent higher 
than in the corresponding period of 
1951, Tom Pickett, executive vice 
president of the National Coal Asso. 
ciation, said that imports reached a 
new all-time peak in the first week 
of December amounting to 547,000 
barrels per day, the equivalent of 
131,000 tons of coal. 

Mr. Pickett emphasized that this 
December rise in imports came at a 
time when U. S. refineries had 
slashed their crude runs to stills to 
their lowest levels since last June. 

The imports of East Coast residual 
have been rising steadily over the 
postwar years. In the three years, 
1946 to 1948, imports averaged 50,- 
000.000 barrels annually. They rose 
to 75,000,000 barrels in 1949 and 
approximated 120,000,000 barrels in 
each of the years 1950 and 1951, and 
128,000,000 barrels in 1952, Mr. 
Pickett said. 

The United States production of 
residual fuel has been held rela- 
tively constant over the postwar 
years, the 1951 and 1952 figures be- 
ing but 2 to 5 percent over the 
1946-48 averages, according to Mr. 
Pickett. On the other hand, he said, 
world oil production and refinery 
operations outside the United States 
have grown rapidly in the last 
decade. 

“Foreign refineries produce a sub- 
stantically higher proportion of re- 
sidual oil than do the U. S. refiner- 
ies, partly because of the refinery 
processes used and partly because 
of the gravity of the crudes used,” 
Mr. Pickett said. 

“When world oil markets are tight 
and world shipping is more active 
than at present the excess residual 
is substantially absorbed. Otherwise, 
the pressure is for such residuals to 
force their way into U. S. markets 
on what appears to be a here today 
and gone tomorrow basis,” Mr. 
Pickett stated. 

“Such operations,” he charged, 
“are disruptive to the economy ° 
our own coal industry which in some 
markets is forced onto a semir 
standby basis.” 


instrument Show Sept. 21-25 


The Eighth National Instrument 
Exhibit will be held at the Sherman 
Hotel in Chicago, September 21-25. 
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aia HERE‘S HOW SIMPLE IT IS TO 
als to INSTALL SPRING-LOCK Twenty leading refrigerator makers in the United States and Canada 
arkets find Simmons plastic SPRING-LOCK the ideal shelf support. It is 
today : ; “ey : : 
Mr strong, attractive and low in cost. Installation is blind, easy, quick, 
secure. Insert the fastener, then a half-turn causes the spring-steel legs 
arged, to grip panels securely. 
; Srip } ; 
ny 0 Design flexibility of SPRING-LOCK makes it suitable for a variety 
some . : ° “rr 4 
al of applications: shelf supports, cover knobs, drawer pulls and many 
other uses. Any shape head can be molded in any color; the heart of 
| ime Pe : 
| steel, around which the plastic is molded, provides strength-plus. 
re If you have a fastening problem, Simmons engineers will be glad 
«Insert Spring-Lock > 3 ? he s “—" ‘ 
€ pring Lock 2. A half turn and it’s locked to help vou solve it. Send us the details todav. 
The steel insert carries the load. 5 4 
1-25 Simmons Fastener Corporation, 1743 North Broadway, Albany 1,N.Y. 
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Fasteners that improve products and reduce assembly costs 
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Material Handling Systems 
Will “Pay Dividends” 
J. C. Webb Tells ASME 


Integrated material handling sys- 
tems, making use of the most up-to- 
date thinking on both mechanical 
and manual means of handling 
goods will definitely pay dividends 
in safety as well as in increased pro- 
duction and lower costs. This was 
the message of Jervis C. Webb, ex- 
ecutive vice president of the Jervis 
B. Webb Company, Detroit, at the 
recent annual meeting of The Amer- 
ican Society of Mechanical Engi- 
neers. 

“Conveyors, automation devices, 
cranes, industrial trucks—all are 
available to become part and parcel 
of the handling plan of industry,” 
he stated. “Whether the industry be 
the mining of iron ore, the making 
of an automobile, the warehousing 
of soap, or the printing of a news- 
paper, all of these are tied up in a 
major degree with the problems of 
handling. 
“Thanks to the efforts of ASA, 
ASME and the National Conserva- 
tion Bureau, reasonable and intelli- 
gent codes are being developed to 
provide the specific and general 
features of safety that will further 
make for proper safeguards. These 
added to the furtherance of freedom 
provided by mechanical systems to 
the men in industry can only bring 
good results for all.” 
Among the costs which industry 
may cut are goods in process, man- 
power, bottlenecks in production 
and improper scheduling, Mr. Webb 
stated. The insertion of mechanical 
equipment to handle the products 
from raw material to finished prod- 
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REDUCE 
PLUMBING 
MAINTENANCE 
cOosTSs! 


Specify SHERMAN 
INDUSTRIAL 
SHOWER SETS and 
other items in 
Sherman Ball Bearing 
Faucet Line. The Pat- 
ented Ball Bearing Stem 


eliminates excessive 


wear on washer and 
seat—saves $$$ in re- 
pair, water, and fuel 
bills! 

Write for 


CATALOG #P-48 TODAY 


the © 


BATTLE CREEK, 


BALL BEARING FAU 






























































the product. Harrisburg 
manufactures a full line of 
seamless steel pipe coup- 
lings to A.P.I. and A.1.S.1. 
specifications...anddrop- 
forged steel pipe flanges 


madetoA.S.A. hea 


standards. 


vA “a : 
Pa) 2 
“eo é " 2 
o “ P Copies of the Harris 
ne ; burg Couplings and 
Harrisburg Flanges 
Catalogs will be 


mailed upon request 


HP52-3 
99 Years in Pennsylvania's Capital ] 













uct on a more or less continuous 
basis would, according to Mr. Webb, 
tend to cut these problems down in 
size and bring them into sharper 
focus for better analysis. 


Thin Line of Goods 


“Goods in process by careful 
mechanical arrangement of material 
handling equipment can be cut 
down to a thin line minimum,” he 
continued. “When this thin line of 
goods, proceeding from raw mate- 
rial to finished product, is in evi- 
dence on the plant grounds, then it 
is easy to work out scheduling and 
to eliminate almost visually bottle- 
necks of manpower and production 
equipment. 

“Strength can be added and taken 
away in a much simpler way than 
if work is done in a haphazard man- 
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Punched and formed pieces of tough, 
resilient National Vulcanized Fibre 
reinforce spectacle case to provide last- 
ing shape retention and serviceability. 
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contributes to an improved product — 


in spectacle cases for American Optical 


COMPANY 


tonal Laminated Plastics 
nally known—nationally accepted 


This practical use of National Vulcanized Fibre by American 
Optical Company in their attractive spectacle cases is typical of 
the countless contributions National Vulcanized Fibre—the 
material of a million uses—makes to industry and business. 

National Vulcanized Fibre applications, both mechanical and 
electrical, are varied and extensive. In mechanical applications it 
is desirable because it possesses exceptional tensile and crushing 
strength, toughness, density and resistance to wear—coupled 
with ease of fabrication. It actually improves with age; for many 
mechanical purposes it is better, more durable than metal. 

In the electrical field National Vulcanized Fibre has been the 
standard insulation for years. It has high dielectric strength and, 
when subjected to hot electrical arcing, it evolves neutral gas 
which extinguishes arc without “‘tracking.’’ Many electric appli- 
ances find National Vulcanized Fibre to be the one best material 
for one or more of their parts. 

Available in various grades and colors; and in sheets, rods, 
tubes and special shapes. Write for detailed literature and engi- 
neering service information— 








NATIONAL VULCANIZED FIBRE CO. 


Wilmington (aa Delaware 
































SIMONDS 


ABRASIVE CoO. 


Grinding Wheels 


Here’s the right start for an exact 
finish . . . Simonds bulletin on in- 
ternal grinding wheels. It tells you 
why they’re right ... why they grind 
fast and cool . . . why they give the 
same high precision each time you 
order them. 








You can have this bulletin free, 
together with the name of your 
Simonds distributor. He can supply 
you with Simonds Abrasive 
Company grinding wheels for every 
job . . . snagging, finishing, sharp- 
ening, cutting-off and polishing. 


Write requesting bulletin ESA-29. 


SIMONDS ABRASIVE CO., PHILADELPHIA 37 PA. BRANCH WAREHOUSES: CHICAGO, DETROIT, BOSTON 





TORS IN PRINCIPAL CITIES 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Mills, Lock- 
N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co. Ltd., Arvida. Que. 
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(Continued from page 224) 


ner all over the plant and not con- 
tinuously proceeding in a thin line. 
Further, the worker’s burden can be 
greatly eased and lightened if the 
work is brought before him in a 
regular continuous way.” 


Four Divisions of Material Handling 


The contribution of material han- 
dling to safety was discussed by Mr. 
Webb in terms of its four functions 
which he explained as follows: 

“Let us say that it has the func- 
tion of transportation. In other 
words, the material whether raw or 
finished must be moved from one 
machine to another, must be moved 
from one department to another, 
must be moved from the warehouse 
to shipping and vice-versa. There 
is need for pure transportation. 

“Secondly, material must be proc- 
essed. There are places where a 
man cannot go, where there is heat, 
where there are corrosive condi- 
tions, where there are atmospheric 
conditions that are bad. There are 
also places where a man should not 
go, where there is only, let us say, 
minor heat and minor corrosive 
conditions. 

“Third, there is the function in 
handling of storage. Material must 
be oriented in storage, must be 
placed in such a way for ease in 
coming in and out of storage, must 
be placed in such a way that build- 
in¢s and floor space are minimized. 

“Four, there is the assembly or 
making function of material han- 
dling. Here the product is made, the 
refrigerator is assembled, the radio 
is tested, the newspaper is printed.” 


: 2 


How to Choose And Use 
Paints for Plant and Office 


Selection and use of paints for in- 
dustrial use is a complicated matter 
because they have so many variable 
qualities. Yet a painting job is a 
periodic necessity, whether for plant 
maintenance or decorative office 
purposes. 

Some answers to the perplexing 
problems incident to paints appear 
on a 30-page report prepared by 
York Research Corporation for the 
American Hotel Association, 221 
West 57th St., New York City 19, 
N. Y. The report, which sells for 
$1.00 per copy is called “Paints—A 
Guide for their Selection and use for 
Interior Surfaces.” 

Part 1 of report deals with the 
composition of paints and how to 


(Please turn to page 232) 
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Flow-lines that Speed Production 
y STONE 


~ L PROCESSED" 








The above macrograph offers visual proof of the 
uniform grain flow characteristics in a carriage bolt made 
from Keystone “Special Processed’ Cold Heading Wire. 
The continuous, strength-giving flow lines are a sure sign 
of efficient cold heading which results in longer die life, 
increased production and a better finished product. 

The following analysis of “special processed” wire is rec- 
ommended for difficult cold heading: 

C1006 - C1012 for Clutch Heads 

C1006 - C1022 for Phillips Heads 

C1108 - C1109 for Phillips Head Wood Screws 

C1035 - C1038 for Heat Treated Screws and Bolts 


Keystone is prepared to help solve any of your industrial 
wire problems. Your inquiry is welcomed. 









WIRE SPECIALISTS 97. 





\NDUSTRIAL 


TUL Tit 


Keystone Steel & Wire Company 
PEORIA 7, ILLINOIS 
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apply them. Techniques of applying 
them with brush, spray gun and 
roller coater are discussed. There 
are clear directions for preparing 
new or old surfaces and recommen- 
dation are given for the use of prime 
sealers and undercoats. Information 
on the new latex-emulsion paints 
are also included, describing both 
their advantages and _ limitations. 
Such subjects as common paint fail- 
ures, mildew, fire retardant paints 
and health hazards are also dis- 
cussed. 

In Part II, are discussed methods 
to test various properties of paints. 
A series of charts summarizes the 
tests and constitutes a list of all ac- 
ceptable products. Each paint is 
rated for 13 characteristics which 
pertain to over-all quality and per- 
formance, including ratings for hid- 
ing power, washability, brushing 
qualities, odor, chip resistance and 
flexibility. The types of paints tested 
cover odorless, latex emulsion and 
both flat and gloss paints. 

Had this been the government's 
original position in regard to the in- 
terpretation of a reasonable profit, 
no new aluminum facilities could 
have been built by any of the na- 
tion’s producers following the out- 
break of the Korean war, Alcoa 
contends. Alcoa is spending approxi- 
mately $250,000,000 to build facilities 
called for in the supply contracts 
and most of the money is borrowed. 
The company states it was able to 
assume the risks involved because 
of the various assurances in the 
supply contract, especially with re- 
spect to reasonable profit margins. 
The new ceiling prices offered by 
the Government were rejected as 
too low because they do not furnish 
a reasonable profit margin. 
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Micro-Talkie Transmitter 
Aids Inventory Control 


A handsized micro-talkie trans- 
mitter, operating on the 152-174 mc. 
frequency band is announced by the 
Communications and Electronic Di- 
vision of Motorola, 4545 W. Augusta 
Blvd., Chicago 51, Ill. The compact 
unit weighs only 1 lb 13 oz and has 
a tested optimum range up to five 
miles. 

Operation of the hand held unit is 
extremely simple. To transmit, it 1s 
only necessary to press a button on 
the side of the unit. The minature 
transmitter has many applications 
such as for plant guards or night 
watchmen and for inventory control 
and materials handling. 
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Looking for a Star Performer? 


20th Century* Normalized shot and grit will guarantee you top perform- 
ance on four scores: 


mc. : (1) Uniformity (3) Economy 
the . (2) Toughness (4) Quality 


Di- A malleable abrasive, it's being used in foundries and metalworking 
sta plants everywhere. 


aah Our new catalog is yours for the asking. 
*Copyrighted Trade Name 
has 


THE CLEVELAND JYawem 


on 811 East 67th Street Cleveland 8, Ohio 
ure Howell Works: Howell, Michigan 
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| One of the world’s largest produc- 
ight ers of quality shot, grit and powder 
trol Normalized —Hard Iron —Cut Wire 














Nearly five centuries ago 
Leonardo Da Vinci invented 
this acrial screw—a forerunner 


of the present-day helicopter. 









- +. an industry with imagination 


To serve this great industry there are many 
manufacturers with imagination and vision. 
Indiana Gear is such a company—a group of 

able craftsmen equipped with the best 

of tools and machines— producing the finest 

in precision parts. At |.G.W. we accept the 
challenge of this and all other precision 
industries. We will match their visionary 

design with creative production. 


Indiana Gear fabricated this large steel 
ring gear for the main transmission of a 
recent model Sikorsky Helicopter without 
—— and without heat treat distortion. 


riginally, the helical teeth on this gear 
were ground, but a necessary power in- 
crease overloaded the part and it failed. 

It was assumed to be impossible to 
successfully heat treat the unground teeth, 
but |.G.W. produced the part without dis- 
tortion and the gear operated successfully. 


INDIANA GEAR 


INDIANA GEAR WORKS, INC. « INDIANAPOLIS 7, INDIANA 











New Facilities to Ease 
Silicone Materials Shortages 


Expanded facilities for the manu- 
facture of silicone materials to meet 
increasing industrial demands have 
been put in operation at the General 
Electric Company’s vast silicone 
chemical plant at Waterford, N. Y, 
The company said that the expan- 
sion, costing in excess of $5 million, 
gives its Chemical Division a sili- 
cone production capacity compar- 
able to any in the country. 

In announcing the opening of the 
new facilities, Dr. Charles E. Reed, 
general manager of the G-E silicone 
products department, said that the 
additional capacity will help relieve 
current shortages of many silicone 
materials for defense and consumer 
industries. 

He said that the demand for sili- 
cone rubber alone by aircraft and 
automotive manufacturers has tre- 
bled in the past two years. This ex- 
pansion and even larger facilities 
now being planned will ready Gen- 
eral Electric for an expected tenfold 
increase in total industry demand 
for all silicone products by 1960, 
he added. 

“We are now able to make many 
new silicone products as well as to 
make immediately available greater 
quantities of those which we have 
been producing at Waterford since 
1947 when the initial plant was 
completed here,” the G-E executive 
said. 


Predicts Increased Use of 


Molded Nylon Plastics 


John L. McMurphy, general man- 
ager of the plastics department of 
General Electric Company at Pitts- 
field, Mass., predicts expanded in- 
dustrial uses of molded nylon plas- 
tics parts in 1953. General Electric 
has long been a major custom mold- 
er of plastics and currently has 
many nylon parts in production for 
the appliance, electrical, textile light 
machine and other industries. 

The growing use predicted for 
molded nylon parts is based on their 
superior performance and_ cost- 
cutting possibilities. The use of a 
few small nylon parts, substituted 
for metal counterparts has, it 1s 
claimed, saved tens of thousands of 
dollars annually for large volume 
appliance manufacturers. Light- 
weight nylon plastics parts are said 
to outwear metal parts which they 
replace, give noise free operation 
and, in many applications, do not 
require lubrication. 








This continuous roll machine at the C-D-F, 
Bridgeport, Pa. plant makes top quality sheet 
u- fibre for electrical insulation. Corrosion- 
et resistant rollers are made from laminated 
as Dilecto, another famous C-D-F product. 
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watched all the way... 


DIAMOND VULCANIZED FIBRE 


tts- : Naturally it takes a big, well-equipped company like C-D-F to make fibre. It also 
in- requires a special brand of know-how and long experience to take rag paper (we 
las- make our own), zinc chloride and water and come up with a low-cost uniform 


- product that can be adapted to a million uses. 
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oe Maybe you think that vulcanized fibre has been replaced by many newer, more 
or 


cht publicized materials. Actually Diamond Vulcanized Fibre today has more appli- 
4 cations, more unique qualities, more product design value than ever before. 
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ost- | insulation, tubes, rods, receptacles . . . talk to the man who knows. ... your C-D-F 
of a sales engineer (offices in all principal cities), or write C-D-F, Newark, Delaware. 
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Here's how to save at least 15% on 
power hack saw blade costs: 

Ask your Distributor for STAR 
Moly Power Blades. You save 15% on 
initial blade cost—and you'll get extra 
economies from faster, more efficient 
cutting and longer blade life. 

For over 70 years, STAR Blades 
have been quality blades—fine steel, 
carefully heat treated and processed 
on special machines of advanced de- 
sign, makes STAR the blade you can 
count on. 


BUY ALL YOU CAN 


from your 
DISTRIBUTORS’ STOCKS 


STAR Blades are sold only through 
recognized distributors—your best 
source of supply for not only STAR 
Blades, but hundreds of other products 
which keep your production going. 
Your industrial distributor gives you 
fast delivery from local stocks. He is 
close to your problems. He has the 
help of qualified factory representa- 
tives who know the answers to your 
problems. Buy whatever you can from 
him. 


@ 1833 


CLEMSON BROS., Inc. 


MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hack Saw 
Blades, Frames, Metal Cutting Band Saw 
Blades and Clemson Lawn Machines. 








Type 430 Stainless 
Drawn Successfully 
Armco Steel Corporation has an 
answer to the question, “Can Type 
430 stainless steel be drawn success- 
fully?” Many new users of the type, 
widely used as an alternate for 
Type 302, weren’t sure of how it 

would stand up under drawing. 
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Sink bowl drawn from Type 430 stainless 
steel 


Armco says yes, it can, and offers 
this photograph of a sink bowl as 
evidence. The bowl was made in one 
draw without annealing from 20 
gage Type 430, 2B finish. The draw 
ranges from 6” to 63s” deep. Inside 
dimensions at top are 13%” by 
1542”. The picture shows the large 
radii at bottom and corners. 

oe 


Easy-Vision Calculator 
Speeds Screw Selection 


The Standard Pressed Steel Co., 
Box No. 590, Jenkintown, Pa., has 
brought out a new, easy-vision 
screw calculator. It helps designers 
and buyers to quickly select the 
proper size of socket screws. With 
it all dimensions can be quickly ob- 
tained for a standard screw of given 
diameter. 

Threads per inch and the proper 
tap drill size in the National Coarse 
and the National Fine Series, and 
the body drill and counterbore size 
are given for each diameter. The 
calculator gives all vital dimensions 
on threaded items in the SPS line 
of Unbrako products. 

Screw diameters on the calcula- 
tor are Nos. 4, 5, 6, 8, 10 and %4, 
5/16, 3/8, 7/16, 1/2, 5/8, 3/4, 7/8, 
and 1 in. For any of these, proper 
adjustment of the sliding member 
will give the other dimensions of a 
screw through little transparent 
windows in the plastic envelope. 

Made of a wear-resistant plastic- 
envelope guide and a sliding mem- 
ber, the calculator, handy for shirt 
or coat pocket, is 642” long and 3” 
wide. There is no charge for it as 
the company wants to distribute the 
calculator as widely as possible to 
encourage manufacturers to use 
standard rather than special fasten- 
ers. 














Spur-Geared 
CHESTER HOISTS 


Chester Spur-Geared Chain 
Hoists are made for hard work, 
ruggedly built to do your tough 
lifting jobs efficiently. 

They’re safe for your men 
and equipment, too, because 
they’re actually built to a safety 
factor of 5 times their rated load. 

They operate more smoothly 
and wear longer, because 
they’re Timken Tapered Bear- 
ing equipped. 

Capacities, '; to 25 ton in 
standard Spur-Geared...quickly 
available, also, the Chester spe- 
cials including Low Headroom, 
Extended Handwheel, and 
others. Ask your distributor... 
or write for complete catalog 
and tell us your requirements. 


CHESTER HOIST 
DIVISION 


The National Screw & Mfg. Company 
Lisbon, Ohio 
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You don’t need to bolt machines down! 


Put them on Vibta Mount Felt and Cail hy! Foor’ / 





HOW TO REDUCE 


VIBRATION 
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In most cases machines placed on Vibra-Mount 
Felt do not need to be bolted down. The strong 
Vibra-Mount adhesive between felt and floor and 
felt and machine holds firmly, preventing 
‘‘walking.’’ This method of mounting is simple, 
fast, and inexpensive. And there is a great big 
plus value in reduction of vibration, as much as 
85%! Save your floors, lessen machine down- 
time, stop shaking employees and machines. 
When installing new machines or relocating your 
present equipment, use Vibra-Mount Felt. Simple 
details and further information will be found in 
the booklet ‘‘How to Reduce Vibration.’ Write 
for it on your company letterhead. 


American felt 
Company 


TRADE MARK 






GENERAL OFFICES 
74 GLENVILLE ROAD, GLENVILLE, CONN 


SALES OFFICES: New York, Boston, Chicago, 
Detroit, Cleveland, Rochester, Philadelphio, 
St. Lovis, Atlanta, Dallas, San Francisco, Los 
Angeles, Portland, Seattie, San Diego, Mont- 
real.—PLANTS: Glenville, Conn.; Franklin, 
Moss.; Newburgh, N. Y.; Detroit, Mich.; 
Westerly, R. 1.—ENGINEERING AND RE- 
SEARCH LABORATORIES: Glenville, Conn. 
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Dickson pens the temperature- 


With 


Product of 
Dickson Company 
Chicago 19, IIlinois 


THE Dickson multi-range Mini- 
corder Type 1A is designed to draw a continuous chart record 
of the exact surrounding temperatures. With this multi-range 
recorder, extremely accurate recordings can be made of the 
temperatures in deepfreeze compartments, standard refrigera- 
tors, general air conditioning and other temperature controlled 
areas. The compact Minicorder measuring element is a specially 
designed spiral coil of Chace Thermostatic Bimetal calibrated to 
move a pen across the chart with a temperature change of 45°. 


The precision-wound coil is fixed to the outer end of the 
mounting on the back of the dial. A pen with an extended arm 
is attached to a shaft that is spot welded to the inner end of 
the coil. Changes in room temperature cause the element to 
react in a coiling or uncoiling motion, thus causing the pen to 
move left or right, recording the temperature. At the same time 
a spring wound clock rotates the chart to synchronize the time 
with. the temperature reading. 


The accuracy of this multi-range recorder is dependent upon 
precision manufacturing and assembly methods. We fabricate this 
type of coil from precision-rolled strip stock in a controlled-tem- 
perature department. We also provide our 29 types of thermo- 
static bimetal in elements to customer design, in strips, random 
coiled lengths or welded or brazed sub-assemblies. Before pro- 
ceeding with your next design, consult our Application Engineers 
or write for our 32-page booklet, “Successful Applications of Chace 
Thermostatic Bimetal,” containing condensed engineering data. 


W. M. CHACE CO. 


1635 BEARD AVE., DETROIT 9, MICH. 








Synthane Produces Lower-Cost 
Glass Mat Melamine Laminate 


In request by the U. S. Navy’s 
Bureau of Ships, a new lower-cost 
glass mat melamine laminate is now 
being produced by Synthane Cor- 
poration, Oaks, Penna. 

The new grade, which combines 
high fire and arc resistance with good 
mechanical and chemical properties, 
will soon become standard for all 
Navy electrical power and lighting 
applications. Designated by Syn- 
thane as G-8, the new laminate is 
available to suppliers of electrical 
and power equipment at a consider- 
able saving under the cost of the 
continuous filament glass-base ma- 
terial (NEMA Grade G-5) whose 
electrical properties it matches. 

The new material, laminated in 
thicknesses from 1/16” upward, uses 
a glass fibre mat impregnated with 
melamine resins. Thus its mechani- 
cal properties are less directional 
than those of a woven base laminate. 

Lower production costs of the 
new laminate is due to the elimi- 
nation of weaving operations. Also, 
no lubricant need be applied and 
removed later as in the case of wo- 
ven fibers. 

In addition to electrical applica- 
tions, the new laminate is expected 
to be particularly useful where 
chemica! resistance is required, such 
as in the plating and photographic 
industries. 
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Booklet Gives Facts On 
Electric Industry 


Better than a trillion kilowatt- 
hours of electricity are now being 
produced annually by all the world’s 
generating plants, and 42% per cent 
of this staggering total is generated 
by the United States, four times the 
output of second-ranking Soviet 
Russia. These are among the facts 
revealed in the 1952-53 edition of 
“I Want to Know About the Elec- 
tric Industry,” a booklet just pub- 
lished by the Edison Electric Insti- 
tute. 

In offering a comprehensive sur- 
vey of the nation’s vital electric in- 
dustry, the booklet presents author- 
itative information going beyond the 
27 questions and answers on which 
this easy-to-understand publication 
is based. 

Its material is derived from such 
definitive sources as the Institute’s 
statistical publications and those of 
the Federal Power Commission. 
The 1952-53 edition makes use of 


(Please turn to page 240) 
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: OSTER DRUMS 


be: Help Union Oil Company Put Color to Work 
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1ses 

vith Royal Triton—the amazing purple motor oil 

= and Rheemcote Poster Drums make a royal 

ate. combination. With customers . . . at auto dealers 

the . . . Or in transit—Rheemcote is helping to 

mi- identify and sell. 

a Your name, your trademark, your design on 

wou Rheemcote Poster Drums will help you promote 
your products also. Beautifully lithographed in 

ica- any color, any design, Rheemcote Drums ad- 

cted vertise your product wherever they go... and 

“a at a surprisingly low cost! 

phic Send for the free colorful booklet which gives 
actual facts and figures on the effectiveness of 
Rheemcote Poster Drums as a new and vital 
advertising medium. Rheem Manufacturing 
Company, 4361 Firestone Boulevard, South 
Gate, California. 
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RHEEM MANUFACTURING COMPANY ° Manufacturing Plants in 22 Cities Around the World 














High Quality High Carbon Wires 

When the second man appeared on earth, the rights of 

the first were cut in half. Now divide yourself by the 

total population and that explains everything. 
We do not claim the know-all of the wire making business, 
but we have been associated long with the men of this great 
wire making center*—and from many of these wire men 
have come suggestions that have led to improvements in 


manufacture all the way from rod to finished product. 


*Worcester is the cradle of the American wire drawing industry. 


JOHNSON STEEL AND WIRE COMPANY, INC. 


WORCESTER 1, MASS. 


New York Philadelphia Cleveland Detroit. Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 
y 


_— 


SUBSIDIARY OF PITTSBURGH STEEL COMPANY 











(Continued from page 238) 

the latest calendar-year data and 
reflects as well recent 1952 develop- 
ments in estimates of prospects, 

Besides table-and-text coverage 
of electricity use in industry, agri- 
culture and in the home, various 
aspects of electric industry opera- 
tion are treated, including sales, in- 
come, expenses, capitalization, own- 
ership, employees, fuel consump- 
tion, and the relative importance in 
power supply of the investor-owned 
electric companies and governmen- 
tal power agencies. 
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Cuts Costs of Sharpening 
Tungsten-Carbide Tools 


A method has been developed 
that reduces costs of sharpening 
tungsten carbide cutting tools by 
two-thirds as against the diamond 





Curvature of the contact wheel at a point 
corresponding to the desired angle marked 
on the calibrated posts products relief angle. 


wheel method. In addition, the new 
method produces a longer cutting 
edge on the tool. The machine for 
this new way uses as a grinding 
element a coated abrasive belt that 
travels over a cast iron contact 
wheel specially formulated for ex- 
treme hardness. 

An important factor for the metal- 
working industry is that the new 
development removes the urgent 
need for diamond grinding wheels 
now in critically short supply. And 
because of its lower operating costs, 
it makes tungsten carbide tipped 
cutting tools available to an esti- 
mated 60,000 small shops which 
could not afford the diamond wheels 
previously necessary for sharpening 
purposes. 

Not only are the sharpening costs 
by the new method two-thirds less 
than by the conventional one but 
the working life of tungsten carbide 
tipped tools sharpened by a coated 
abrasive belt averages about double 
the life of those sharpened in the 
old way. The new method was the 
result of cooperative engineering 
between Behr-Manning Corp., 
Troy, N. Y. and Fenlid Engineering 
Co., Rockford, III. 
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Grommets Grip Better 


Straight sides bulge slightly when belt passes around 

pulley. This helps give belt its tremendous grip. in 
7 addition, grommet belts are more flexible. No need 

It's the endless rope of strong cords that pulls the load. for stiffening plies of cord. This, too, adds gripping 




















It's twisted for strength . . . positioned in the belt so power. Size for size, grommet belts give 4 more 
every cord pulls its full share of the load . . . and gripping power than ordinary belts, pull heavier 
flexible to reduce internal friction. It's unlike any- loads with a higher safety factor. And less slip 


thing else on the market. means less surface wear, 


Grommets Stretch Less No Dishing with Grommets 








Since there is no dishing, there is more Each grommet carries its fair share of the 






strength in proportion to cord volume — load. In ordinary belts the center cords 
and less stretch. Grommet belts stretch “dish” under high tension. Dished cords 
en average of two thirds less than or- do less work. Grommet belts have no 


dinary belts . . . yet withstand shock. cords in the center of the belt. 


3 WAY SAVINGS! 


Here's how you save with TEXROPE grommet V-belts: jroo ---- == 
! 
1. Grommet belts cut costs — belts are constructed for long life. | Sold... 
| 2. Grommet belts reduce downtime — machines run with few stops. Applied... 
* Grommet belts cut maintenance — few man hours are spent Serviced... 
| 
' 








making unnecessary belt changes. by Allis-Chalmers Authorized Distributors, 


Certified Service Shops ond Sales Offices 
throughout the country, 


Grommets Cost No More. Texrope grommet belts cost the same 

as ordinary belts of the same rating. The savings you make are 

clear profit. 

Grommet belts are made in C, D and E sections. They were ; 
developed as a result of cooperative research of Allis-Chalmers 





MOTORS — '; to 
25,000 hp ond up. 
All types. 


and B. F. Goodrich and are made under B. F. Goodrich patent. CONTROL — Manvel, 
mognetic and combine- 
tion storters; push but- 
ton stations and compo- 
nents for complete con- 
trol systems, 


Call your nearby Allis-Chalmers distributor or District Office 
for a set of long life grommet V-belts, or write Allis-Chalmers, 
Milwaukee 1, Wisconsin. A-3940 


Texrope is an Allis-Chalmers trademork. 





PUMPS — integral 


. a motor ond coupled 
} . types from % in. 
to 72 in. discharge 
Ed ond up. 
oR 




















FOR EVERY 


ie APPLICATION 





WRITE FOR SPECIFICATION SHEET 
FOR EASY ORDERING 


% 
506 NORTH 13th STREET 
PHILADELPHIA 23, PA. 
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309 Belmont Avenue, Brooklyn 7, N. Y. 

















New Publication On 
Mechanical Properties 
of Metals 


Mechanical Properties of Metals 
at Low Temperatures, National Bu- 
reau of Standards Circular 520, 206 
pages, 129 figures, 50 tablets, $1.50 
(order from Government Printing 
Office, Washington 25, D. C.). 

Many mechanical devices and 
equipment operate at low tempera- 
tures; and the consequent embrittle- 
ment of materials, accompanied by 
brittle failures, is of concern to de- 
signers, manufacturers, and _ users, 
The subject continues to increase 
in importance with the steady 
growth of the refrigeration indus- 
try and the expanding demand for 
the liquefaction, transportation, and 
storage of many gases. 

This volume presents results of 
studies conducted both in industry 
and in government to further 
knowledge of the behavior of metals 
at low temperatures, which is im- 
portant to an understanding of their 
fundamental rheological properties. 
The papers were initially presented 
at the Symposium on the Influence 
of Low Temperatures on the Me- 
chanical Properties of Metals held 
at the National Bureau of Stand- 
ards on May 14 and 15, 1951, during 
the fiftieth anniversary of the found- 
ing of the Bureau. 

Papers included in the volume 
cover recent European work in the 
field; manufacture of steels, devel- 
opment and application of chromi- 
um-copper-nickel steel, and appli- 
cation of metals in aircraft for 
low-temperature service; _ tensile 
properties of copper, nickel, and 
some copper-nickel alloys, proper- 
ties of austenitic stainless steels, 
and mechanical properties of high- 
purity iron-carbon alloys at low 
temperatures; dimensional effects in 
fracture; and brittle fractures in 
ship plates. 

Foreign remittances must be in 
U. S. exchange and should include 
an additional one-third the publica- 
tion price to cover mailing costs. 

Set  < 


Study Tells of Coal Power 
System From West by 1975 


A giant power transmission sys- 
tem by 1975 to develop the Wests 
vast coal and water power resources 
and bring them to distant major 
markets has been proposed by the 
Bureau of Reclamation in a 30-page 
“Study of Future Power Transmis- 
sion for the West” submitted to the 
Secretary of the Interior. 


(Please turn to page 246) 
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Don't miss the boat 


Jump aboard ... ride the cost and trading advantages of plastics to increased prof- 
its. Plastic parts are easily molded to extremely close tolerances .. . eliminate many 
production steps entirely to cut costs. The pleasing texture . . . adaptability to 
unique design . . . and unlimited color range of molded plastics assure smooth sell- 
ing ahead for your products. 


Send for Free AICO Plastics Applicator 


FREE Aico Plastics Applicator picks the right plastic tor your product. A turn of its dial auto- 
Matically selects the three best plastics for each purpose . . . even indicates the best molding 


method for each! Send for your Plastics Applicator and see how it can help you score extra prot- 
its. Mail the coupon today. 
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American Insulator Corporation 


New Freedom, Pennsylvania 





wh 
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AICO'S COMPLETE PLASTIC MOLDING 
SERVICE INCLUDES: Engineering Coun- 
sel; Mold Building; Injection, Compres- 
sion and Cold Molding plus the mold- 
ing of reinforced plastics. 


ron convenes 





Please send my free Plastics Applicator immediately " 
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SAFETY CAN 


LISTED AND LABELED BY 
UNDERWRITERS’ LABORATORIES, INC. 






practical 
PROTECTION 
for plant and 

personnel 


Ye ops ae) minimizes 
tacue SAFETY. « 2 
NO eu c fire hazard 


This brand new, modernly designed EAGLE Safety 
Can is a boon to every industry where flammable liquids 
must be handled, transported and stored. 


EXCLUSIVE EAGLE FEATURES 
0S08 6 Ee 


prevents spilling or leakage. 
Breast and body welded to- 
gether electrically under elec- 


tronic control, Combination Free-Swing 

cs Carry and Operating Handle 

3) Reinforcing Bottom Band of —Lies flat, out-of-way when 
16-gauge steel—for extra not in use. To pour, engage 
strength. handle notch and press down. 


Three sizes available UI-50—5 gal. cap., UI-25—2'/2 gal. cap., Ul-10—1 gal. cap. 


Order now from your nearest distributor or write manufacturer for further details, 





MANUFACTURING COMPANY > - -WELLSBURG, W.VA. 








(Continued from page 244) 


The proposed system would link 
large private and public fuel elec- 
tric and hydroelectric plants in the 
22 Western states in a power net- 
work of “unprecedented voltage, ca- 
pacity, and distance of transmission.” 
By this high voltage network, elec- 
tricity could be carried long distan- 
ces to power-short areas which can- 
not meet their own requirements by 
transforming the fuels at point of 
output into vast blocks of energy 
and then utilizing transmission lines 
as a major transporting medium. 

The Bureau believes that 500,000 
volt lines can be built to carry elec- 
tricity nearly 700 miles, as com- 
pared with the maximum voltage of 
287,500 volts and 300-mile lines in 
the United States at the present 
time. Such proposed lines, if opera- 
ted at high capacity, would be more 
economical than other present me- 
thods of transportating energy such 
as rail haulage, or existing liquefica- 
tion or gasification of coal energy, 
the study notes. 

The Bureau estimates that the 
West will need approximately 550 
billion kilowatthours of power by 
1975, compared with 106 billion in 
1951. Even with the fullest econo- 
mically feasible development of its 
hydro resources, not more than 38 
per cent of the West’s power re- 
quirements of 1970-75 and later can 
be met by hydroelectric power, ac- 
cording to the Reclamation Bureau’s 
study. Coal-produced energy would 
supply 54 per cent of the West's 
power needs, with oil and gas fur- 
nishing less than 8 per cent, the 
Bureau says. In 1950, 51 per cent of 
the West’s electric energy came from 
hydro and the remainder from fuel 
plants. 

The major problem in utilizing the 
great coal and lignite reserves in 
the western states, the Bureau re- 
ports, is determining the best me- 
thod of delivering coal energy to 
large load centers. Its study indi- 
cates that power plants would be 
built at the mines. Energy produced 
at such plants could be carried from 
remote coal fields to distribution 
centers over the super high-voltage 
transmission lines at a cost of 1.86 
mills per kilowatt hour, as com- 
pared with 2.19 mills per k.w.h. to 
transport an equivalent amount of 
coal. 

The grid system, the Bureau says, 
would also have the advantage of 
providing immediately accessible 
energy to all regions, thus eliminat- 
ing the danger of power shortages 
and cut-offs in times of drought or 
low water supplies. 
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rom Billets to Boilers... 





From charging the specially designed revolving furnace with a steel billet (above), through the many steps of pro- 
ild duction, every Globe function is specialized to produce steel tubes of unvarying high quality. (At right) Globe's 
Physical Laboratory one of the many labs in Globe's House of Science 
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C@LLOID15 speciatization 


assures you uniform high 
quality in alloy steel tubing 


When you specify tubes for pressure or mechanical 
applications, quality determines the degree of safety 
and the length of trouble-free service you'll get. 

For more than three decades, specialization in the 
production of uniform high quality steel tubes has 
key-noted all Globe research, engineering, and 
manufacturing operations. 


It’s this specialization that assures you depend- 
able, uniform high quality in all Globe products. 


GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin 


Chicago * Cleveland « Detroit * New York * Houston * St. Louis 
Denver * San Francisco * Glendale, Cal. « Philadelphia 


TYPICAL ANALYSES 


Carbon Moly. 


114, Chrome 4 Moly * 154 Chrome % 
Moly * 2 Chrome ', Moly * 2'44 Chrome 
1 Moly * 5 Chrome ‘4, Moly * 7 Chrome 
4, Moly * 9 Chrome 1 Moly 
A1S1 1335 © AlSi 2317 © AlSi 2512 
A1S1 4130, 4140 * AlS1 4615 * AlSI 
8615, 8620, 8630, 8635, 8640 * 7% Ni. 
9% Ni. 


GLOBE STEEL TUBES ARE 
AVAILABLE IN: 


Stainless Steels — Globe Seamless and 
Gloweld Welded * High Purity Iron — 
Globeiron * Corrosion Resistant Steels * 
Alloy Steels * Carbon Steel * High-Tem- 
perature Service Steels * Standard and 
Special Analysis Steels * Mechanical and 
Pressure Tubing 


1953 Please mention PURCHASING Magazine when writing to advertisers. 
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Dial Comparator 





This is smallest in the Ames’ line of 
high quality dial comparators and it is ideal for desk or bench use in 
the fine inspection of small precision parts. It is light in weight, but 

its broad base makes it very stable. The capacity approximates that 
of the regularly supplied Ames No. 202 Dial Indicator which has 
a dial numbered 0-100, graduated in.001” and witha .250” range. 
Should your job requirements differ, you can have the No. 2 
with any Ames “Hundred Series’’ Dial Indicator. Send for 
‘ Ames Catalog No. 58 covering the entire line of Ames 
¥ Top Quality measuring instruments or, better still, 
send complete details of your Quality 
Control problem. Ames will suggest 
a solution — no obligation, 
of course. 


Ames Caliper 
Gauge No. 12B 





« 
A I Ames Dial 
mes Long ‘ Comparator 
Ames Dial P 
Range Dial : 
Indicator oop oe toe Send today for your 
No. 2822 “ 


free copy of Catalog No. 58 


rotten, B. C. AMS GRR iver sat 


Valtham 54, Mas 





Mtgr. of Micrometer Dial Gauges e Micrometer Dial Indicators 
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.Non-Sticking “Teflon” Finish 
Introduced by Du Pont 


A new material known as “Teflon” 
polytetrafluoroethylene finish jg 
finding increasing use in the textile 
industry as a coating on machinery 
parts, chiefly because practically 
nothing will stick to it. 

To date, most extensive applica- 
tion of “Teflon” in this field js on 
slasher cylinders where it greatly 
prolongs the period between clean- 
ups. 

“Teflon” is a Du Pont-developed 
plastic, an aqueous dispersion of 
which has been specially compound- 
ed by the company’s finishes divyi- 
sion. It is sprayed by conventional 
methods and fused at around 700 
deg. F. In addition to its anti-stick- 
ing property, the finish is unaffected 
by any of the chemicals normally 
used in the textile industry. There 
is no known solvent for “Teflon.” It 
has a low coefficient of friction, be- 
ing slippery or waxy to the touch. 
The material remains solid up to 
620 deg. F. Maximum recommended 
operating temperature is 480 deg. F, 
although it is being used in several 
instances at 550 deg. F. 

Sizing liquids will not stick or 
build up on coated drying cans, 
thus making heat transfer more 
efficient and permitting faster pro- 
duction speeds. 

Other parts where non-adhesion 
reduces or practically eliminates 
“down” time losses include vats, 
troughs, drums, pails and _ ladles. 
Metal feed rolls, scroll rollers and 
tenter frame pin plates also have 
been coated successfully. 


+ F 


Navy Boosts Return 
From Sale of Scrap 


The Navy received $2,023,015 
from the sale of all types of scrap 
during the first quarter of fiscal 
1953, the Office of Naval Material 
announced recently. This compares 
with $1,619,598 for the same period 
in fiscal 1952. 

Reflecting the continuing drive to 
return scrap iron to the smelters, 
Navy activities turned in 57,046 tons 
of ferrous scrap in the three-month 
period, compared to 34,534 tons in 
the same period last year. Quarterly 
scrap figures for other major metals 
include aluminum, 2,417,137 pounds; 
copper and brass, 19,567 pounds; 
and zinc, 188,080 pounds. 

The Navy received $698,074 for all 
types of scrap sold in September. 

(Please turn to page 254) 
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Another first for Marsh 


Here is a case in keeping with the 
“Conoweld” tube. Another recent Marsh 
development, it is called the 


New WMarshalley Case 


It is a copper-clad wrought steel case 
of boiler plate thickness, four times 
as strong, and one-third lighter than 
conventional cast iron cases. Copper 
surface makes it as non-corrosive as 
a plastic or die-cast case. Handsome, 
corrosion-resistant, satin black enomel 
end Marsh safety blow-out plug are 
the finishing touches. 


MANUFACTURERS OF THERMOMETERS @ 





You’re looking 
at the biggest 
pressure gauge development 
since the “Recalibrator” 


Here is one of those typically MARSH developments . . . the kind of 

pioneering step you have come to expect from the organization that 

originated the basic advances in pressure gauges culminating in the 

exclusive “Recalibrator.” This latest Marsh development is known as the 
2 ; 


mew MARSH “(owoweld” TUBE 


This time we have made the best part of the best Marsh gauge still better. 
We have gone into the part that actually does the work — the socket and 
tube — and have made it permanently leak-tight from inlet to tip of tube. 

We have done this by fusing the tube into the socket and the tip to 
the tube so that the whole assembly is truly one piece. The photo of one 
of the sockets sawed in half shows the perfect fusion of the vital joint. 
Tests and photomicrographs prove the perfection of the fusion. 

Developing the fusing process called for extensive research. The 
method as finally perfected — the “Conoweld” process — involves first 
fusing the tube to the socket and end-piece; then tempering the tube 
to required resiliency. 

Yes, it is these dramatic departures from beaten paths that have 
achieved leadership for Marsh gauges and are ever increasing that 
leadership. Ask for latest information covering gauges for all services. 


MARSH INSTRUMENT CO. Soles affiliate of Jos. P. Marsh Corporation 
Dept. G. Skokie, Ill. Export Dept., 3501 Howard St., Skokie, Ill. 
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WATER REGULATING VALVES @ SOLENOID VALVES © HEATING SPECIALTIES 
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Positive, split-second stopping 


SMOOTH, NO-DRAG STARTING 
FAST, NON-PLUGGING REVERSING 


STOP! (P! START STOP! 










START PSTART 
STOP! StanT STOP! START STOP! 


You get them all when you specify 
Star-Kimble Brakemotors 


NOTE THE EXTRA-LARGE BRAKELINING AREA—discs machined on 
both sides to give full, positive contact—that brings a Star-Kimble 
Brakemotor and its connected load to the same sure fraction-of-a-second 
stop through millions of operations. ; 


NOTE THE SMALL AIR GAP between electromagnets and brake arma- 


ture disc. It assures quick brake release—allows the load to start freely 
when the motor is energized. 


COMPARE THE REVERSING CYCLE of a Star-Kimble Brakemotor and a 
motor reversed by conventional plugging. Typical figures on maximum 


starts per minute for a 5 hp motor: with plug stops, three; with the 
Star-Kimble way, ten! 


REMEMBER a Star-Kimble Brakemotor is a compact, integral unit, with a 
short sturdy shaft that's common to motor and brake. Saves space — saves 
bearing and brakelining wear. One manufacturer —one- responsibility. 







For information on design and service features, 
write for Bulletin B-501-A 


AR-KIMBLE 


MOTOR DIVISION OF 
EHLE PRINTING PRESS AND MFG. CO. 





213 Bloomfield Avenue Bloomfield, New Jersey 
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(Continued from page 250) 

The September quantities were fer- 
rous metals, 18,552 tons; mixed fer. 
rous and non-ferrous, 429,820 
pounds; aluminum, 751,919 pounds; 
anti-friction metal, 9,600 pounds; 
brass, 2,015 pounds; copper, 7,500 
pounds; zine, 155,780 pounds and 
magnesium, 6,150 pounds. 

Non-metallic scrap collections for 
September included paper, 404 tons; 
rubber, 232 tons; textiles, 512,900 
pounds and cordage, 84,340 pounds. 
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Official Tells P.A.’s 
How Best To Work In 
Steel Shortage 


How purchasing executives can 
overcome some of the obstacles fac- 
ing them in regard to steel supply 
until relief is forthcoming was out- 
lined recently by K. P. Rindfleisch, 
vice president of sales, United 
States Steel Supply Division. Mr. 
Rindfleisch spoke at a meeting of 
the Purchasing Agents Association 
of Syracuse and Central New York. 

Mr. Rindfleisch said he thought 
“all steel products” will be difficult 
to obtain in the immediate future. 
Leading the hard-to-get parade, he 
said, will be wide flange beams, 
heavy plates, large rounds, alloys, 
particularly electric furnace grades, 
heavy flats and other carbon prod- 
ucts requiring hot-top steels. “Past 
experience” he added, “would indi- 
cate that carbon sheets, light plates 
and strip should be in better supply 
before the rest. 

“How can you as purchasing ex- 
ecutives” continued Mr. Rindfleisch, 
“best work until relief is forthcom- 
ing? Here are some_ suggestions 
based on our experience. Perhaps 
they may help you over some hur- 
dles this year. 

“1. Have the people who develop 
your requisitions give you cutting 
requirements. Many times shorts 
are available when stock lengths are 
not. 

“2. Be sure to give size and speci- 
fication alternates. Perhaps your 
engineering people can_ liberalize 
these. Alert your sales departments 
to this problem so they in turn can 
ask for liberalization from your cus- 
tomers. 

“3. Anticipate your warehouse 
requirements as far as_ possible. 
Show these future dates on your 
inquiries. Very often stocks not im- 
mediately available come into stock 
in adequate time to meet your pro- 
duction schedules. 

(Please turn to page 258) 
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Uneepac... 


the new Johns-Manville 


Here at Last is an automatic ring packing that’s 
designed to eliminate one of the most common 
causes of packing failures! 

A glance at the cross section above will show 
you why. Note the projecting portions of the 
center section of each Uneepac ring. These pro- 


jecting “legs” provide an effective safeguard 
against damage by excessive gland pressure. 
Header and follower rings are therefore seldom 


required. 


Another important advantage is also provided 


by this unique design. Each Uneepac ring centers 


JOHNS -MANVIL 





automatic ring packing 


itself on the preceding ring so that the entire 
set is aligned vertically and nested perfectly. 
This feature practically insures trouble-free 
installation. 


If you are looking for an automatic ring pack- 
ing that seals effectively in a minimum of space 
... Operates with a minimum of friction . . . and 
is instantly responsive to fluid pressure changes 

. you will want all the facts about Uneepac. 
Bulletin PK-58A is free for the asking. Just 
address Johns-Manville, Box 60, New York 16, 
New York. 


Johns-Manville PACKINGS & GASKETS 
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informative pages on 


& EXHAUSTERS 


LAMSON 


BILLMYRE 
BLOWERS 


-..a complete file of blower and 
exhauster information—Funda- 
mental Engineering Laws for 
Blower Applications, Blower En- 
gineering Tables, Blower Oper- 
ating Features, application data, 
and lots more —all in one handy 
catalog. 


We have a copy for you...just 


clip this coupon to your signed 
letterhead and mail. 


» 


| el i \ 


LAMSON CORPORATION 

1702 Lamson Street, Syracuse 1, N. Y. 
Gentlemen: 

Without any obligation on my part, please 
send me my copy of the Lamson Billmyre 
Blower and Exhauster Catalog B-6. 


Name Title. 





Cc y 


Pp 








Address 





City___Zone___State___@ 8804 


Testes. 
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(Continued from page 254) 

“4. Sort your items by product 
grouping. Most steel warehouses 
segregate their stock books by prod- 
uct and assign different men to a 
product or products. An inquiry 
which jumps from bars to plates, to 
structurals and then back to bars is 
a time consumer. The well aligned 
inquiry can be handled much more 
expeditiously. 

“5. May I suggest you number 
your items. It is doubtful any one 
warehouse will be able to supply all 
your items. It is easier for you and 
us to refer to item numbers rather 
than size descriptions when calling, 
wiring or writing you. 

“6. You may want to double space 
your items. We use your written in- 
quiry to note availability, alternates, 
future deliveries, etc. In fact, we 
may scribble all over your inquiry. 

“7. Some customers have had 
considerable in sending 
shorter inquiries several times per 
week rather than long inquiries once 
a week or once every two weeks. 
You may want to try that proce- 
dure. 

“8. Last, I would suggest you re- 
frain from asking any warehouse for 
50 or 100 tons of an item. I realize 
it is your way to show requirements 
for unlimited quantities. Conversely. 
however, it is unlikely a warehouse 
would offer a few pieces under 
these circumstances. Yet, a few 
pieces from several sources of su»- 
ply may be the answer to your pro- 
duction problem. 


success 


Issue 1952 Edition of 
Standard Metal Directory 


The 1952 edition of the Standard 
Metal Directory, just published by 
the Atlas Publishing Co. Inc., 425 
West 25th St., New York, N. Y. is 
an enlarged complete revision and 
contains 927 pages. Its price is 
$15.00. It is divided into four sec- 
tions: iron and steel mill plants; 
ferrous and non-ferrous metal foun- 
dries; metal rolling mills: smelters 
of non-ferrous metals. 

The Directory contains more than 
10,000 detailed reports on these 
types of plants in the U. S. and 
Canada. They are listed geographi- 
cally and alphabetically with reports 
on plant equipment, products manu- 
factured, primary and_ secondary 
raw materials consumed. Names of 
the company officials, purchasing 
agent and sales manager are also 
listed. 














STAINLESS 
Pipe & Tubing 


from stock 


Large and varied stocks of stain- 


less pipe and tubing 
for immediate sh 
Murray warehouse 


are available 
ipment from 
stocks. Sizes 


range from .125- to 85-inch O.D. 
Sizes up to 24 inches O.D. can be 


supplied on special 
If you have a p 


order. 
ipe or tubing 


problem the experience of our 
specialists and the research facili- 
ties of our suppliers are at your 


service. 


Other Murray products 
steel tubing and pipe 


include carbon 
for pressure and 


mechanical purposes; welding and screw 
type pipe and tube fittings. Tube bend- 


ing, upsetting, swaging. 


ro WRITE FOR CURRENT _ 
“\Q) TUBE STOCK BULLETIN 








ELIZABETH, N. J. 





L 


AB MURRAY C0» 


ESTABLISHE 





McKEESPORT, PA. 


— j 
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cort=lockings factenore 





HEX NUT 








GANG 
CHANNEL NUTS FLOATING ANCHOR NUT 


Every major aircraft now being assembled relies on the 
vibration-proof holding power of ELASTIC STOP nuts, 
Only ESNA manufactures a complete line of all types 
and sizes of self-locking nuts. 






ELASTIC STOP NUT CORPORATION pat 
OF AMERICA 











dia. from 1/16” to 1/2” 


Rollpins are slotted, tubular steel, pressed-fit pins 
with chamfered ends. They drive easily into holes 
drilled to normal tolerances, compressing as driven. 
Extra assembly steps like hole reaming or peening 
are eliminated. Rollpins lock in place, yet are read- 
ily removed with a punch and may be reused. 

Cut assembly costs by using Rollpins as set 
screws, positioning dowels, clevis or hinge pins. 
Specify them in place of straight, serrated, tapered 
or cotter type pins. 





y 
iN 


TRADEMARK 








ee a 

Elastic Stop Nut Corporation of America | 

Dept. N34- 215, 2330 Vauxhall Road, Union, N. J. | 

Please send me the following free fastening information: | 

(] Elastic Stop Nut Bulletin (] Here is a drawing of our | 

J Rollpin Bulletin product. What fastener would 

: ? 

[] AN-ESNA Conversion Chart you agp | 

Name_ — Title es | 

| 

a a a — 

Street___ ‘ < = | 

City ————————— | 

a a ee ee . 
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SHENANGO 





CASTINGS 


oe close-knit strength and 
added life, here’s a combina- 
tion you just can’t beat—Shenango 
centrifugally cast parts of Meehan- 
ite Metal. It is double assurance of 
finer,more uniform, pressure-dense 
metal, plus freedom from blow 
holes, sand inclusions and other 


defects! 


So check with Shenango on your 


ALL RED BRONZES 
MONEL METAL 
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Contliipugal 


* MANGANESE BRONZES 


NI-RESIST 


«oe KEY TO SAVINGS 





need for symmetrical or annular 
parts—semi-finished if you wish, 
or machined to your precise spe- 
cifications in the modern Shenango 
shops. Get a// the facts. Like others 
you'll probably, find you can save 
time, money and trouble. 


SHENANGO-PENN MOLD COMPANY 


Centrifugal Castings Division 
Dover, Ohio 
Executive Offices: Pittsburgh, Pa. 


; 
* ALUMINUM BRONZES 
MEEHANITE METAL 
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Batt Says Standardization 
Lack Imperils NATO Effort 


Chaotic practices that exist in the 
drawing and drafting rooms of 
Great Britain, Canada and the 
United States are dangerously im- 
peding the rearmament effort of the 
North Atlantic Treaty Organization 
(NATO). 

This statement was made recently 
by William L. Batt, retiring U. §, 
minister for economic affairs to the 
United Kingdom, at a meeting of 
the American Standards Associa- 
tion. 

The situation could be remedied, 
Mr. Batt said, if industrial leaders 
of the three countries would order 
simple steps be taken to standardize 
practices in making engineering 
drawings and blueprints. He plead- 
ed with top American management 
men to give engineers and techni- 
cians the command decision to be- 
gin these steps. 

Mr. Batt declared that costly pro- 
duction delays are resulting from 
the need to redraw American, Brit- 
ish and Canadian blueprints to fit 
the shop practices of the individual 
countries. He called standardization 
of drawings and blueprints probably 
the most important single step the 
three countries could take to make 
better use of their combined re- 
sources. 

He added, “It could also be one 
of the easiest. What is lacking is 
simply the desire to coordinate, a 
lack of understanding of the sig- 
nificance and importance of inter- 
national negotiation of the problem. 
The primary responsibility rests 
with top management men in all 
three countries. 

“We need to harmonize our na- 
tional standards with those of our 
allies and friends,” Mr. Batt stated. 
“We are procuring arms in Europe 
to American design. We are making 
arms in America to European de- 
sign. Under such circumstances, it 
is sheer folly to allow the small 
dangerous differences continue that 
confuse and delay the industrial 
production of the free nations.” 


se 


Glasses Save 200 Shipyard 
Workers From Eye Injury In °52 


More than 200 naval shipyard 
employees were saved from eye in- 
jury during 1952 by wearing pro- 
tective glasses provided under the 
Navy’s Eye Corrective Protection 
Program. The cost of the program 
was $2.90 per employee with an es- 
timated saving to the government 
during the year of $153,000. 
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Because they dry drier, faster...there is less 
waste. No need to reach for a second towel. 
Annual towel costs come down with a bang! 
For superior absorbency, strength, softness, 


specify Nibroc towels— world’s largest selling 


° ° e ° ° UALITY; 
towel for industrial and institutional use. . COMPANY, Berlin, New Hampshire 





Multifold or singlefold, white or natural. For CORPORATION, lo 


f; General Sales Offices: 
ree washroom posters, samples and 150 Causeway Street, Boston 14, Mass. 


Dominion Square Building, Montreal, Quebec 


name of nearest authorized distributor, SOLKA & CELLATE PULPS * SOLKA-FLOC * NIBROC PAPERS 


‘ NIBROC TOWELS + NIBROC KOWTOWLS * BERMICO SEWER 
write Dept. NGz2, Boston. PIPE, CONDUIT & CORES + ONCO INSOLES + CHEMICALS 
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Personalities 





F. C, Campbell, Jr. has been appoint- 
ed Purchasing Agent of Scaife Com- 
following the 


pany retirement of 





F. C. Campbell, Jr. 


Harry L. Oberlin, who had served as 
Director of Purchases for 42 years 
and who had been with the company 
for a total of 54% years. 

Mr. Campbell joined Scaife Company 
in 1944 as assistant auditor. A grad- 
uate in business administration at the 
University of Pittsburgh in 1933, he 
was employed as a messenger by 
Union Trust Company, Pittsburgh, and 
rose to assistant trust administrator 
before entering the Air Corps as a pilot 
in 1942, He is a member of the Na- 
tional Association of Purchasing Agents. 

Mr. Oberlin joined Scaife Company 
in 1898 at the age of 13 as an errand 





Harry L. Oberlin 


boy hired by Charles C. Scaife, grand- 
father of Alan M. Scaife, who is chair- 
man of the board of directors. His 
first duties were in the company’s 
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IN THE NEWS 


Pittsburgh office. In 1900 he became 
a shipper at Scaife’s Oakmont, Pa. 
plant, and in 1910 was appointed Pur- 
chasing Agent. 


Charles T. Laechelt, former secre- 
tary-treasurer and comptroller of Taco 
West Corporation, Chicago, has been 
appointed Purchasing Agent. 


Frank C. Wilson, buyer of steel at 
Caterpillar Tractor Co., Peoria, IIl., 
has been appointed Assistant Purchas- 
ing Agent in charge of the steel and 
forging division of the Purchasing De- 
partment. Mr. Wilson went to Cater- 
pillar under the college graduate train- 
ing program shortly after receiving a 
B.S. degree in metallurgical engineer- 





Frank C. Wilson 


ing from Michigan College of Mines 
and Technology in 1949. Upon comple- 
tion of the training, he became Pur- 
chasing Engineer and later Assistant 
Buyer and then Buyer. 

In addition to the metallurgical de- 
gree, Mr. Wilson holds a B. S. degree 
in marine engineering from the USS. 
Coast Guard Academy and did under- 
graduate work at Mississippi State Col- 
lege. He is a veteran of World War II. 


John B. Craig, Assistant Purchasing 
Agent of American Bridge division 
of United States Steel Company, has 
been named Purchasing Agent, suc- 
ceeding Dan Hammerschmidt, who has 
retired after 52 years’ service with 
American Bridge. 


Harold Burnip has been appointed 
Director of Purchases for the Lincoln 
Electric Company, Cleveland, Ohio, 





Harold Burnip 


and Norman Zollar has been named 

Director of Purchase Engineering. 
Mr. Burnip has been Director of 

Purchase Engineering, responsible for 


developing new sources for new ma- 


terials and processes. He will now be 
responsible for all Lincoln purchasing. 
He has been with Lincoln 10 years 
and recently as project engineer su- 
pervised the building of Lincoln’s new 
$10,000,000 plant. 





Norman Zollar 


Previous Director of Purchases was 
J. S. Roscoe, who recently was named 
Executive Vice President in charge of 
business administration. 


(Please turn to page 266) 
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When fire strikes 





\ Manufactured by 


Md p Peerless Pump Division, Food Machinery 
' and Chemical Corporation 


This is the heart of reliable systems 
that protect against hazards of fire 


America’s annual loss to the ravages of fire 
is a staggering amount. Reliable plant and 
property protection often begins with an 
independent fire protection system, the 
heart of which is an approved and reliable 
fire pump. In the manufacture of fire pumps, 
rigid construction requirements and opera- 
tional dependability are paramount. This is 
why National Bearing Division was selected 
to supply bronze impellers, wearing rings, 
and shaft sleeves, for this fire pump and 
other pumps bearing the Peerless name. 
In supplying component fire pump parts 
to Peerless, a supplier must not only meet 
the rigid requirements of this manufacturer, 
but also the strict regulations of Under- 
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IT PUMPS PROTECTION 


writers’ Laboratories, Inc.; National Board 
of Fire Underwriters, Chicago; and the 
Inspection Department, Associated Factory 
Mutual Fire Insurance Companies, Boston. 

National Bearing’s proved ability to mass 
produce exceptionally fine-grained, non- 
ferrous castings, free from blow holes and 
sand inclusions, combined with Peerless 
Pump Division’s exacting engineering and 
manufacturing standards help build fire 
pumps, and industrial pumps that can be 
counted to pump a reliable water supply for 
fire protection or other plant needs. 

If your product requires non-ferrous 
castings or bearings, National Bearing 
Division has the foundry facilities, expe- 
rience and skill that will insure better 
product performance and may possibly 
lower product costs. 


NATIONAL BEARING DIVISION 


4940 Manchester Avenue + St. Louis 10, Mo. 
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It's wise to specify Ritco Bright Finish 
Drop Forgings when accurate parts of 
topmost strength are required. These 
forgings are produced to your blueprint 
in steel or non-ferrous metals, in weights 
from “% |b. to 15 lbs. They’re smooth 
and flash-free, require a minimum of 
machining before assembly into your 
relgeye lam 
Come to RITCO for drop forgings, 
special fasteners, and finished bolts with 
regular or heavy heads. We also offer 
complete facilities for finishing — 
machining and grinding. Estimates 
gladly submitted. Rhode Island Tool 
Company, 148 West River Street, 
Providence 1, Rhode Island 


4“ 
nod 


= eee 
EXCLUSIVE NEW ENGLAND 
REPRESENTATIVES FOR 


LEVELAND CAP “a ’ 
CLEVEL CAP SCREWS ‘e ry 





INDUSTRY SINCE 
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(Continued from page 262) 


In addition to developing lower cost 
new materials and processes, Mr. Zollar 
will establish purchasing and quality 
control specifications. He has _ been 
with Lincoln six years, serving as ex- 
peditor, buyer and recently as Manager 
of Electrode Division Purchases. 

Arthur Walper will take over the 
duties of Manager of Electrode Divi- 
sion Purchases and William Toward 
continues as Manager of Machine Divi- 
sion Purchases. 


A. L. Irwin has been appointed to 
the newly created position of Manager 
of the Purchasing Division of The Con- 
solidated Mining and Smelting Com- 
pany of Canada Limited. Mr. Irwin’s 
new post embraces the responsibilities 
of Purchasing Agent, the position he 
has held up to this time. 





A. L. Irwin 


Mr. Irwin was born in Toronto, On- 
tario, and received his B.A. Se. degree 
in metallurgical engineering at the 
University of Toronto in 1921. Follow- 
ing his graduation, Mr. Irwin was em- 
ployed as Works Chemist with the 
Canadian General Electric Company 
Limited at Peterborough, Ontario for 
a year. In 1922, he became Mill Fore- 
man and Metallurgist at the Premier 
Gold Mine in B.C. He started with 
Cominco in 1926. 

Between 1926 and 1940, Mr. Irwin 
served in the capacities of Testing En- 
gineer, Safety Engineer and Grinding 
Engineer at the Sullivan Concentrator, 
Kimberley, B.C. In 1940, he was trans- 
ferred to Trail where he became Sec- 
retary of the Works Board and Wage 
Board. He was made Assistant Pur- 
chasing Agent in 1944 and a year later, 
Purchasing Agent. 

Mr. Irwin is a member of the Can- 
adian Institute of Mining and Metal- 
lurgy and of the National Association 
of Purchasing Agents. He has been 
active in the Trail Chamber of Com- 
merce, Canadian Legion and Boy Scout 
movement and is a past Reeve of the 
Municipality of Tadanac. Recently, he 
was elected a Fellow of the Royal 
Society of Arts. 


Lysle F. Walker has been elected 
vice president and Director of Pur- 
chases of the Erie Foundry Company, 
Erie, Pa. 
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Bronze Extrusion makes a stronger, case 
for this industrial glass thermometer 


The case for this “American” Industrial Glass Thermometer made by 
Manning, Maxwell & Moore, ny Se Stratford, Conn., used to be a 
steel stamping. Now it’s made of ANaconpA Extruded Bronze. 


Why the change? Because this extruded bronze shape makes a far stronger 
and more rigid case; it’s easier to produce; it simplifies assembly— 

and adds additional quality to an already high-quality product. 

So accurate are these bronze extrusions that neither straightening nor 
machining is needed for assembly. And assembly time itself is cut. 


For the base, an ANACONDA Brass Die Pressed Forging is joined to the 
case by brazing to provide greater joint strength. By machining 

the appropriate face of a single-style base forging, a stem connection 
can be provided at any angle. 





AnaconnA Brass and Bronze have long been making a stronger “case” 
for products—by simplifying production; by the higher quality that is always 
associated with products made of brass or bronze; by increasing 

sales appeal. We urge you to consider the advantages of these metals 

for your manuf: icturing processes and your products. For information, 
write to The American Brass C sompany, Wate ‘rbury 20, Connecticut. 

In Canada: Anaconda American Brass Ltd., New Toronto, Ontario. 





Base forging can be machined to provide 
stem connection at any angle and direction 


Extruded e and forged base for this 9-in 
“American” Thermometer are joined in per- 
fect alignment by brazing. No machining 
or straightening is required 
= @ 
ee a ; 
she ". —the name to remember in COPPER— BRASS — BRONZE 
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Let Us Send You This 
New Condensed Catalog 


The NEW Howe Scale Con- 
densed Catalog showing a 
complete line of industrial 
scales and hand trucks is 
yours for the asking. Includes 
data on the new Howe 
Weightograph and the new 
Howe Tape-Drive Dial Scale 
line for improved weighing 
operations. Send for your 
copy today. 


RUTLAND, VERMONT 





Dept. P2 Rutland, Vermont 
Please SO HIDEN ALE CATALOG = no 
— CONDENSED sc 
NOWE HAND TRUCK CATALOG NO. 1 
Name icine 
Title 
Company 
Address 
Cty —$—S——— ———_ 


State ——_—_— 
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R. D. Glidden, Director of Purchas- 
ing for Personal Products Corporation, 
Milltown, N.J., has been elected to the 
board of directors of that company, 
an affiliate of Johnson & Johnson. Prior 
to this election, Mr. Glidden was a 
member of the company’s Auxiliary 
Board of Directors. 

A native of Boston, he joined the 
company’s New York City office in 
1939 following graduation from Whar- 
ton School. Later he transferred to the 
Milltown plant and subsequently be- 
came head of the general accounting 
department. He was named Director 
of Purchasing in 1947. 


Arthur L. Morgan has been appoint- 
ed Chief Purchasing Agent for the Na- 
trium plant of Columbia-Southern 
Chemical Corporation, New Martins- 
ville, West Virginia. Associated with 
the Natrium plant’s purchasing de- 
partment since 1948, Mr. Morgan had 
served as coordinator of purchasing, 
expediting and priorities 
past year. 

Following graduation from Mount 
Union College at Alliance, Ohio, in 
1941, Mr. Morgan entered the armed 
forces and attained the rank of major 
prior to his separation from 
service in 1946. 

As Chief Purchasing Agent of the 
Natrium plant, Mr. Morgan will be re- 
sponsible for all purchasing functions 
including expediting and priorities. 


during the 


active 


Frederick S. Strong III has been ap- 
pointed Manager of the Purchase 
Analysis department of the Lincoln- 
Mercury division of Ford Motor Com- 
pany, Detroit. 

Mr. Strong joined Ford six years 
ago in purchase .analysis work in the 
company’s purchasing department. 
More recently he has been a Senior 
Buyer in the purchasing department 
office of the Aircraft Engine division 
at Chicago. Prior to that he was man- 
ager of the purchase analysis depart- 
ment of that division. 


Edward D. Shumway, vice president 
in charge of purchasing for Quaker 
Oats Company, has retired after 44 
years with the company. 

Mr. Shumway began work with 
Quaker Oats in 1908 as a trainee in 
the company’s Akron, Ohio plant. In 
1929 he became vice president in 
charge of production. He was named 
vice president in charge of purchas- 
ing in 1932. 


Clarence E. Wylie has joined Moores- 
ville Mills, Mooresville, N.C., as Pur- 
chasing Agent, replacing J. Chester 
Johnson, who resigned recently to de- 
vote full time to a local wholesale 
yard goods and notions business, of 
which he is a partner. 

For the past 18 years Mr. Wylie 
had been Assistant Purchasing Agent 
for Springs Cotton Mills, Lancaster, 
ac. 
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Hints 


Atlantic Steel Castings 
are Quality Controlled 


From 5 to 15,000 Ibs., quality steel cast- 
ings are made by Atlantic for most every 
industrial, commercial and transportation 
use—-ma:hine tools, hydraulic machin- 
ery, railroad and marine equipment, etc. 

Atlantic Steel Castings contain only 
the highest quality raw materials and the 
proper steel analysis to do the job for 
which they were designed. They are 
sound castings, too . . . less machining 
is required because they are cast to 
closest tolerances. So why not make 
your next job an Atlantic 
Steel Casting. You'll be glad 
you did. 


c 
A nati 
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ATLANTIC “AXIOMS” 


We publish Atlantic ‘‘Axioms” 
at intervals to better acquaint 
you with the advantages of 
steel castings in general . . 
and in particular, how you 
may benefit from Atlantic service and fa- 
cilities. Write for it om your business letter- 
head, please. 








TLANTIC™™ 


STEEL CASTINGS COMPANY 


Sixth and Lloyd Streets Chester, Pa 
Chester 3-4181 











DEVIL'S PUTTY 


FOR 
EASIER SKIMMING 


DEVIL'S PUTTY . @ new graphite 
impregnated plastic refractory for: steel and 
gray iron ladle linings; making up spouts 
and runners; linings for ferrous and non- 
ferrous metal melting furnaces and similar 
applications. 

DEVIL’S PUTTY reduces refractory in- 
clusions, thus producing cleaner castings: 
withstands severe thermal shock without 
“sluffing off’; contains chemically treated 
graphite that will not burn out of the mix, 
which aids surface lubrication and permits 
cleaner and faster pours. Molten metal has 
no sticking tendency to DEVIL’S PUTTY 
lining. so, slag rises quickly to top for 
easy skimming. 

Write for useful literature and the 
name of your nearest Botfield Distributor. 





REFRACTORIES CO. 


769 Ss. Swanson St., Philadelphia 47, Pa. 
In Botfield Refractories 
‘en itd., mn Eastern Avenue, Toronto 














PuRCHASING 




















‘s* 
ms’’ 
aint 
of 
you 
fa- 
ter- 


= - — Pir ¢ : , . 
: Twenty engine companies and three fire boots were required to ‘control’ this $258,000 fire at 
( 


Cardinal Mills in New York which, like all other disastrous industrial fires, started as a small blaze. 
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| Destructive fires originating from electrical or flammable liquid haz- 
a ards can be stopped when they start by quick action with Buffalo CO2 
_ Extinguishers. ‘Quick action" is sure when Buffalo CO2 Extinguishers 
> are close by because the Squeeze Grip Valve is so simple and easy 
vee to operate. Simply, pull the safety lock pin and squeeze! Clean, dry, 
~ odorless, inert gas under high pressure snuffs out flames in seconds! 
ty Buffalo manufectures a complete line of fire extinguishers for 
- positive protection from every fire hazard. Order Buffalo fire pro- 
the tection today! Consult your Classified Telephone Directory or write 
for your nearest Buffalo distributor. 
UNDERWRITERS’ LABORATORIES AND FACTORY MUTUAL APPROVED 
BUFFALO FIRE APPLIANCE 
a. Cc ie) e P oO e A T °) N 
* DAYTON , @nte 
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Here’s how to take 
the merry-go-round 
out of finding suppliers 


Reach for the ‘yellow pages’ of your telephone 
directory. There, at your fingertips, are suppliers 
of practically all industrial products and services. 


More and more purchasing agents find the 
‘yellow pages’ a real time saver. They help locate 
new suppliers in a hurry...get the names, ad- 
dresses and telephone numbers of old ones they 
can't recall. 


Save yourself time and trouble use the ‘yellow 
pages’ to find the industrial suppliers you need. 

















Larry Sommers, formerly Assistant 
Purchasing Agent for Honolulu Con- 
struction & Draying Company, Hono- 
lulu, Hawaii, has been appointed Pur- 
chasing Agent. In this capacity he will 
be in charge of purchasing for all op- 
erations including quarry, warehouse 
cement items, automotive equipment 
and shops. He has been with the com- 
pany since April, 1950. 


Bruce J. Wells has been appointed 
Purchasing Agent of The Tremco Man- 
ufacturing Company, Cleveland, Ohio, 





Bruce J. Wells 


succeeding Ellsworth Keck, Tremco 
Purchasing Agent for the past 22 years, 
who resigned for reasons of health. 
Mr. Wells was formerly Purchasing 
Agent of The Howe Scale Company, 
Rutland, Vt. 


R. M. Hornbeck has geen appointed 
Director of Purchases for Westing- 
house Air Brake Company. 


H. W. Wolff, vice president in charge 
of purchases for the company, retired 
recently after 52 years in the railroad 


signal and air brake manufacturing 
fields. 


Herbert H. Penny has been named 
Purchasing Agent of the motor divi- 
sion of Federal Fawick Corporation, 
Detroit, Mich. 


Gerald W. Ham, of Worcester, Mass., 
has been appointed Assistant District 
Purchasing Agent, Eastern District 
Purchasing Department, American 
Steel and Wire division of United 
States Steel Company. 

Mr. Ham joined American Steel and 
Wire in 1937 as a shop clerk in the 
accounting department at South 
Works. Three years later he was made 
a production clerk in the same de- 
partment before transferring to the 
production planning department where 
he progressed to senior planner in 
1946. In 1948 he was promoted to the 
post of Buyer in the District Pur- 
chasing Department. 


C. F. Yoders has been appointed 
Purchasing Agent for Pittsburgh Forg- 
ings Company, succeeding M. D. West, 
who has been granted a leave of ab- 
sence because of illness. 


J. R. Handyside, formerly Buyer, 
has been made Assistant Purchasing 
Agent. 
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¢ Super strong, filament reinforced, pressure-sensitive 
flass., 
strict 
strict 
rican 
nited 


BEHR-CAT Strapping Tape is the modern way to wrap and 
pack just about anything — boxes, tubing, lumber, plate 
glass, metal parts, etc. It goes on in a jiffy — sticks at a 


touch — no special tools required. Comes off just as easily 
and 
| the 
outh 
made 

de- 

the 
yhere 
r in 
» the 
Pur- 


too —a strong point with your customers. You can speed 
\. up packing and shipping operations all along the line with 
BEHR-CAT Strapping Tape. Put it to the test right now. 
Write Behr-Manning Corp., Troy, N. Y., Dept. PU-2. 


For Export: Norton Behr-Manning Overseas Inc., New Rochelle, N. Y 
U.S.A. 


In Canada: Behr-Manning (Canada) Ltd., Brantford. 
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Glas-Kraft has 
amazing all- 
directional 
strength because 
it contains up to 
315 feet of continuous a 
cially-treated fibers swirled 
into each square foot. Fibers 
are waterproof bonded 
under heat and pressure be- 
tween two plies of finest 
specification krafe. 
FREE. Send for new Glas- 
Kraft Folder and Prices today. 
Glas-Kraft is supplied to the 
U.S. Government in quantity. 


It meets JAN-P-125 speci- 
fications for barrier wrapping 


material, Types E-1, E-2, E-3. 


It also meets Federal Specifica- 
tions UU-P-147, UU-P-264-A 


and UU-P-271-B. 

















ee -GLAS-KRAFT a really waterproof 


paper.. 


» to prevent rupture 


fl 


TOCLE Cf... \N GLAS-KRAFT 


GLAS-KRAFT — The smoothest, lightest, most 
pliable reinforced paper available — keeps your 
materials, products and equipment safe from 
weather, wear and the hazards of transit or 
storage. Strong and tough, it is hard to punc- 
ture and difficult to tear. It is the most water- 
proof reinforced paper on the market. 


Ask for GLAS-KRAFT .. . the non-deteriorating, 
all-purpose paper. Use it for wrapping and pack- 
aging steels and other metals, machinery, paper, 
leather, textiles, chemicals, cement, wirestock, 
furniture, etc. Use it for wraps, covers, shrouds, 
tarpaulins, bag, box, case and barrel liners. Use it 
for unitized loading of freight cars and trailers. 
Use it for protecting floors or curing concrete. 
Use it when you want a paper to perform where 
others fail. 


OTHER GLAS-KRAFT PRODUCTS 


@ SEALING TAPE for Carton Closures. Five times 
stronger than ordinary sealing tape. Will not cut car- 
pO 9 ton. Replaces string, rope, 
: wire and strappings. 
@ GLAS-TAPE (ungummed). 
A simple attachment 
on your present equip- 
ment permits you to use 
ungummed Glas-Tape with 
Darex adhesive. Weather- 
proofs the manufacturer's 
joint on your own cartons. 
Creped outer surface mini- 
mizes joint itself. Also 
available in gummed form. 


a 


BETTER INDUSTRIAL PAPER PRODUCTS BY 


GLAS-KRAFT, INC. 


LONSDALE, RHODE ISLAND 


TRADE MARK OF GLAS-KRAFT, INC. 
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Paul B. Wilson has been appointed 
Purchasing Agent for the Equipment 
Manufacturing division of Raytheon 
Manufacturing Company, Waltham, 
Mass. He has previously served as 
Assistant Purchasing Agent of Ray- 
theon’s Special Purchasing Depart- 
ment. 

Mr. Wilson acted as Assistant Pur- 
chasing Agent for Westinghouse Elec- 
tric Company from 1933 to 1941. Dur- 
ing the war years he served in the 
Navy, where he was a_ procurement 
officer and, later, a termination officer 
in the Bureau of Supplies and Ac- 
counts, assigned to duty in the Bureau 
of Ships. 


W. H. Newbaker, vice president of 
Purchasing and Traffic for the Rock- 
well Manufacturing Company, Pitts- 
burgh, Pa., has retired after 27 years 
service with the company. 





W. H. Newbaker 


Mr. Newbaker’s first job was office 
boy for H. P. Davis, vice president of 
Westinghouse Electric Corporation, at 
East Pittsburgh. He was chief clerk 
in the advertising department at West- 
inghouse until 1915, when he left to 
sell color plates and printing for Beck 
Engraving Company in Philadelphia. 

He served in the Ordnance Depart- 
ment of the U.S. Army during World 
War I. From 1919 to 1925 he was sales 
manager for Rees Manufacturing Com- 
pany of Pittsburgh, and in Febr ary, 
1926, he became associated with Colonel 
W. F. Rockwell as Purchasing Agent. 
One year later the Pittsburgh Meter 
Company was merged with the Equi- 
table Meter & Mfg. Company to form 
the Pittsburgh Equitable Meter Com- 
pany and again Mr. Newbaker was 
made Purchasing Agent. 

In 1944 Pittsburgh Equitable became 
one of 15 subsidiaries and divisions of 
the Rockwell Manufacturing Company, 
and Mr. Newbaker became vice presi- 
dent of Purchasing and Traffic for the 
entire corporation. 

Mr. Newbaker is a member and past 
director of the Purchasing Agents As- 
sociation of Pittsburgh, a member of 
the Pittsburgh Athletic Association, 
Chamber of Commerce, Syria Masonic 
Temple and the American Legion. 

He will continue to be available to 
the company in a consulting capacity. 
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INDUSTRIAL TUBE FITTING 
STOCKS CARRIED BY 


AKRON, O 


BALTIMORE, Md. 


BEAUMONT, Tex 
BOSTON, Mass 
BRYSON CITY, N. C. 
BUFFALO, N. Y. 
CAMBRIDGE, Mass 
CEDAR RAPIDS, la. 
CHICAGO, Ill. 
CINCINNATI, O. 


CLEVELAND, O 


COLUMBUS, O 
DALLAS, Tex 
DAVENPORT, ica 
DAYTON 
DENVER, Colo 
DES MOINES, Io 
DETROIT, Mich 
HARRISON 


HOUSTON, Tex 


INDIANAPOLIS, Ind. 


KANSAS CITY, Mo 


KNOXVILLE, Tenn 


LOS ANGELES, Co 


MEMPHIS, Tenn 


MILWAUKEE, Wis. 


MINNEAPOLIS, Minn. 


NEW ORLEANS, Lo 


NEWPORT NEWS, Vo. 


NEW YORK, N. Y. 


PHILADELPHJA. Po. 


PITTSBURGH, Po. 
PORTLAND, Ore. 
ROANOKE, Vo 


ROCKFORD, |!! 


SAN FRANCISCO, Cal. 


SEATTLE, Wash 
ST. LOUIS, Mo 
SYRACUSE, N. Y. 
TOLEDO, O 


TULSA, Okic 


CANADA 
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B. W. Rogers Co. 

850 So. High St. (9) 

Carey Machinery & Supply Co. 
3501 Brehms Lane (13) 
Whitehead Metal Products Co. 
4300 E. Monument St. (5) 
Standard Brass & Mfg. Co 

705 Milam St. 

A. E. Borden Co., Inc. 

176 Brookline Ave. (15) 
Wallace Co. of Carolina 

P.O. Box 572 

Whitehead Metal Products Co. 
2128 Elmwood Ave. (17) 
Whitehead Metal Products Co 
281 Albany St. (39) 

Globe Machinery & Supply Co. 
309 8th Ave., S.E. 

Wallace Tube Co. 

1300 Diversey Parkway (14) 
Williams & Co. 

3231 Fredonia Ave. (29) 
W.-M. Pattison Supply Co 
777 Rockwell Ave. (14) 

B. W. Rogers Co. 

1900 Euclid Ave. (15) 
Williams & Co. 

3700 Perkins Ave. (14) 
Williams & Co 

851 Williams Ave. (8) 

Metal Goods Corp. 

6211 Cedar Springs Rd. (9) 
Globe Machinery & Supply Co. 
410 East Second St 

J. N. Fauver Co. 

1534 Keystone Ave. (10) 
Metal Goods Corp. 

2425 Walnut St. (2) 

Globe Machinery & Supply Co. 
East First & Court Ave. (6) 

J. N. Fauver Co. 

49 West Hancock St. (1) 
Whitehead Metal Products Co 
1000 South Fourth Ave 

Metal Goods Corp 

711 Milby St. (3) 

Standard Brass & Mfg. Co. 
2018 Franklin St. (1) 
Korhumel Stee! & Aluminum Co 
1916 .N. Meridian St. (2) 
Metal Goods Corp 

1300 Burlington Ave 

North Kansas City (16) 
Leinart Engineering Co 

412 E. 5th Ave. (5) 

Haskel Engineering & Sup. Co. 
721 W. Broadway, 

Glendale (4) 

Metropolitan Supply Co 

353 East 2nd St. (12) 

J. E. Dilworth Co 

730 South Third St 

Marman Belting & Supply Co 
522 W. State St. (3) 

Wallace Co. of Wisconsin 
838 So. 6th St. (4) 

Vincent Brass & Copper Co. 
124 Twelfth Ave., So. (15) 
Metal Goods Corp 

432 Julia St. (13) 

Noland Company 

27th St. & Virginia Ave 


Nielsen Hydraulic Equipment inc. 


298 Lafayette St. (12) 
Whitehead Metal Products Co 
303 West 10th St. (14) 

Lovis H. Hein Co. 

15 West Lancaster Ave. 
Ardmore, Pa 

Whitehead Metal Products Co 
1955 Hunting Park Ave. (40) 
Williams & Co 

901 Pennsylvania Ave. (33) 
Hydraulic Power Equipment Co. 
2316 N. W. Savier St. (10) 
Noland Company 

11 Salem Ave. (10) 

Rockford Tool & Transmission Co 
802 Broadway 

General Machinery & Sup. Co 
1346 Folsom St. (3) 

Palmer Supply Co 
222 Westiake Ave 
Metal Goods Corp 
5239 Brown Ave. (15) 
Whitehead Metal Products Co 
207 West Taylor St. (14) 
Williams & Co. 

650 E. Woodruff Ave. (2) 
Ardun Supply Co 

317 S. Detroit 

Metal Goods Corp 

302 North Boston (3) 
Railway & Power Engineering 
Corp. Ltd. 

Mercator Corp. 

438 Walnut St. 

Reading, Pa 


, North (9) 


Ralph A. Miller, vice president and 
general manager and Purchasing Agent 
of the Dills Supply Company, has been 
elected president of the Dayton Ex- 
change Club. 


Charles H. Carroll has been appoint- 
ed Director of Purchasing for the Ford 
Motor Company, Dearborn, Mich., and 
Harold E. Joy has been named Pur- 
chasing Agent of raw materials. 

Mr. Carroll fills the vacancy caused 
by the recent death of Carl F. Unruh. 
Mr. Joy succeeds to the post held by 
Mr. Carroll. 

The raw materials purchasing de- 
partment will be divided into two new 
departments, with Harold H. Compson 
becoming Purchasing Agent of the 
steel purchasing department. 


Leo Paluska has been appointed Pur- 
chasing Agent of Vascoloy-Ramet Cor- 
poration, Waukegan, III. 


Henry M. Wiland of the Goodyear 
Tire and Rubber Co. plant in Los An- 
geles has replaced Henry Watts as Pur- 
chasing Agent for the Goodyear plant 
in Topeka, Kan. Mr. Watts, who moved 
to the company’s headquarters in 
Akron, recently, has become Purchas- 
ing Agent for the Goodyear Atomic 
Corporation in Portsmouth, Ohio. 

Mr. Watts worked summers in the 
Goodyear factory in 1929 and 1930 and 
entered the company’s apprentice school 


in 1931. When he finished he was 
awarded the Litchfield Medal, pre- 
sented annually to the outstanding 


graduate of apprentice school. 

In 1940 Mr. Watts was assigned to 
established materials control and time 
study operations in the newly organ- 
ized wheel and brake division of Good- 
year Aircraft Corporation in Akron. 

In 1945 he was promoted to Pur- 
chasing Agent at Goodyear’s new fac- 
tory in Uitenhage in the Union of 
South Africa. He returned to the 
United States in 1951 as Purchasing 
Agent for the Topeka plant. 

Mr. Wiland has served the company 
in Akron and in Java. 





INDUSTRIAL 
DEVELOPMENTS 





Pyro Plastics Corporation, Pyro Park, 
Union, N. J. has installed the largest 
battery of automatic injection molding 
machines in the United States. 


Cornell-Dubilier Electric Corpora- 
tion is further expanding its manufac- 
turing operations in the south with the 
purchase of a 27-acre tract of land for 
the erection of a plant at Sanford, 
N. C. It is expected that this plant 
will be the largest operation of the 
company and will be equipped with the 





most modern machinery known in the 
capacitor industry. 
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THi¢ LUBRICANT 
EXTENDED 

BEARING LIFE 

50%," 


—says REPUBLIC AVIATION CORP. 











Makers of the famous F-84E THUNDERJET J 





“Under actual tests, LUBRIPLATE 

extended bearing life fifty per 
cent or better as compared to other 
lubricants. It was also found that, dur- 
ing test, LUBRIPLATE increased effi- 
ciency of machines twenty per cent by 
reducing friction loss. Republic has 
been using LUBRIPLATE successfully 
for the past eight years.” 


For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page ‘‘LUBRIPLATE 
DaTA Book’”’. .. a valuable treatise on 
lubrication. Write LUBRIPLATE DIVI- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery, LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 
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The diaphragm in this valve that regulates the intake to a 
boiler feedwater storage tank, is in almost constant motion 24 
hours a day at temperatures well above 100 F. Successive syn- 
thetic rubber diaphragms lasted 7, 11 and 13 months respectively. 
That's unsatisfactory performance in a power house supplying energy 
to a large chemical plant. So they tried a Silastic coated glass dia- 
phragm. Recently inspected after more than 78 months of service, the 
Silastic diaphragm was still soft and flexible; showed little wear; 
appeared serviceable for many more months 





















For maximum life and reliability 


the durable silicone rubber 


You, too, will find that Silastic will last longer and give 
you more reliable service in most applications where the 
life of organic rubbers is limited by high temperatures, 
oxidation or weathering. You will also find that Silastic 
can be used in many cases to take the place of complicated 
mechanical devices made necessary by the relative in- 


stability of organic rubber. 


And Silastic is in a class by itself among rubbery ma- 
terials. For example, we have aged typical samples of a 
Silastic stock for 12 months in an air circulating oven at 
350°F. After such accelerated aging, those samples 


showed an increase in hardness of only 18 points from 


Dow Corning Corporation, Dept. BC-2, Midland, Michigan. 
Please send me: 


List of Silastic Fabricators 
Silastic Facts 10a 
“What's A Silicone?” 


As a valve diaphragm at +100°F 
SILASTIC outlasts hegt-stable 
organic rubber 7 to/ I 














Mail Coupon Today 


Name Title 
Company 

Address__ 

City Zone State 
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46 to 64 durometer; elongation went down from 320 to 
105%; tensile strength dropped only 26 points from 
557 to 531 p.s.i.; and there were no significant changes 


in any of their dielectric properties. 


And that is almost incredible performance at temperatures 
high enough to change any other kind of rubber too 
brittle, noninsulating material in a few hours or days a 
the most. When you need rubbery properties or good 
dielectric properties in a resilient material that wil 
withstand weathering or long exposure to temperatures 
above or below the limits of ordinary rubbers, specify 


Silastic. 


*T. M. Reg. U. S. Pat. Off. 


ATLANTA e CHICAGO 
CLEVELAND e DALLAS 
NEW YORK e LOS ANGELES 
WASHINGTON, D. C. 
MIDLAND, MICHIGAN 

In Canada: 

Fiberglas Canada Ltd., Toromé 
in England: 

Midland Silicones Ltd., Lende® | 






DOW CORNING 
CORPORATION 
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The year 1953 marks the 75th anniversary of The 
Seymour Manufacturing Co. — an industry founded in 


an a H m ¥ % e nee oo s of the reconstruction years following the Civil War but 
- slated for ever-increasing activity in both peace and war. 
national defense! 


From a few hundred feet of floor space, and meagre 
equipment and personnel capable of producing a few 
thousand pounds of nonferrous alloys in a day, The 
Seymour Manufacturing Co. has grown to international 
scope, with several factories, 400,000 feet of floor space 
and over 800 employees. 


While the products of an earlier day went into the 
limited utilities of that time, those of Seymour teday 
cover a wide bracket of use: In radio and TV equipment, 
scientific instruments, flatware and zipper metal, electri- 
cal devices and appliances, and discs for shell casings, 








om 3200 atomic energy and many, other war items. 
oints from 
epee Seymour basic products include: 

NICKEL SILVER — an alloy of copper, nickel and 
nperatures zinc, silvery white in color, highly ductile, tough and 
tines ee corrosion-resistant. 
or days ct PHOSPHOR BRONZE — an alloy of copper, tin and 
ae phosphorus. Qualities: high fatigue resistance and cor- 
i . rosion resistance; a “must” in many electrical products. 
| that wi 

a NICKEL ANODES, in all shapes and formulas for 
nperatu modern plating. Also, Anodes of copper, brass and 
rs, specify other underplate alloys. 

BRIGHT NICKEL, a hot, organic bath, the use of which 
_ eliminates the need for coloring and buffing. Glad to 
— send complete information on any product. 

ICAGO 
ALLAS 
OS ANGELES 


ve. THE SEYMOUR MANUFACTURING COMPANY 

AN SEYMOUR, CONN. 

— Nickel Silver ¢ Phosphor Bronze « Nickel Anodes 
' NONFERROUS ALLOYS SINCE 1878 


«, London | ‘ : — 
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IGIDAIRE 





Water Coolers 
Air Conditioning 
Refrigeration 


More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, and real de- 
pendability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
General Motors Corp., Dayton 1,0. 


“o™ FRIGIDAIRE 


the most complete line of refrigeration and 
atr conditioning products in the industry. 
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Gerrard Steel Strapping Division of 
the United States Steel Corporation 
will open a new Product Service Seg. 
tion for light, heavy duty and specialty 
products. The new section will make 
available to shippers a_ specialized 
service to help them solve their pack- 
aging reinforcement problems and de- 
termine the most economical method 
required for their products shipment. 


Libbey-Owens-Ford Glass Company 
is constructing twin grinding lines at 
its Rossford plant to greatly increase 
the production. of high-quality plate 
glass. 


Taylor Fibre Company's addition to — 


its Norristown, Pa. plant is nearing 


completion. When completed, the proj- ; 


ect will increase by more than 20 per- 
cent the total floor space available at 
the plant. This is one step in the 
$1,500,000 Taylor expansion plan, es- 
tablished as a result of the Defense 
Production Administration Vulcanized 
Fibre Goal, announced early in 1952 
and designed to increase the national 
vulcanized fibre output from 50 tc 60 
million pounds annually. 


American Cyanamid Company has 
expanded production facilities at its 
Azusa, Calif. plant to include Laminae 
resins. 


Wagner Electric Corporation, St. 
Louis, Mo. has announced the comple- 
tion of a new manufacturing plant and 
office building by its Canadian sub- 
sidiary, Wagner Brake Company, Lim- 
ited, Toronto. Included in the new 
plant are facilities for production line 
assembly of brake hose, wheel and 
master cylinders, brake assemblies and 
test and repair equipment for Wagner 
rotary air compressors and Sangamo 
Tachograph. 


The Eureka Specialty Printing Com- 
pany, Danville, Ill. has announced the 
completion of its newly-constructed 
manufacturing plant which is situated 
strategically to meet the demands for 
Eureka products in the mid-western 
markets. 


Adamas Carbide Corporation, Har- 
rison, N. J. has purchased a four and 
one-half acre tract from the Town of 
Kenilworth, N. J., and private indi- 
viduals, on which it will construct a 
20,000 square foot plant for the produc- 
tion of tungsten carbide tool tips, dies, 
wear parts and powder. This will mark 
the third expansion of the 10-year-old 
company. 


Farmers Engineering and Manufac- 
turing Company has announced the 
completion and opening of a new plant 
at Irwin, Pa. for the production of 
Femco products. The new plant site 
consists of seven acres near the Irwin 
entrance to the Pennsylvania Turnpike. 
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COMPLETE LINES OF BRONZE VALVES AND PIPE FITTINGS 
are manufactured by Walworth in a variety of 
types, pressure ratings, sizes, and patterns, in- 
cluding Walseal® Bronze Valves and Fittings 
for making Silbraz® joints. 

Walworth also manufactures complete lines 
of valves and fittings — including Lubricated 
Plug Valves — made of steel, iron, and special 
alloys as well as bronze. 

Walworth-made valves, pipe fittings, and pipe 
Wrenches, total approximately 50,000 items—all 
sold through distributors in principal centers 
throughout the world. 

Walworth engineers will be glad to help you 
With your problems. For full information call 
your local Walworth distributor, nearest Wal- 
Worth sales office, or write to Walworth Com- 
pany, General Offices, 60 East 42nd Street, New 
York 17, N. Y. 











BRUNZE 
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GATE GLOBE ANGLE CHECK LUBRICATED PLUG 


Bronze valves in gate, globe, angle, check, and lubricated plug types ore 
manufactured by Walworth. Illustrated is a sectional view of a Walworth 
No. 225P Bronze Globe Vaive. This valve has a working steam pressure rat- 
ing of 350 psi at 550F (1,000 psi non-shock cold water, oil, and gas pres- 
sure). It features a renewable, plug type, stainless steel seat and disc, heat 
treated to 500 Brinell hardness. 


WALWORTH 


Manufacturers since 1842 


valves . . . pipe fittings . . . pipe wrenches 


60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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Here, conventional U-Bolt Inexperienced workmen can 
clips are properly applied easily put conventional U- 
but rope is distorted and Bolt clips on incorrectly with 
subject to life-shortening saddles not on _ load-line. 
strains under load. Result: Weakened rope — 


risk of accidents. 


Both halves of the Laughlin Safety ‘Fist Grip''* clip are 
identical. There is no wrong way. The most careless work- 
man can't put ‘em on wrong (unless he forgets to tighten 
the nuts). And they're not only safer and practically fool- 
proof, but they're a darn sight easier to use. 


Here’s why: 






Nuts are out in the open, can be tightened 
with any wrench, and don't have to be 
“inched around." 


Bolt ends are shorter and don't get bat- 
tered or bent. Nuts are always easy to re- 
move when clip is to be re-used. 

No crushed rope ends under "'Fist-Grips” 
to cut off. Rope saved. 


Fewer clips are required in many installa- 
tions, so there is less work to do. 


9 ou 

Fis7- Grip Clips are just one example of many 
LAUGHLIN EXCLUSIVES in design, safety and quality that 
make Laughlin your best buy in wire rope and chain fittings. 


Look tor the trademark (A) 


lhe) 19 66 Supe 


THE THOMAS LAUGHLIN COMPANY 
24 FORE ST., PORTLAND, MAINE 


THE MOST COMPLETE LINE OF WIRE 
ROPE AND CHAIN FITTINGS 
*Patented, T.M. Reg. 











Worthington Corporation has cop. 
solidated headquarters for the sales, 
engineering and production of Multi-y 
Drives and Allspeed Drives at its Qj 
City, Pa. plant. A new division to be 
known as the Mechanical Power Trans. 
mission Division has been set up tp 
handle Multi-V Drives, formerly many. 
factured at Worthington’s Buffalo, 
N. Y. and Wellsville, N. Y. plants, and 
Allspeed Drives formerly manufac. 
tured at the Holyoke, Mass. plant. Ap. 
proximately 150,000 square feet of 
manufacturing and warehousing floor 
space has been allocated to the con- 
solidated operation. A new green sand 
department in the foundry is in op- 
eration with a capacity of 18 tons of 
sheave and hub castings per day. 


Central Management Services, Ine. 
has been established at 2235 Beverly 
Boulevard,, Los Angeles, Calif. to 
present the combined products and 
services nationally of the following 
companies: Coast Paint and Chemical 
Company of Los Angeles, manufac- 
turers of Pro-Seal sealants, felt gasket- 
ing materials and all purpose adhe- 
sives; Aircraft Metal Forming Com- 
pany, Inc., Burbank, Calif., roll form- 
ing and roll contouring of special parts 
in all metals; Mid-State Manufac- 
turers, Inc., San Marcos, Calif., sheet 


metal manufacturing and assembly; | 


and Aero-Cal Engineers, Burbank, air- 
craft design,, special component de- 


sign, development and_ engineering. | 


C.M.S is owned by the sale closed 
group of shareholders who own these 
companies and maintains representa- 
tives in Washington, D. C. and Wright 
Field, Dayton, Ohio. 


Naugatuck Chemical Division of 
United States Rubber Company has 
announced that it is doubling the pro- 
duction capacity of its Marvinol vinyl 
resin plant in Painesville, Ohio. The 
expansion program, which is expected 
to be completed by June, 1953, will 


raise production to more than 50,000- | 


000 pounds annually. 


Marvic, Inc. is the name of a neW 
firm formed to produce a unique type 
of tool holder combining elements of 
an entirely new system of lathe opera- 
tion. General offices and plant of Mar- 
vic are at 350 Peninsular Avenue, 
San Mateo, Calif. The product was for- 
merly manufactured by Lebo Indus- 
tries, San Francisco. 


Reynolds Metals Company has started 
work on its Robert P. Patterson alu- 
minum reduction plant at Arkadelphia, 
Ark. The new plant, which will have 
a yearly capacity of 110,000,000 pounds 
of aluminum, is expected to be com- 
pleted by July, 1, 1953. The Patterson 
plant is part of the overall expansion 
of the aluminum production facilities of 
Reynolds Metals Company, which when 
completed, will give the company a 
total yearly production capacity of 
829,000,000 pounds. 
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‘plug in any 110V outlet and they're ready to use 
“popular models, up to 1%” bolt capacity! = 


I-R ROTARY ELECTRIC IMPAC- 
TOOLS speed up production, reduce costs 


tor for an on-the-job demonstration of 


and lower fatigue—they make toughest In AY I} on 
Jobs easy. Ask your nearest I-R distribu- 


11 Broadway, New York 4. New York 
how these all-purpose Impactools “pay 


for themselves” in 30 days. ORIGINATORS OF IMPACTOOLS...AIR AND ELECTRIC 
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CAREFULNESS ISN’T ENOUGH 
YOU NEED PYRENE, TOO! 





There’s a Pyrene for every fire hazard 


The watchword of fire prevention is Be Careful. But fire may come— 
any time. When it does, Pyrene* can make the difference between a 
harmless scare and a gutted business. Whatever your fire hazard, 
there’s a Pyrene to cope with it—for Pyrene makes everything from 
hand extinguishers to complete automatic fire-fighting systems. 

*T M. Reg. U.S. Pat. Off, 




















Vaporizing Liquid | Cartridge-Operate~ Chemica! Foam Systems 
Always dependable, For ordinary fires. No For flammable liquids, Large and small, manual 
multi-use extinguisher. annual recharging. ordinary combustibles. and automatic. 








..and other approved extinguishers 








PYRENE MANUFACTURING COMPANY 


578 Belmont Avenue Newark 8, New Jersey 
Affiliated with C-O-Two Fire Equipment Co. 
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Graham-Mintel Instrument Com. 
pany, Cleveland, Ohio, has changed its 
corporate name to Cleveland Instry. 
ment Company, Inc. The company’s 
personnel, products, facilities, location 
and ownership remain unchanged. 


United States Steel Company has 
been merged into United States Stee] 
Corporation, which will succeed to al] 
of the properties and rights of the 
United States Steel Company and as. 
sume all of the responsibilities and ob- 
ligations of such company. All business 
formerly conducted by United States 
Steel Company now will be conducted 


in the name of United States Steel Cor. 
poration. 


Bacon Industries, Inc. has been or- 
ganized by Frederick S. Bacon and 
Philip D. Wilkinson, partners in the 
Frederick S. Bacon Laboratories, to 
produce O-Rings, gaskets and similar 
specialty products formerly manufac- 
tured by the Frederick S. Bacon Lab- 
oratories. The direction and manage- 
ment of Bacon Industries, Inc., which 
has manufacturing facilities at 192 
Pleasant Street, Watertown, Mass., will 
remain under the parent organization. 


Illinois Tool Works, Chicago, has an- 
nounced a new line of standard cutting 
tools. The new line includes a complete 
selection of standard end mills, ‘saws, 
milling cutters, key slot cutters, hobs 
and shaper cutters. The new tools will 
be distributed under the trade name 
Illinite, and will also include gear 
measuring blocks, tool bits, die filing 
machines and die files. The products 
will be marketed nationally through 
leading industrial distributors. 


National Container Corporation has 
established a new corrugated paper 
products converting plant to serve the 
St. Louis area at Illinois Avenue and 
Terminal Railroad, East St. Louis, Ill. 
The new plant, which is the 13th such 
operation for National Container, is 
equipped with completely modern fa- 
cilities and has been designed to allow 
for expansion. The company is now 
constructing a $25,000,000 500-ton per 
day pulp, board and paper mili at Val- 
dosta, Ga., which is expected to be 
completed by the end of 1953. 


Worthington Corporation is installing 
an electric arc furnace in its Harrison, 
N. J. steel foundry to meet the in- 
creased demand for its products. The 
new furnace will be able to handle 
larger sizes and a variety of iron and 
steel scrap. The two-ton-per-hour ca- 
pacity are furnace is being purchased 
from Pittsburgh Lectromelt Furnace 
Corporation and will replace an exist- 
ing cupola and converter set-up. 


The Electric Products Company has 
established the E.P. Switchboard and 
Control Division, consolidating as 4 
distinct unit all switchboard and con- 
trol functions, engineering and manu- 
facturing. 
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Gaylord Boxes That Proudly Bear Your Name 
Reflect the Quality of Your Product 


Don’t overlook the advertising value of attractive, colorful shipping containers 





in your merchandising and selling plans. 


Sales-minded manufacturers prefer distinctive Gaylord Boxes. Their clear printing 
and over-all quality are effective sales stimulants for the product inside—through 
every step of distribution. 


For prompt service consult the Gaylord sales office nearest you. It’s listed in 


the classified pages of your phone book. Their unseen quality gives you 


an extra margin of safety. 


GAYLORD CONTAINER CORPORATION 


General Offices: ST. LOUIS * Sales Offices Coast-to-Coast 





CORRUGATED AND SOLID FIBRE BOXES + FOLDING CARTONS e KRAFT BAGS AND SACKS «+ KRAFT PAPER AND SPECIALTIES 
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~ 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 





Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8" O.D., 
gauges No. 28 to 3/8", stands ready 
to answer your needs. A VARIETY 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All! 


THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 






Your emergency re- 
quirements are our 
special concern. 





203 CONNELL AVE. 
\ JOLIET, ILLINOIS 




















MALLEABLE IRON CASTINGS 
that you can depend upon! 


The right connection—for the malleable 
iron parts you need—can be a source of 
satisfaction to you. 


Many, many leading makers of durable 
goods use Moline Iron Works Malleable 
Iron Castings to uphold the quality of 
their products. 


Good service, quality control and reason- 
able prices are three reasons why your 
connection with Moline Iron Works can 
be both a pleasant and profitable one. 
We invite your specifications for quota- 
tion. 


The parts shown here are | 
representative of our produc- 
tion for automotive, farm 
implement, appliance and rail- ; 
road customers. 





MOLINE IRON WORKS | 


Moline, Illinois, U. S$. A. 











| SEVENTY YEARS OF ome 


cn ai 


0 
Loo 
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Air Reduction Company will double 
the capacity of its new calcium carbide 
plant at Calvert City, Kentucky, by 
early 1954. The original plant, which is 
nearing completion, has a rated capac- 
ity of 142,500 tons of calcium carbide 
per year. 


The Rapids-Standard Company, Inc., 
Grand Rapids, Mich. has announced the 
start of a new rental plan that makes 
gravity and belt conveyors available on 
lease for the first time in the history 
of the materials handling industry, 
Manufacturers, wholesalers, and retail- 
ers can now lease conveying equip- 
ment ranging from a single inter-floor 
belt conveyor to a complete materials 
flow system. The lease plan is cur- 
rently available in the Chicago, Phila- 
delphia, New York, Buffalo and Grand 
Rapids areas. 


The Jones & Laughlin Supply Com- 
pany, Tulsa, Okla., a wholly-owned 
subsidiary of Jones & Laughlin Steel 
Corporation, has become a division of 
J&L. All assets of the J&L Supply 
Company have been transferred to the 
parent corporation and Canadian assets 
will be sold to the J&L Steel Sales 
Company, Ltd., a Canadian subsidiary, 
which will carry on the Canadian busi- 
ness previously conducted by the J&L 
Supply Company. 


Multi-Clean Products, Inc. has an- 
nounced its purchase of the Floor 
Sanding Machine Division of the Lin- 
coln-Schlueter Floor Machinery Com- 
pany in Chicago. Manufacturing op- 
erations are being transferred to the 
Multi-Clean factory in St. Paul, Minn., 
enabling the company to expand its 
operations in the floor equipment mar- 
ket. 


Calumet and Hecla Consolidated 
Copper Company, Boston, Mass., has 
changed its name to Calumet & Heecla, 
Inc. 


Aluminum Company of America has 
announced its plan to build a modern 
fabricating plant in the Lancaster, Pa., 
area for production of aluminum screw 
machine products, fasteners, rivets and 
nails. This will make room for 4 
planned expansion of aluminum sheet, 
impact extrusion and foil production 
facilities in the company’s plant in 
Edgewater, N. J. 


The Robinson Clay Product Co., 
Akron, Ohio, has purchased all prop- 
erty and assets of the Stowe-Fuller 
Refractories Company, with plants at 
Alexandria, Pa. and Strasburg, Ohio. 
Stowe-Fuller was dissolved as of Dee. 
31, 1952. Robinson expects to continue 
to operate Stowe-Fuller as in the past 
with no radical changes in personnel. 


Emsco Derrick & Equipment Com- 
pany has changed its corporate name to 
Emsco Manufacturing Company. 
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To know you're right. a ‘ 
replace with Uy 


-’ Delco Motors 


( pemeuuet” 4 You can depend on Delco motors to keep 

going in the face of the severest condi- 
tions. They are designed, engineered, 
and built to precision standards to mini- 
mize servicing and down-time. 



























When you need motor replacements— 
fast—call for Delco. They're available 
everywhere through local Delco motors 
distributors. 


There's a Delco 
for Practically Any 
Industrial Applicatioa 


Open and enclosed motors up to 100 h.p. 
for standard foot mountings. NEMA C&D 
flange-mounted motors up to 30 h.p. 
Explosion proof motors up to 20 h.p. 


DELCO 
PRODUCTS 


Division of General Motors Corporation, Dayton, Ohio 
SALES OFFICES: 
ATLANTA @ CHICAGO © CINCINNATI @ CLEVELAND ® DALLAS 
DETROIT © HARTFORD © PHILADELPHIA © ST. LOUIS 
SAN FRANCISCO 


A GENERAL MOTORS PRODUCT =p A UNITED MOTORS LINE 


DISTRIBUTED BY WHOLESALERS EVERYWHERE 





- —~— 


R 


Va 


Delcote Insulation. Dynamically Bal- Corrosive-Resistant 
Water-Tight Conduit Positive Lubrication. Permanently flexible, Positioned Bearings. anced Rotor and Cast Iron Frame. 
Box. Protects Lengthens bearing moisture-proof, Maintain shaft Shoft Assembly. More solid, more 
against moisture. life. wear resistant. alignment. Reduces vibration. rugged. 
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Eliminate high-cost-specials’ 
hy standardizing on 


AMERICAN STOCK GEARS 4 


Reach for the handy American Stock Gear catalog 
when you are specifying gears for the product 
you are designing... Save time... Save money. 

This complete line of high quality gears in- 
cludes brass, bronze, steel, semi-steel, cast iron 
and non-metallic gears of every industrial type. 

Readily available from an authorized distribu- 
tor near you. 










American Stock Gear Catalog 300 con- 
tains detailed information and latest 
prices on complete line. 


AMERICAN STOCK GEAR division 


PERFECTION GEAR COMPANY « HARVEY, ILL{INOIS 





. Much Will 

This Reduce 

Your Yearly 
GLOVE 


LEATHER : 
RUBBER OR COTTON 


THIS IS WHAT “WASH-RITE” DOES... — 


Throw all your dirty, worn leather, rubber or cotton gloves in our 
steel drum. Ship to us. We correctly clean, sterilize, COMPLETELY 
REPAIR, sort, reshape, pair and ship them back to you as serv- 
lceable as new. Depending upon the gloves and their usage, 
gloves are being re-claimed by us 3 to 5 times. We specialize 
only in laboratory controlled re-claiming of rubber, leather and 
cotton gloves, aprons and clothing. Write for literature. 
10 Years of Proven Service 
YOUR GOODS FULLY INSURED ....WORK GUARANTEED 


1412-26 CORNELL AVENUE - INDIANAPOLIS 2, INDIANA 
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Wendt-Sonis Company, Hannibal 
Mo. has expanded its plant with a ney 
addition that doubled the manufactyp. 
ing area. New machinery _ include | 
grinders, milling machines, lathes, the | 
latest induction brazing equipment ang | 
the installation of conveyor systems 





Synthane Corporation, Oaks, Pa, has 
added a two-story brick wing to its 
plant, providing an additional 18,0 
square feet of floor space. This is the 
llth major plant expansion since the 
original factory was built in 1929, 4 
major portion of the main floor houses 
the company’s textile products division, 
The small-lathe department has also 
been moved into the new wing and an 
enlarged stockroom is located in the 
basement. Consolidation of Synthane’s 
textile products in the new wing has 
created additional expansion area for 
the shipping and tube finishing de- 
partments. 


Stronghold Screw Products, Ine, 
Chicago, has purchased a modern one- 
story building, comprising 80,000 square 
feet, at 1801 West Winnemac Avenue, 
Chicago. Acquisition of the building 
will enable Stronghold to double its 
present manufacturing facilities. The 
company probably will take possession 
of the building on or before April 1, 
1953. 


The Ramsey Corporation, St. Louis, 
Mo., has purchased all of the assets of 
the Chemical Division of the Maple- 
wood Products Corporation, St. Louis. | 


Boston, Mass.—United States Ply- 
wood Corporation. Robert L. Morris 
has been named manager of sales and 
distribution. 


New Magnetic Material 


A new magnetic material devel- 
oped by the Naval Ordnance Lab- 
oratory, White Oak, Md., exhibits a 
coercive force of 3000  oersteds, 
greater than any known permanent 
magnetic material. Composed of 
bismuth and manganese, the new 
material has a flux density ex- 
ceeded only by platinum-cobalt al- 
loy. Magnet can be made by powder 
metallurgy technique thus _insur- 
ing close tolerance of complicated 
shapes without machining. Produc- 
tion involves heating powdered 
manganese and bismuth at 700° C 
hot pressing the resulting _bis- 
muthide at 300° C in a strong mag- 
netic field. Technical evaluation, 
with respect to stability, aging and 
shock is not yet available. Further 
information is available from Navy 
Technical News, Office of Informa- 
tion, Navy Department, Washing- 
ton 25, D. C. 
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Machine fool idea pool 


In designing machine tools, as in planning 
countless other products, OSTUCO Tubing 
ing provides an endless pool of practical ideas 
because of its unlimited adaptability. Collets, 
chucks, spacers, spindles, bearings, shafts, 
ferrules, and handles are but a few of the 
applications. 

By varying the radius of a bend, the length 
cf a taper, the dimension of an upset, etc., an 
old design can be improved or a new one crea- 


tel. By combining such operations, a part can 


From Your Blueprint . . . to Your Product 


OSTUCO TUBING 


be made to serve several functions, thus sim- 
plifying design. Parts may even be fabricated 
or forged beyond recognition as a tube section. 

Whether you design machine tools cr prod- 
ucts of a distinctly different nature, you will 
want to investigate the many quality-improv- 
ing, cost-reducing features of OSTUCO Tub- 
ing. 

Write Dept. P-I for “OSTUCO TUBING” 
— a new informative catalog on seamless and 
welded tubing and its fabricating. 


THE OHIO SEAMLESS TUBE COMPANY 


Manufacturers and Fabricators of Seamless and Electric Welded Steel Tubing 


Plant and General Offices: SHELBY, OHIO 


OsTuca 











Ti 


Tapering © Swoging ® Flan 


Upsetting © Expanding ® R 

End closing ® Spinning ® Drilli 

Notching © Flottening ® Shaping ® Trimming 
Threading * Angle Cutting ® And Many Others 


Sntiav. one 





SALES OFFICES: Birmingham, P. O. Box 2021 * Chicago, Civic Opera Bidg., 20 N. Wacker Dr. 
Cleveland, 1328 Citizens Bldg. * Dayton, 511 Salem Ave..* Detroit, 520 W. Eight Mile Road, 
Ferndale * Houston, 6833 Avenue W, Central Pork * Los Angeles, Suite 300-170 So. Beverly 
Drive, Beverly Hills * Moline, 617 15th St. * New York, 70 East 45th St. * Philadelphia, 
1613 Packard Bidg., 15th & Chestnut * Pittsburgh, 1206 Pinewood Drive * St. Lowis, 1230 
North Main St. © Seattle, 3104 Smith Tower * Syracuse, 501 Roberts Ave. * Tulsa, 733 Ken- 
nedy Bidg. * Wichita, 622 E. Third St. * Canadian Representative: Railway & Power Corp., Ltd. 
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Make it Better with Gray Iron 


Made Better with Better Equi~ ment 


Nout Cast ron 


Make it ® i 
uM! Nake ys Departmen ent 
Me, \rorn Parts cALt 

~ rower 1 


(clevelon 


gA0 m 
d) : 1 + 


® No matter what your require- 
ments for gray iron castings may be — from half a pound to half 
a ton — when you make Forest City Foundries Company your 
cast-iron parts department you can depend upon receiving your 
castings as specified, delivered when wanted. All you need do 
is, call our office as you would your own production department. 


Here patterns are carefully numbered, indexed and stored in our 
new fireproof storage department for instant availability. When 
inspection reveals the advantage of making changes that will 
improve the quality of the finished product, our skilled pattern 
engineers are prepared to make such recommendations. 


Our representative will be glad to call to discuss your require- 
ments and our ability to meet them in our two large foundries 
equipped with the most modern equipment. 


i 


Each pattern is carefully stored for instant availability. (Inset 
photo) — A corner of one of Forest City’s pattern shops. 


FOREST CITY FOUNDRIES 
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Today’s Machines Must Have 
Eye-Appeal Engineer Says 


Machines must have “eye-appea!” 
as well as serviceability, in order to 
meet present-day competition, ac- 
cording to Michael W. Papp, stand- 
ards engineer with The Warner & 
Swasey Company, Cleveland. He 
spoke before a session of the 73rd 
annual meeting of The American 
Society of Mechanical Engineers. 

The appearance of a machine or 
machine tool depends on its styling 
and shape, and the eye-attracting 
characteristics of its visible surfaces. 
As shape is created in the design 
process and is seldom modified dur- 
ing manufacture, the machine build- 
er’s real problem is the control of 
surface characteristics, he - said, 
pointing out that, while machined 
surfaces present no difficulties, the 
remaining visible areas, usually 
painted, create problems in stand- 
ardizing appearance. 

“The three most pertinent quali- 
ties of a painted surface are color, 
smoothness, and luster,” Mr. Papp 
explained. Color is not a problem 
to machine builders, as the color 
characteristics of paints can be 
measured and rigidly controlled by 
paint manufacturers. But smooth- 
ness and luster are dependent on 
many factors, such as surface prepa- 
ration of parts to be painted, before 
assembly, and choice of the most 
critical parts from an appearance 
standpoint. 


Standards Set 


In an effort to stabilize painting 
costs and to establish uniformity of 
appearance, The Warner & Swasey 
Company made a study which re- 
sulted in a set of standard specifica- 
tions and appearance guides. First, 
it established the four preliminary 
operations, known as_ “Process 
Painting,” in the preparation of sur- 
faces before assembly. Although 
only one of the procedures is related 
to appearance, all were assigned 
identifying symbol numbers (P4, 
P5, P6 and P7) and now appear as 
a part of the established specifica- 
tions on detail drawings, Mr Papp 
said. 

The symbol P4 denoting “appear- 
ance” quality is now specified for all 
parts open to view after assembly. 
Inspectors and painters have access 
to a cast iron sample prepared ac- 
cording to suggested procedure. 
They agree that it has eliminated 
many production controversies 0? 
the merits of processed surfaces. 

(Please turn to page 292) 
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Auxiliary ‘“‘nerve center” 
of a jet’s engine, this 
complex gearbox 


transmits the power that 


From a jet s mighty engine, these pre ision gears “take off” power . runs oil and fuel pumps, 
and pass it along to vital accessory equipment at the specific rate required 


by each different unit. As many as 30 separate gears .. . as many as 2500 generators, and other 


nme separate machining and assembly operations — into this gearbox so vital ecconsories. 
wasey essential to safe, efficient operation of a jet. And for this tremendously 
h tne complex production, Westinghouse depends on Lycoming. To produce this intricate 
cifica- 
First, 
ninary 
rocess 
f sur- 
hough 
elated 


—_ Lycoming’s 2'4 million feet of floor space, its more than 


6.000 machine tools, and its wealth of creative engineering 


Lycoming stands ready to assist you, too. Whether you have “just an unit for J-40 engines, 


idea” that needs development, a problem in the blueprint stage, . 
or a finished metal product that needs precise, speedy fabrication... Westinghouse looks to 
you can depend on Lycoming’s long-tested ability to meet the most Lycoming for precision 
exacting and diverse industrial or military requirements, 


Whatever your problem—look to Lycoming! production. 


ear as 
cifica- 
Papp 


ability stand ready to serve your needs. 


Lycoming-Spencer Division 
AVCO Manufacturing Corp. 
652 Oliver Street 
Williamsport, Pa. 
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One glance tells you just how the Randolph operates—no instruc- 
tions, no explanations necessary! That’s why anybody can get a 
Randolph into action fast! No valves to turn, no nozzles to ad- 
just; just point and press your thumb and Randolph’s cloud of 
snowy CO, kills fire instantly! 

Non-damaging Randolph CO, evaporates without a trace, is 
non-toxic, won’t conduct electricity, deteriorate or freeze. And 
all Randolph Models are Underwriters’ Approved. 


A COMPLETE LINE OF EXTINGUISHERS AND AUTOMATIC SYSTEMS 


Learn how Randolph gives your plant panic-proof, split-second protection 
against flammable liquid, electrical and other hard-to-handle fires! Write 
Randolph Laboratories, Inc., 1 E. Kinzie St., Chicago 11, Illinois. 











(Continued from page 290) 


The P5, P6 and P7 symbols cover 
painting applications of a_ special 
nature pertaining to the treatment 
of interior surfaces for oil and cor- 
rosion resistance and sealing pur- 
poses. 


“The final painting of machines 
was considered to be comparatively 
simple because so many surfaces 
were prepared for painting before 
the parts reached the assembly 
floor,” Mr. Papp stated. Still, several 
important factors demanded con- 
sideration. 


Critical Areas 


“It was determined that the ap- 
pearance of a machine is affected 
most seriously by the surface char- 
acteristics of certain critical areas,” 
he explained. Called “primary focal 
areas,” they reflect overhead light 
to an observer in the _ operator’s 
position. The Pl symbol represented 
them, and a standard painting pro- 
cedure along with sample was de- 
veloped. These areas require ex- 
tensive filling, sanding and spraying, 
as well as surface preparation. The 
resulting surfaces are smooth and 
glossy. 

“Areas which have a minor effect 
on appearance and accordingly re- 
quire less effort and _ processing, 
were classified as P2. Their satin- 
like surfaces result from moderate 
sanding and spraying operations. 
They, too, are covered by a standard 
painting sample. 


“The least important areas on a 
machine, and those which require 
the least amount of final processing 
were assigned the P3 quality sym- 
bol. Because of their negligible ef- 
fect on appearance, no_ standard 
sample was prepared to represent 
them.” 


2 ¥ 


Issue Revised Set of Western 
Pine Grading Rules 


Effective January 1st, a revised 
set of grading rules went into effect 
for western pines and associated 
woods. The new printing of the 
rules incorporates into the main 
body all supplemental rules adopted 
by the Western Pine Association 
since October 1, 1949. The new edi- 
tion also contains new rules for 
grading Englemann Spruce and se- 
lect grades of Lodgepole pine. 
Measuring 314” x 6%” the book 
has 147 pages. Copies are available 
at 25c each from Western Pine As- 
sociation, Yeon Bldg., Portland 4, 
Ore. 
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48 Superduty 4” Models—8 speeds, 
from 500 to 5000 R.P.M. Choice 
of pistol or saw-type grip. 


3 Superduty %” 
Models, 400 to 
1000 R.P.M. 

3 Superduty 2” 
Models, 500 to 
600 R.P.M. 










One or more of these PET 
Superduty Models will EXACTLY 
meet any drill user's needs! 













POWER TOOLS 


Why the complete PET Superduty line 
offers you the right drill for YOUR job! 


Any maintenance or production man will 
agree that the right drill for the right job 
means three things: better work, greater 
efficiency and longer drill life. So why 
compromise on a drill that’s “almost” 
right? 

PET Superduty Drills are available in 
54 separate and distinct models... the 
Various speeds and rated power have been 
carefully selected on the basis of what in- 
dustrial users have needed and asked for. 
Result? You get a wide selection... and 
end up getting the drill that’s exactly right 
for your work. 

And, a wide selection isn’t the only 
thing you'll like about the PET Superduty 
line, Just plug in one of these drills: feel 
the vibration-free power as it flows from 


a dynamically-balanced armature through 
precision-cut gears. Then you will know 
you've found a drill that will stand up in 
rugged service day in and day out—and 
still come back for more! 

For complete details on the best in elec- 
tric drills—sold at prices that will come as 


a pleasant surprise—find out the name of 


your nearest PET Distributor. Write to- 
day, to Portable Electric Tools, Inc., Dept, 
P-23, 320 West 83rd St., Chicago 20, Ill. 


Be sure to ask for this free catalog! 


Compare these quality drills for 
yourself... model by model, 
feature by feature. This illus- 
trated catalog gives you the com- 
plete story. Free copy by return 
mail. 





The features you want are the features 


you get—in PET Superduty Drills 
Reserve Power; for the extra-tough job 
Heavy-Duty ball and needle bearings 


Precision-Cut, Heat-Treated Gears; for 
smooth, quiet power flow 


Dynamically Balanced Armatures; for 
freedom from vibration 


Forced Ventilation; for cool running 


Aluminum Alloy Die Castings; for light 
weight, easy handling 
Compact Design; makes hard-to-reach 


drilling jobs easier and faster 


Meet U. S. Government and Military 
Specifications 


fut PORTABLE ELECTRIC TOOLS, INC. 


320 West 83rd Street, Chicago 20, Illinois 


TE @lel ololo FM delacel s)(-M 4(-t4 {aici Kole) | Mm Mi MUM olde): fe ME@)ticlale 
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a 
Cut materials handling time ( 


to the bone... 





USe d 









136-A Series. Double 
Ball Race Swivel Caster 
equipped with roller 
bearing semi-steel 
wheels. Easy swiveling. 
Pressure lubricated. 
Wheel sizes from 4” 
to 12’' dia.; load 
capacities from 600 to 


1700 Ibs. per caster. 


Bond Industrial Truck Casters... by design, by 
materials, by workmanship are the key to low cost-high 
profit parts handling. These are the casters that ably meet 
any service condition. Loads can be sturdy or fragile, heavy 
or light. Hauls can be long or short. Aisles can be broad or 
narrow. Turns can be easy or sharp. 

Remember—the right Bond Casters will cut your materials 
handling time to the bone! 

Get the story straight...leading industrial distributors 
throughout the country will be glad to give you complete 
information or write for your copy of the Bond Catalog K-38. 


BOND FOUNDRY & MACHINE CO, 
Manheim, Pennsylvania 


i, Al, li, Ml, Bn My Allin Ry, 
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Council Sees Industry 
Starting “Automatic Age” 


American industry may well be 
on the threshold of the “automatic 
age.” That observation is made by 
the Council for Technological Ad- 
vancement, 120 So. LaSalle St., Chi- 
cago, in a report on “Automatic 
Control And The Automatic Fac- 
tory”, one in a series of reports on 
economic and_ technological ad- 
vancement in the United States, 
Affiliated with Machinery and Al- 
lied Products Institute and repre- 
senting capital goods and industrial 
equipment industries, the purpose 
of the Council is “to program, to 
pioneer, and to promote ideas for a 
more dynamic economy.” 


That many of our nation’s factor- 
ies will some day be automatically 
controlled is a probability, if not 
certainty, which American industry 
must recognize and anticipate. As 
the Council points out, “Major ad- 
vances of far-reaching importance 
have been made recently in the de- 
velopment and use of automatic 
control. Present application is wide- 
spread and involves a growing di- 
versity of control instruments. The 
applications of automatic control to 
such processing variables as pres- 
sure, temperature, flow and level 
has already been transformed from 
laboratory experimentation _ into 
practical mass production. The nu- 
merically controlled milling ma- 
chine undoubtedly foreshadows fur- 
ther applications in the metal work- 
ing industries. The application of 
devices which record measurements 
and perform the function of control 
are likewise steps toward the auto- 
matic or semi-automatic factory of 
the future.” 

According to the report, tomor- 
row’s automatically controlled ma- 
chine will be “guided . . . without 
human intervention in response to 
a series of instructions previously 
recorded in numerical code on such 
media as cards, paper tape, mag- 
netic tape, or film.” Thus it is en- 
visioned that machines of the future 
will be operated on much the same 
principle as was Grandmother's 
player piano that obediently re- 
sponded to a_ perforated “piano 
roll.” 

A “numerically” controlled mill- 
ing machine is now in operation at 
the Massachusetts Institute of Tech- 
nology Servomechanism Laboratory. 
The report quotes M.LT.’s consid- 
ered summary of the machine’s per- 
formance to date: “While a complete 
evaluation will be possible only 

(Please turn to page 296) 
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Steel-strapped pallets at Locke Department of General Electric Company. 


% * 





Packing expense cut 35% by 
Brainard Strapping Service 


HESE porcelain insulators were 
formerly packaged in individual 
cartons. Then Brainard strapping sales- 
Rose of 
cooperation with his customer’s Pack- 


man Edward Baltimore, in 
ing Engineer, developed this method 
of loading groups of insulators on a 
returnable pallet, and securing the en- 
tire unit with Brainard steel strapping. 


Excessive breakage of previous fas- 
teners used has now been eliminated, 


and packing expense cut 35%. 


Write for illustrated catalog. 
Brainard Steel Division, 
Sharon Steel Corp., Dept. FF-2 
Griswold Street, Warren, Ohio 


Fespruary, 1953 


Developing improved methods of 
materials handling and shipping is a 
standard service of Ed Rose and his 
fellow Brainard salesmen. They are 
qualified to study your operations, then 
recommend and demonstrate the most 
efficient system for you. 

Call your nearby Brainard salesman 
for top-notch service in steel strapping. 
Offices located throughout the U.S. In 
Canada: Brainard Steel Canadian Divi- 
sion of Sharon Steel Corp., Toronto. 








COMPLETE STEEL STRAPPING SERVICE. LIGHT AND 
HEAVY DUTY STRAPPING, TOOLS AND ACCESSORIES 


WARREN, OHIO 
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Hemi, 
- COTTON 
«Bags 
hie ™ 


Bemis makes all kinds, from 
small sample or mailing bags 
to giant cotton pick sacks. 


“ ete ye- 2s 

















need 
cotton 
bags? 


Bemis, America’s 
No. 1 Burlap Im- 
porter, is a leading 
maker of burlap 
bags. Or maybe 
you need Bemis 
Tite-Fit Tubing, for 
economical packag- 
ing of large or 
odd-shaped items. 


Bemis is your 

best source of 
paper bags, from 
1-pound shelf 
packages to 
100-Ib. (and 
larger) multiwall 
bags. 


Whatever bags you need... 
Bemis is your best source. 
Check with your Bemis Man. 





2» 
“v> 


Bemi 


Please mention PURCHASING Magazine when writing to advertisers. 


General Offices—St. Lovis 2, Mo. 
Sales Offices in Principal Cities 
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(Continued from page 294) 
after the present program of trial 
operation has been carried much 
further, it is already clear that the 
numerically controlled milling ma- 
chine is a valuable production too] 
which combines high productivity, 
flexibility, and precision. The con- 
trol system, during approximately 
4,000 hours of operation, has ex- 
hibited a high degree of reliability. 
Operational experience shows that 
the system requires as little main- 
tenance as the basic machine tool.” 


Need Flexible Machines 


The Council points out that there 
has always been a need in short-run 
production industries, for flexible 
machines, capable of manufacturing 
small quantities of several different 
parts at low cost, as opposed to spe- 
cial purpose machines used in mass 
production industries that are de- 
signed to produce a single or rela- 
tively few parts. Numerically con- 
trolled machines, operating on the 
“piano roll” principle, give great 
promise of breaking this bottleneck. 

As presently envisioned by the 
Council, the principle benefits of 
automatic control to our nation’s 
production will be (a) less “down- 
time” of productive facilities since 
machines will be switched from one 
job to another without the need of 
making costly, time-consuming me- 
chanical adjustments, (b) less work 
in process will be spoiled, and (c) 
production per worker will increase, 
which, in the final analysis, is the 
only way the United States, as a 
nation, can raise its standard of liv- 
ing. 

However, the Council notes fur- 
ther that in offering opportunities 
for increasing our productivity, au- 
tomatic controls also offer chal- 
lenges to our technical ingenuity 
and adaptability to social and eco- 
nomic change. “Automatic control, 
like all progress in the past, may 
also be a mixed blessing, as in solv- 
ing some problems it will create new 
problems of adjustment and educa- 
tion. The opportunities for the ad- 
justment of individuals to jobs mak- 
ing larger intellectual demands will 
call upon them to meet the chal- 
lenge of acquiring specialized higher 
education. Organized society, and 
especially organized industry, will 
have much to do in heralding the 
need for adjustments and in making 
known to the individual the oppor- 
tunities it holds for self-advance- 
ment, and the promise the age of 
automatic control gives of further 
substantial economic progress for 
the nation as a whole.” 
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YOU'RE / 


G nickels 


AH EAD x every dollar you spend for maintenance 


when you specify 


labor-saving floor treatments 


by tobe 


This sample of visual arithmetic is just to re- 
mind you of three things: 






















FIRST —the major operating expense in any 
building is maintenance 

SECOND —90% of the money spent on main- 
tenance goes for labor (only 10% for material) 
THIRD — Hillyard floor treatment products can 
save you up to HALF of this labor cost... 


Because they're specialized to go on easily — last 
longer — need less daily care. 


WRITE FOR FULL INFORMATION 


Peas 6--- on your staff 
— not your payroll 






Hillyard Chemical Company, St. Joseph, Missouri 
Please have the Hillyard Maintaineer in my vicinity call 





You know it’s 
right if it comes 











\ 
| 
ina ; — make a complete floor survey — free of charge. 
heckerboard 
ice | NAME td ee 
INSTITUTION = P, pal 
St. Joseph, Mo. =; ADDRESS _ 
| city i __ STATE 
' 
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from y. 
any / 
point | 
of view 


you'll do better 


You'll find it easy to do better work with 
Arkwright Tracing Cloth—and here are three 
specific reasons why: 

1 You can re-ink razor-sharp lines over any 
erasure without “feathering” or “blobbing”. 

2 You're never slowed down by pinholes, 
uneven yarns or other imperfections. 

3 You can always count on clean, 
clear reproduction—even years after 
you make the drawing. Arkwright 
Tracing Cloth is permanently 
transparent—won't turn opaque, 
brittle or paper-frayed with age. 

They're important reasons for putting 

your best work on Arkwright Tracing 

Cloth. Like a sample? Write 

Arkwright Finishing Co., Industrial 

Trust Bldg., Providence, R. I. 


sacs 9 
Th, ; 
AMERICA’S » Anne FO 
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Uncle Sam Takes Inventory, 
Seeks Single Catalogue 


Uncle Sam has dropped Cayenne ; 


pepper from his armed service 
menus, and it’s not a matter to be — 


sneezed at. Anchovies, too, are gone, — 
and hereafter there will be only one — 
grade of butter in one-pound con. — 


tainers instead of three grades in 
pound and quarter pound cuts. 


These are just a few of the chang- 


es the Defense Supply Management 

Agency has ordered to simplify the 
problem of cataloguing military 

supplies. Many more are in the 

works. Altogether, the program can _ 
save billions for the taxpayers by 

setting up a single catalogue so that 

all four services speak the same 

supply language. 

The agency was set up by Con- 
gress last July 1 after a battle for a 
single catalogue which lasted for 
years. Under the old system of sepa- 
rate catalogues for the armed ser- 
vices a shoe was not necessarily a 
shoe, nor a necktie a necktie. Each 
of the services had its own lingo. 
Nor was all this just a matter of 
confusion. It cost a lot of money 
and caused a lot of waste. 

Rep. F. Edward Hebert (D. La), 
chairman of the House Armed Ser- 
vices subcommittee on procurement, 
which was set up to study the prob 
lem, reported: 

“We found that there were as 
many different numbers (in the 
supply catalogues) as there were 
articles. We found confusion about 
prices. We found some of the most 
ludicrous descriptions of these ar- 
ticles that you could imagine. We 
found confusion about what was 
being bought, when it was bought, 
how much was bought. . . The whole 
thing opened up an inquiry which 
calls for a liberal application of 
common sense to the subject of 
military purchasing. . .” 

Newspapers and economy groups, 
including the Chamber of Commerce 
of the United States, got behind 
proposals for a law requiring 4 
single supply catalogue and stand- 
ards agency, and Congress acted 
toward the end of the last session. 

Today the Defense Supply Man- 
agement Agency has just compl 
a cataloguing and standardization 
program whereby the number of 
food items carried on the armed 
services’ books has been redueed by 
almost 40 per cent. The items listed 
at the beginning of this story illus- 
trate a few of the simplifications 
effected. 

(Please turn to page 302) 
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FIRST, the springs are dipped in a special graphite and tallow mixture that 
was developed by Yale engineers. Then the springs are capped with plates 
and made into a spring group. 


a 
? 


+ 


THIS IS the final check on the completed door closer. A steel bar is used MANY quality control checks are made at Yale & Towne, including this 
to tighten the spring, then the bar is abruptly released. If spring action endurance test. Here, a door is opened and closed repeatedly, simulating 
18 correct, the unit is ready to be shipped. the operating conditions in a heavy trafhe area. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


‘§-S American Quality Springs 


Dw eee oS TAT-E.S -8:1.§:8 t 
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, bronze bars have many uses, 
particularly where their free machining properties 
are important. Many manufacturers find Johnson 
Universal Bronze ideal for certain gears and pinions, 
guide rollers, sheaves, trolley wheels, tips for air 
tools, washers, thrust plates, as well as for bushings 
and bearings. The cost per pound is offset many 


times by the low cost of ma- 
chining. Non-sparking proper- 
ties and corrosion resistance 
recommend it for certain uses. 
Another big advantage is that 
Johnson Universal Bronze is 
available from distributors’ 
stocks, fully machined, in solid 
bars °'' to 8'' diameters and in 
cored bars from !'"' to 734"' in- 
side diameters—in all, over 400 
sizes. Also available in hexagon 
bars from °'' to 3'' outside 
diameters. Each bar is usable 
from end to end, no waste. 


JOHNSON BRONZE CO. 
450 So. Mill St. 
New Castle, Pa. 
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(Continued from page 298) 

The agency is also working on a 
clothing catalogue expected to bring 
about some pretty drastic econo- 
mies, too. For clothing, says the 
agency, is “an area in which two 
billion dollars were spent last year.” 


-. - F 


Yale Starts Lease Plan for 
Materials Handling Equipment 


A novel nationwide plan which 
permits users to lease industrial lift 
and fork trucks and allied equip- 
ment rather than buying them has 
been announced jointly by the 
Philadelphia Division of the Yale 
& Towne Manufacturing Company, 
and C. I. T. Corporation, the indus- 
trial financing subsidiary of C. I. T. 
Financial Corporation. 


The new plan enables factories, 
warehouses, railroads and others to 
obtain Yale materials handing equip- 
ment by paying monthly rentals as 
the machines are used. Under the 
program, the field sales organiza- 
tion of Yale & Towne’s materials 
handling division at Philadelphia 
will negotiate leasing agreements 
for Yale equipment with potential 
users. C. I. T. will then purchase the 
required equipment from Yale & 
Towne and lease it to the user for 
an agreed period of time. 


A corollary plan is also available 
for users who wish to purchase Yale 
materials handling equipment on in- 
stallment terms rather than lease. 


7 + F¢ 


ASA Issues A 
Ladder Safety Code 


A safety code prescribing rules 
and requirements for the construc- 
tion, care and use of the common 
types of portable wood ladders has 
just been approved by the American 
Standards Association. Designed for 
the voluntary use of ladder manu- 
facturers, to insure safety under 
normal conditions of ladder usage, 
these specifications will also serve 
as the basis of purchase require- 
ments for many types of establish- 
ments that use ladders. 

In the code are covered definitions 
of types of ladders, recommenda- 
tions as to materials for ladders— 
including a classification of the va- 
rious species of wood—construction 
requirements, and the care and use 
of ladders. Copies of the code 
(A14.1-1952) are available from the 
American Standards Association, 70 
East 45 St., New York 17, N. Y. at 
75¢ a copy. 
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wherever you 
use chain... 


Every industry has jobs of hauling, holding and 
hoisting where only chain meets the requirements. 
And in nearly every industry, you'll find Campbell 
Chain doing a better, safer job. 


Campbell makes chain for every purpose, to meet 
every requirement, to any desired specification. 
Every link is inspected before it leaves the 
Campbell factory—your assurance of chain that's 


safe and sure. 


Wherever you use chain—for maintenance, on the 
production line, or as original equipment on your 
manufactured product, be sure the chain you 

use is Campbell! 


Write for your copy of the new Campbell Chain 
Catalog. It contains full information on the complete 
line of Campbell Chain. If you have an unusual 
problem involving chain, the Campbell representative 
in your area can help you. 


Chain for every need... INOUSTRIAL... FARM... MARINE... AUTOMOTIVE 


CAMPBELL CHAIN (onsauy 


MAIN OFFICE —YORK, PA. « Factories —York, Pa., and West Burlington, lowa 





MAKERS OF THE FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS Vv 
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YOU'D NEVER CATCH \~ 
ME GOING TO ONE OF ' 
THOSE HOT SHOWS 
WITHOUT MY ANSUL FIRE 
EXTINGUISHER! 











Ansul Extinguishers have put out thou- 
sands of “ in flammable liquid, 
gas and electrical fires. Fire-fighters using 
Ansul Extinguishers are cool customers 
First, the heat shielding 
screen of dry chemical protects them from 


hot shows” 


on two counts. 


the radiant heat of the fire. And, second, 
actual experience has given them confi- 
dence in the safety, dependability and 
greater fire-killing effectiveness of Ansul 
Dry Chemical Fire Extinguishing Equip- 
ment. 


SEE PAGE 222 










No matter where they work—in plant or office 
—you can save steps, reduce fatigue, keep pro- 
duction at the peak, with a dependable supply 
of cool water. Halsey Taylor fountains or coolers 
at strategic plant locations provide a wel- 
come solution. Write for latest literature. 


falney Taylor 


COOLERS 


THE HALSEY W. TAYLOR CO., WARREN, OHIO 


as 
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Private Control of Atomic 
Energy Urged by Collyer 


“Nationalization of our power in- 
dustry and other closely allied in- 
dustries is inevitable if the Amer- 
ican people do not insist that non- 
military developments in the field of 
atomic energy be privately operated 
and privately financed,” John L. 
Collyer, president, The B. F. Good- 
rich Company, said recently. 

Speaking at the 45th Annual Con- 
vention of the American Institute of 
Chemical Engineers, Collyer warn- 
ed that the utility of the atom must 
not be “locked in the straight-jacket 
of bureaucracy.” He pointed out that 
today’s decisions on whether atomic 
energy will remain a Government 
monopoly are bound to have tre- 
mendous impact on the field of pri- 
vate investment. 

“Our long-range national security 
requires continued progress in re- 
search and development which can 
come only from dynamic and com- 
petitive privately owned industry,” 
he said. Collyer pointed out that B. 
F. Goodrich has consistently advo- 
cated the disposal to private indus- 
try of the Government-owned man- 
made rubber plants. “By this step,” 
he said, “we can reverse the trend 
towards socialism in rubber.” 

“Today, seven years after the end 
of the war, our Government still 
owns the principal rubber-produc- 
ing facilities in this country and is 
selling rubber in competition with 
private producers in the United 
States and in other parts of the 
world. If this is not socialism, surely 
it is something perilously close to 
socialism,” he declared. 

Collyer called the attention of the 
chemical engineers to the fact that 
in the last ten years Government 
payments for research has increased 
from 35 to 56 per cent. “If this rate 
of increase should continue,” he said, 
“soon private industry may be 
squeezed out of research, either be- 
cause Government has a monopoly 
on the talent, or because the dis- 
coveries have been socialized.” He 
said at least one government official 
has proposed that Government spon- 
sor a program of industrial research. 

Collyer also questioned the recom- 
mendations made by the President’s 
Materials Policy Commission issued 
in June, 1952, that governments, in 
effect, “control the supply and flow 
of the world’s raw materials.” 

These recommendations, he said, 
would authorize our Government to 
enter into management contracts for 
foreign materials expansion, and to 
establish a permanent agency to: 


(Please turn to page 306) 


PURCHASING 

















| O 


od 1. TRENTWELD large diameter (4” to 40”) Stainless 
: Tubing is precision-finished. 


L. SO UND REASONS WH Y 2. bree large a Stainless Tubing Is made in a tube 
TRENTWELD IS BETTER 3. calied ann a sheets are completely fused Into finished 


= tubing without added rod metal. 
4. No zone of weakness for corrosion to attack. 
5. Uniform section, metallurgically correct. 


6. Available for fabrication with your fittings, whether welded, 
van stone or clamp type. 


7- All finishes available. 









in 
large 
diameter 
stainless 
steel 
tubing... 


to TRENTWELD 


There is a strong trend to TRENTWELD in Large 
Diameter (4” to 40”) Stainless Tubing and the 
reasons are sound. Fabricators, designers, manu- 
facturers of all processing equipment find their 
most rigid specifications fully met by TRENTWELD. 


TREND 


he 
iat 
nt 


ite 
id, 
be 
e- 
ly 
is- 
He Further, there is more than top quality tubing 
ial in an association with TRENT. You gain engineering 
_ experience that is both broad and deep. You gain 
specific help in putting stainless tubing to work in 
t’s your own application. Write for more data, and tell 
ied us about the particular applications you are work- 


; | TRENTWELD | 


to: STAINLESS STEEL TUBING 


TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE SJEEL COMPANY OF AMERICA) 





ing on right now. 
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2 SELF EROS 


FABRICATED UN | 


DROP-BOTTOM BASKETS 
for fast release of load 








Both baskets were fabricated -welded 
from alloys best suited for the expo- 
sures and, like other Rolock products, 
were job-engineered to suit the spe- 
cific use. Among the thousands of 





designs created by Rolock engineers 
there are many that, with slight 
changes in shape or size, will fill the 





requirements of your heat treating 
plant or department. 

To help you solve such problems 
we offer two excellent catalogs... 
No. B-8 Heat Treating Section and 
No. B-9 Corrosion Resistant Section. 
They picture and describe a great va- 
riety of designs in Baskets, Crates, 
Trays, Racks, Fixtures, Screens, 
Grids, Retorts, Muffles, Tanks, Sinks, 
Hooks, Chains, etc. 


Drop-bottom salt pot basket (top) has lifting 
bars attached to solid sheet bottom. When 
assembly sets into holder frame over quench 
tank, bottom drops, releases load. 


We have put more practical ma- 
terial into these catalogs than you 
will find in any other similar publi- 
cations. COPIES ARE AVAILABLE 
ON REQUEST. 


Above is a heavy duty basket with extra rug- 
ged hinged bottom, released instantly by dis - 
engaging lever from pin. Note single point 
suspension. 


On 


n: PHILADELPHIA ¢ CLEVELAND ¢ DETROIT * HOUSTON « CHICAGO « ST. LOUIS « LOS ANGELES « MINNEAPOLIS « PITTSBURGH 


ROLOCK INC. * 1272 KINGS HIGHWAY, FAIRFIELD, CONN. 


be a 






for better work 


Easier Operation, Lower Cost 


2rR.es 
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(Continued from page 304) 

(1) make long-term purchase agree- 
ments, including price guarantees; 
(2) provide funds for production 
loan assistance, and (3) enter into 
contracts or make loans which pro- 
vide for sharing of profits with 
Government under certain circum- 
stances. 

This, he said, wou!d substitute the 
judgment of Government planners 
at home and abroad for “the judg- 
ment of the market place,” and such 
action “would strike a blow at the 
very heart of our country’s com- 
petitive economy.” 

Collyer said that the Commission’s 
report includes estimates as to the 
materials situation 25 years ahead, 
and he doubted that such recom- 
mendations could be made for the 
1970-1980 period “with any useful 
degree of accuracy.” 


© 2 #£ 


Approve Suggested Standard 
For 1-30 Hp A-C Motors 


A Suggested Standard for Future 
Design for alternating-current mo- 
tors, rated 1 to 30 horsepower, was 
recently approved by the Motor and 
Generator Section of the National 
Electrical Manufacturers Associa- 
tion. This standard covers poly- 
phase, squirrel-cage, 60 cycle, open, 
4-pole motors. 

The Suggested Standard provides 
for more horsepower output for a 
given frame size. It is made possible 
by the use of improved materials 
and through advances in the art of 
motor design. Present NEMA motor 
performance standards are un- 
changed in the suggested rerated 
designs. 

Industry members said that the 
new Suggested Standard, if fol- 
lowed, will bring users of motors 
savings in space and weight re- 
quired by the motor drives, and also 
will affect substantial savings in 
strategic materials, such as copper, 
iron. steel and aluminum. 

The new frame sizes have re- 
sulted from continuous study over 
an 18-month period by the Section’s 
General Engineering Committee. 

A footnote to the Suggested 
Standard gives an estimate as to the 
date when it is believed each frame 
size will be available generally. It 
indicates that the smallest diameter 
will become generally available by 
January 1, 1954, to be followed at 
about five month intervals by the 
larger frames, thus completing the 
program by late 1955. NEMA Stand- 
ards are voluntary, thus, any motor 

(Please turn to page 308) 
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UP GOES PRODUCTION, DOWN GO COSTS 


A touch of the finger and materials- 
handling magic goes to work. Often 
the savings made by the use of 
battery-electric trucks are truly 
amazing. In plant “A” handling 
costs were cut 73%; in plant “B” 
Capacity of existing storage space 
was doubled; in plant “‘C’’ unload- 
ing time was reduced 77%. 

Throughout industry, battery- 
electric trucks are helping to speed 


} ° . 
production, save time, effort, money. 


Vast numbers of them are powered 
by Exide Batteries. There are Exide 
Batteries for every storage battery need. 
Exide Batteries are used by rail- 
roads for diesel locomotive crank- 
ing, car lighting, air-conditioning, 
signaling, communications. They 
perform many vital services on ocean 
vessels, air-transport and govern- 
ment planes. Thousands are used by 
electric utilities . . . telephone, tele- 


graph and cable companies . . . radio 


1888 ... DEPENDABLE BATTERIES FOR 65 YEARS... 1953 
THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 + Exide Batteries of Canada, Limited, Toronto 


Fepruary, 1953 





and television stations. And on mil- 
lions of cars, trucks, tractors and 
buses they daily prove that “When 


it’s an Exide... you start.” 





“Exide” Reg. Trade-mark I Pat. Oo 
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Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 


YOU draw the Shape 


—Page can draw 
the Wire 


Tell us the way you 

want it. We'll follow your 
specifications. 

Cross-sectional areas up to 
.250” square; widths up to %"; 
width-to-thickness ratio 

not to exceed 6 to 1. 


Wire or 
Write Today 


PAGE STEEL AND WIRE DIVISION 
Zp AMERICAN CHAIN & CABLE 





Los Angeles, New York, Philadelphia, 


Portland, San Francisco, Bridgeport, Conn. 
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(Continued from page 306) 


manufacturer is free to use, or not 
to use, the Suggested Standard. 
NEMA 


motor frame assignment 
Standards were established over 
twenty-five years ago and have 


been in general use since then. Re- 
visions similar to the one just voted 
have been made from time to time 
since their inception as the art of 
motor design progressed. 

The Suggested Standard approved 
is the first step of a program which 
will be continued to develop corre- 
sponding standards for other speeds 
and other enclosures. 


7 = 


New Method Speeds 
Extruded Tube Production 


Behr-Manning Corp., Troy, N. Y., 
in cooperation with Production Ma- 
chine Co., Greenfield, Mass., has 
developed a process that makes 
possible a grinding rate of cylindri- 
cal stock faster than any other 
method of precision grinding. Two 
coated abrasive belts are the ele- 
ments of the new centerless grinder 
that, it is claimed, removes 2 lbs. of 
stock from a 15’ length of 2.375” OD 
tubing in two minutes. 

Although this method of grinding 
is adaptable for fast finishing of cy- 
lindrical stock of most materials, it 
was developed primarily for grind- 
ing stainless steel and other high 
alloy tubes produced by the Ugine- 
Sejournet extrusion process. Ex- 
truded tubing thus produced must 
be ground to remove the rough sur- 
face that results from the high ex- 
trusion pressures, and to remove 
taper from the cylindrical stock (up 
to 0.020” per 15’ length). Stock fin- 
ishing and not surface condition was 
the major consideration in finishing 
the extruded tubing but 20 to 30 
micro inch finishes are obtainable 
using the fine grit belts. 


+ £5 


Chart Gives Hints For 
Cold Upset Work 


A chart illustrating design hints 
for cold upset work is available for 
purchasing, drafting and production 
departments from the Progressive 
Manufacturing Company, Torring- 
ton, Conn. The chart, entitled “How 
to Squeeze Pennies Out of Upset 
Specials Costs,” will be sent upon 
request to the company. Also avail- 
able is a catalog covering the com- 
pany’s machine screws and special 
fasteners. 








HODELL 


WELDED AND WELDLESS 


CHAIN 


for every purpose 


When you buy chain... be sure 
to buy from the quality line of 
Hodell Chain that includes 
types and sizes for every in- 
dustrial use. Hodell also man- 
ufactures many formed wire 
specialties and can make chain 
assemblies to your specifica- 
tions. Ilodell welcomes the 
opportunity to quote on your 
requirements. Write for the 
Hodell Chain catalog, giving 
complete information. 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 
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STANDARD STRUCTURAL ALLOY > BEARING QUALITY - 
ALLOY TOOL - SPECIALTY > NITRALLOY * CARBON 
TOOL - AIRCRAFT QUALITY 


Hot Roll * Forged « Annealed ° Heat Treated * Normalized 


Cold Drawn * Machine Turned «+ Centerless Ground 

















: COPPERWELD STEEL COMPANY 
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Crosley’s ‘‘Shelvador” refrigerator line, twice awarded 
the Fashion Academy Gold Medal for advanced styling, adds to its 
laurels with this beautiful ““Twin Automatic.” A medal for smart 
production engineering might well be awarded too, for Crosley 
incorporates the use of efficiently designed Riverside electrical com- 
ponents that can be installed quickly, easily, and inexpensively! 

We deliver these sub-assemblies completely fabricated, ready for 
installation. Thus, along with assembly savings, Crosley avoids 
upkeep of the specialized facilities required to produce such electrical 
components, a considerable saving in itself. 

The design and production of wiring assemblies is a 
highly specialized business . . . and a Riverside f f 
specialty! Our Engineering Department is devoted K “iverside 
solely to solving wiring problems . . . while specialized Vanufuctaring 
production equipment and skilled personnel translate : mem 
its recommendations into efficient, economical “ pack- 
aged wiring.”’ It will pay you to send prints or details 
of your product wiring problem for design suggestions 
and a firm quotation. There is no obligation. 


Your source file needs this new brochure! Shows wir- 
ing harnesses, cord sets, waterproof switches and 
other specialties. Describes engineering service and 
production facilities. Send for your free copy now! 


Wwerside Manufacturing 


AND ELECTRICAL SUPPLY COMPANY 


10219 MICHIGAN AVENUE e¢ DEARBORN, MICHIGAN e¢ PHONE Tiffany 6-6800 


WIRING HARNESSES AND ASSEMBLIES e« CORD SETS e HEATER AND EXTENSION 
CORDS « ELECTRICAL SWITCHES « RELAYS « MOLDED RUBBER PRODUCTS 
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G-E Sets up New Small Motor 
Service Station Plan 


A new program to provide Gen- 
eral Electric customers with prompt 
service on inoperative electric mo- 
tors has been announced by the G-E 
Small and Medium Motor Depart- 
ment. 

Called the Small Motor Service 
Station Plan, the program is ex- 
pected to improve previous ex- 
change plans by providing a more 
complete network of repair stations 
for G-E fractional horsepower and 
small integral horsepower motors. 
In general, it was developed to bet- 
ter serve the requirements of origi- 
nal equipment manufacturers with 
a wide-spread system to which their 
customers and dealers can refer in- 
operative motors. 

Under the plan, an ‘authorized 
G-E Small Motor Service Station 
will provide in- and out-of-war- 
ranty service on G-E motors, gen- 
erators, and motor-generator sets of 
1/20 to 15 hp and %4 to 10 kw. The 
service will include general repair- 
ing, furnishing renewal parts, and 
exchanging motors for those that 
are inoperative. 

The program will call for the 
authorization and franchising of up 
to 180 key repair stations through- 
out the country. Each service station 
also will be offered a franchise as 
a distributor for G-E single-phase 
motors and motor renewal parts. 


e ¢ 


Utica Drop Forge & Tool 
Producing 20-Minute Film 


Utica Drop Forge & Tool Corpora- 
tion, Utica, N. Y., is producing a 
20-minute sound motion picture that 
will show 5,000 years of progress in 
forging metal. Three-dimensional, 
activated dramas will be used to 
show ancient methods of smelting 
and forging. The Metropolitan Mu- 
seum of Art has contributed friezes 
of Egyptian bronzeforgings to add 
background for scenes of that period 
in history. 

The Village Blacksmith Shop of 
the re-created Village Crossroads 
of the Farmers Museum at Coopers- 
town, N. Y., has been photographed 
to depict the hand forging of @ 
wrench to service a carriage actually 
owned by Alexander Hamilton. 
Other scenes will show the manu- 
facture of drop forged wrenches in 
the local plant and also the latest 
method of forging where thousands 
of pounds of pressure forge parts to 
a tolerance of a few thousandths of 
an inch. 
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Even with & Hands 
Could Sitatapatraparajita 
Have a Finger in So Many Pies 7 


@ Meet the goddess of Tibetan mythology— 
three-headed and eight-armed. Quite a versatile gal, 


according to ancient lore. 


Now Meet Mr. Lyon Dealer 

He spots the goddess two heads and 
six arms and still matches her versa- 
tility. Here’s why— 





@ Lyon Steel Equipment Dealers serve vir- 
tually every segment of business and industry 
—with a diversified line of products totalling 
more than 1500 standard Lyon items. (A few 
typical products are shown below.) Factories, 





























shops, warehouses, offices, churches, clubs, hos- 
pitals, homes—Lyon Dealers serve them all. 
Lyon engineering and production facilities 
are also available for special contract work. 
FACTORIES IN... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INC. 
General Offices: 233 Monroe Avenue, Aurora, Illinois 


Sold Nationally Through Dealers and Branch Offices 


LYON 


EEL EQUIPMENT. 

















A PARTIAL LIST OF LYON STANDARD oe a 


i fele) Me fel ita) 


. 
® New Freedom Kitche 
. 
. 


Economy Locker Racks 





® Display ] ment e F na 
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New System Simplifies 
Dimensional Quality Contro| 


An entirely new system has been 
devised that makes it simple to ag. 
semble gage blocks into practically 
any precision gaging or layout ip 
strument. It affords rapid assembly 
of gage blocks into precision mea. 
suring tools. The advantage of this 
system are obvious: (1) it reduce 
the possibility of expensive error jy 
dies and production parts etc., which 
result when measurements are 
transferred from gage blocks to leg 
accurate instruments; (2) it reduegs 
drastically the outlay for special 
production gages because the basi¢ 
flexibility of the system permits the 
construction of gages for any ap 
plication. 








Some of the end standards (functional gage 
blocks) in the Micro-Step System. Note the 
completely exposed ends of these gaging 
pieces. 


The new development is designated 
the “Micro-Step” System by its ori- 
ginator the DoAll Company, 254 N. 
Laurel Ave., Des Plaines, Ill. Es- 
sentially it is a series of unique 
gage block holders and “end stan- 
dards.” The holders, available in a 
range of sizes, permits setups up to 
72” long in increments of as little 
as .000025” (25 millionths). With 
additional holders and gage blocks 
any length is possible. 

The “end standards” may be con- 
sidered functional gage blocks. They 
incorporate the working surface 


for precision plus pertormance. (gaging or scribing) needed for con- 


structing measuring instruments— 
their dimensions are within gage 


On nea rby shelves of block tolerance. The great merit of 


the system is the remarkable ease 
with which the holders, end stan- 


Industrial Supply Distributors. | sise'mn ease tock an bea 


sembled. Also important is that the 
end standards can be fastened di- 
rectly at the ends of the holders and 
when so fastened present a full un- 
interrupted measuring surface be- 
yond the ends of the holders. This 
increases the versatility of the sys- 
tem by eliminating the “end ob- 
structions” ordinarily created by 
mechanical fittings. 
(Please turn to page 316) 


BAY STATE TAP & DIE COMPANY * MANSFIELD + MASS. 
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u a 
She goes! 


r F b Thermoid Ruff-Top Conveyor Belting Moves 
grippe y Packages Steadily on Steep Inclines 


ted 
ae thousands of Thermoid Ruff-Top actually grips the package. Holds 


254 N, it in place as it moves up or down inclines of as much as 
l. Es- 


when tiny rubber 35 degrees ...thus saving valuable floor space. 





al gage 
ote the 


gaging 








stan- Thousands of little, specially shaped rubber 
ped points on the surface of the belt do the trick. 
| ~sbe These keep packages from slipping and jamming. 
With Obviate the need and expense of cleats. 
blocks 
Whatever your belting problem, Thermoid has the 
> con- answer. And because Thermoid conveyor belts 
. They are made of finest materials . . . designed to meet 
urface ee specific needs, they provide that extra margin of 
J ray: endurance that reduces costs. 
ents— 
~*~ Call the Thermoid distributor. He is always ready 
ny to help you select the belt best suited and most 
a it will pay you to economical for your job. Or write direct for 
. ~t Specify Thermoid Thermoid Conveyor Belting Catalog No. 3679. 
a 
od di- 
rs and 
I] un- 
e be- os 
. This ~> 
i — 4 & Elevator Belting + Transmission Belting Rubber Sheet Packings + Molded Products 
3 ge . & Multiple V-Belts + Wrapped & Molded Hose Wndeotrit | erahe Pavan Friction Materials 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 
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BLUE DEVIL 
DIAGONAL KNURL 
SOCKET CAP SCREWS 


\ 
“a 


ENDS FINGER FUMBLING IN HAND ASSEMBLY 


Now you can get BLUE DEVIL SOCKET SCREWS 
with diagonal knurled heads . . . 

a real time- and work-saver especially 
designed for hand assembly. 
“Diagonal Knurl” means no more delay 

due to sweat,grease or other 
similar assembly hazards. 


EASY TO IDENTIFY 

“Diagonal Knurl” immediately 
stamps a socket screw as BLUE DEVIL, 
made only by Safety Socket Screw 
Company. It’s your guarantee of top 
quality, precision manufacture and a 
variety of stylesand sizes to meet 
virtually every fastening requirement! 


Sold only through 
authorized 
Industrial Distributors 


cing 
Y 


\Y 


Carety Cocker Cerew Company 


6502 Avondale Avenue, Chicago 31, Illinois 
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(Continued from page 314) 
The elements for constructing al 
most any type gage exist in the 
Micro-Step system. Its possibilities 
are unlimited and virtually no 
is needed since the system has the 
utmost in basic simplicity. Gages 





Large indicating snap gage using unique “pre. 
calibrated” dial indicator (an “end standard’), 
extra long gage blocks and a long holder, | 


for special application are just as | 
easily constructed as those for com- © 
mon applications as the approach | 
to construction is the same and this | 
approach is dictated by the charac | 
teristics of the part to be gaged. A 
number of accessories are furnished 
to give the system added versatility. 


Continuously Cast Steel 
Billets, Slabs 


First commercial installation of a 
new type machine that converts 
molten steel into solidified billets or 
slabs in a continuous line, is an- 
nounced by the Koppers Company, 
Inc., and Atlas Steels Ltd., Welland, 
Ontario, Canada. The continuous 
ferrous-metals casting machine will 
produce stainless and other high 
grade steels, and it is stated that it 
will yield from 10 to 15 percent 
more finished steel per heat than 
conventional pouring methods. With 
an uninterrupted supply of molten 
metal, the new machine would be 
capable of casting a continuous 
billet or slab of indefinite length. 
In actual practice, automatically- 
moving acetylene torches will cut 
the metal into usable lengths as it 
emerges from the casting machine. 

Engineers are convinced that the 
machine can be successfully adapted 
to cast all ferrous-metal types, in- 
cluding mild steel, although the 
greatest savings to steel companies 
will accrue in continuous casting of 
specialty steels. 

The machine will produce 4% * 
4% inch billets; 54% x 7% inch bil- 
lets; and 514 x 21% inch slabs. With 
different molds, the machine coul 
also produce rounds. 
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IT PAYS TO MAKE “ONE MANUFACTURER” 


RESPONSIBLE FOR ALL YOUR GEARS & SPEED REDUCERS 


eAIiLlie 
GEAR 


We design and manufacture ‘‘every type and 
size’’ of Gear and Speed Reducer . . . This fact 
is important because: (1) It assures the pur- 
chaser of our ‘‘unbiased’’ recommendations; 
(2) Permits ordering from “‘one source”’ of supply; 
(3) Enables the purchaser to place the respon- 
sibility for the operation of their Gears and 


Spiral-Bevel Reducer 








Speed Reducers upon the shoulders of ‘‘one 
manufacturer.” 

Your inquiries are invited for information on 
any type of Gear or Gear Driven Product which 
includes the widely used ‘‘Limitorque’’ 
Motor-Operated Valve Control. 

Send for catalog on any product. 


Change Speed Unit 
Gearmotor 


Continuous Tooth Herringbones Worm Gears up to 150” Spur Gears up to 150” 


up to 60” diameter. Separated diameter. Worms to diameter. Larger gears in 
Steeple Type Worm Tooth Gears up to 150” diameter match. bolted sections 


— Over 60 Years in the Gear Business— 


ERIE AVE. AND G ST., PHILADELPHIA 34, PA. 
~< NEW YORK « PITTSBURGH * CHICAGO + HOUSTON + LYNCHBURG, VA. 





Industrial Gears and Speed Reducers 
LimiTorque Valve Controls 
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Before You Buy 
Industrial Leathers- *\X_» 


GET ALL THE FACTS 









Tees 


“Gentlemen, the Rhoads Data File con- 
tains specifications on all Rhoads in- 
dustrial leather products—Tannate Flat 
Leather Belting, Tannate Mechanical Leather Packings, Tan- 
nate Textile Leathers. Actually, it’s a guide to better indus- 
trial leathers. 

“It explains why Rhoads industrial leathers, which are 
‘custom-manufactured’ from raw hide to finished product, 
offer long and dependable service. For your free copy, 
write to 


J. E. RHOADS & SONS 
35 N. Sixth Street, Philadelphia 6, Pa. 


Jannate” LEATHER BELTING... 


“Custom-manufactured” from raw hide to finished product, Tan- 
nate offers long, dependable performance day after day. Its high 
coefficient of friction; transmits maximum power over a wide 
variety of drive conditions. 


Jannate’ LEATHER PACKINGS... 


These, too, are “custom-manufactured” to meet individual re- 
quirements. And because of Rhoads exclusive tanning processes, 
supplemented with special impregnating materials, they are made 
to operate over a wide range of pressures, temperatures, and with 
different mediums. 


Jannate’ TEXTILE LEATHERS... 


These are tough, durable and resilient . . . available as check 


straps, harness and jack straps, lug straps. Special straps can be 
made to individual requirements. 


RHOADS 


INDUSTRIAL LEATHERS 





PHILADELPHIA > NEW YORK + CHICAGO °« ATLANTA 
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Colorado Fuel and Iron 
Acquires Roebling’s Sons Co, 


The Colorado Fuel and Iron Cor. 
poration has completed the acquisi- 
tion of the plants, inventories and 
business of John A. Roebling’s Sons 
Company, Trenton, N. J. The Roeb- 
ling properties will be operated by 
John A. Roebling’s Sons Corpora- 
tion, a newly-formed and wholly- 
owned subsidiary of Colorado Fuel 
and Iron. 

Charles Allen, Jr., chairman of 
Colorado Fuel and Iron, has been 
named chairman of the board of the 
new Roebling Corporation. A. F. 
Franz has been named president, 
and Charles Roebling Tyson, execu- 
tive vice president. The present ll 
members of the Colorado Fuel and 
Iron Corporation board of directors 
were elected to the Roebling Cor- 
poration board in addition to Mr, 
Tyson. Mr. Franz is president of 
Colorado Fuel and Iron, and Mr, 
Tyson served as president of the 
Roebling concern from 1944 until its 
acquisition by Colorado Fuel and 
Iron. 

Mr. Allen said the acquisition of 
the Roebling business would bring 
the consolidated annual sales vol- 
ume of Colorado Fuel and Iron 
close to the $300 million mark. 

The Roebling transaction is a fur- 
ther step in the product and geo- 
graphical diversification of Colorado 
Fuei and Iron. The firm is now com- 
pleting a new $30 million seamless 
pipe mill at its Pueblo, Colo. plant, 
and also operates an integrated steel 
plant in Buffalo, N. Y. It also has 
seven other plants in Massachusetts, 
Pennsy:vania and California. 


os 


New Vegetable-Oil-Resistant 
Neoprene Conveyor Belting 


Here is a typical example of the 
way in which American industry 
works toward the quick and ef- 
fective solution of processing prob- 
lems: Neoprene synthetic rubber 
possesses a host of advantages when 
used for conveyor belting but it was 
discovered by a leading biscuit 
manufacturer that the vegetable 
shortening oils had a serious effect 
on the surface of the belt. 

Engineers of Baldwin Belting Inc. 
of 76 Murray St., New York 7, N. Y., 
conferred with DuPont -rubber 
chemists who came up with a s0- 
lution. It is now possible to produce 
a Neoprene which is more resistant 
to vegetable oils than anything pre- 
viously available. As a result, @ 

(Please turn to page 320) 
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f REASONS 
FOR SANDVIK'S 


@ Special Physical Properties 


SUCCESS - - @ Fine Surtace Finish 


@ Accurate and Uniform Gauge 


in Spring Steel @ High Fatigue tite 
applications 
like these 


A 


SANDVIK Swedish Specialty Strip 
Steels are used for Textile Machine 
Parts such as sinkers, needles, etc. ¢ 
Band Saws (metal, wood and butcher) 
* Camera Shutters * Clock and Watch 
Springs * Compressor Valves * Doctor 
Blades © Feeler Gauges ® Knives such 
as cigarette knives, surgical instru- 
ments, etc. © Razor Blades * Reeds ¢ 
Shock Absorbers * A Wide Variety of 
Springs * Trowels * Vibrator Reeds ¢ Pis- 
ton Ring Segment and Expanders, etc. 


specific applications. 
@ In more than 800 stock 
sizes. 
@ Annealed, unannealed or 
hardened and tempered. 
@ Polished bright, yellow or 
blue. 
FREE \ @ With square, round or 


dressed edges. 
SANDVIK CATALOG BESCRIBES 785 SPRING STEEL SIZES Ask your nearest Sandvik 


Write on your letterhead for your copy today. office for further informa- 
tion or technical assistance. 


SANDVIK STEEL, INC., 111 Eighth Ave., N. ¥. 11, N. Y., WAtkins 9-7180 
230 N. Michigan Ave., Chicago 1, Ill., FRanklin 2-5638 © 1736 Columbus Rd., Cleveland 13, Ohio, CHerry 1-2303 
SANDVIK CANADIAN LTD., P. 0. BOX 40, STATION 0, Montreal 9, P. Q. 


SANDSTEEL SPRING DIVISION + New York + Industrial Springs © SANDVIK SAW & TOOL DIVISION + New York + Sows and Tools 
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“| buy with confidence 
when | buy from Vinco. 


SO CAN YOU.” 








Formed Wheel Dressers, Auto- 
motive Cam Checkers, Optical 
Dividing Heads, Precisiondexes 


When spline gages, gear 
pumps, close or loose toler- 
ance gears, formed wheel 
dressers, mass produced 
parts, or precision measur- 
ing equipment are needed, 
purchasing agents from 
coast to coast know they 
can depend on Vinco to 
deliver as specified. And 
now, with the acquisition of 
Industrial Stamping & Mfg. 
Co., purchasing agents can- 
procure stampings and plat- 
ing work that meet Vinco’s 
standard of quality. 


VINCO CORPORATION 


9119 Schaefer Hwy. 
Detroit 28, Mich. 





THE TRADEMARK OF DEPENDABILITY 
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‘VIN 


MILLIONTHS OF 


SPLINE 
GAGES 


INCH FOR 
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(Continued from page 318) 
Baldwin White Supertex Belting in 
the future will be made with this 
new and improved synthetic rub- 
ber—Neoprene Type W.R.T. 

This new Neoprene is a crystali- 
zation-resistant polymer of the type 
W family. It not only has all the 
desirable properties of the Neoprene 
formerly used in Supertex but also 
exhibits better crystalization re- 
sistance and displays a lower com- 
pression set over a wider range of 
temperatures than even natural 
rubber. It contains no_ sulphur, 
thiuram disulfide or other com- 
pounds capable of decomposition to 
yield either free sulphur or a vul- 
canization accelerator. It is not a 
blend of other Neoprenes. 

It is washable, oilproof, water- 
proof, tasteless, odorless, non-toxic, 
acid, alkali and heat resistant. 

For those who are interested in 
the technical details, Neoprene 
W.R.T. has a specific gravity of 1.25. 
It is soluble in aromatic and chlori- 
nated hydrocarbons and in napthenic 
petroleum solvents and partially sol- 
uble in esters and ketones. It is in- 
soluble in alithatic hydrocarbons al- 
cohol and water. 


Basic Hose Types 
Reduced from 18 to 5 


Development of synthetic fibers 
and new rubber compounds has en- 
abled Thermoid Company of Tren- 
ton, N. J., to reduce the number of 
its basic types of industrial hose 
from 18 to five. By using new fibers 
and rubber compounds, more phy- 
sical and chemical properties can 
be built into the same hose, making 
it more versatile, and reducing the 
total number required for different 
functions and conditions of opera- 
tion. 

The company’s consolidated hose 
line is as follows: (1) Versicon, op- 
erating at medium pressures from 
250-300 psi. Being oil-resistant, it 
handles, besides air and water, a 
wide variety of materials such as 
butane, propane, acetylene and many 
dilute acids; (2) Versaflex, for pres- 
sures up to 800 psi, or most of the 
high pressure ranges met in in- 
dustry. In addition to materials han- 
dled by the Versicon hose, it will as 
well handle insecticide sprays; (3) 
Aquair, for lower pressures (150- 
200 psi) and handling water, air, 
oxygen and acetylene; (4) Utility, 
a general purpose low pressure hose 

(Please turn to page 322) 
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: Scot lissue lowels 
| save more 


because they 
do more 


Maintenance accounts for 90% of 
washroom costs—lower this expense by using 
ScotTissue Towels 
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SAVE UPKEEP! 
ScotTissue Towels save storage space 
—reduce servicing of dispensers and 
receptacles because fewer are used 


25 per employee per day. 








ose 


ent 
Ta- 


SAVE TOWELS! 

One ScotTissue Towel dries both 
hands — quickly — comfortably — 
thoroughly. Employees appreciate 
the extra strength and softness of 
ScotTissue Towels. 





The right kind of washroom 
is one of the four most impor- 
tantessentials in good working 
conditions—according to a 
survey of employees from 400 
plants. 











Symbol of the 


SAVE TIME! 
Since one ScotTissue Towel dries 
both hands quickly, there are less 
washroom “traffic jams.” Workers 
are able to get back to their jobsa 
lot faster. 


HERE’S PROOF! 


Ask your Scott distributor to show 
you the “Thirsty Fibre” Meter 
Test—the amazing demonstration 
that proves ScotTissue Towels’ 
greater value. 


Take advantage of our unique Washroom Advisory Serv- 
ice. We'd be glad to give you tested plans and specific suggestions 
for improving your washrooms. And if you would like a personal 
demonstration of cost-cutting ScotTissue Towels—the ‘Thirsty 
Fibre” Test—just write us on your company’s letterhead. Address: 
Washroom Advisory Service, Scott Paper Company, Chester, Pa. 









Compare cost-cutting 
ScotTissue Towels with any other 
paper towel or service you can use! 


ity, right kind of washroom 


“ . 
ScotTissue,’’ **Thirsty Fibre,’’ ‘‘Washroom Advisory Service," Reg. U.S. Pat. Off. 
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TOUGHNESS « HARDNESS « STRENGTH 























OIL HARDENING TOOL STEEL 


WL offers “Whelco’”’ M—a tool steel of maximum 
toughness, hardness and strength —a steel to assure 
maximum results at low cost! “ Whelco”’ combines 
great penetration of hardness, great toughness at 
high hardness, wide hardening range, fine grain 
structure, and desirable non-deforming character- 
istics. “" Whelco” has good forging properties and is 
readily machinable in the annealed condition. All WL 
warehouses stock ‘ Whelco”’ M tool steel in a wide 
variety of flats and squares. Call your nearest 
WL man for atrial order—the results will speak for 


themselves! 


WL steels are metallurgically censtant. This 
guarantees uniformity of chemistry, grain size, hard- 
enability —thus eliminating costly changes in heat 
treating specifications. 


Write today for your FREE COPY of the 
Wheelock, Lovejoy Data Book, indicating your 
title and company identification. It contains com- 
plete technical information on grades, applica- 
tions, physical properties, tests, heat treating, etc. 


WHEELOCK, + 


OVE (yy Warehouse Service 
* 
C 


SINJWIMINOIY JONVNGLNIVW GNY WOOY 1001 “NOILINGOYd YO SONIDYOS GNV S191119 





OVER ONE HUNDRED YEARS OF CONTINUOUS SERVICE. ROUNDS, SQUARES, FLATS, HEXAGONS, OCTAGONS 


line z CAMBRIDGE + CLEVELAND 
& QOMPANY IN ( CHICAGO + HILLSIDE, N.J. 
| Al 9 i e DETROIT $ BUFFALO 


CINCINNATI 


In Canada 
SANDERSON- NEWBOULD, LTD., MONTREAI 


and AISI 


. a ; < and Cleveland « Chicago + Detroit 
140 sttney 51, Cambrtige 20, Mass. niisige i.) Bullale > Cincinnall 
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(Continued from page 320) 
(75-125 psi) designed for air and 
water; (5) Powerflex, to handle 
steam at 150-200 psi. 

Each hose is color-coded to tel] 
the user immediately what hose he 
has in hand. The consolidation of 
the company’s line of industrial 
hoses into five basic types enables 
a purchasing agent to buy fewer 
types in larger quantities and in 
lower price categories. Fewer items 
mean less paper work. At the same 
time, less space is required to keep 
an adequate stock on hand. 


Printed Circuits and Coils 
Reduce Space Needs 


Use of printed circuits and printed 
coils in television and radio re- 
ceivers, electronic equipment and 
other apparatus is reducing space 
requirements, affording the absolute 


. 











This side of the laminate carries the “print- 
ed” circuit which eliminates all wiring between 
components. All component leads were sol- 
dered in a single operation by dipping. 


accuracy of spacing which is vital 
in high-frequency work, and sim- 
plifying assembly operations in the 
factory. The peculiar requirements 
of this new development have led 
to the creation of a new combination 
material which has interesting pos- 
sibilities. ; 

Thousands of these “printed 
components are being produced on 
laminated phenolic backing of 4 
special grade proved ideal for the 
purpose. The backing material, as 
developed and manufactured by 
Synthane Corp., Oaks, Pa., is 4 
special paper-base laminate. Pro- 
perties of this include good dielectric 
strength values (short time, 650 V 
per mil; step by step, 450), good 
punchability when slightly warmed, 

(Please turn to page 324) 
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tiny to 
giant-sized bearings 


with TEAM-WORK 
built-in every size 


=> 


With every size in S3USIP’s wide range of 
ball and roller bearings, you receive an 
extra quality — -—teamwork. This 
is the ability of SOSF field and 
home office Engineers, and SS{Si 
Distributors, to cooperate productively 
with you in putting the right bearing 
in the right place. 
Result — — your equipment 
will improve in performance. 
When it’s a question of 
bearing replacement, call 


saa your s{S Distributor. 


BALL AND ROLLER BEARINGS 


% 


SKF INDUSTRIES, INC., PHILA. 32, PA.— manufacturers of S%f and HESS-BRIGHT bearings. 
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-NEWARK 


Fabricated 
WIRE CLOTH PARTS 






Available —a well-equipped plant with 
highly experienced fabricators. 


Available — mesh cloth and space cloth 


made in our own plant. 


Do you require parts made with one or more pieces of mesh cloth or 


space cloth — anything from 4 inch openings down to 325 mesh 
(105,625 holes/sa. in.)? 


Our experienced fabricating service should be of value. We are in 
position to handle volume order business and, if desired, will be glad 
to help in designing the part requiring the metallic cloth. We know how 
to insert and fasten metallic cloth to get best results. We carry many 
standard sizes of wire cloth in stock. We have ample loom facilities to 


weave special cloths if necessary. We can handle any wire of any 
malleable metal. 


This fabricated parts division of our business has grown by leaps and 
bounds. We have had many repeat orders. 
It could be due to the quality of wire cloth 
used and the care with which this cloth is 
assembled into the parts being fabricated. 


/ 
NEWARK 


fe*accuracy 





Ask for General Catalog *‘D” 


‘ire Gloth 





COMPANY 


351 VERONA AVENUE * NEWARK 4, NEW JERSEY 


Phitaueiphia 3, Penna. San Francisco, Calif. Chicago, tI. 


New Orleans, La. Los Angeles, Calif. Houston, Texas 
1311 Widener Bidg. 3100 19th St. 


20 N. Wacker Dr. 520 Maritime Bidg. 1400 So. Alameda St. P. 0. Box 1970 
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(Continued from page 322) 
but with sufficient hardness to pro- 
vide a smooth bonding surface. To 
this backing is bonded a sheet of 
thin copper foil. 

Two etching processes are in use 
for producing the finished circuit. 
One prints the circuit or coil on the 
copper with acid resisting ink, then 
etches away the undesired copper. 
In the other process, the surface of 
the copper is sensitized with a pho- 
tographic emulsion, the desired cir- 
cuit is photographed on the surface, 
and the sheet is then acid-etched, 
It is possible to produce up to nine 
circuits in a single operation on one 
18 x 18 in. sheet of this material. 
And some circuits, after etching, in- 
clude transverse sections only .010” 
wide, but still firmly bonded to the 
plastic backing. 


a = # 


New Aluminum Alloys For 
Use in Welded Assemblies 


Announcement has been made by 
Aluminum Company of America of 
two alloys, highly resistant to cor- 
rosion, which are particularly de- 
signed for use in welded assemblies 
(such as pressure vessels) tanks 
and highway transportation equip- 
ment. These alloys, designated 
XA54S and XC56S, permit use of 
section thicknesses approximately 
one-half or less of other aluminum 
alloys commonly used for similar 
purposes. 

The alloy XA54S belongs to the 
aluminum-magnesium alloy family 
and has mechanical properties be- 
tween those of 52S and 56S. Sheet 
and plate are available in the an- 
nealed and intermediate work hard- 
ened tempers. 

XA54S is well suited for such 
applications as: welded ship super- 
structures and barges; such items 
as pressure vessels and heat ex- 
changer shells, used in connection 
with tonnage oxygen plants and the 
manufacture of fertilizer solutions: 
and for liquid and bulk hauling 
equipment such as tank trucks and 
trailers, dump trucks and other spe- 
cial purpose equipment. 

The alloy XC56S is similar to the 
well-known Alcoa 56S alloy used 
extensively for wire products and 
venetian blinds, except that the 
composition has been altered to im- 
prove its welding characteristics. It 
is recommended for general use in 
the annealed (—0) and hot rolled 
(—H112) tempers. 

XC56S is suitable for various 

(Please turn to page 326) 
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MORE AIR Per Hors 


© IT’S TWO-STAGE 
e T'S AIR COOLED 
© SELF OILING 





The New Curtis 


MODEL 98 AIR COMPRESSOR 


TWO-STAGE AIR COOLED 15 AND 20 HORSEPOWER 





TWO-STAGE — More air per kilowatt hour, VALVES — Readily removable as assembled 
assuring savings in power bill. units without removing cy!inder head or breaking 
AIR-COOLED — No expensive water bills; pipe connections or gasket joint. 
eliminates plumbing installation costs. CRANKSHAFT — Counterbalanced, drop 
INTERCOOLER — Four section, finned, forged — two main bearings — no overhung 
providing unusually effective cooling between bearing. 
stages; cooled by cyclone of air from fan flywheel. PRECISION WORKMANSHIP — Assures long 
SELF OILING — Simple, positive centro ring life and minimum maintenance. 
method; provides pressure lubrication of connecting EXPERIENCE — Backed by 99 years of 
rod and pistion pin bearings. manufacturing — assures you dependable, 
TWO TIMKEN MAIN BEARINGS — Tapered troublefree service. 
rollers; provide easy adjustment made externally Available as a simple compressor or base 
without dismantling compressor. mounted — motor driven. 
LET ONE MAN DO THE WORK _ 
with this Curtis air-operated CURTIS PNEUMATIC MACHINERY DIVISION 


equipment. 





Pulling or hoisting 


of Curtis Manufacturing Co. 
1908 Kienlen Avenue, St. Lovis 20, Mo. 


1 am interested in items checked below: 
| | THE NEW MODEL 98 [ | AIR HOISTS |_| AIR CYLINDERS 
{ | AIR COMPRESSOR 


| l POON s oo cccceccceseenccseeesseédeapecbccecesebenesenebunseapebenes 

AIR CYLINDERS = for AIR HOISTS — for PUD 00 0.6 6:06 4000060000000006660000000 08 bb 50 4ke sheen eeenekeeseneeee 

almost any pushing, low-cost lifting or DUGG. 6:n ic v00 000000080 5000s cbbnb ens obyesesensasnnnns eens as naeeun 
lowering of materials 

or machines. City .crcccccccccccccce covevcccessceseoees ZONE.» SIGNS. cs ccccccece 


Operation. 
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CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 





1908 KIENLEN AVENUE ST. LOUIS 20, MO. 
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GLADDEN ENGINES 
provide reliable 


power when 
and where =, 
you need it...i 


MODEL 75-70.0-4 om 
MODEL 50-5 WP, 
MODEL 40-4 BLP” 












s}More and more original 
equipment manufacturers 
are specifying Gladden en- 
~~ gines. They find no other 
_ engine performs so well... 
; lasts so long .. . and saves 
| so much in time and money. 


~ NOW OPE j ING OVER 3000 POWER BUGGIES 
_ AND POWER CARTS IN UNINTERUPTED SERVICE 


Gladden engines are being 
used exclusively by two large 
Western manufacturers on 
their power equipment. There 
is a reason for this. They 
work longer hours and do 
more jobs for a lower invest- 
~~ ment than any other gasoline 
» | @ngine on the market today. 












Gladden engineers will 
adapt these engines to 
special installations 
. or requirements upon 


NEW KANSAS CIEY:< 
BRANCH, 10 West 19th: 
Street, Kansas City 8, 
Missouri, PROVIDES 
RAPID SALES AND 
SERVICE. 







For further 
information 
write 























(Continued from page 324) 

types of welded structure where 
strengths higher than those obtain- 
able in 52S and XA54S alloys are 
required. Commercial evaluation of 
XC56S has not been carried as far 
as XA54S but laboratory tests indi- 
cate that in the annealed (—0) and 
hot rolled (—H112) tempers, XC56S 
has weld strengths about 25% high- 
er than XA54S in these same tem- 
pers. 

Both alloys are weldable using 
inert gas metal are process (argon 
tungsten) or the semi-automatic in- 
ert gas metal are process. The welds 
are ductile and have high elonga- 
tion. 

These latest of the Alcoa alloys 
permit greater economy in situa- 
tions where cost and weight are 
major factors. 


, + # 


New Precision Cutting Process 
Uses Gas Propelled Abrasive 


Full details of the “Abrasive” 
Unit are contained in Bulletin 5205 
which can be obtained from the 
S. S. White Industrial Division, 10 
East 40th Street. New York 16, 
nN. =. 


oF £ 


Electrically-Heated Valves 


Okadee Company, 332 So. Michi- 
gan Ave., Chicago, announces avail- 
ability of what are believed to be 
the first commercially successful 
electrically-heated valves. Designed 
to keep valve mechanisms clear of 
frost and ice in liquid carbon di- 
oxide lines at temperatures as low 
as —110° F., many other applications 
are being developed which include 
both hot, cold and viscous liquid 
and gas lines, as well as uses where 
heated valves have heretofore been 
economically impractical. 

Single-disc Okadee valves require 
the heating elements at right in the 
illustration. Double-disc valves can 
be equipped with both elements il- 
lustrated. Heat from the elements 
is transmitted directly to the valve 
seats, and as a result, heat the en- 
tire flow opening through the valve, 
in addition to the operating mecha- 
nism. 

All heated valve sizes from 2” 
to 6” are available, with pneumatic, 
hydraulic, solenoid or manual con- 
trol. Heating elements can be pro- 
vided for either 110- or 20-volt op- 
eration, with inputs ranging from 
400 to 3,000 watts per unit. Heated 

(Please turn to page 328) 





THE REAL COST OF SHELVING 
IS THE ERECTED COST 


{ reasons why 


De Luxe 
Steel 
Shelving 


costs you 
less 


eo Fewer Parts— DeLuxe has 
designed one part where 
ordinary shelving uses three. 
Example, our bin-type 
“T-Beam”’ upright. Fewer parts 
mean fewer man hours to 
install. 








£3 80% Less Bolts— DeLuxe 
shelving uses patented, 
boltless shelf brackets, thus 
requires no tools for either 
installation or adjustment. 


be 100% Adjustable —Shelves in 
each section are independently 
adjustable, without disturbing 
other contents. DeLuxe 
shelving erects on the spot, 
in position where you want it 
... the only shelving that 
does all this. 


There is a Deluxe factory representative in 
your area who will give you our engineer- 
ing, planning and layout service without 
obligation. Write today for free catalog. 


Lefiine, 





De Luxe Metal Furniture Co. 
309 Struthers St., Warren, Penn. 


For over 25 Years Manufacturers of: Storage Shelving 
Library Shelving * Storage Cabinets » Shop Equipment 
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The Eisenhower Inaugural Medal 


is made of Lasting Bronze 


WE ARE PROUD to announce that one of our custom- 
ers 1s executing the official 1953 Presidential Inau- 
gural Medal. The striking of over 10,000 replicas 
by the Medallic Art Company of New York City 
marks the return of this commission to private en- 
terprise after many years of government manufacture. 
Walker Hancock, well-known American sculptor, 


prepared the original model from which the medal 


for General Eisenhower and the replicas were 
reproduced. 

This memorable medal may be obtained for $3.00 
from the Inaugural Committee, 1420 Pennsylvania 
Avenue N. W., Washington 25, D. C. 

A special alloy of bronze, carefully prepared to 
exacting specifications, is being supplied for this 


medal from our mill here in Bristol. 


‘\ The BRISTOL BRASS CORPORATION 


makers of Brass since 1850 in Bristol, Conn. 


Offices or warehouses in 


Boston, Chicago, Cleveland, Dayton, Detroit, Los Angeles, Milwaukee, New York, Philadelphia, Pittsburgh. Providence, Rochester 
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Handy, small-package assortment of electrodes 


for repair and maintenance welding 


7 different 
electrodes 


(Approximately 27 Ibs.) 


AC-3, Vg", 5/32", 3/16" — 
For all position welding of 
mild steels and sheet metal. 
AC or DC. 


AC-1, 5/32" — For mild 
steels. AC or DC. 


7OLA2, 5/32" — For high- 
carbon, alloy, high-sulfur, 
free-machining, cold-rolled, 
and other hard-to-weld 
steels. Ideal for steel cast- 
ing repairs. AC or DC. 


Harstain, Yg" — For spring 
steels and stainless steels of 
all kinds. AC or DC. 


Nicast, %g — For machin- 
able welds on cast iron. Ni- 
cast welds. are strong and 
non-porous, 


$ ($0 


for complete assortment 


TRUCK CRANES DIESEL ENGINES POWER SHOVELS PRE FABBICATED HOMES F worsTs SOr STABILITERS WELOING EQuIPmENT 
ee ee 
- - % 
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Maintenance 
Pack 


Why buy seldom-used electrodes in 
quantities larger than you need? 
Now, in one convenient package, you 
can keep some of each type on hand 
economically — and get replacement 
packages as you need them. 


The P&H Maintenance Pack equips 
you to do all kinds of repair and 
maintenance jobs with the right 
electrode. All rods are packaged to stay 
dry —and are clearly labeled to 

make selection easy. 


Be ready for emergencies. Save time, 
trouble, money. Order a P&H 
Maintenance Pack from your P&H 
representative or local distributor. 

If you don’t know who he is, 

write for his name. 


wo WELDING DIVISION 
HARNISCHFEGER 


CORPORATION 
Pe West National Ave., Milwaukee 45, Wis. 


2497 


OvtENt AD o£ 











(Continued from page 326) 
valves for use in hazardous atmo- 
spheres will be offered soon. 

Where flanged type Okadee 
Valves are now in service, heating 
elements may be installed by simply 
exchanging standard studs for studs 
one inch longer. 


7, Ft F 


New Silicone Rubber Stays 
Flexible at —120F Temperature 


A new silicone rubber that re- 
mains flexible at minus 120F and 
can be produced with uniform high 
quality has been announced by the 
General Electric Company. News of 
this newcomer to the “Extreme Low . 
Temperature” class of silicone rub- 
ber was released after two years of 
development and highly satisfactory 
field testing by materials engineers 
in key aircraft companies. 

Designated SE-550, this medium- 
durometer rubber will have wide 
application for gaskets and seals on 
fuselage equipment of high-flying 
aircraft as well as for wire insula- 
tion on ignition systems of arctic 
ground equipment, the announce- 
ment said. 

SE-550 silicone rubber is believed 
to have the lowest change in bending 
modulus of any commercially avail- 
able elastomer. It shows less than 
25 points durometer increase from 
500F down to minus 120F. The brit- 
tle point is actually well below mi- 
nus 120F. It is said to outperform all 
other silicone rubbers at any low 
temperature while still retaining the 
heat resistance up to 500F of most 
other silicones. 

The new compound is easily 
worked by rubber fabricators, Gen- 
eral Electric says. It is removed 
from the container with no difficulty, 
mills and extrudes easily, and has 
good tear strength that permits s 
ping from hot mo!ds. 

Versatile also as a base stock, 
SE-500 can be used by fabricators 
to produce different compounds with 
higher durometer and/or lower 
compression set. It can be colored 
with a wide range of heat-stable 
pigments. 


,. 3 ¥ 


Inland Steel Co. Lends Blast 
Furnace To U. S. Steel Co. 


One Chicago area steel company 
is loaning another a blast furnace 
to speed recovery of steel produc- 
tion to capacity levels. 

The furnace, a mass of steel- 

(Please turn to page 330) 
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THERE'S A RIGHT “RED END 
BLADE FOR EVERY JOB 


HIGH SPEED MOLYBDENUM 

— the RED Blade for cuttin 
mild alloy steels —— 

general purpose use. 





HIGH SPEED TUNGSTEN — 
the GREY Blade for cutting 
hard alloys and stain- 
less steels. 











HIGH SPEED WELD-EDGE — 
the SHATTERPROOF Biade 
for use where maxi- 
mum safety is 
required. 







you can coun 








SIMONDS 
“Red End” 


Power Hack Saw Blade 


It’s the plus you get in “Red End” Blades that makes the 








difference in overall performance, cutting life and depend- 
ability ...a plus that starts with Simonds extra tough Hack 
Saw Steel, poured and rolled in Simonds own steel mill... 
followed by proven know-how in milling and setting the 
teeth and in heat-treating for uniform hardness and tough- 
ness of every blade. A choice of three types of job-designed 
blades in all standard sizes is another plus that pays off in 
extra cut-ability and lower hack saw costs for you. Get 


delivery from stock from your Industrial Supply Distributor. 


SIMONDS 


SAW AND STEEL CO. 





Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que. 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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TO THE INGENIOUS 


Not familiar with this 





What problems can you solve by adapting 


Fullergript to your equipment? 


This brush strip can be coiled or 
twisted into numerous shapes. It 
can be formed to give intermittent 
or continuous brushing action. It 
adapts to stationary or power 
driven applications. How it may 


help you is a matter of your own 





Recovering 1000 Pounds of Raw 
Wool Each Week from Sewer 


ingenuity — plus the services of the 
Fuller Brush Engineering Dept. 
Find out what Fullergript can do by 


sending for a sample strip. We will 





also send a booklet showing its ver- 


Splash Guard on Vertical Grinder | Satility. Simply write us. 


INDUSTRIAL DIVISION 


BRUSH CO. 





3554 MAIN STREET @© HARTFORD 2, CONN. 
Power driven brushes, Factory & Institutional cleaning tools, Waxes & Detergents 





SIMPLY MAIL TODAY 


THE FULLER BRUSH CO., INDUSTRIAL DIV. 
3554 Main St., Hartford 2, Conn. 


Please send me without cost or obligation a short strip of Fullergript 
— and tell me how it cuts costs when used as a machine component. 


Name 


Company Title 


Street City State 
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jacketed brick work equivalent to a 
ten-story building, is being bor. 
rowed by United States Steel Com. 
pany from Inland Steel Company, 

Announcing the loan arrange. 
ment recently the companies said 
that Inland’s No. 2 blast furnace at 
its Indiana Harbor Works would 
produce pig iron for the steel-mak- 
ing furnaces of U. S. Steel at its 
Gary Works. 


Electrical Manufacturers See 
New Production Peak in °53 


In its year-end statement the Na- 
tional Electrical Manufacturers As- 
sociation says it expects the industry 
as a whole to match the 12 billion 
dollar all-time peak production set 
in 1952, with a strong possibility that 
it may be exceeded by a 5% to 10% 
margin. 

Generation, transmission and dis- 
tribution equipment was the pace 
setter in 1952, with a volume more 
than twice that in 1947. The new 
power capacity installed in 1952 was 
86 million kilowatt hours making 
the quantity of power generated an 
all-time high at 463 billion kilowatt 
hours. Both new capacity installed 
as well as total power generated are 
expected in 1953 to exceed last year’s 
records. 

Insulated wire and cable, despite 
somewhat reduced sales going into 
building and utilization equipment, 
followed the trend showed by gen- 
eration, transmission and distribu- 
tion equipment, showing an increase 
in 1952 over 1951. A further slight 
increase is expected in 1953. Indus- 
trial apparatus—motors, controls, 
rectifiers, welders, etc. — though 
showing increases for the past three 
years is expected to show a drop in 
shipments of about 5% in 1953. This 
would reflect the expected drop in 
new industrial building. 

Electrical appliances, which drop- 
ped from a total manufacturers’ 
dollar shipment value of $4 billion 
in 1950 to $3 billion in 1952, are ex- 
pected to reverse this downward 
trend to $3% billion in 1953. Illum- 
inating equipment, after a sharp 15% 
drop in business from 1951 to 1952, 
is expected to recover some 5% t0 
10% in 1953. Electrical equipment 
for building construction — knife 
switches, panel boards, outlet boxes, 
etc.—are expected to decrease slight- 
ly in 1953, following a 15% decrease 
in 1952. 
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Republic Upson “NYLOK” Nuts... 


EASY T0 PUT ON... 


@ WRITE FOR SAMPLES 


REPUBLIC STEEL 
CORPORATION 


Bolt and Nut Division + Cleveland 13, Ohio 


Export Dept.: Chrysler Bldg., New York 17,N.Y- 


U.S. Pat. No. 2,462,603 and pending applications 


CAN'T SHAKE OFF 


These lock nuts are simple to apply. No special technique, no special tools, 
no lubricants, no slow-down in assembly rates when you use Republic Upson 
“Nylok” Nuts. And they stay on until you're ready to reset or remove them. 
A nylon plug inserted in one of the sides of the cold-forged nut forces 
the nut tight against the opposite threads as the nut is turned on. You get 
positive locking at every position on the screw and the nut can be re-used. 


12 Ways Better 


Assemble from either end No special tools 

Can be re-used One piece 

Non-galling Ideal for mechanical feeding 

Best wrenching characteristics No lubricant needed 

Won't damage threads Cold-forged 

No special know-how Lock in any position 
Now being used on — Sizes: 
Automobiles Appliances Light series tapped 4" thru %” 
Textile machinery Conveyors Light thick series tapped 4" thru 14” 
Trucks Automatic Controls Regular series tapped 4" thru 1” 
Farmequipment Road machinery Heavy series tapped 4" thru 14” 


Why not investigate for your product? 


BOLTS AND NUTS 
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POWER POPULAR 


CMRMASUTER 
PRODUCTS 


@ Over ten years ago Airmaster Corpor- :” 
ation of Chicago began using our motors. We 
were then known as Electro Machines, Inc. 
We are proud to have retained our position as 
their foremost motor supplier during these 
years, and have steadily expanded our line to 
meet their ever-increasing needs. 









Airmaster roof exhouster 
powered by Doerr 
motor. Top hood and 
louvers not shown. 





Airmaster 24” pedestal 
fan driven by 2-speed 
motor with pull chain 
switch. 


Direct drive 24” exhaust 
fan with permanent split 
capacitor motor. 


YOU GET wore WITH DoErr/ 


Electric Motors from 

1/30 to 5 hp. 

Standard, or Designed ta 
Your Specifications 


Elvctrie Corporation 


CEDARBURG, WISCONSIN 
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Specify and Use 
Meyercord Decals to... 


CAUTION 


NOT STAND HERE AT ANY 
ME WHILE CLUTCH IS ENGAGED 
ND BALER IS OPERATING. 




























a2 
EF BEFORE LOADING 
1. Set Hot Water Tank 140 
in advance 
2. Set Washer Temperature 
3. Turn on Washer for ONE 
4. Spin Out Cold Water 








Cond? 


AUTOMOTIVE 
CTRIC FUEL PUMP 


MODEL NO. 476089 





identify 


© 6 VOLTS POS. GROUND 
Investigate U.S. PATENTS 
° 2458770, 2472067, 2533164, 
the Low Cost, High OTHER PATENTS PENDING 


ECLIPSE MACHINE DIVISION 


Speed Application 
of these Durable 
All-Color, All-Surface Meyercord Decals... 


Among the many new applications of decals for Ameri- 
can industry is the tough Meyercord acid, chemical and 
weather resistant identification of dangerous chemical 
containers. Whether to comply with state requirements 
or to strengthen your voluntary safety program...if you 
process and ship dangerous chemicals, be sure to ask for 
full information on this important feature. 

You know, of course, that Meyercord Decals have been 
adopted by cost-conscious manufacturers in thousands of 
industries . . . as nameplates, trademarks, instructions, 
markers, wiring diagrams, safety warnings and many 
other important applications. 

But “just any decal” won't do the job on “just any 
surface”. For today’s rigid requirements Meyercord De- 
cals are carefully laboratory-engineered to assure com- 
plete and perfect adhesion to any commercial surface or 
finish. Meyercord experience pays off every time. Write 
us for information on our complete technical consulta- 
tion and designing services. 


Send for This Manual of MEYERCORD 
DECAL NAMEPLATES 


Shows hundreds of uses for durable, 
washable decal nameplates . . . as 
trademarks, instructions, charts of 
diagrams—in any size, colors, or de- 
sign. Tells how Meyercord Decals 
can help you cut costs and speed 
production. This manual is FREE 
\ ... request it on your business let- 
=> terhead, please. 


pet my Od Loe) - ioe oe B 


BENDIX AVIATION CORPORATION 


ELMIRA WN YU S.A 






DEPT. B-302 5323 WEST LAKE STREET * CHICAGO 44, ILLINOIS 
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Sales Tips 


“In our line of business, the variety, vol- 
ume and pace of purchases is such that 
more than ordinary assistance is requested 
from and rendered by the sales representa- 
tives who call on us. Since electronics is a 


growth industry, and standardization only 
partly accomplished in this field, we call 
upon salesmen continually for recom- 
mendations and help in the many difficult 
situations that develop. The successful 
salesmen are those who w illingly and com- 
petently rise to the occasion,” says C, J. 
Alpaugh, Director of Purchases, Federal 
Telephone and Radio Corporation, Clif- 
ton, N. J. 


“Tt has always been our company policy to 

try to ap ply the Golden Rule in all per- 
sonal relationships both within and outside 
the company. This has been particularly 
productive in purchasing because it has 
developed a host of friendly vendors who 
are sincerely interested in our problems. 
We appreciate the salesmen who show a 
constructive and helpful attitude regard- 
ing our orders on their books, our future 
requirements, and our current problems. 
By far the majority of the salesmen calling 
on us measure up to these standards,” says 
J. A. Mogle, Director of Purchases, 
National Standard Co., Niles, Mich. 


from Industrial Purchasing Agents 





“The role of the industrial salesman today 
is not merely to submit quotations and 
book orders. His principal stock in trade 
is the ability to work out application prob- 
lems for customers and to be readily avail- 
able in the event of a breakdown. That 
part of his function relating to the use 
and maintenance of the product he sells 
is most important. Scars are still visible 
in certain places where, during wartime, 
sales personnel were either laid off or put 
at other work. There should be no re- 
trenchment of sales service,” says R. C. 
Wenz, General Purchasing Agent, 
Duquesne Light Co., Pittsburgh, Pa. 


Men like these spend more than $53,000,000,000 a year! 
— more than 41,000° of them read PURCHASING 


Most major companies pay out approximately half their total income 
to suppliers of raw materials, machinery, equipment, parts and service. 
These expenditures are controlled and directed by the Purchasing 
Agent, who must think in terms of quality as well as price, markets as 
well as materials, processes as well as machines. 


The PA bases his buying decisions on the facts about your products 
and your company. Make sure these facts reach him ‘through your 
advertising as well as through your salesmen. Use PU RCHASING — 
the one magazine read regularly by industry’s PAs — the basic maga- 
zine on any industrial advertising Se schedule! PURCHASING, 


205 East 42nd Street, New York 1 
Cleveland, Los Angeles. 


> 
Based on surv ey, copy on request. 


Fesruary, 1953 


N.Y. Offices in Chicago, 


The basic magazine on 


any industrial 


Please mention PURCHASING Magazine when writing to advertisers. 


When you think of 
selling...think of 
PURCHASING 


@ on 








advertising schedule! 
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| BOSTITCH CUTS COSTS 
' ALL ALONG THE LINE 


“Knocks 74 off our cost,” reports a 
North Carolina furniture manufac- 
turer. He’s talking about the Bostitch 
H2B Hammer. On this upholstery 
job. it does the work of hammer and 
tacks at about 1 the cost. That’s be- 
cause the one-hand, one-blow. sta- 





From $9 to $2 a thousand! The same furni- 
ture manufacturer was using tags with pins 
attached for labelling upholstery samples. 
Now, tags without pins are fastened with 
a Bostitch hand stapler. The savings are 
ubstantial — $7 a thousand on tags alone. 
The job gets done 50% faster. And the girls 
doing the tagging are a lot happier. 


FREE BOOKLET describes how Bostitch sta- 
pling equipment has cut costs on many 
different fastening jobs, how it can cut 
costs for you. Write today. 


pling operation is so much faster. The 
upholsterers like it, too —no more 
mashed fingers. no sore tack-filled 
mouths. Manufacturers and contrac- 
tors in other fields report equally 
impressive savings when they switch 
from old fastening methods to Bostitch. 





Three times faster than tape and glue! In the 


shipping room, too, Bostitch cuts costs for 
the furniture-maker. Here, the Bostitch 
Autoclench seals chair cartons, replacing 
tape and glue. Amazing tool, the Autoclench. 
It fastens on the inside entirely from the 
outside. Worth looking into if you use tape, 
wire or glue in your shipping room. 


THERE'S A BOSTITCH MAN NEAR YOU — 
300 fieldmen in 123 cities in the U.S. and 
Canada. You can count on Bostitch service. 
It’s always nearby. 


BOSTITCH, 722 Mechanic Street, Westerly, R. I. 


Please send me your free “lime and Money Saving” book together with 
information based on the items checked below: 





Chart On Magnets Offered Free 
By Eriez Manufacturing Company 


A new chart, “What Makes A 
Magnet?”, describing the natural 
forces causing magnetism and how 
they are harnessed to create a use- 
ful tool for industry, is being of- 
fered free by the Eriez Manufactur- 
ing Company. The chart is made up 
of diagrams and drawings with ex- 
planatory captions. 

The chart explains the potential 
magnetic forces found in a ferro- 
magnetic atom. How these natural 
forces are organized by the applica- 
tion of an external magnetic field is 
then concisely presented. 

Free copies of the chart may be 
obtained by writing to the Eriez 
Manufacturing Company, 1945 Grove 
Drive, Erie, Pa. 

' Ff # 


Flexible Plastic Pipe 
For Use As Conduit 


Carlon Products Corporation, 
10225 Meech Ave., Cleveland, an- 
nounces that Carlon flexible plas- 
tic pipe offers exceptional advan- 
tages as a medium for enclosing and 
protecting all types of electrical 
wiring. It is an excellent insulator 
(dielectric strength is 500 volts/ 
mil), can be installed with a mini- 
mum of time and expense, and as- 
sures dependable protection for 
many years. One company which is 
using it as conduit for high voltage 
lines reports that it has withstood 
tests subjecting it to more than 
20,000 volts. 

Because the plastic pipe is flex- 
ible, it can be curved to follow ir- 
regular surface contours, as well as 
structural plans. It can be bent cold 
and stap!ed to build building frame- 
work. Supplied in long lengths (up 
to 400 feet), it requires a minimum 
number of fittings. Necessary con- 
nections can be effected rapidly by 
means of molded plastic fittings 
without the use of special tools. The 
pipe by extremely light in weight 
(only 1/9 as much as steel pipe of 
comparable diameter) and can be 








handled easily for one man. 





conduit to a dredge pump, encasing 
pole top wiring to protect linesmen 
from high voltage, and telephone 


(Please turn to page 336) 


fastens it better 4 with wire 


ALL TYPES OF MACHINES FOR APPLYING STAPLES 
ALL TYPES OF STAPLES APPLIED BY MACHINES 





| 
1 
1 
For fastening, we use: Nails () Glue 7 Tape Tacks Pins)! Guaranteed against rot, rust and 
Thread [7 Rivets [ Spot Welds 7 ‘ , : 
We fasten these materials: Wood 1 Paper [ Rubles Fabric electrolytic corrosion, the pipe can 
Plastics 7) Leather [ Light Metals [ withstand extremely adverse condi- 
Nam tions. It is especially advantageous 
. for underground and_ underwater 
Company | ° : 
installations. 
TOSS l ° 
ree It has proven successful in a num- 
-_ sai ate ber of conduit applications. Among 
WO FASTER these are serving as underwater 
A 
a 
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M 100% WOOL 


Twist Gabardines 
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UNIFORMS 
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Your commercial requirements for lightweight 
castings in aluminum or magnesium may be 
tough, but we'd welcome an opportunity to 
look them over. We've tackled a good many 
diversified casting problems over almost a 
half century. 

Our four completely equipped plants and 
their trained personnel are at your disposal. 


\A\LITARY LIGHTWEIGHT CASTINGS 





Aircraft wheels, strut parts, engine parts and 
miscellaneous components are being made 
every day at our plants, in aluminum and mag- 
nesium. X-Ray inspection, close attention to de- 
tail, complete facilities for production in sand, 
semi-permanent and permanent mold form. 


Well-Made Wood and Metal Patterns. 
Well-Cast Ampco Bronze Castings. 


*Copyrighted Trade Name. 


If you would like to receive the Wellman Magazine 
each month without charge, drop us a note on your 
business letterhead. 


THE WELLMAN BRONZE & ALUMINUM CO. 





DEPT.17, 12800 SHAKER BLVD., CLEVELAND 20, OHIO 
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(Continued from page 334) 
wire conduit installed in homes at 
the time of construction. Its smooth 
internal surface facilitates pulling 
wires through when buildings are 
ready for occupancy. 


.- > © 


Stauble Elected To Key Posts 
With Veeder-Root, Holo-Krome 


Wilbur C. Stauble has been named 
to several positions with Veeder. 
Root, Inc., Hartford, Conn., and its 
subsidiary, the Holo-Krome Screw 
Corporation, formerly held by Sena. 
tor William A. Purtell, who was 
elected to office last November. 





Wilbur C. Stauble 


Mr. Stauble has been appointed 
a director and a member of the 
executive committee of Veeder- 
Root and was also elected presi- 
dent and chief executive officer of 
the Holo-Krome Screw Corporation, 
Senator Purtell resigned the posi- 
tions after his election. 

Mr. Stauble together with Mr. 
Purtell and others, founded the 
Holo-Krome Screw Corporation in 
1929, and Mr. Stauble has been ac- 
tive in its management as well as a 
member of its board ever since. In 
1942, he was elected executive vice 
president of Holo-Krome. 


a: ¥ 


Walker-Turner Holds Open 
House In Plainfield Plant 


The Walker-Turner Division of 
Kearney & Trecker Corporation, 
Plainfield, N. J. was host at its first 
open house on January 16 and 11. 
Visitors to the plant, who included 
local officials, industrial executives 
and business associates, toured @ 
recently completed new building 
and viewed the operation of the 
plant, which manufactures light in- 
dustrial tools. 

Employees, their families and 
friends were invited to a plant tour 
on January 17. 
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No- more rejects due to rust, now 
that these AIRPLANE PARTS are 
protected in Angier VPI* Wrap. 





Since 1895 MANUFACTURERS OF 


INpustTRIAL PACKAGING Papers 








Vapor-from-paper 
STOPS RUST of metal parts 








Saves the cost of greasing and degreasing ! 


Easiest and surest way to protect metal products is with vapor. 


Angier VPI* Wrap stops rust under the worst conditions. 
Because metal is stored or shipped clean, it is always ready 


for use. No greasing or degreasing! 


Result? Savings are impressive. This is proved every day by VPI 


users in all types of industries and in the government. 


*& Vapor Rust Preventive 


Does your management 
know about VPI? 


eeeeevunececoaneogooeosnoneveen eas eop es ee eseeseaoeecenoa2 2008 eae ee one 48s 688 oe 


ANGIER CORPORATION, Framingham 17, Massachusetts 


Sen n the v Machinery-Industrial, Metal Work- Electrical Machinery, 
end facts on the ‘ a CJ ing, Farm, Office, Construction ‘a Applianees, Products. 

method of rust prevention as ‘a Transportion Equipment — Auto, [—) Fabricated Produets — 
applied to: } Aircraft. Naval, Railroad, ete. \_J Cutlery. Hardware, ete. 


[ | Steel in process of fabrication. [ 1 Ordnance Equipment. 


(Attach to Letterhead) | | Instruments and clocks. |__| Other. 
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THREADED SPECIALTIES 


Booklet Outlines Tests 


For Plastic Materials > ue 
F » FE Newly-adopted standard test 
methods designed to assist users of . 
plastic coated and all-plastic mate- ' 
ms @) LT S rials in selecting the materials best ABOUT BEARING DESIGN 
suited to their individual require- 


ments have been made available to to help you select the 


manufacturers by The Plastic Coat- 
Best A-c. Motor 
_——, 












ings & Film Association. 

A series of tests are available 
covering both pyroxylin- and vinyl- 
coated fabrics and all-plastic sheet- 
ing to determine whether a particu- 
lar material will meet specific 
strength, wear, and handling re- 
quirements. Developed and com- 
piled in booklet form, these tests 
have been kept as simple and inex- 
pensive as possible, within a prac- 
tical range of accuracy, to make it 
worthwhile and practicable for as 
many purchasers of plastic fabrics 
as possible to equip themseives to 
carry out the tests. 

The booklet, “Standard Test 
Methods For Pyroxylin and Vinyl] 
Resin Coated Fabrics and All- 
Plastic Sheeting,” is available free 
of charge from the Plastic Coatings 
& Film Association, 9 Rockefeller 
Plaza, New York 20, N. Y. 


by an 
exclusive method 


\ 
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Two of Largest Forging 
Presses To Be In Cleveland 


Officials of the United States Air 15-POINT 
Force and the Aluminum Company 
of America have announced com- COMPARISON CHART 
pleted negotiations on a contract 


that will bring two of the largest STATEMENTS BY 


forging presses in the world to BEARING MANUFACTURERS 
Cleveland, O. 


The presses of 35,000 and 50,000 CUTAWAY 
ton capacity will be housed in a 
structure equivalent in height to a DRAWINGS AND PHOTOS 
ten-story office building. They are 
expected to be put in operation in 
1954. The 50,000 ton press will have 
an overall height of 80 feet, 36 of 





Call your nearest Reliance Sales 
Representative or write us direct 


— pAvetete this below ground level. The 35,000 for your free copy a eee 
; Ra oie the n this ton press is 38 feet wide, 65 feet filled bulletin on the vate ; 
sn ro .. cata aio bee long and will tower 49 feet above ferences in the 
SES usually high and strength above the ground. Steel reinforced con- RELIANCE bearing designs 
Hendord. <a crete foundations extending 30 feet ee of A-c. motors. 
Ed Mises Va" and lorger, or to underground and resting on pilings MOTORS Ask for Bulletin 
yout specifications. In any size ) can reaching 75 to 80 feet downward 
depend on-a unifor Class 3 fit 





will be needed to support the heavy B-2201. 


BETTER BOLTS SINCE 1882 machinery. 


The presses will be operated by Sales Representatives in Principal Cities 
Alcoa in a Government-owned 
plant adjacent to the Cleveland R E L t A | C & 
Works of that company. The total 
cost of the plant will be about forty 


aot the tne vy] ELECTRIC AND 

¢ 3 “IME BOLT MAN million dollars. e company is 3 

{> MANUFACTURING COMPANY spending several million dollars of ENGINEERING CO 
327 Pine Street . Pawtucket, R. | 


: : 1060 Ivanhoe Road + Cleveland 10, Ohio 
their own money ov supporting fa- 


cilities. a pes 
(Please turn to page 340) All Motors are NOT Alike 
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BRUBATEX 
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@ Dimensionally Accurate 
Eo Ee SS oe Ss 


More and more new shapes 
appearing in industries today 
are coming from  Rubatex’s 


," Fabricating Department. 


Ww ; 
Closed cells are responsible for the 





structural strength and superior physical 





AUTOMOTIVE & AIRCRAFT 
Arm rests 

Battery supports 
Lamp gaskets 

Heater core gaskets 
Cowl gaskets 
Window gaskets 

Fuel cell cushions 
Floor mats 
Anti-squeak pads 


CONSTRUCTION 
e Expansion joint seals 
e Weather stripping 


There’s no INDUSTRIAL 
restriction on the outline of the shape — and they can be e Instrument gaskets 
e Fatigue mats 
e Low temperature 
insulation 
Dust-proof seals 
Moisture-proof seals 
Gasketing 
Vibration isolation 
Shock absorption 


properties of Rubatex — not possessed 
by ordinary sponge rubber with open 
coarse cells which are wide open to 


; uw 
oxygen and moisture. 


There’s a big economy factor to RUBATEX ... Most 
gasket requirements can be cut from sheet stock — without 
need for the expense of molded-on skin. . 


. are cheaper and 
more dimensionally accurate than molded parts. 
Die cut shapes can be punched out of natural and synthetic 


stocks and in soft, and firm forms. 


medium, 
Cut to any size. 

In addition RUBATEX offers greater cushioning and 
resiliency than other soft rubber materials. . 
easy to work with. . 
applied . . . does not score or craze plastics. 

Check the superior advantages of RUBATEX and next 
time — DIE CUT IT OUT OF RUBATEX! 


. is soft, pliable, 


. adheres well to surfaces to which it is 


Send us details of your proposed applications and let us send you samples and recommendations. oo 
Write Dept P-2, Great American Industries, Inc., Rubatex Division, Bedford, Virginia. & 
FOR AIR THAT PROTECTS—USE RUBATEX = 
= 
a 
a ; \ > 
EX CELLULAR RUBBER | %, 
' , Uy 





FEBRUARY, 


1953 


x Moisture and Dust-proof—Even at Cut Edges 

a ss sa 

° Eliminetes Expense of Molded-On Skin 
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x. 


as 
d ‘ol 


RUBATEX AT WORK... 


PACKAGING — Packing 
cushion for fragile goods 
and delicate scientific 


instruments. 


REFRIGERATION — Gasket- 
ing for refrigerator and 


cold storage room doors. 


SPORTING GOODS — ‘Air 
cushioning” padding for 
athletic equipment and 
apparel. 


CONSUMER & HOUSEHOLD 
PRODUCTS 
e Shoe innersoles 
e Hearing aid 
“cushioning” 
e Appliance gaskets 
e Bath and kitchen mats 
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OK. 
CHAOS EEE 





Guards 


Property 24 Hours a Day 








in All Weather, Year after Year! 


that’s why you should install 


Anchor Fence 


Y= get three immediate and 
- important benefits as soon as 
you have Anchor Fence erected 
around your plant. First of 
all, your Anchor Fence will 
keep trespassers, agitators, and 
vandals outside your grounds. 


Equally important, your 
Anchor Fence will protect your 
materials and various supplies 
stored in the open. 


Finally, your Anchor Fence 
will help you control plant and 
vehicular traffic with maximum 
efficiency and economy. 


But, be sure you get genuine 
Anchor Fence. There are imi- 





Anchor Fence 


tators! So, look for the orange- 
and-black identification plate 
that only Anchor Fence may 
carry. That plate is your guar- 
antee of the finest in indus- 
trial fencing. 


* * * 


FOR ADDITIONAL INFORMATION 
send for Anchor’s fact-packed 
Industrial Fence Catalog. Or 
ask to have one of our experi- 
enced engineers submit recom- 
mendations . . . without obliga- 
tion, of course. Write: ANCHOR 
Post Propucts, INc., 6615 


Eastern Ave., Baltimore 24, 
Maryland. 


Division of Anchor Post Products, Inc. 
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(Continued from page 338) 

The presses will be used primar- 
ily to make structural aluminum 
and magnesium forgings for high- 
speed aircraft. 


oe £ 


Special Alloy Tubing 
Solves Manufacturer’s 
Supply Problem 


Metallurgical and design engi- 
neers of the Superior Tube Com- 
pany, Norristown, Pa., recently 
joined forces with production men 
at the R. H. Hood Company, Phila- 
delphia, Pa., to solve that Com- 
pany’s problems in procuring spe- 
cial pin sets. 

Used for precision aligning of 
spline teeth in the manufacture of 
comb circles for the worsted yarn 
industry, the pin sets were formerly 
imported from England. Due to 





Final alignment of spline teeth 


World War II and postwar disloca- 
tions in international trade, this one 
and only source of supply dried up. 
For several months Hood Company 
draftsmen attempted to make their 
own pin sets from umbrella ribs. 
Then Superior engineers learned of 
the problem and went to work on 
a solution. 

Hood comb circles are heavy cast 
alloy rings, through which a series 
of concentric circles of holes are 
bored (each row of holes being 
drilled and blanked to carry teeth 
of a different cross sectional shape.) 
Spring steel spline teeth are in- 
serted through the ring to form a 
circular comb with multiple rows of 
specially shaped teeth. 

In the final step of manufacturing 
Hood comb circles, each tooth is 
hand-aligned for perfect uniformity 
by slipping the pre-shaped pin-set 
over the tooth and bending it 
straight. This operation requires 
great skill and dexterity on the part 
of the craftsman, and perfect pin- 
set fit over the entire length of the 
comb tooth. Since the comb teeth 

(Please turn to page 342) 


PuRCHASING 








gi- 
m- 
tly 
1en 
la- 


e- 


of 
of 
mn 
rly 





ny 
pir 


ire 


ty 
et 


es 
rt 
n- 
he 
th 


iG 





FEBRUARY, 1953 


















In these days of 


HIGH DIE COSTS 


WMicwkKold* 


Stainless Steel Sheets 





WILL SAVE YOU MONEY! 





The unusual uniformity of gauge in Micro- 
Rold allows for closer die setting, assuring 
the fabricator of uninterrupted production in 
stamping, forming and blanking operations. 


This closer control of MicroRold sheet 
thickness increases the productive life of 
the die and reduces to an amazing degree 


WaAsHINGTON STEEL CoRPORATION 


WASHINGTON, PENNSYLVANIA 


the number of rejects. One fabricator re- 
ports less than 44 of 1% breakage in a 
1214” draw on a 17” blank with a rectan- 
gular cross-section. 


From edge to edge—and end to end—only 
MicroRold has such outstanding uniformity 
of gauge. 
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_ MANY PRODUCTS YOU 
“WOULD NEVER IMAGINE A 


GASKET COMPANY MANUFACTURED 


Diversification has multiplied this company’s products and serv- 
ices to the point where there is hardly an industry that is not 
benefited in some degree from the research development and 
manufacturing ‘“‘Know-how’”’ of the United States Gasket Company 
and its Fluorocarbon Products Division. 


Whatever your business, it will pay you to investigate what 


U.S.G. has to offer. 


e@ Gaskets and packing that are im- 
mune to all chemicals (except 
molten sodium and fluorine). Are 
non-contaminating. Out-last other 
materials several times over. 

@ No-lubricant, non-contaminating 
bearings and bushings. 

@ Chemical-proof pump impellers and 
other machine parts. 

@ High temperature, high frequency, 
high voltage insulating materials 
(sheets, rods, tubing, tape, cylinders, 
bars, molded and machined parts 
for the electronic and electrical 
industries). 

@ Teflon “Alloy” materials that possess 
most of the pure polymer's charac- 
teristics and offer additional de- 


sired physical or electrical charac- 
teristics. ‘Alloys’ include metals, 
glass, alnico ceramics, carbon, sili- 
cate, mica, graphite, quartz, asbes- 
tos, etc. . 

Solderable Teflon and Cementable 
Teflon. 

Electronic components including min- 
iature tube sockets, crystal sockets, 
connectors, stand-off insulators, 
feed-through insulators and termi- 
nals, trimmers, etc. 


@ Perforated Teflon for filtering and 


sifting chemicals that would attack 
other filtering media. 

Metal and metal-asbestos gaskets 
for pipe flanges and boilers, water 
walls and other steam accessories. 


There are U.S.G. representatives in the principal cities throughout 
the world. Call the office nearest you or write for specific information. 


GASKET CAMDEN 1, 





NEW JERSEY 


COMPANY 
> ‘ 


"du Pont’s trademark lias 
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(Continued from page 340) 

are made of very hard spring steel, 
pin-sets must be hard enough to 
bend the teeth or pins for aligning 
At the same time, the pin-sets must 
be ductile enough to allow shaping 
of tips to fit the various tooth shapes 
and to forestall fracturing during 
straightening. 


Complex Problems Involved 


Problems involved in designing 
the pin-sets hinged on the necessity 
for great strength to accomplish 
tooth aligning, combined with suffi- 
cient ductility for tip shaping. The 
attempt to adapt umbrella ribs was 
largely unsuccessful because _ that 
type of seamed tubing tended to pull 
apart at the seams. In addition, 
many of the make-shift umbrella 
rib pin-sets snapped while being 
shaped due to brittleness. 

After careful experimentation, 
Superior Tube metallurgists sug- 
gested making the pin-sets from 
seamless tubing in a range from OD 
105 to .026 and ID .017 to .023. 
Superior research indicated that 
high-carbon (.95 to 1.10%) AISI 
E-52100 alloy, drawn to this tubing 
specification range, provided the 
tool steel hardness and exception- 
ally high tensile strength necessary 
for the pin-sets. In #3 temver (full- 
hard drawn tubing) SAE 52100 car- 
ries manganese (.25 to .45%) and 
chromium (1.30 to 1.60%) elements 
sufficiently high to form an alloy 
which will withstand the pressure 
of pin aligning without distortion. 

The seamless tube construction 
lends itself to easy tip forming for 
precision fitting of the various pin 
shapes. In addition, the extremely 
hard alloy (Rockwell C Scale 20/32) 
resists damage to the shaped tip 
over long periods of service. 

Now used throughout the Hood 
plant, and in the New England plant 
of the Chrysler Company (subsid- 
iary textile machinery plant of 
Hood), and also sold by Hood to 
textile mills which operate their 
own maintenance and repair shops, 
Superior-developed  pin-sets are 
getting the job done faster, more 
accurately, and with considerable 
savings in man hours and produc- 
tion rejections. Ingenuity and me- 
tallurgical research on this small, 
but knotty, design and production 
problem literally saved the day for 
this manufacturer. 





Classified Section 
See Page 360 
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In the complete CMH 
line are all types and 
sizes of flexible metal 
hose including square 
locked, ball bearing, 
interlocked and corru- 
gated in a wide variety 
of materials. Assemblies 
for special services are 
also available. Ask your 
Flexonics distributor 
fora CMH hose catalog 
or write direct. 








Flexon identifies is 
CMH products that | 
have served industry Ve 
for over 50 years, © 


FEBRuary, 1953 












ALL YOUR NEEDS FROM A SINGLE SOURCE 


The CMH line of flexible metal hose 
products is the most complete offered 
by a single manufacturer . . . a single 
& source for a broad range of products. 








TIME-SAVING CONVENIENT DISTRIBUTION 


A nationwide network of stocking 
distributors backed by Flexonics Cor- 
poration field men assures prompt 
& service wherever you are. 








TOP QUALITY ACCEPTED PRODUCTS 


Over fifty years manufacturing experi- 
ence plus successful use in almost 
every industry stands behind all CMH 
Si Flexible Metal Hose Products. 


MULTIPLE PLANT OPERATION 
Six Flexonics plants plus a company 
owned assembly warehouse offer many 
of the advantages of parallel sources 
| & of supply through a single company. 

















and convenience. 


CHICAGO _ METAL HOSE Division 
CU“ 





Write for the name of your Flexonics distributor or look for his 
name in the pages of your classified telephone directory. We're 
sure a trial order will convince you of the value of CMH service 





In Caneda: Flexonics Corporation of Canada, itd., Brampton, Ontario 


Flexible metal hose Expansion joints . Metallic bellows 


Aircraft components 
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... THEN WE INSTALLED ALGRIP 
i And Ended Slipping Accidents And High Insurance Costs! 


ELIMINATED - 
Accidents like this 
—Wwhich cost a 
man his life 


It happened at a large industrial 
plant, where oil and grease on a 
loading platform created a constant 
hazard. A lift truck skidded on 
the slippery surface, toppled from 

the platform’s edge, and crushed 

the operator to death. 





Then A.W. Avcrip Abrasive Rolled Steel Floor Plate was installed on the 
platform—and slipping accidents ended at once. For ALGRIP is truly non- 
slip—even on steep inclines! Hundreds of tiny abrasive particles in each 
square foot of ALGriIP converted the slippery, dangerous platform into a 
hard gripping, anti-skid surface—safe for men and vehicles alike. 


IMMEDIATE SAVINGS were obtained in three ways: (1) No more costly, 
morale shattering accidents. (2) Faster handling of loads. (3) Workmen’s 
compensation insurance premiums were substantially reduced by more than 
enough to pay for the Aucrip installation. 


END SLIPPING ACCIDENTS THAT STEAL PRODUCTION AND KITE INSURANCE RATES 


A.W. ALGRIP—only abrasive rolled steel floor plate in the world—pays for 
itself in savings from safety. Tough abrasive particles (same kind used in 
grinding wheels) put hundreds of tiny safety-brakes in every footstep— 
make it virtually impossible to slip even on steep inclines. ALGRIP doesn’t 
wear smooth either—wear only exposes new particles. And tough rolled 
steel makes this floor plate stronger than other abrasive floorings. For safety 
at a saving, get the full ALGRIP story today. Write for 
our new Booklet AL-31 —without obligation. 











Over 125 Years of Iron and Steel Making Experience. 


_ or . < 
. f hy ed AS 
ALGRIP pine pe a Steel Floor Plate 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 
Other Products: A. W. SUPER-DIAMOND Floor Plate « Plotes @ Sheet e Strip 
(Alloy and see Grades) 


“Av ¥ ty. tat 9 : 
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Die-Pressed Porcelains For 
Electrical Applications 


Die-pressed porcelains, made from 
the finest obtainable American ang 
imported raw materials, for all elec. 
trical applications, are now avail. | 
able from the Washington Porcelain 
Co., Washington, N. J. Produced by | 
the dry-mix process, these porce. | 
lains will be supplied either glazed 
or unglazed in white or gray-green, 

The company, a_ subsidiary of 
Arrow-Hart & Hegeman Electric 
Co., offers custom molding to cus- 
tomers’ own designs and can also 
provide engineering advisory 





ments. 





Continuous process, oil fired tun- 
nels are used instead of the older 
conical kilns in the company’s ex- 
panded and modernized plant and 
a system of automatic controls is 
employed to assure uniform high 
quality. Overhead handling equip- 
ment of adequate capacity speeds 
product movement through _ the 
plant. 

Porcelains have long been used 
in the electrical industry wherever 
high dielectric strength plus re- 
sistance to high heat is required. 
Now that emergency restrictions 
have created a shortage of several 
insulating materials, it is expected 
that many manufacturers will look 
to unrestricted porcelain as an im- 
mediate solution to their insulation 
problems. The Washington Porce- 
lain Company states that it will be 
glad to help in the development of 
any new applications for electro- 
porcelains. 


+’ < 


Teco Issues New Catalog 
On Products and Services 


Products and services for more 
advantageous uses of wood, devel- 
oped through two decades of timber 
engineering and research, have been 
catalogued in “Teco Products and 
Services for Users of Wood and 
Forest Products”. The booklet 1s 
issued by Timber Engineering Com- 

(Please turn to page 346) 
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SELF-LOCKING PLACE BOLTS 


...cut costs...add strength 







... Wherever involuntary loosening : \ 


or fatigue are a problem! 








= 
In some typical automotive and farm equipment ’ 
applications, for instance, “Place” Bolts are being 
used as connecting rod bolts, main bearing cap 








screws, and flywheel bolts. 

Here, and wherever a locking bolt may be needed, 
the Slotted-Type “Place” Bolt offers not only posi- 
tive locking action but economy and additional 
strength. It cuts costs because no additional parts or 
operations are needed. It adds strength because its 
controlled spring action guards against impact, 
shock and fatigue failures. 

National makes the Slotted-Type “Place” Bolt in 
carbon or alloy steel, in any of a wide range of sizes. 
Write us for additional information, including our 
illustrated folder. The flexible diaphragm formed between slotted seg- 

ments in the upper face of bolt head and circular 
recess adjacent to the shank in lower face (section X) 
acts as controlled spring element when head is prop- 
erly wrenched against a rigid seat. Diaphragm is 
reinforced by the continuous-grained segment cold 
formed between upset slots in upper face. 


HERE'S HOW 
SLOTTED-TYPE HEAD LOCKS 








U.S. Patent No. 2543705 








THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 23, Cal. 





Vationat x 5 ( o 
ani FASTENERS “J # —HODELL CHAINS CHESTER HOISTS \ 
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YOU CAN 
COWtt YOUR 


METAL CUTTING COSTS 


MILFORD 


Mdljole Fass 


is PART of the ANSWE 


SHARPER -- 
MORE UNIFORM -- 
CLEANER TEETH -- 


Milled by multiple passes of the cutters, keener, 
more uniform teeth are produced, absolutely nec- 
essary for faster, smoother cutting of metals. The 
final burnishing poss produces the smoothly 
finished teeth, which assure fast, effective chip 
removal. 





ALL MILFORD POWER HACK SAW BLADES . 
give you faster cutting with teeth that are sharp, 
and stay sharp longer. 


STANDARD OF QUALITY THE WORLD OVER 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS 
FOR OVERZSYEARS 
NEW HAVEN 5, CONNECTICUT 


PROFILE BLADES AND BAND SAW BLADES 
HAND AND POWER HACK SAW BLADES 






MILFORD 


Sold through MILFORD Distributors who 
render a service tailored to your needs 


The Industrial distributor is familiar 
with the requirements of industrial users in his area. His is a 


prompt personalized service, as near as your telephone 
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(Continued from page 344) 


pany, affiliate of National Lumber 
Manufacturers Association, Wash- 
ington 6, D. C. 

The catalog not only lists the 
variety of Teco timber connectors 
developed, manufactured and dis- 
tributed by this industry-owned or- 
ganization, but describes _ briefly 
where each may be used to greatest 
advantage. These include Teco 
Wedge-Fit split rings, shear plates, 
toothed rings, spike grids, clamping 
plates and framing anchors, with 
proper installation tools prescribed 
for each. 

Other products described include 
Wood Study Kits and Colpres 1), 
the quick-setting, 10-minute, room 
temperature urea resin adhesive 
used by increasing numbers of fur- 
niture and other wood products 
manufacturers. 


7, ¢ @ 


G. E. Opens New FHP 
Plant at Linton, Ind. 


The General Electric Company 
completed another step in its de- 
centralization program recently with 
the opening of a multi-million-dol- 
lar plant for the manufacture of 
fractional-horsepower motors at 
Linton, Ind. The plant will be en- 
gaged in the production of the com- 
pany’s newly-developed Form G 
motor. 

According to Lisle Hodell, gen- 
eral manager of the G-E General 
AC Motor Sub-Department, the 
Linton site for the installation was 
chosen only after more than 100 
cities had been surveyed. Besides 
wanting the plant near the center of 
the motor market and the depart- 
ment headquarters at Ft. Wayne, 
Ind., the company was concerned 
with finding a town which had 
adequate educational facilities, 
churches, hospitals, and vocational 
programs, Mr. Hodell said. 

The plant will manufacture split- 
phase motors for fans, blowers, cen- 
trifugal pumps, office appliances, 
and other’ general applications 
where moderate starting torque and 
quiet smooth performance is needed. 

The new Form G motor, an- 
nounced publicly last March, em- 
bodies an entirely new concept of 
motor design and manufacture. Ac- 
cording to G-E engineers, the line to 
be produced at Linton weighs from 
20 to 40 per cent less per horsepow- 
er than the models it replaced, and 
is considerably smaller in size. At 
the same time, versatility of appli- 
cation has been broadened and ap- 
pearance modernized. 
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Not so long ago a 
visitor spent several hours in one of 
our plants, and when he had finished 
he asked, ‘Is there any kind of forging 
that Bethlehem doesn’t make?” 


Well, yes, perhaps there are a few. 
But by and large, we just about cover 
the field. 


You see, we're equipped to make 
huge press forgings, almost everything 
in the medium-sized bracket, hammer 
and drop forgings, and many types of 
specialties. There isn’t room here to 
list the scores of uses to which these 
forgings are put. But take our word, 


the list would be very long indeed. 


And here’s something else: our 
machine-shop facilities match the forg- 
ing equipment in every way. Look at 
the picture of that hardened steel roll 
—a piece weighing 21 tons. It was 
hnish-machined in our Bethlehem 
shops. That kind of work requires 
expert machinists and first-class equip- 


ment. Both of these assets we have. 


Bethlehem would like very much to 
do business with you. Call us the next 


time you're in the market for large, 


medium, or small forgings; we'll be 


glad to CO-operate in every way 





Almost Every Kind o 








e 











BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 


Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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KUHN:JACOB 


are masters of detail 


Plastic Molding 





ACTUAL 
SIZE 


Note the many planes and angles in 
the above piece, the smooth, perfectly 
molded surfaces. Knowledge and ex- 
perience in selecting the material, 
expert skill in making the dies, and 
equal skill in molding result in a 
finished product like this. 


—_ '95 








Send For 10 Page Booklet 
Describing K & J Facilities 
For Serving You. 








CH alikae satis 


10} BE On 


1221 SOUTHARD STREET, TRENTON 8, N. J. 


CONTACT THE 


K & J 


REPRESENTATIVE 
NEAREST YOU 





Telephone Trenton 4-5391 
S. C. Ullman, 55 W. 42nd St., New York, N.Y. 
Telephone—Penn 6-0346 


Wm. T. Wyler, Box 126, Stratford, Conn. 
Telephone—Bridgeport 7-4293 








Wm. A. Chalverus, Carson Road, 
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Princeton, N. J. 








Tilt Top Truck 
Solves Positioning Problem 


Because, in one case, 2000 lb. 
broach holders could be handled 
only by crane, and because the crane 
could deliver the broach holder in 
only one manner, a means was re- 
quired for positioning the broach 
holder for certain maintenance op- 
erations. This Portelevator Tilting 
Top Truck was constructed to meet 
the need. 





The table top, 24” x 96”, rotates 
360° on a horizontal axis and can 
be locked in place wherever stopped. 
Back plate supports broach holders 
and fixtures as table tilts work to 
convenient position for service. 
Table service is 30” from floor. 
Truck rides on two wheels and four 
casters for easy maneuverability in 
restricted space. Floor locks at 
each end prevent unwanted move- 
ment. Capacity is 3000 lbs. 

This portelevator Tilting Top 
Truck may be built to alternate 
specifications. For additional infor- 
mation write the manufacturer, The 
Hamilton Tool Company, Hamilton, 
Ohio. 
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How to Stop Rust 


New ways to stop corrosion and 
cut costs are always welcome in the 
modern industrial plant. Rust- 
Oleum Corp., 2425 Oakton St. 
Evanston, IIl., believes that visual 
aid will teach a lot about the neces- 
sary techniques. The company has 
produced a full color, sound movie, 
The Captain’s Idea, with scenes 
showing new ways developed by the 
company to stop rust and cut costs 
in a large number of industrial 
fields. 

It is a new approach in industrial 
movie filming as the 30 minute, 16 
millimeter reel includes a_ light- 
hearted, fast moving plot and scena- 
rio. A new version of boy gots gir! 
is subtly woven into the film to hold 
audience attention. In the film is 
included such a highlight feature as 
the new Rust-Oleum roller coating 
method that saves up to 40% on re- 
coating wire fences. The company 
will give complete information on 
availability of the film. 
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Bue of the East’s large cement companies gets of “Featherweight” 85% Magnesia is sufficient. 
- all the electric power it needs for plant operation All pipes have been finished with a canvas 
he RA ; 
t by utilizing the waste heat from its cement kilns. jacket and painted. 
3t., This heat is first directed to a boiler which pro- K&M “Featherweight” 85% Magnesia is a 
al - . , - 700°F. stez , . 2 : 
~ duces a continuous supply of 700°F. steam. versatile, dependable, economical insulation 
-S= "hie 3 > nine , 1e “ner: y pe ee aes 
a This, in turn, is piped to a power-generating for applications up to 600°F. Combined with 
ie, turbine—and that’s where K&M_ insulations Hy-Temp, it is efficient on installations having 

2 “6 ‘ ! i. . 

es COIS ot temperatures up to 1900°F. Both materials are 
¥ _ supplied in a wide variety of forms and thick- 
sts So that heat loss is held to a minimum, two . 
ial effective K&M insulations have been used in RCSSES. 
ial combination on the main steam header: a 1%2”’ Your K&M distributor, an experienced appli- 
16 layer of ‘Featherweight’ 85% Magnesia over a cator, will gladly answer your questions about 
it- 1%" layer of Hy-Temp insulation. For two these products and their uses. Call on him soon, 
i smaller boiler-feed water lines, a 1%” layer or write to us for complete information. 
ir 
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Optimum inertness and 
dimensional stability 


TEFLON’ 


sheet, rod, tube 





...acomplete stock 
of sizes, too, all with 


FLUOROFLEX®-T 


Fluoroflex products are processed 
in new equipment engineered espe- 
cially for converting “Teflon” pow- 
der. Users have found this makes a 
big difference two ways: 


(1) The Teflon develops optimum 
properties. Fluoroflex products 
therefore withstand virtually all 
chemicals at —110° to +500°F. 

(2) Fluoroflex-T is stress-relieved 
Tefion. Parts therefore maintain di- 
mensions after machining — and 
show the least dimensional change 
under operating pressures. Free 
from cracks and porosity, Fluoro- 
flex-T rods, sheets and tubes are 
uniform in density and strength — 
and machine easily. 


Write or phone for more informa- 
tion on this top quality “Teflon” — 
and why not ask us also to quote on 
your requirements? 


*DuPont trade mark for 
its tetrafluoroethylene resin 


® Resistoflex trade mark ad ' 
products from fluorocar resins 


RESISTOFLEX 


CORPORATION 
Belleville 9, New Jersey 
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Law of Warehousing 
(Continued from page 124) 


point of law was 
the court said: 

“For all purposes the transfer of 
goods in storage is complete upon 
delivery of the receipts with intent 
to transfer the title to the goods 
represented thereby, that an en- 
dorsement of the receipt adds noth- 
ing to the effectiveness of such de- 
livery.” 

A warehouseman never is liable 
to the holder of a forged or altered 
receipt, although he delivered the 
goods represented by such receipt 
to the original holder without de- 
manding presentation of the receipt. 
Under no conditions may a person 
who lawfully possesses a warehouse 
receipt demand the goods or any 
other value. The latest case on this 
subject is Weaver Company v. 
Batesvill Company, 270 S. W. 509. 

On the other hand, where a nego- 
tiable warehouse receipt has been 
issued properly endorsed and nego- 
tiated and it is transferred to one 
who has in good faith paid value 
therefor, the warehouseman is li- 
able to the holder of such receipt 
and if he refuses to deliver the mer- 
chandise to such holder, who offers 
to surrender the receipt, with a 
lawful endorsement, such holder 
may sue and recover from the ware- 
houseman the full value of the 
goods. 


involved. Here 


Validity Of Contracts 


All higher courts hold that, under 
no circumstances, may a warehouse- 
man make a valid and enforceable 
contract which relieves him from 
exercising “ordinary care” to safe- 
guard stored merchandise. In other 
words, a warehouseman always is 
liable for loss of or damage to stored 
goods if the testimony shows that 
he failed to use the same degree 
of care to safeguard the goods as 
would have been exercised by the 
average prudent and experienced 
warehouseman under the identical 
circumstances, 

On the other hand, the higher 
courts hold that a contract is valid 
under which a warehouseman in- 
creases his ordinary liability. 

For example, in Lomax Transpor- 
tation Company v. United States, 
183 Fed. (2d) 331, it was shown 
that a warehouse company issued a 
warehouse receipt or contract to 
the owner of stored merchandise. 
In this receipt the warehouse com- 
pany assumed liability as a com- 


(Please turn to page 352) 
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Stanzoils 
by PIONEER 


, Proper protection and 
comfortable fit go hand in glove 
with Stanzoils to boost your 
workers’ efficiency and send your 
‘company’s profits soaring! 
Work stoppage an 


= A N-32 medium 
injury claims decrease weight straight 
| |. , medical expenses faew thle 
l\decline . . . employee seeprene glove. 
| | relations improve and Now-slip srip 
production increases— surface. 10Y%4" 
‘when you order the right length, 


' liquid tight acid 
and oil resistant 
neoprene Stanzoil gloves 
for each job. Choice 
of 32 longer-lasting 

styles, weights, sizes, 

colors ... write for 

PIONEER Stanzoil 
catalog today. 


Industrial Products Division 


The PIONEER Rubber Company 


240 Tiffin Road, Wiliard, Ohio 


















Over 85% of the torque wrenches 
used in industry are 


S turTevs 
TORQUE WRENCHES 
‘Read by Sight, Sound or Feel. | 
w Srmanently Adee 
@ Practically Indestructible | 
@ Faster—Easier to use 
@ Automatic Release 


@ All Capacities 


in inch ounces... inch 
pounds .. . foot pounds 
All Sizes from 0-6000 


should have 
this valuable 
dota. Sent upon 
request. 
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METAL-CUTTI 


greatest cost-cutting team 


















dium 
raight 
r style 
glove. 
b grip 
1044" 
mtb, 
DISSTON FILES—@ complete line— rugged, BLADES 
long-lived, economical. Exclusive Bite-Rite“ 
American Pattern files, versatile Multi-Metal files. 
precision-made Superfine” Swiss Pattern files. 
DISSTON HACK SAW BLADES— 
made from four special-purpose steels: 
High Speed Steel blades, for cutting 
metals ordinar’s steel can't cut (hand or 
machine use) Di-Mol Blades, for general 
production (hand or machine use). Chromol 
(all hard) Hand Blades. and Duraflex 
(fiexible) Hand Blades tor general use. 
DISSTON METAL-CUTTING BAND SAWS—for full- METAL-CUTTING 
vg cm BAND SAWS 
speed production. Uniform hardness and temper. 
durable edges. Made in both Hard-Edge, Flexible— 
Back and Hardened Throughout stvles. ; 
very 
ene 
a 
ve HENRY DISSTON & SONS, INC. 
pon acony, Philadelphia 35, Pa., U 
Canadian Factory: 2-20 F peng ee 
raser Ave., Toronto 3, Ont. 
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endurance test record PROOF: 





@ Every belt tested had an equal chance to perform. It was 
a primary crusher installation at a large Southern quarry. A 
tough job, and, an important one, because a breakdown here 
meant work stoppage in the entire plant. Performance of ordi- 
nary belts varied. Some lasted longer than others, but not one 
approached the record made by Republic’s EXCELO Elevator 
Belting. This rugged belt outlasted all the others. It worked 
steadily for a two-year period without a single breakdown. It 
required less maintenance, showed less signs of wear, did far 
more work at less cost than was previously thought possible! 
Republic Elevator Belts chalk up performance records like this 
everywhere theyre used. Republic Elevator Belts are expertly 
matched to your job by local men who really know your 
specific problems. So, don’t gamble on results. It costs less to 
use the best . .. REPUBLIC ELEVATOR BELTING!! 


Republic butlds foughest Llevator Bi e/ Ys gong 






REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1 OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Law of Warehousing 
(Continued from page 350) 


mon carrier for loss of or destruc. 
tion of the goods. Later the ware. 
house burned without negligence 
of the warehouse company, or its 
employes. 

In subsequent litigation, the 
higher court held the warehouse 
company liable. This court held that 
no law prohibits a warehouseman 
from contracting to assume abso- 
lute or unusual liability with re- 
spect to safety of merchandise stored 
in the warehouse. 


at F 


Combatting Plant and 
Product Odors 


(Continued from page 79) 


The same warning as given with 
emulsified cutting oils must be 
given in regard to solvents. With 
some, such as those using methyl 
ethyl ketone, the purchasing of 
solvents treated for deodorization 
will not end all annoyance to the 
worker using them. They may still 
cause his eyes to smart. But it has 
been found that, even when this oc- 
curs, more than 75% of complaints 
previously experienced on the job 
disappear. Such is the improved 
psychological reaction to the elimi- 
nation of the unpleasant odor. 

It is also possible now to procure 
materials of all kinds used in plant 
maintenance that will not be offen- 
sive to the smell—paints, both con- 
ventional oil base type as well as 
the new latex emulsion type, floor 
wax polishes, plastic coatings, and 
various cleaning materials. At one 
time the overpowering smell of 
paint restricted renovation jobs to 
periods when the weather was open 
and full ventilation was possible. 
Even then some workers particular- 
ly allergic to paint smell suffered 
discomfort and lowered efficiency. 
In food processing plants, etc. 
painting meant closing down whole 
areas for a week or more. Paints 
are now deodorized to cause no 
interference with the workers’ 
comfort or production schedules. 

But not only has the odor 
nuisance been largely eliminated 
from materials used on the produc- 
tion line, it is also disappearing 
from supplies used in the office, 
whether it is carbon paper, paste, 
blue print material, stencil forms, oT 
duplicating inks. There is no longer 
any need for a musty smell when 

(Please turn to page 354) 
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The U.S. Steel Supply team that gives you 





personalized service 


Our felephone salesman is 
your ‘‘on-the-spot”’ 


.) 


propuct SPECIALIST 


C : : 


OFFICE MANAGER 


erect 


UR telephone salesmen are trained to look at 
QO your business from your viewpoint. They are 
your ‘“‘on-the-spot”’ assistants in our organization. 
When you want steel or supplies or need informa- 
tion quickly about availabilities, priorities or 
prices, pick up your phone and call one of our 
salesmen. He can turn your inquiry into immed- 
iate action and follow it through, if necessary, until 
you receive the steel or information you want. 


assistant! 







a . 


\ Mn MOAN 
TELEPHONE SALESMAN 
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WAREHOUSEMAN 





Most of our customers call their telephone sales- 
man, because it suits their convenience to place 
their orders or inquiries by phone. It gets their 
steel buying done fast! Whatever your reason for 
contacting one of our telephone salesmen, you'll 
find that your business is handled promptly, in- 
telligently, courteously and with the personal 
interest that marks every member of the U. S. 
Steel Supply team. 


YOUR ‘“‘ONE CALL’? SOURCE OF STEEL SERVICE 


NEWARK + PITTSBURGH + PORTLAND, ORE. 


U.S. STEEL SUPPLY 


UNITED STATES STEEL SUPPLY DIVISION, UNITED STATES STEEL CORPORATION 
HEADQUARTERS: 208 So. LA SALLE ST., CHICAGO 4, ILL. 


BALTIMORE + BOSTON + CHICAGO - CLEVELAND 


WAREHOUSES AND SALES OFFICES: 
HOUSTON + LOS ANGELES 


We oe te ae 
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MILWAUKEE + MOLINE, ILL. 
ST. LOUIS - TWIN CITY (ST. PAUL) + SAN FRANCISCO ~- SEATTLE 


Sales Offices: INDIANAPOLIS + KANSAS CITY, MO. * PHILADELPHIA * PHOENIX « ROCKFORD, ILL. + SALT LAKE CITY + SOUTH BEND ~- TOLEDO 
TULSA + YOUNGSTOWN 








BORSUDS 





greater economy. 


conditions. 





von FREE 
SANITARY SURVEY 


of your premises 
consult your 


DOLGE SERVICE MAN 















HEAVY-DUTY 
BORAX-TYPE 


BORSUDS’ grime-chasing agent, borax, is completely soluble—will 
not clog drains. Combining borax with the finest medium and low 
titer neutral toilet soaps, Dolge has developed a product sure to 
find favor with factory and office personnel alike. Agreeable to use, 
gentle to the skin, quick-acting against the most ingrained grime, 


BORSUDS comes in convenient 5-lb packages, or in bulk for even 


Your Dolge Service Man will gladly demon- 
strate BORSUDS under your own shop or office 


eperntahle 





— 





WESTPORT, CONNECTICUT 


HAND CLEANER 








MAKE 
INDUSTRIAL 

HOSE 
LAST LONGER 


For full information write for 
the Sherman industrial brass 
fittings catalog. 
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FINGERTIP CONTROL 


Revolvator Go-Getter — telescopic straddle 
type lift truck — a bear for work in crowded 
areas, narrow aisles. Fully automatic — ex- 
traordinarily maneuverable 200° turning arc 
— 2500 Ib. capacity—very slight operator 
training necessary. Write for full details of 
this and many other models. 


REVOLVATOR CO. 


8752 TONNELE AVENUE e NORTH BERGEN, N.J. 








Combatting Plant and 
Product Odors 


(Continued from page 352) 


the office opens in the morning—no 
more than there is need for a 
“phewy” smell in the factory when 
the first shift comes on. Offensive 
odors are a prime cause of emotional 
disturbances, irritated tempers, low- 
ered efficiency and poor morale, 
The industrial aromatic chemist js 
the purchasing agent’s ally in help. 
ing to eliminate their cause. 
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U. S. Steel Names 
New Top Officials 


Five major changes in the top 
management of United States Steel 
were made at a recent meeting of 
the Board of Directors, it was an- 
nounced by Benjamin F. Fairless, 
chairman of the board and president 
of the corporation. 

Clifford F. Hood, a former farm 
boy, was elected president of the 
corporation, and a member of the 
board of directors effective imme- 
diately. He also becomes a member 
of the finance committee. Mr. Fair- 
less will continue as chairman of the 
board and chief executive officer. 

Robert C. Tyson was elected vice 
chairman of the finance committee 
and a member of the board of di- 
rectors and of the finance commit- 
tee. He will also continue as comp- 
troller. 

Harvey B. Jordan was elected 
executive vice president—opera- 
tions. 

Walter F. Munford was appointed 
President of the American Steel & 
Wire Division of United States Steel. 

Howard E. Isham was elected vice 
president and treasurer of the cor- 
poration. He will succeed Max D. 
Howell, retired. 


: F #* 


Booklet on Titanium 


“Titanium—the New Metal” is the 
title of Bureau Ships Journal (Oc- 
tober) article describing develop- 
ment, present production, fabrica- 
tion methods and problems. Listed: 
composition, designation and source 
of commercial titanium and alloys, 
nominal mechanical and properties 
of each. The article also makes com- 
parative analysis of titanium, alu- 
minum, stainless steel and other 
structural metals, and discusses the 
Navy program for utilization of the 
metal. Copy is available from Navy 
Technical News, Office of Informa- 
tion, Navy Department, Washing- 
ton 25, D. C. 
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Adjustable valve drag; 
solid ring packing 
that stays leakproof. 































































| 
5 Here's how to make yo 
or a if S W m e y ur 
h Pressure-forged 
Ww: len valve body that stands up 
nsive under hardest use. 
‘ional 
low- 
orale, 
ist is Wide valve spread for 
help- better access, easier 
adjustment 
Dent-resisting, extruded 
0 ur eT mcm brass handle. Comfortable, 
balanced grip 
Quick-locking, 
hand-tight connection; 
> top no wrench needed. 
Steel 
ig of 
3 an- 
rless, Short mixer tube for 
ident extra flashback 
PUROX W-202 Welding resistance. 
far Blowpipe with 9, 15, 30, 40, 
a and 70 cu. ft. Heads, $39.00 
Ds | SELF-SEATING VALVES 
f the Pure copper tips with 
nme- stand heat and wear Ball in sealing end of stem keeps valve gas 
mber Swaged passages, stream- tight. Closing valve tightly repairs a scored 
Fai lined flow, precision seat 
alr- ports for maximum ‘ 
if the flame stability 
Tr, 
daa HEAVY-WALL GAS TUBES 
ittee ‘a 44 Seamless brass internal tubes rigidly 
f di- More PUROX anchored to withstand hard use. Coiled 
\mit- — » oxygen tube suppresses flashbacks. 
¥ 
ymp- Values j 
acted RUGGED FRONT BODY 
yera- High-strength, wear-resistant bronze; pro 
tected seating surfaces. 
inted 
el & 
steel. ''O"’’ RING GAS SEALS 
vice : Easily replaceable ‘‘O" rings of long-lived 
D he new W-202 Purox Blowpipe easily welds synthetic rubber eliminate critical metal-to 
x D. . ° ; 
anything from lightest sheet to heaviest plate metal gas seals. 
or casting. Although built for rough use, it is 
lightweight. easy to handle, and well balanced QUICK-CHANGE HEADS 
in any working position. Overlapping welding Welding heads snap in and out of blowpipe, ual 
; the ranges of its 13 head sizes (2 to 100 ecu. ft. per seal gas-tight with one easy motion, lock in 
0 : ; ; ; any working position. \ 
c- hr. capacity) permit choice of hard or soft = 
J (8) - . 
re flame for any metal thickness. | 
ted: Like all Purox Blowpipes, the W-202 is nee SNe 
urce moderately priced and thrifty to use. Come in Disk-type mixer - each head resists flame | 
loys : Bs ‘ pops and backfires, eliminates burnouts. : 
a today and see for yourself the many features Number marked on mixer designates both ) 
aii that make it such an outstanding buy. head size and hourly gas flow. ze} 
alu- 
ther 
the . 
the G f LINDE J bb The term “Purox”’ is a 
lavy LIRO et it rom your 0 er registered trade-mark of 
' , . : > Union Carbide and Carbon 
ma- or write for further information. LiInDE Air PRropucts Corporation. 


ing- TRADE-MARK Company.30 E. 42nd St.. New York 17, N. Y. InCanada: 


Dominion Oxygen Company, Limited, Toronto. 
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SPDA Leaflets on Machining 
Aluminum and Saving 
Manpower 


Information on the machining of 
aluminum and a method for saving 
industrial manpower are discussed 
in two new leaflets issued by the 
Small Defense Plants Administra- 
tion. 

The leaflets, “Machining Alumi- 
num—II” and “Saving Manpower 
in Industry”, were prepared by 
SDPA’s Management Service Diyj- 
sion and are available free on re- 
quest from SDPA field offices in 
Boston, New York, Philadelphia, 
Richmond, Atlanta, Cleveland, De- 





; ; troit, Chicago, Minneapolis, Kansas 
HERE'S HOW Oakite helps cut cleaning time and costs: City, Dallas, Denver, San Francisco, 
Los Angeles. 

@ A california mill immerses wire in Oakite CrysCoat, Sea + a a ee 
the patented cleaner-phosphater—eliminates copper They are Number 10 in the dual 
coatng. series of Technical Aids and Man- 

@ A tire manufacturer cleans molds by circulating a agement Aids prepared by SDPA to 
solution of Oakite Test X— eliminates tedious burning aid small businessmen. 


and hand-scraping. 


Modifications in Tool Design Fully Described 
® A Midwestern appliance manufacturer gets excellent 


paint adhesion on zinc die castings by cleaning and 
phosphating with Oakite materials—eliminates expen- 
sive shot-blasting. 


Machining Aluminum—II—This is 
a sequel to the Number 7 Technical 
Aid Leaflet “Machining Aluminum 


@ A manufacturer of radio transmitters uses Oakite Com- —I” which — discussed varia 
pound No. 33 to remove rust and oil at the same time— changes that should be made in 
eliminates sulphuric acid pickling of rusty steel. standard tool design when several 

of the usual machining operations 
Chances are Oakite methods can step up your production clean- are performed on aluminum. The 
ing, too. Ask your local Oakite Technical Service Representa- aaw leaflet describes modifications 
tive for help on such jobs os: in tool design for certain additional 
r operations. Tool materials _ best 
e electrocleaning suited for the particular operation 
@ conditioning metal for and alloys, as well as various meth- 
painting ods of joining aluminum by solder- 
@ removing and prevent- ing, brazing and welding, are also 

ing rust discussed. ; 
e steam-cleaning large Saving Manpower in Industry— 
aati This leaflet discusses the most wide- 
P “ ly used methods of saving manpower 
e _ before plat- in industry by simplifying the work 

I 


and eliminating some of it altogether 


« —* paint from with the result that the same num- 


metal ber of employees produce an in- 

e pickling creased amount of goods. In gen- 

@ burnishing eral, the process is to study each 

@ treating water wash operation from various viewpoints 

paint spray booths until a clear understanding of what 

" . is being done is gained and possibly, 

@ machine cleaning a better way of doing it becomes 

Call the Oakite man today. Or write Oakite Products, Inc., Farge ee eae — 
then compared wi e presen 

54 Rector St., New York 6, N. Y. cco’ 4 tae. aaa the 
pusT greater advantages. Under separa 

a i RIAL Cte, subheads these topics are discussed: 










Purpose of the operation, design of 
the part, inspection requirements, 












oe layout of work area, equipment and 
gvice is tools, materials and materials han- 
METHODS * st eee ie dling, working conditions, training 
‘ Principal Cities f U. $ o Cana ¢ and supervision of workers and com- 


pensation. 
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You should use 
. HICAGO “Safety Plus” 
> ’ Screws 


‘7 in Standard 
=e = Listed Sizes 
/ @ SOCKET SCREWS 

@ CAP AND SET 

SCREWS 
@ Nuts 
@ TAPER PINS 
@ stuDs 


® They fasten products more securely, give a 
tighter hold for a neater appearance, and our 
three quarters of a century of experiencein making 
fine threaded products guarantees a consistently 
more uniform accuracy to create sharper, 
smoother threads for a quicker, easier fit. They 
save money, too, because fewer screws and 
a faster fit means LOWER COSTS all down 
the line. Call the INDUSTRIAL SUPPLY 
DISTRIBUTOR nearest you today. Ask him 
for Chicago and get ‘‘Safety Plus” 










2803 W. WASHINGTON BLVD.« BELLWOOD, ILL. 


0 SCREW COMPANY----- 








Quick Prices... Quality Production 
Prompt Delivery for Every Need! 


Complete facilities to produce the fin- 
est plates of every type are at your 
service . . . including even a fully 
equipped shop to make the tools and 
dies required. Metal name-plates, 
signs, dials, gauges, data and instruc- 
tion plates, panels, and metal com- 
ponents are promptly available. We 
handle any process, any metal, any 
colors ... decorative bezels, escutch- 
eons, and intricate formings. You are 
invited to take advantage of the skill 
of our designers without obligation. 
Send for free booklet showing Mayer's 
unsurpassed facilities for designing 
and producing quality plates eco- 
nomically. Write us today! 


GEORGE J. MAYER CO., “Since 1884" 
546 East Market Street ¢ Indianapolis, Indiana 
Sales Offices in Leading Industrial Centers 


NAME PLATES 


by MAYER 


LINK<@)BELT 


ROLLER CHAIN DRIVE 
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This strong. tough, straight-grained soft- 

wood is «1 first choice for any lumber use 
where unusual strength, stiffness, load-bearing 
capacity and nail-holding power are important. 
Popular, too, for paneling and interior trim and 
cabinetwork. 


One of ten fine softwoods from member mills 
of the Western Pine Association. All are manu- 
factured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free 

illustrated book about 
Douglas Fir. 

Address 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon 


Please mention PURCHASING Magazine when writing to advertisers. 





Air Ferce Canning Engines 
For Shipment Overseas 


The Air Forces and Air Materiel 
Command are canning airplane 
engines and clothing for overseas 
use. The cans are made of 11- or 
12-gage low carbon, hot rolled steel 
plates and are opened with the 
world’s largest wrenches. Although 
they cost more than the wood crates 
or boxes used in the past, they are 
less expensive in the long run as 
they can be reused over and over 
again. 

Use of the cans for engines has 
proved so successful that the Air 
Materiel Command has started test- 
ing 20-gage steel drums in 15, 30 
and 58 gallon sizes for shipping 
clothing. 

The engine cans—the world’s larg- 
est—are just as air tight as any 
found on a grocer’s shelf. They are 
in two sections and flanged so the 
two can be bolted together. Humid- 
ity is licked by placing moisture- 
absorbing dessicant inside the cans 
before they are closed. 


in through a special valve and then 
the valve opening is sealed. 

The steel cans solve still another 
problem, that of shock during ship- 
ment. An elaborate mounting de- 
veloped by Air Force engineers 
guards the engines against all forms 
of vibration. The canned engines are 
so thoroughly protected, they can be 
dropped, rolled completely over and 
even dunked in the ocean without 
damage. 
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Phenolic Resin Production 
To Rise 17 Times In 3 Years 


A marked upswing in production 
of phenolic resin for the foundry 
industry that will continue through 
and beyond 1957 has been forecast 
by the Monsanto Chemical Com- 
pany’s Plastics Division. It has been 
estimated that recent revolutionary 
developments in casting procedures 
virtually assured an industry-wide 
production volume in phenolic resins 
that will be nearly 17 times 1952 fig- 
ures. 





in 1950, and now are produced at a 
rate of several million pounds an- 
nually. The plastic is used to bond 
a new, thin, strong, sand shell for 
castings that means substantial savy- 
ings in capital investment, floor 
space, machining or finishing and 
sand handling as well as more pre- 
cise casting. 
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Westinghouse Lamp Division 
Sees Shipments Rising 13% 


The Westinghouse Lamp Division 
expects to increase its shipments in 
1953 by nearly 13 percent over the 
past year to meet the demands of an 
expanding lamp market. Employ- 
ment, which has been increasing at 
all the division’s eight plants, will 
be further increased to handle 
stepped-up production schedules. 

A recent industry survey found 
that 30,000,000 American homes need 
four times as much light as they 
now have; that 1,500,000 stores need 
six times as much light, 200,000 fac- 
tories need four times as much light, 























Resins used in the shell mold and 50,000 miles of streets need five 
After the two halves are bolted process have more than doubled times as much light as they now 
together, dehydrated air is pumped each year since their first major use have. 
BUYER'S & SELLER'S MART 
Contract Work * Equipment For Sale ” Employment and Business Opportunities 
RATES 


Undisplayed (want-ad style), 


REQUIREMENTS 





: , : minimum charge 4 lines, prepaid 
Undisplayed (set solid) ........... 90¢ line Figure forty-four letter spaces (five average words) to a line 
Positions Wanted ...................+--+5: 45¢ line Add one line for box number address; replies forwarded with- 
out charge. 
Oe ee 8 a 50 inch Discount of 10% for twelve consecutive displayed insertions. 
PEPE ast iets ses aos em tee Forms close 15th of month preceding date of publication. 
Send orders to: CLASSIFIED DEPARTMENT ° PURCHASING ° 205 East 42nd Street, New York 17, New York 











A BUYER’S OPPORTUNITY 


| Areal challenge for an 


outstanding 
individual experienced in 


the purchase of 
| capital equipment, machine tools, jigs and 
| fixtures, and other tooling requirements. 
| Must also be familiar with establishment 
| of sub-contracts for tooling and equipment. 


WILL PAY RELOCATION EXPENSES 
Write 
Bendix Aviation Corporation 
Kansas City Division 
P.O. Box 1159 
| Kansas City, Mo. 








POSITIONS WANTED 





Purchasing Executive or Assistant, 43 years old, 
24 years experience in buying and merchandis- 
ing of Office Supplies, Office Furniture, Equip- 
ment and Printing. Prefer West Coast, Southwest 
or South. Box 1361, Purchasing, 205 East 42nd 
St., New York 17, N. Y. 





Purchasing Agent or Assistant. 5 years experi- 
ence in light industry specializing in factory 
equipment and supplies. Subcontracting of all 
type machine work. Aggressive and ambitious. 
College graduate. 30 years old. Prefer East or 
South. Box 1362, Purchasing, 205 East 42nd 
St., New York 17, N. Y. 

















BRIDGE CRANES 


ARNOLD HUGHES COMPANY 


765 Penobscot Bldg. Detroit, Mich. 
WOodward 1-1894 








Industrial X-Ray Machine Westinghouse, 
K 220 Style 981807, 60 cycle 39 amp 
200 V. Stationary type, adjustable tube- 
head and mount, shock proof, 25 m.p. 
220 k v.p. Recently overhauled, new oil 
cooler installed. 


NATIONAL EQUIPMENT SALES 


24-16 Jackson Ave. L. I. City, N. Y. 





We're Ready NOW for 
All Types of 


PRODUCTION 
MACHINING 


STEEL, STAINLESS STEEL, 
BRASS, ALUMINUM, etc. 


We have open capacity for both multi- 
ple spindle automatic screw machine work 
and Universal Turret Lathe products. Our 
equipment is all modern and our person- 
nel is of the finest. We are well equipped 
for alt second operations; milling, dril 
ing, etc. and offer a complete service in- 
cluding Heat Treating, Plating & Grinding. 

Send Blue Print for quotation. 
Ask for Illustrated Folder. 


(STRYKER 


SMP MACHINE PRODUCTS CO. 
184 John Fitch Way Trenton, N. 4. 
Machinists 
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BRASS e 
66 99 : 
Bridgeport EWLE OFFICES AND 
Co. WAREHOUSES IN 





PRINCIPAL CITIES 
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Need Rod with Higher TL. QO. 
| Are you using rod with a sufficiently CONSULT BRIDGEPORT ON YOUR METAL PROBLEMS 
high “1. Q.” (Inner Quality) 


to give you... Many Bridgeport rod alloys are available to suit your 

} es 
.. greater precision? particular needs — Ledrite brass rod (6) for maximum 
-+- faster production? machinability; Duronze III (707) for highest strength 


.. less tool ? 2) , 
a (about 85,000 psi in tensile strength) and excellent 
.. lower costs? 


Sewer sojected parte? corrosion resistance. 


... higher strength and toughness? See the Bridgeport “Technical Handbook” for informa- 


-. better resistance to corrosion tion on “Alloys for Screw Machine Operation.” Call your 


and wear? ' , 
nearest Bridgeport office for your metal requirements. 


Mills in Bridgeport, Conn. and Indianapolis, Ind. 
| in Canada: Noranda Copper and Brass Limited, Montreal 


BRIDGEPORT BRASS COMPANY 
eg 30 GRAND STREET, BRIDGEPORT 2, CONNECTICUT 


Fepruary, 1953 Please mention PURCHASING Magazine when writing to advertisers. 











LETTERS. 








COVER BOY 


I would enjoy having on my office 
wall among my autographed PurcHASING 
cover photographs, a plastic processed 
picture of General Eisenhower exactly 
as it appeared on the cover of the Decem- 
ber issue. 

L. C. McIver, Mgr. of Pur. 
Puget Sound Power & Light Co. 
Seattle, Wash. 


@ This is one of several similar re- 
quests received immediately after 
the publication of our December is- 
sue, the first request coming by 
phone from Pittsburgh. In depart- 
ing from our regular series of cover 
portraits of men directly engaged in 
the purchasing field, we did not 
prepare cover reprints of this issue 
as usual. However, a limited edi- 
tion of such reprints has since been 
made and will be furnished so long 
as the supply lasts. Unfortunately, 
we cannot undertake to have them 
autographed.—Ed. 


WAREHOUSE INVENTORIES 


Your article on the subject of Inven- 
tory Control (August issue) is of great 
interest to me. This subject is one which 
has been a matter of concern to this com- 
pany for some time. In the article you 
quote several textbooks on the subject, 
but these texts all seem to be written 
from the standpoint of the control of 
inventories in a manufacturing operation 
only. The greater part of our business 
is concerned with the distribution and 
resale, at the wholesale level, of building 
materials to dealers. Operating as we 
do from 16 branch warehouses with ap- 
proximately 40 different products, not 
completely allied, we have a considerable 
problem in maintaining adequate and bal- 
anced warehouse inventories, at the same 
time operating at the least possible in- 
ventory investment. 

V. L. Johnson, Jr., Dir. of Pur. 
Southern States Iron Roofing Co. 
Savannah, Georgia 


@ Purchasing for resale, as distin- 
guished from purchasing for use, is 
somewhat outside our _ editorial 
field, being generally regarded as a 
part of the merchandising and dis- 
tribution functions. The principles 
of inventory control in the two 
fields are comparable. For specific 
advice on inventory control meth- 
ods in the distributing operation, re- 
fer to (1) the appropriate trade as- 
sociations—National Lumber Mfrs. 
Assn., Washington, D. C.; Nation- 
al American Wholesale Lumber 
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Assn., New York, N. Y.; National 
Retail Lumber Dealers’ Assn., 
Washington, D. C.; (2) the several 
excellent trade journals devoted to 
building products merchandising ; 
(3) manufacturers of business rec- 
ord and control systems, who have 
had experience in setting up pro- 
cedures for comparable operations. 


—Ed. 


DISCOUNT TABLES 


Several months ago you published in 
one of your issues a “Multiple Discount 
Computer’, which was very useful. I am 
wondering if an additional copy of this 
can be had. 

L. C. Gelin, Pur. Agt. 
Layne-Texas Company, Ltd. 
Houston, Texas 


@ Sorry, these discount tables 
(April 1952 issue, p. 74) are not 
available in reprint form. No objec- 
tion to reproducing this information 
by photostat for working copies. 
\Varning : there was one typograph- 
ical error in the original presenta- 
tion, subsequently noted in a cor- 
rection notice. Discount multiplier 
for the 30-10-10-5 computation 
should be .5386 instead of .5368.— 
Ed. 


ELECTRONICS COSTS 


I am interested in obtaining informa- 
tion relative to materials or parts cost 
trends in the Radio-TV-Electronics in- 


dustry over the past 4 or 5 years. The 
information could be general and _all- 
inclusive. It does not have to be overly 


refined or detailed as to breakdown. 
Essentially what I’m looking for is a 
cost or price index that would show 
the over-all materials and parts cost 
trend in the industry. I would appreciate 
it very much if you could supply me 
with such data or possibly tell me where 
I could obtain it. 

R. D. Soderlind 

Hoffman Radio Corp. 

Los Angeles, Cal. 


@ Price data available from U. S. 
Department of Commerce and the 
Bureau of Labor Statistics covers 
only the wholesale prices of finished 
products of the industry. Such an 
index appears regularly in the Sur- 
vey of Current Business. A cost in- 
dex could be constructed from the 
prices of major materials and com- 
ponents. So far as we can deter- 
mine, this has not been done by any 


of the major statistical agencies, 
The New York office of the Radio 
& Television Manufacturers Assn, 
maintains only engineering data, 
but advises that a wide variety of 
statistical information is compiled 
by the Washington office of the As- 
sociation, at 777 14th St., N. W.,, 
Washington 5, D. C., which may 
include the desired information, 
This would appear to be a case in 
which the individual company price 
index would be most helpful. Data 
for this should be available in pur- 
chasing department files. For the 
method of using it, see “How to 
Build Your Own Price Index”, 
January 1952 issue, p. 97.—Ed. 


OUR APOLOGIES TO TEXAS 


I am confused by the figures on petro- 
leum output in the “Where We Stand” 
section (November issue). So I thought 
I would just break down and ask you 
to enlighten me. 

Your figures indicate that our weekly 
output of petroleum is 6,517,000  bbls., 
and this figure is so close to our actual 
daily average crude oil production, I 
thought something might be amiss. 

According to our statistics, daily crude 
oil production for the week ending 
November Ist was 6,541,300 bbls., the 
Great State of Texas alone producing 
a daily average of 2,960,000 bbls. 

H. P. Hellinghausen 
Manager, Material Dept. 
Interstate Oil Pipe Line Co. 
Shreveport, La. ‘ 


@ Reader Hellinghausen is correct. 
Our figures are derived from a 
weekly report of daily average pro- 
duction, and the time units were 
confused in transcription. The sta- 
tistic was corrected in the December 
issue, giving due credit to the Great 
State of Texas and other oil produc- 
ing areas for their splendid record 
of petroleum output.—Ed. 


MODEL PURCHASE ORDER 


We might add that our company has 
adopted a purchase order form patterned 
after the one used by the Osborne Manu- 
facturing Co., as described in the Febru- 
ary 1952 issue of PurcHASING. From this 
you can see we feel you are doing a good 
and helpful job all around. 

U. A. Strong, Pur. Agt. 
Commercial Contracting Corp. 
Detroit, Mich. 
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